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( mmpact Output 
Near 40,000 Rate, 


74 


[ops 25 Percent 


Week’s Total Steady 
- Despite Declines at 
- Buick, Lark, Olds 


By Martin L. Whitmyer 
Staff Writer 
. six compact makes raised 
# their share of total industry out- 
put to an alltime high of 25.1 per- 
last week as U. S. car output 
ed an estimated 154,885 units. 
| That compares with a total in- 
ly production of 153,682 cars 
,week earlier, and 133,704 assem- 
during the week ended 
: h 7 a year ago. 
" Another highlight of last week’s 
tions was the assembly of the 
illionth 1960 model car on Fri- 
ay (March 4). The comparable car 
the 1959 model run wasn’t pro- 
id until March 25. 
-record operations last week 
it Rambler, plus sizable upsurges in 
at Falcon and Comet, offset 
leclines in production at Corvair 
rand Lark to give the compacts bet- 
‘ter than a quarter of total industry 
mblies on an estimated 38,910 
Units. On a volume basis, compact 
‘Output last week also was at an all- 
' high. 
_ A week earlier the compacts cap- 
tured 24.6 percent of total industry 
assemblies on 37,732 cars—the per- 
®entage being the highest the small 
ears had taken up to last week. 
* * * 


ACT output in February to- 
talled 155,409 units as against 
(Continued on Page 65, Col, 3) 


W Territories 
ot Court OK in 


E -Dealer’s Suit 


By Maynard M. Gordon 
News Editor 


FEDERAL Circuit judge has 


ufacturers and importers to en- 
e exclusive dealer territories 
the public suffers no injury. 


_ However, using the same criter- 
the judge said territorial re- 
tions may be illegal if price- 

is involved. 

‘The opinions were handed down 

by Circuit Judge Phillip Forman in 

» Volkswagen of America cases— 
an antitrust suit by the Depart- 
nt of Justice and the other a 
0.000 damage suit by a former 
VY dealer in Bridgeport, Conn. 
cd * oe 
THE Government’s price-fixing 
complaint against Volkswagen of 
rica and 14 distributors, Judge 
rman refused to delete territorial, 
i-bootlegging and sin gl e-fran- 
ise charges. This marked a vic- 
for the Justice Department, 
ich has sued Renault and Peu- 
on similar grounds and obtain- 
&consent judgment from the 
sh Motors importer and nine 
ributors. 
does not follow that practices 
per se when considered alone, 
© necessarily so whatever the con- 
(Continued on Page 63, Col, 1) 
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Imported Cars in Operatién | * 


By Model Year 


(As of Jan. 1, 1960) 


Make 1959 
Alfa Romeo .. 2,064 
Austin 4,388 
Austin-Healey 15,344 
Berkeley 
BMW-Isetta .. 


1,930 
1,624 
5,221 

513 


Mercedes- 

Benz 
Metropolitan.. 
MG 


14,175 


NSU Prinz ..... 
Opel 
Panhard 
Peugeot ... 
Porsche ... 


3,171 


15,471 1 5,927 


16,449 


Volkswagen .. 
Volvo 
Wartburg 


Miscellaneous 1,304 


368,293 200,213 


1958 1 


{\, AR 7 
‘ 1N 


i EPAR 
Total 
5,341 
20,186 
29,988 
870 
10,053 
21,225 


1956 
295 


10,847 
12,516 


5,951 
8,054 
1,156 
48,114 
39,866 
501 
350,263 
“39,444 
405 
7,675 


52,346 106,780 1,422,163 
© 1960, Automotive News 


Ford and VW Are Tops 
In Sales Per Dealer 


Imports 


Quien of imported cars played 
“follow the leader” again last 
year in the sales-per-dealer derby. 
As usual, the leader was Volks- 
wagen. 

Volkswagen’s victory wasn’t 
news, but its sales-per-dealer total 
was definitely an eyebrow lifter. 
VW retailers delivered an aver- 
age of 292 cars apiece in 1959. 
That was far and away the best 
performance of any dealer organi- 

zation in the nation last year. By 
comparison, Ford led the U. S. 
makes with 215 sales per dealer, 
and Chevrolet was second with 196. 

Volumewise, of course, Volkswag- 
en is a long way from the U. S. 
pacesetters. Both Ford and Chevro- 
let registered more than 1.4 million 
new cars last year, compared with 
VW’s 119,899. But Ford and Chevy 

(Continued on Page 4, Col. 3) 
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@ Midwest plays waiting game, Page 6. 

@ Good truck year seen, Page 30. 

@ Sales Testing: Met, Page 16; Valiant, Page 8D. 
@ it’s Safety-Check planning time, Page 3. 





Domestic 


For? division regained the sales- 
per-dealer title last year as its 
retailers delivered an average of 
215 cars apiece to top Chevrolet 
which finished with 196. The ’58 
race saw Chevy in front with 170 
to Ford’s 149. 

It was Ford’s third victory in 
the last five years, and the other 
two also came in odd-numbered 
years — 1955 and 1957. Chevrolet 
was king in 1956 as well as 1958. 

Rambler leaped into third place 
with 122 sales per dealer to climax 
a three-year climb that has lifted 
the American Motors entry. out of 
the ranks of the also-rans to a 
place near the head of the class. 

o * a” 
| 1958, Rambler was sixth with 

68 sales per dealer. The previous 
year, it was 11th, and in 1956 it was 
a futile 13th. 

Pontiac also made great strides 
last year, jumping to fourth place 
with 104 sales per dealer, It was 
the first time Pontiac had topped 
the 100 mark since 1955, In 1958, 
it was seventh with 62 sales per 
franchise. 

Rounding out the Top Ten were 
Oldsmobile, with 97 sales per 
dealer; Buick, 79; Cadillac, 77; 


’ 


Studebaker missed the Top Ten, 
(Continued on Page 4, Col, 1) 
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ut Need Upswing 


To Hold ’55 Pace 


By Robert M. Lienert 
Associate Editor 


‘— year’s new-car registration 
No. 1,000,000 was recorded last 
Friday (March 4), according to esti- 
mates based on field reports. 

A year ago, the millionth new 
car was registered six days later 
—on March 10. This year required 
54 selling days to move the first 
million new cars; in 1959, it took 
59 selling days to pass the cor- 
responding milestone. 

In 1955, the alltime record sales 
year, the millionth car was regis- 
tered on the same date as this year, 
March 4. This represented only 53 
selling days in 1955, however, be- 
cause Leap Year this year provided 
an extra day of selling on Feb. 29. 

+ * + 


Aico 1960 has got off to 
a good start, as compared with 
the opening of 1955, not even the 
most optimistic observers believe 
that the fina] total will match 1955’s 
ultimate count of 7,169,908. 

In 1955, registrations zoomed 
after the first two months to ex- 


59 Surge Sends 
Import-Car Count 
Past 1.4 Million 


fpr: number of imported cars in 
operation in the U. S. continues 
to surge steadily ahead. 

As of Jan. 1, the total was 
1,422,163, according to Automotive 
News estimates. 

By the end of this year, the total 
should be in the neighborhood of 
two million. A year ago on Jan. 1, 
imported cars in use on American 
highways numbered 852,909. 


* * * 


MORE than 40 percent of the im- 
ports in use on Jan. 1 this year 
— 600,915 units, to be exact, — were 
1959 models. 

This left 821,248 older models— 
cars representing ripe potential 
for service and parts, for mainte- 
nance and for tradein. 

A year ago, with 852,909 imports 
in use, only 476,990 were in this 
older-car classification. While total 
imports in use increased 66.8 per- 
cent, older cars went up 72.2 per- 
cent. 

In other words, the potential 
service-maintenance-tradein market 
on imports is increasing at a rate 
faster than is the overall import 
field. 

By the end of this year, nearly 
1.4 million imports will fall in this 
older-car group. 

ob * 7 
O* ALL imported autos on the 
road at the census date, 600,915 
were '59s; 368,293 were '58s; 200,213 
were '57s; 93,616 were ’56s; 52,346 
were '55s, and 106,780 were older 
models. 

Over this span of years, accord- 
ing te figures compiled by the 
U. S. Department of Commerce, 

1,758,085 new and used cars were 
imported into the U. S. Of this 
number, 1,703,862 were new and | 
54,173 were used. 

A total of 80.9 percent of these 
cars are still in use. A year ago,: 
with 852,909 cars in operation out | 

(Continued on Page 4, Col. 3) 





ceed 636,000 in March and hold 
above 600,000 for eight out of the 
10 remaining months. 


Registrations currently show no 
signs of exploding, as they did in 
1955. In fact, according to reports 
from the field, they are tending to 
move sideways rather than show the 
gradual increase normally expected 
at this time of year. 

The performance in the show- 
rooms throughout the rest of March 
should give a pretty good indication 
of how this year’s market will shape 
up. 

* * + 
— March registrations ap- 
proach 500,000, there igs little 
hope that this year- will rise above 
six million. They will have to do 
considerably better than 500,000 in 
March—and show signs of acceler- 
ating—if 1960 is to produce 6.5 mil- 
lion or more registrations, as has 

been widely predicted. 


Sales may be stimulated this 
month by certain contests and in- 
centive programs, and by record 
new-car inventories. 

Dealer stockpiles were fattened 
by record production in January. 
Although February production was 
trimmed below original projections 
(and March is showing a similar 
development), the output rate still 
runs far ahead of the sales rate. 

* * * 


vos millionth car this year was 
produced Feb, 6. The millionth . 
registration came 27 days later. 

Last year, when the millionth 
unit was turned out Feb. 17, the 
millionth registration trailed by 
only 21 days. In record-breaking 

1955, production ran 23 days ahead 
of registrations on the first mil- 
lion cars. 

With an estimated 926,405 units 
registered in the first two months 
of 1960, the total is running about 
9.9 percent ahead of last year. 

Imports, however, are being sold 
at just about the same rate as they 
were a year ago, indicating a some- 
what greater expansion in domestic 
new-car Sales. 

os * 7” 
- THE long run, the size of the 

1960 market may hinge on sev- 
eral factors, including developments 
in the compact-car market, strength 

(Continued on Page 4, Col, 5) 


Top Cars 


New-car registrations for two 
states for January: 
1960 
Pos. 
1—1,107 
2—1,036 
3— 325 
4— 283 
5— 265 
6— 261 
j— 259 
S— 204 
9— 130 
10— 115 
ll— 95 
12— 88 
13— 33 
14— 23 Lincoln 
15— 18 Imperial 
439 Misc. 
Total All Makes 
4,681 


#§ 


Model 
Chevrolet 
Ford 
Plymouth 
Oldsmobile 
Rambler 
Dodge 
Pontiac 
Buick 
Cadillac 
Mercury 
Studebaker 
Chrysler 
DeSoto 
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‘It’s Our Salvation,’ Says Coloradoan.. . 





‘Small-Dealer’ Fight 


On T.S. Called Absurd 


jority of NADA members realize 


Eprror’s Note: A number of 
dealers have written letters to 
Automotive News discussing the 
pros and cons of territory secur- 
ity. This letter was sent by E. F. 
Garrett, Garrett Motor Sales 
(Ford-Mercury), Loveland, Colo. 

+ a . 


The headline in your Feb. 22 edi- 
tion, “Smaller Dealers Unite to 
Fight Area Security” probably gave 
many dealers quite a shock, As I 
read the article, however, it became 
obvious that a better headline 
would have been: “A Few Dealers 
Unite to Fight Territory Respon- 
sibility.” 

Your article mentions that the 
“Uniting” is represented by only 
200 dealers in one group and 50 
in another. That’s less than one 
percent of the 33,286 new car 
dealers of our nation, 

The low net profit of auto dealers 
since 1953, and the type of adver- 
tising done by some dealers, may 
not class our fraternity as a group 
of astute businessmen, but at least 
I believe that the big majority 
think for ‘themselves. When the 
majority of NADA members voted 
for territory responsibility, that 
ability seemed confirmed. 

That same “thinking-man” ma- 


Recovery Cycle 
Runs Its Course 


Slower Rate of Gain 
Due in Near Future 


Most business news last week 
indicated that the dramatic recov- 
ery from the steel-strike dip is 
over, which will probably mean 
that gains in the next few months 
will be slow and not necessarily 
steady. 

The Commerce Department re- 
ported that manufacturers’ sales 

in January totalled $29.6 billion. 
The total was below the $30.6 
billion for December but well 
above the $27.3 billion for Janu- 
ary of last year. 

New orders received by manufac- 
turers in January showed the same 
pattern, They totalled $29.0 billion, 
down from December’s $30.6 billion 
but above the $28.2 billion for Jan- 
uary of last year, 

A sure indication that the dra- 
matic gains are just about over is 
the fact that the Commerce De- 
partment’s report showed manufac- 
turers’ inventories are returning to 
what might be considered normal. 
The inventory total expanded by 
$600 million between December eal 
January. 

Two reports.on indicators of bus- 
iness conditions in the months 
ahead were not too encouraging. 

F. W. Dodge Cerp. reported 
that construction contracts 
awarded in January for work in 
the future totalled $2.1 billion, off 
5 percent from the January, 1959, 
figure. It was the sixth straight 
month in which the contract 
total was below that of the like 
month a year earlier. 

The National Machine Tool 
Builders Assn. said that net new 
orders for all types of machine 
tools amounted to $57 million in 
January, off from the $58.3 million 
in December but above the $41.1 
million in January, 1959, Machine 
tool orders show the trend on how 
much business expects to invest in 
capital equipment in the future. 

Reports on prices were mixed 
last week. Steel scrap prices slip- 
ped, an indication that steel pro- 
duction may be moving downward 
soon, Copper prices were down, too, 
but that reflects that things are) 
about back to normal after strikes 
in the industry. 

Prices on home heating oils were 
cut in some areas, a rather normal 
development as a warm winter 
draws to a close, The interest rate 
on Treasury bills (short-term bor- 
rowing) moved up again. Interest 
rates generally have been jumping 
up and down with no clear trend 


apparent. 








how absurd the claims are of the 
vocal minority, referred to in your 
article such as: 

1. “Fostered by big-city dealers 
who want to destroy the small 
dealer.” I’ve been a smal] dealer in 
the same town 19 years. Territory 
responsibility would strengthen the 
small dealer’s greatest advantage, 
personalized service. 


He could then justify a confi- 





dence to enlarge and improve his | 


flight salesmen, and give a better Boise (Id.) Holds First Indoor Show— 


plant, to employ and retain top- 


measure of red-carpet treatment 
to those whom we expect to spend 
$3,000 for our products. Small- 
town people prefer to buy at 
home. 

2. “Public will have to pay from 


$200 to $500 more for every new: 


car.” My competitors are nice guys, | 
but I am not silly enough to think 
they would let me get that much} 
more even 
dealers would be happy with one| 
percent more net profit. 

An extra $30 to $50 would be a} 
small price for the customer to pay | 
on a $3,000 car for the more stable 
and complete service and treatment 
that he would receive, Too many 
dealers now are grasping for 
straws and depriving customers of 
many considerations that he should 
be entitled to receive. 

3. “We believe in free enter- 
prise.” I resent their monopolistic 
claim to that heritage of our 
American way of life. There could 
be no stronger acivocates of free 
enterprise than the auto dealers 
of America. Territory responsi- 
bility would establish free enter- 
prise in our industry which does 
not exist now. 

It would enable dealers to justify 
their business on a sound basis by 
giving a full measure of value and 
to strengthen their sales and serv- 
ices to be more competitive prod- 
uctwise. 

It would permit the American 
public to spend its money where 
it preferred, rather than being 
lured by the siren song of unethical 
gimmicks and distress-type adver- 
tising, “high balls,” double talk, 
back slapping, and then find they 
were slugged for $200 more than 
the home-town price. 

As long as there are auto dealers 
and more than one auto manufac- 
turer, the customer will still be king 
and will be provided a wide choice 
of products at competitive prices. 
It doesn’t take a very smart dealer 
to know that he must sell at a 
competitive rate if he hopes to 


if I wanted it. Most | 


| a 


| 
| 


bile Dealers Assn., 


motion boosted the two-day event. 


By Maynard M. Gordon 
News Editor 
DETROIT.—Lincoln-Mercury has 
boosted the 1960 sales goal for the 
new Comet to between 125,000 and 
150,000, it was revealed at a dealer 


Ben D. Mills. 

“Dealer reaction and consumer 
word-of-mouth have been the best 
I’ve ever seen,” Mills said, “and as 
a result we've set our target 
higher.” 

The Comet, first of the super- 
compacts, officially will go on sale 
March 17, but Lincoln-Mercury 
dealers are not being discouraged 
from completing deliveries on 
Comets as they are received from 
the Lorain (O.) plant. 

In discussing Comet program- 
ming, Mills and other executives 
placed emphasis on the new com- 
pact’s competitive price position 
and “timing jump” on other super- 
compacts, New juniors from Buick, 
Dodge, Oldsmobile and Pontiac are 
not due until this autumn, 

“Add the trim items which are 
standard on Comet, and our car is 
only $13 to $20 above the Falcon,” 
Mills said. “That should give Comet 
a head start in the market between 
the first five compacts and the 
Chevrolet-Ford-Plymouth class.” 
Omitted from Comet comparisons 
is the Rambler American, which is 
described by L-M as a “stripped, 





have competitive products from his 
factory. 

When competition becemes 
ruthless from lack of reasonable 
controls, it is usually Mr. John Q. 

(Continued on Page 4, Col, 2) 


Business Barometer 


Automotive News Econemic Index — 


98.6 Percent of Last Week 
103.4 Percent of Like Week Last Year 


(March 7, 1960) 


barely five-passenger car.” 

Mills observed that the wheel- 
base price group in which Comet 
is situated sold —_ four mil- 
lion cars in the boom year 1955. 

“As Chevy, Ford and Plymouth 







Percent of 
Percent of Like Week 
Last Week Last Year 























Auto Production ............... 153,682 96.6 120.1 
Truck Production .............. 31,717 101.9 126.2 
Auto Registrations—yYear to date.. 4,681 ea 96.7 
Steel Production—Tons ......... 2,690,000 100.6 107.3 || 
Lumber Production—Boord feet... 249,738,000 100.5 105.5 || 
Paperboard Production—Tons.... 308,026 93.4 102.1 
Soft Coal Output—tons ........ 7,200,000 86.1 89.4 || 
Oil Refinery Output—Barrels ..... 50,021,000 99.5 93.6 
Electric Output—Kilowatt hours.... 14,092,000,000 99.1 108.6 
Barometer Freight Car Loadings 351,233 100.5 100.0 
Department Store Sales Index .. 107 93.0 98.2 
Stock Market Price Index....... 405.3 99.4 99.6 
U.S. Gevernment Spending 

—Fiscal year to date ..........4. $60,380,898,000 Saws 100.2 
Commercial and Industrial Loans $30,289,000,000 100.8 Pan's 
Savings ———_ SU esewuaes bosses $30,159,000,000 100.0 100.1 
Used-Car Prices-—Average........ $1,087 98.0 96.9 
Business Failures ................ 277 95.8 93.6 
Common Common 
Stocks March2 Feb. 24 1958-60 Range Stocks March2 Feb. 24 1958-60 Range 
AMG....... 245%%* 67%, 28% -22% aS 465% 45% 57%-39% 
Chrysler... 56% 57%, 72%-50% Mack...... 45 47Y%_e «52% -32%, 
Ford....... 77% 79% 93%-50% Me in 4 - 15% 16, 29%- 9% 
GM..... . 45% 46 58%-45 White..... 60% 58 67%-401, 
*AMC stock split 3 for |. 
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Hourly drawings for more than $1,000 worth of appliances were a successful specta- | 
| tor magnet during the first indoor auto show in Boise, Id. Staged by tne Boise Automo- | 
the show was held in the new Merchants Building at the Western’ 
Idaho State Fairgrounds. The event has been staged outdoors in previous years, but) creased 47 percent during the see. 
| Carl Wiehle (Volkswagen), BADA president, explained that sudden changes in weather Ond 10 days of February, compared 
| in the spring made the practice “too risky.” An intensive newspaper, radio and TV pro- with the same period last year. 


Dealer Response Boosts 
Sales Target for Comet 


| got longer,” he explained, “they left 
;}open a market which the imports 
filled, to be followed by Rambler, 
Lark and the first Big Three com- 
pacts. But these American cars still 
haven't answered the need for the 
kind of quality-plus compact that 
did so well five years ago.” 


Standard items on Comet are de- 
luxe steering wheel, horn ring, 
lighter, rear ashtray and armrests, 
automatic courtesy light and 
brighter ornamentation. An auto- 
matic choke also is standard. 


of Falcons are sold with the $66 
extra-trim package, which Comet 
includes as standard equipment, 


“Once we and the Comet deal- 
ers establish this pricing advant- 
age for a car which is longer and 
has more trunk room, Comet 
should hold its own against Fal- 
con, Rambler and all the rest,” he 
added. 

The Comet will feature Falcon’s 
90-horsepower six-cylinder engine, 
with, as Mills put it, “proven owner 
fuel economy.” Ford has dropped 
short-lived plans to offer a 128- 





horsepower option for Falcon and 
Comet, although power packs are 


being retained by Corvair and Val- | 


iant, 

“Sample tests in various mar- 
kets,” a Ford spokesman said, 
“showed that buyers wanted econ- 
omy, rather than power.” 

“Besides,” a company executive 
admitted, “Falcon is hurting the 
Ford Fairlane enough so we've got 
to keep something more for the 
bigger line. That is power (the 
Fairlane Six is rated at 145 horse- 
power).” 

Mills said Ford “still has no 
idea where the compact turn- 
around will end, but we’re ready 
to go all the way with the buying 
public.” 

The L-M chief said it was decided 
to merchandise and register the 
Comet as a separate product, un- 
hitched to Mercury, because of the | 
uniqueness of the Spring introduc- | 
tion and the fact that Comet will 
not be part of any registrations 
race. 

“The dealers have approved the) 
separation of Comet from Mer- 
cury,” he said. “They also are happy | 
about the early introduction and 


while some Mercury customers are| ., 


bound to go for Comet, we don’t 
expett too many prospects to hang 
off until other medium cars bring 
out their own compacts later this 
year.” 

Comet may be the only compact 
not registered together with larg- 


Mills pointed out that 80 percent | 





























































Of Higher Sales 


Anglia, Met and VW 
Report Winter Gains 


DETROIT.—Three imports re 
ported sales increases last week, as 


follows: 
English Ford 


Sales of the new English For 
Anglia are setting records, accord. 
ing to J, S, Kemp, imported-cay 
| marketing manager for Linc oln. 

Mercury. 

Daily sales in December increas. 
ed 12.2 percent over November and 
continued at the new rate through 
| January, he said. The January rat, 

| wag 29.6 percent higher than Jap. 

| uary a year ago, he added. 


Metropolitan 
Retail sales of Metropolitan jp. 


J. W. Watson, Metropolitan 
| sales manager, said dealers sold 
| 455 Mets during the period, com- 
pared with 309 for the like period 
a year ago. 
So far during the 1960 calendar 


year, dealers have sold 1,893 Met- Ps 
|ropolitans, against 1,510 for the ’ 
same period last year—an increase .y 
|'of 25 percent, Watson said, Me: 
Volkswagen on 

Sales of Volkswagen trucks and | whe 
station wagons in December totalled | terv 
2,463, according to C. H. Hahn, vice- | wit 
president of Volkswagen of Amer- M 
ica. ope 
He indicated that sales of all VWs ] use 
continued at a high rate in the first | ifiec 


two months of this year. 
Dodge 
Retail sales of Dodge cars in Feb- 
ruary were more than three times 
as great as they were in February, 
1959, M. C. Patterson, Dodge gen- 
eral manager, announced. 
Patterson reported that February 


sales were 27,972, compared with +. 
7,538 in the year-ago month. Total bile 
sales of 1960-model Dodges from wor 
Oct. 9, 1959, through February, 1960, dur 
totalled 107,928, compared with 50- | pi, 
823 during the corresponding period pais 
of 1958-59. V 
ae doll 
Showroom Smash | ™. 
° cou: 

Leads to Paint oan 
H 

And Bump Sale gon 
up 

NORTH SYRACUSE, N. Y—A J] mer 
freakish accident at Glenn Burdick er I 
Sales and Service, Inc. (Rambler), forc 
here resulted in ‘a million dollars the 
worth of publicity” for the dealer- | Sou 
ship, according to Glenn Burdick, E 
owner. ope! 
The accident occurred when& awa 
late-model used car, inadvertently § at | 
started while in reverse gear, tori: 
smashed through Burdick’s show- § duri 
room window and damaged three § the: 
new cars. Roo 
Local television stations ran films § to « 
on the accident and all radio sta- § Son 
tions interviewed Burdick on their § Stac 
news programs. Newspapers also Wa! 
gave the dealership “good covers top 
age.’ allo 
Par! 


Burdick capitalized on the fret 
publicity by holding a “Scratch and 
Dent Sale” the following day. 7 

According to Burdick, results of 
the sales promotion more than cow 
ered the damages, estimated @ 
$1,000. 




















er series. It is anticipated that the 
forthcoming super-compacts will 
also be bracketed with their big 
brothers in the same fashion as 
American, Corvair, Falcon, Lark 
and Valiant. 

L-M executives noted that the 
new Anglia and Taunus 12-M mod- 
els, coupled with the Comet, will 
provide many of their dealers with 
a full price range “from Volkswag- 
en through Cadillac.” 















Invaded!— 


This Mercury caused quite a bit of 

citement when it smashed through 

showroom window at Glenn Burdick 

and Service, Inc. (Rambler), in North sy 

cuse, N. Y. i 
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GREAT deal has been said 

about new-car dealers having 
an unfavorable public image, but a 
research study of used-car buyers 
indicates that in this field of sell- 
jng new-car dealers rank high. 

They were the preferred source 
with 64 percent of the buyers, 
even though they sold only 55 
percent of the cars, In other 
words, many who did not buy 
from them would have preferred 
to. 

Since many dealers say that used 
cars offer more profit per dollar in- 
vested than new, it appears that 
the new-car dealers should devote 
more thought and effort to this 
field. And this is with a product 
with an unlimited source. No fac- 
tory or any other agent controls 
the source of supply here. 

* ad K 


Psychological Clues 


— study was discussed in De- 
troit the other day by Pierre 
Martineau, director of research and 
marketing for the Chicago Tribune, 
who said it was based on depth in- 
terviews lasting three to four hours 
with 500 used-car buyers. 

Martineau noted that while lot 
operators appear to dominate the 
used-car field, if you judge by class- 
ified advertising, the new-car deal- 


Hartford Dealers 


Sell 646 Autos 
In Two-Day Drive 


HARTFORD, Conn, — The 23 
members of the Hartford Automo- 
bile Dealers Assn. sold $1,307,000 
worth of 398 new and 248 used cars 
during their two-day Washington’s 
Birthday open house sales cam- 
paign. 

Volume was up 52 percent and 
dollar total 30 percent over a simi- 
lar 1959 event, it was reported. The 
lesser dollar percentage was ac- 
counted for by sales of compact 
cars, it was explained. 

HADA President Vincent John- 
son, Vincent Motors, Inc, (Checker 
Superba), said the sales achieve- 
ments demonstrated that the Great- 
er Hartford area (comprising Hart- 
ford and six surrounding towns) is 
the dominant auto market in 
Southern New England. 

Each new-car buyer during the 
open house received these free 
awards for two persons: A weekend 
at New York City’s Waldorf-As- 
toria Hotel, good for any Saturday 
during March, April or May; a pre- 
theater dinner in the hotel’s Empire 
Room, tickets of the person’s choice 
to a top Broadway show, to Madi- 
son Square Garden or to Yankee 
Stadium, a Sunday breakfast in the 
Waldorf Coffee House, tickets to 
top radio or TV shows and driving 
allowances for gasoline, tolls and 
parking. 
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Blueprint for Safety 





ers sold 55 percent of the cars, 30 
percent were sold by private sellers 
and only 14 percent by lot opera- 
tors. 


The research men were looking 
for psychological clues to used- 
car buying. We'll note some of 
them, but first let it be recorded 
that on nearly every point that 
appealed to buyers, the new-car 
dealer led the list. Here is how 
the buyers rated the new-car 
dealer: 


Friendly, 57.6 percent; patient, 
58.7; sincere, 56.9; fair, 51.7; honest, 
57.6; trustworthy, 60; dependable, 
76.4; helpful, 73; responsible, 80.8. 
The private party was termed more 
reasonable, 47.4 percent, compared 


with 42.1 for the new-car dealer. 
a +. + 


Does He Shop? 


— shopping aspects worth 
noting: One-third of the buyers 
will buy at the first dealer they 
visit; 48 percent go to three or 
more. Two-thirds said they paid the 
asking price for the car, Of those 
receiving a discount, 10 percent was 
the most common reduction men- 
tioned. Haggling was most common 
on the independent lots where, the 
buyers indicated, they thought of 
the tags as asking prices, not sell- 
ing prices. 

We are a bit dubious about the 
findings on the woman’s role in 
used cars. It was indicated (by the 
male) that almost the total buying 
decision is the man’s, with the wife 
used as an excuse to bail the man 
out of a deal he did not want. I 
wonder if this isn’t the impression 
the wife left with the husband. He 
thought this was the way it hap- 
pened. A number of men also think 
that they selected their wives. 

ok ok Ke 


Tie In with Image 


ARTINEAU said, however, that 
the study indicated new-car 
dealers were not advertising in such 
a way as to make the most of their 
favorable public image in this field. 
It was indicated that the fran- 
chised dealer was not getting his 
message across to the blue-collar 
worker, even though such workers 
have greater discretionary spending 
power than the white-collar worker, 
The bulk of sales by new-car 
dealers are to people whose fam- 
ily income is $8,000 or more. They 
sell only about 2 out of 5 of those 
cars purchased by families earn- 
ing under $5,000. 

The manner in which the used- 
car buyers viewed salesmen also 
was revealing—he was seen either 
as a friend who advised them or a 
sharpie to watch out for. 

Of those who purchased from 
new-car dealers, 87 percent said 
they prefer this type of seller. 

Since the glamour is in the new- 
car business, it is easy to under- 
rate the used-car business. Actually, 
it stands among the leading retail 
operations of the nation. In addi- 
tion, it is local. The source of supply 
cannot be turned off by strikes or 
other occurrences in Detroit. 

At the recent NADA convention, 
it was noted that the used-car con- 
sultation hall drew little attention. 
Some dealers say there is a growing 
trend to wholesale used cars. This 
may be a temporary development as 
dealers wait to see what happens 
to the used-car market as a result 
of growing popularity of the com- 


pact cars. 
oe a * 


Watlington Sequel 
COUPLE of weeks ago, W. L. 
Watlington, of Roanoke, Va., 
offered in this column some ideas 
designed to improve the welfare of 
salesmen, Many in retail selling 
have called to praise his ideas, but 
Watlington’s experience evidently 
has been different, for now he 
writes: 
Part three of the AUTOMOTIVE 
News platform reads: “(To) Guard 


the precepts of individual freedom, | 


which made the U. S. A. great and 

gave its citizens more of the better 

things of life than anywhere else 
(Continued on Page 65, Col, 4) 











HE 1960 National Vehicle Safety- 

Check will be held again this 
year in May and June in the 34 
states which do not have compul- 
sory motor-vehicle inspection. 

The program gives the dealer 
an opportunity to help both him- 
self and the community, M. R. 
Darlington jr., director, empha- 
sized in announcing plans for the 
two-month campaign. 


“The dealer can increase his serv- 
+ * 


ice profits by repairing defective 
cars and at the same time help the 
community cut traffic accidents by 
correcting faulty vehicles,” Darling- 
ton said. 

More than three million vehicles 
were given free and voluntary 10- 
point inspections in last year’s cam- 
paign, he added. 

“One of every five of these ve- 


hicles was found to be in need of 
* * of 
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Safety-Check Window Trim— 





This red, white and blue window display will be used by dealers to invite drivers to 


stop in and have their vehicles inspected 
Check program in May and June. 


during the annual National Vehicle Safety- 





Third Annual 


Sale-O-Rama 


Staged by Akron Dealers 


AKRON.—The third annual Sale- 
O-Rama of Cars, Akron’s version of 
the traditional auto show, was stag- 
ed last week in showrooms of mem- 
bers of the sponsoring Akron Auto- 
mobile Dealers Assn. x 

The city has no facilities to ac- 
commodate a showing of all auto- 
motive products under roof, and 
this led to the introduction of the 


8 Dealers Chosen 
To Pick Nominees 


For KADA Board 


LOUISVILLE.—Appointment of a 
committee to nominate 16 candi- 
dates for directors of the Kentucky 
Automobile Dealers Assn. has been 
announced by Lew Ullrich, manag- 
ing director, 

Committeemen are Charles B. 
Wilson, Paducah (First District); 
Cc. L. Blancett, Calhoun (Second); 
Ben F. Long, Louisville (Third); 
Howard Pearce, Shelbyville 
(Fourth); Dallas Queen, Maysville 
(Fifth); Maurice Canfield, Rich- 
mond (Sixth); J, T. Hughes, Pres- 
tonburg (Seventh), and R. L. Mar- 
cum, Stearns (Eighth). 

Ullrich said eight directors will be 
chosen from the list of 16 nominees, 
two from each of the state’s eight 
congressional districts. 

These eight then will join 16 hold- 
over directors, the retiring presi- 
dent and Ullrich at a meeting in 
Louisville to elect a new president, 
two vice-presidents and a treasurer, | 
Ullrich said. The meeting date will) 
be set later, he added. 


Wilson Again Heads 





Sale-O-Rama three years ago, an 
association spokesman said. 

“Sale-O-Ramas of the past have 
proven effective business stimula- 
tors for new car dealers in the 
area,” he said. 

During the promotion showrooms 
were open until 10 pm. Monday 
through Friday and until 6 p.m. on 
Saturday. There were no contests 
or giveaways for showroom visitors. 

“However, a number of factories 
have sales contests going,” the 
spokesman added, “and the prizes 
they offer provided plenty of incen- 
tive for our salesmen to increase 
their efforts.” 

A breakfast rally for all dealers 
and salesmen in the area kicked 
off the six-day campaign. 

A pep talk was delivered by W. 
Heartsill Wilson, assistant general 
sales manager of Plymouth-DeSoto- 
Valiant. His topic was “Progressive 
Salesmanship.” 

The Akron Beacon Journal, in a 
special Sunday section, carried a 
number of articles on the automo- 
tive industry in Summit County. 
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Darke (O.) County Assn. 


GREENVILLE, O.—I. Paul Wil- 
son, Greenville, has been reelected 
president of the Darke County 
Automobile Dealers Assn, Other of- 
ficers are: 

Don Hittle, vice-president; Wil- 
liam Wright, secretary-treasurer; 
Jim Mullenix, Leonard Schultz and 
Richard Kindell, directors. 








ee 
Nassau, Oct. 28-Nov. 2. 








On the House... 


To meet rising costs, a trend is on among state 
and local dealer associations to raise dues. Latest 
move is by the Ohio association, which is increas- 
ing its dues for the first time since 1941. New struc- 
ture is $18 per year for lowest bracket, $36 for 
medium-sized: dealers and $54 for largest dealers 
... Birkett Williams (Ford) NADA’s new president, 
has a son-in-law who’s a Chevrolet dealer only four 
blocks away in Cleveland... ‘ 

Bill France has his own unique method of deter- 
mining dates for his annual Daytona International 
races to achieve what is known as “Bill France 
Weather” (no major races have been rained out 
in 20 years); he stages his races nearest the date of the full moon 
in February. Therefore, the 1961 500-mile race will be held Feb. 26, 
two weeks later than this year’s . . 
Olds) has volunteered to teach German to fifth graders in Rich- 
mond, Mich., to relieve teacher shortage. 

Ohio dealer convention, previously scheduled for Apr. 24-26 in 

Toledo, has been moved to Cincinnati, May 1-3, because of hotel situ- 
Florida dealers plan their 1960 convention on cruise to 


immediate service to correct one or 
more faults,” Darlington said, 

ok * * 

HE 10 items checked under the 

program are brakes, front and 
rear lights, steering, tires, exhaust 
system, glass, windshield wipers, 
rear-view mirror and horn. 

“Dealers can take an active 

part in the program in two ways,” 
Darlington continued, “First, by 
checking vehicles at their dealer- 
ships, especially in areas where 
no community program is con- 
ducted, and second, by cooperat- 
ing in a community-sponsored in- 
spection campaign.” 

Special material to publicize and 
promote the campaign is available 
to dealers, he said. This includes 
window displays, windshield stick- 
ers, handbills, special badges, trav- 
el-guide pamphlets, safety-check 
list, newspaper ads, and radio and 
television material. 

The national sponsors of the pro- 
ject are the Auto Industries High- 
way Safety Committee, of which 
Darlington is managing director, 
and Look magazine, with the coop- 
eration of the Assn. of State and 
Provincial Safety Coordinators. 

The campaign slogan again will 
be: “Join the Circle of Safety ... 
Check Your Car . . . Check Your 
Driving . . . Check Accidents.” 

* * 
ARLINGTON said the drive’s 
objectives are to “arouse public 

awareness of the need to have ve- 

hicles safety-checked periodically 

and to maintain them in safe driv- 
(Continued on Page 61, Col, 4) 


New-Car Dealers 
Losing U.C. Fight, 
Utah Assn. Warns 


SALT LAKE CIT Y.—In the 
“times have changed” department, 
the Utah Automobile Dealers Assn. 
noted that used-car dealers sold 
one-third of the used cars moved 
in the state last year. 

The used-car merchants account- 
ed for 20,091 sales, compared with 
39,688 used-car sales by franchised 
dealers. 

The association recalled that in 
the early days of the industry, new- 
car dealers sold nearly 100 percent 
of both new and used cars. They 
have “unwittingly set up some vig- 
orous used-car competition” by 
overallowances and wholesaling, the 
UADA said. 

The trade group warned: “Unless 
new-car dealers begin to price their 
used cars competitively, and unless 
they do a superior job of recondi- 
tioning and a more convincing job 
of advertising, together with having 
more competent salesmen, the trend 
of increased volume will continue 
to go to the used-car-lot mer- 
chants.” 


2 Dealers Get SBA Loans 


DALLAS.—Two Texas dealerships 
have received loans from the Small 
Business Administration. Chamber- 
lain Motor Co., Clarendon, received 
$60,000 and Deakin & Sons Motors 
got $30,000. 





. R. HE. Rampinelli (Chevrolet- 


—Pete Wemuorr, Editor, 
Automotive News 
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Rambler Third with 122... 





Ford Tops Domestics 
In Sales Per Dealer 


(Continued from Page 1) 


but this make recorded the greatest 
year-to-year rise on a percentage 
basis. In 1958, Studebaker dealers 
averaged only 19 sales per fran- 
chise. The 1959 figure was 51, an in- 
crease of 168 percent. 
* +* * 

URTEEN of the 16 U. S. makes 

rang up more sales per fran- 
chise in 1959 than in 1958. Buick 
dropped from 82 to 79, while DeSoto 
was unchanged at 23. 

The individual increases were 
occasioned by rising sales and, in 
many cases, smaller dealer organ- 
izations. A rising market and a 
stable or declining dealer force 
naturally means more sales for 
the surviving retailers. 

Last year’s domestic-car registra- 
tions totalled 5,411,266, compared 
with 4,269,940 in 1958. And every Big 
Three make saw its dealer total de- 
cline, although the drops were min- 
imal for Chevrolet, Oldsmobile, 
Pontiac, Cadillac and Ford division. 

Rambler and Studebaker ran 
counter to the pattern. Both in- 
creased their dealer organizations 
during the year and still saw their 
sales per dealer rise significantly. 

* * oa 

OUR lines—Ford, Chevrolet, 

Rambler and Pontiac — topped 
100 sales per dealer in 1959, the best 
showing since 1956. Oldsmobile, 
with 97 sales per dealer, just missed 
the charmed circle. Only Ford and 
Chevrolet made it in 1958, 

By comparison, the “100 Club” 
had six members in 1955. Ford, 





Sales Per Dealer: 


U. S. Makes 


How U. 8. dealers fared in new- 
car sales per franchise, 1959 vs. 
1958: 


1959 1958 
Pos. Make Pos. 
1—215 Ford 149— 2 
2—196 Chevrolet 170— 1 
3—122 Rambler 68— 6 
4—104 Pontiac 62— 7 
5— 97 Oldsmobile 83— 3 
6— 79 Buick 82— 4 
i— 77 Cadillac 7 5 
8— 66 Plymouth 57— 8 
9— 60 Mercury 49— 9 
10— 59 Dodge 42—10 
1l— 51 Studebaker 19—15 
12— 27 Chrysler 23—12 
13— 26 Lincoln 23—12 
13— 26 Edsel 25—I11 
15— 23 DeSoto 23—12 
16— 15 Imperial 11—16 
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DeSoto Dealers 
Offer Auto Prize 
In Golf Tourney 


DE SOTO LAKES, Fla.—The na- 
tion’s DeSoto dealers are offering 
a 1960 auto to the person who picks 
the top three prize winners in the 
first annua] $40,000 DeSoto Open 
golf tourney here March 24-27. 

Rules for the contest, which re- 
quire nothing to buy, no jingles or 
obligations, are printed on an entry 
blank available at any DeSoto deal- 
ership. 

In the event of a tie, contest of- 
ficials said, the car will be given to 
the writer of the best essay on 
“Why I Would Like to Own a 1960 
DeSoto.” 

The blank contains a list of the 
top 150 winners in 1959 tournament 
approved by the Professional Golf- 
ers Assn., most of whom are ex- 
pected to compete in the DeSoto 
Open. 

All entries must be in the hands 
of contest officials by midnight, 
March 24, according to a spokes- 
man for DeSoto, cosponsor of the 
tournament. 

The event, the newest big-time 
golf tourney, will be played on the 
new DeSoto Lakes Golf and Coun- 
try Club course. 


Chevrolet and Buick notched more 
than 200 sales per dealer that year, 
and Oldsmobile, Pontiac and Mer- 
cury all were in the 100-plus class. 

Each of the top seven makes 
changed position last year, Ford 

replaced Chevrolet as the leader, 
while Rambler jumped from sixth 

to third and Pontiac climbed 
from seventh to fourth. 

Oldsmobile fell from third to 
fifth; Buick slipped from fourth to 
sixth, and Cadillac dropped from 
fifth to its accustomed seventh spot. 
Cadillac has been seventh in sales 
per dealer in four of the last five 
years. 

* oe + 
| geo peta: Mercury and Dodge 
held onto eighth, ninth and 10th 
spots last year. 

Plymouth should show a sizable 
increase in sales per dealer this 
year since the dealer organization 
now numbers about 4,000, compared 
with 6,800 a year ago. Its sales also 
will be buoyed by Valiant, which 
is counted as a Plymouth for reg- 
istration purposes. 

On an industrywide basis, a U. S. 
franchise was worth an average of 
110 sales last year, compared with 
80 in 1958, and 95 in 1957. The sales- 
per-dealer figure was 92 in 1956 and 
120 in 1955. 

—JoHN K. TEAHEN JR. 


‘Small Dealers’ 
Decried for Spat 
On Area Bonuses 


(Continued from Page 2) 


Public that gets hurt the worst. 
It is regrettable that through fail- 
ure of manufacturers to control 
the quality or ethics of their deal- 
ers, that the Congress of the U. S. 
was required to legislate honesty 
into the industry by passage of 
the price-label law. The law for- 
tunately has helped to restore 
some public confidence in our fra- 
ternity. 

It’s perplexing that manufactur- 
ers have not given aggressive sup- 
port to efforts for permissive legis- 
lation for territory responsibility. 
The fact that the average of over 
35,000 dealers have been unable to 
sell their production for any profit, 
and have had to exist on finance 
reserves and shop profits for five 
of the last six years, even during 
a booming economic period, should 
give them cause for real concern. 
The fact that dealerships have 
dropped from 49,000 in 1949 to 33,000 
in 1960 should also be reason to 
take a long-range look at condi- 
tions rather than the emphasis on 
“this month’s quota.” 

There are some factory officials 
that believe the stimulator type of 
dealer has created more overall 
sales, I do not doubt that short- 
range figures could prove their be- 
lief. I am equally confident that if 
the long-range damage from stimu- 
lators could be measured it would 
prove conclusively that the facto- 
ries, the dealers and the public have 
been heavy losers in total sales, 
vitality and integrity. 

Too many stimulator types op- 
erate on a basis of what can I 
get, rather than what can I give. 
This parasitic attitude has pluck- 
ed the flesh from the dealer body 
to the point that its frail skele- 
ton is a far cry from its rightful 
position of the strength, respect 

and integrity commensurate with 
the heavy investment of both 
dealer and factories, and the vital 
role that both should represent in 
our national economy, The fac- 
tory is as strong as its dealer 
body. 

I hope that NADA will marshal 
the necessary forces to have terri- 
tory responsibility become a real- 
ity. We would then have a climate 
favorable to promote free enter- 
prise, to repair the damage done, 
and to rebuild toward a sound in- 
dustry where capital, effort and 






New-Car Sales Per Dealer — 1955-59 


Make 1959 1958 Pos. 
SS 215 149 2 
2. Chevrolet ............. 196 170 1 
8. Rambler .............. 122 68 6 
a ae 104 62 q 
5. Oldsmobile ........ 97 83 3 
i En. coeisieiinewen 79 82 4 
4. Cadillac .............. V7 70 5 
8 Plymouth .......... 66 57 8 
9% Mercury .............. 60 49 9 

I ctaciccnrcsenini 59 «642 «210 
11. Studebaker ........ 51 19 bb 
12. Chrysler .............. 27 23 «12 
18. Lincoln ................ 26 2s 63 
i ee 26 - 
By, IED < wrnssesvecevseve 23 238 12 
16. Imperial .............. 15 1l 16 
PITT  Wibsviconsersd! see 2 
[ae er 
SEE cicusetviaboos couch. sucnis 


*—-Rambler included in Nash registrations for 1955. 
**Partial-year figures. Edsel was introduced in September, 1957. 


1957 Pos. 1956 Pos. 1955 Pos. 
213 1 195 2 224 1 
195 2 206 1 216 2 
42 Ii 32 «13 - 
84 6 90 5 133 5 
99 4 114 4 153 4 
112 3 148 3 206 3 
719 7 74 7 80 7 
V7 8 55 9 72 9 
85 5 87 6 122 6 
74 9 61 8 15 8 
32 «(13 36 «2 45 12 
39 «= 12 37. oi 48 il 
29 «14 31 «(14 25 16 
we OD lteeess weet sive 
46 10 41 10 45 12 
21 16 6 18 4 17 
3 619 12 17 41 14 

_ a 19 15 59 = «10 

5 18 13. «16 33.15 
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Nearly 300 Sales Each 
Averaged by VW Dealers 


(Continued from Page 1) 


have about 7,000 dealers, while 
Volkswagen is in the 400 class. 
+ * ad 


ENAULT stood second among 

the imports with 113 sales per 
dealer, a figure that was topped 
only by Ford, Chevrolet and Ram- 
bler on the domestic side. 

Fiat was third with 90 sales per 
franchise, followed by English 
Ford, 64; Volvo, 57, and Simca, 49. 
The six leaders held the same po- 
sitions in 1958. 

Rounding out Top Ten were Mer- 
cedes-Benz with 36, Hillman and 
Saab with 35 and Taunus with 34. 
In 1958, Mercedes was 11th; Hill- 
man was tied for seventh; Saab was 
ninth, and Taunus was 12th. 

Volkswagen’s 292 sales per dealer 
compared with 210 in 1958, an in- 
crease of 39 percent. Renault topped 
that with a rise of 74 percent as 
sales per dealer climbed from 65 to 
113, 

* a * 
pismo significant jumps were 
recorded by Mercedes, up 71 
percent; Simca, up 69 percent; Fiat, 


09 Surge Sends 
Import-Car Count 
Past 1.4 Million 


(Continued from Page 1) 


of 1,061,131 imported over the census 
period, those in use represented 80.4 
percent. 

* +. * 
OLKSWAGEN alone, with 350,- 
263 units, accounts for nearly 

one-quarter of all imports in use 
in the U. S. Its total is more than 
twice ag great as that of Renault, 
runnerup with 159,047 units in oper- 
ation. 

Only other make with more 
than 100,000 units on the road is 
English Ford, with 110,907. 

A year ago, only VW topped 100,- 
000, while English Ford had more 
ears in operation than did Renault. 

Cars with more than 50,000 units 
in operation as of Jan. 1 this year 
included Hillman, 80,117; MG, 72,- 
152; Fiat, 62,904; Simca, 59,264; 
Metropolitan, 56,060, and Opel, 55,- 
029. 

Makes which more than doubled 
the number of units they had in 
operation during the year included 
Datsun, Fiat, Lancia, NSU Prinz, 
Opel, Panhard, Peugeot, Renault, 
Riley, Rover, Saab, Simca, Singer, 
Skoda, Taunus, Toyopet, Vauxhall, 
Vespa and Wartburg. 

AvuTOMOTIVE News estimates on the 
number of imports in operation are 
based on R. L. Polk & Co. registra- 
tion figures, Department of Com- 
merce statistics and reports from 
factory branches, distributors, con- 
cessionaires and other informed 
sources. 


Enka Marketing HQ 


Moving to N. Carolina 
NEW YORK.—American Enka 
Corp., producer of Tyrex tire yarn 
and high-tenacity rayon, will move 
its marketing division headquarters 
from here to Enka, N. C., effective 
March 21. Headquarters will be lo- 


efficiency has a better chance for} cated in a newly-constructed cor- 


success. > 


porate office building. 


up 61 percent; Volvo, up 46 percent, 
and Saab, up 40 percent. 

In the Second Ten, Austin-Hea- 
ley averaged 25 sales per dealer 
last year, compared with nine 
in 1958 for an increase of 178 per- 
cent. Opel also doubled its sales, 
rising from five to 12. 

Taunus doubled its sales per deal- 
er last year, and Peugeot tripled its 
1958 figure. Each of these makes 
went on sale in the U. S. in the 
spring of 1958, thus their '58 totals 
do not reflect a full year of re- 
tailing. 

Opel won a spot in the Top 
Twenty for the first time last year, 
as did Singer, a Rootes unit which 
was introduced to the U. S. market 
early in 1959. 

* ok * 

AN ANALYSIS of last year’s im- 

ported-car sales shows that two 
makes (VW and Renault) register- 
ed more than 100 cars per fran- 
chise, and three others (Fiat, Eng- 
lish Ford and Volvo) were in the 
50-to-100 class. 

Simca, Mercedes, Saab, Hillman, 
Taunus and Triumph were in the 
30-to-50 category, and Peugeot, 
Austin-Healey, MG and Morris 
dealers averaged between 20 and 30. 

After those 15 makes, however, 
the pickings were pretty slim. 
Nineteen lines included in the 
Automotive News tabulation aver- 
aged between six and 20 sales per 
dealer, and 18 others averaged 
less than five per franchise, 

Since many imported-car dealers 
have several makes in their show- 
rooms, they can build a respectable 
volume even though none of their 
lines are able to crash the Top Ten. 

A case in point is the British 
Motor Corp. dealer who handles 
Austin, Austin-Healey, MG, Morris 
and Riley. On a combined basis, 
these makes averaged 81 sales per 
dealer last year, led by MG with 
26 per franchise. 

—JoHN K. TEAHEN JR. 
* * * 





Sales Per Dealer: 
Imported Cars 


The top twenty imported makes 
in new-car sales per dealer, 1959 
vs. 1958: 


1959 1958 
Pos. Make Pos. 
1—292 Volkswagen 210— 1 
2—113 Renault 65— 2 
3— 90 Fiat 56— 3 
4— 64 English Ford 53— 4 
5— 57 Volvo 39— 5 
6— 49 Simca 29— 6 
i— 36 Mercedes-Benz 21—11 
8— 35 Saab 25— 9 
8— 35 Hillman 27— 7 
10— 34 Taunus* 17—12 
11l— 33 Triumph 24—10 
12— 27 Peugeot* 9—19 
13— 26 MG 27— 7 
14— 25 Austin-Healey 9—19 
15— 22 Morris I5—l4 
16— 19 Porsche 17—12 
17— 16 Borgward 13—15 
18— 15 Singer** a 
19— 13 Jaguar 10—18 
20— 12 Opel 5—29 


*—Taunus and Peugeot intreduced in U. S. 
in spring of 1953. 
**—-Singer distribution in U. S. began in 
1959. 
© 1960, Automotive News 









































Millionth Sale 
Equals °55 Pace 


March Spurt Needed 
To Hold Boom Tempo 


(Continued from Page 1) 


among the imports, the railroad 
labor situation and the nation’s eco. 
nomic health late this summer anj 
fall. 

If the current crop of compacts 
continues to do well, they should 
help the overall total grow. Fur. 
ther gains could be expected if 
the Comet and the expected 
“super-compacts” from Buick, 
Dodge, Oldsmobile and Pontiac 
get off to a fast start without 
stealing sales from their bigger 
stablemates. 

Should imports follow the growth 
pattern predicted by spokesmen in 
their field, they could give 100,00 
to 200,000 extra units to the over. 
all market this year. 

A strike by rail unions could 
hamper auto production and repro- 
duce the situation that developed in 
the wake of last fall’s steel strike. 
If peace is not reached in the rail- 
road labor situation, new-car sales 
could eventually be crippled. At the 
moment, the possibility of a strike 
is considered remote. 

cd * * 
7 fate of the national economy 
— in the third quarter is open to 
doubt in some quarters. Many econ- 
omists are suspicious that growth 
may taper off or, at worst, that a 
recession of sorts could develop. 

Dealers say that no matter what 
happens, the rest of the year will 
be tough. They already are oper- 
ating on profit margins skinnier 
than usual at this time of year. 

* * * 


Skillman Notes Sales Lag, 


Sees Six-Million Year 
ATLANTA.—A more cautious, but 
still optimistic outlook, was taken 
here by S. A. Skillman, sales chief 
of Studebaker-Packard. He believes 
1960 will bea 
good year, but 
will not come up 
to industry expec- 
tations. 
Skillman pre- 
dicted 1960 sales 
will amount to six 
million units, in- 
cluding imports, 
but agreed the 
outlook for the 
next 10 years is 
rosy with mount- 





S. A. Skillman 
ing sales. 

Skillman reported S-P 1960 sales 
are running a little ahead of this 
time last year, but are “consider- 
ably short of the goal the company 
projected when 1960 models were 
unveiled.” 

x * * 

Open Houses a Success 


In Lawrence, Mass. 

LAWRENCE, Mass. — Washing- 
ton’s Birthday Open Houses spon- 
sored by the individual dealers in 
Greater Lawrence reportedly was 
the biggest and most successful 
ever. 

A total of 160 new and used units 
were sold by 13 dealers in the area 
Total sales were approximately 
$395,000. 

a * * 
Special Promotion Aids 


Rhode Island Sales 


PROVIDENCE.—Automotive _Te 
tailing in Rhode Island was given 
a healthy shot in the arm by 4 
week-long open house observance 
in connection with Washingtons 
birthday. 

Sponsored by the Rhode Island 
Automobile Dealers’ Assn., the ob 
servance was heralded by special 
supplements in daily and Sunday 
papers. Included was a 48-page 
“New Cars for ’60” supplement 12 
the Providence Sunday Journal. 

Dealers reported a good turnout 
of prospects. The weather wa 
comparatively mild and sunny. 


Upturn in Sales Report 


At Albany in February 
ALBANY.—An upturn in new-cat 
sales during the closing week o 
February was reported here. 
Dealers credited the brisk trad 
ing to favorable weather and 
an unusually large selection of cats 
available, both new and used. 
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“with Commercial Credit 


100% since 1939...” 


says P. W. SHERMAN 
Lincoln-Mercury dealer, Asbury Park, N.J. 


‘We have been with CommerciaL Crepit 100% 
since 1939. With the large number of out-of- 
state buyers at this tourist resort, COMMERCIAL 
Crepit’s national organization is an important 
selling point. On top of this, COMMERCIAL CREDIT 
maintains a very fair and realistic attitude. I have 
never known them to turn down a reasonable deal. 
Service by the local representative is excellent. 
We have always been able to work out problems 


and arrange agreeable terms.”’ 





Commercial Credit dealers 
are successful dealers 











Write or call the nearest ComMMERCIAL CrEDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 


¥, * > 
. a 
‘Ae’ Lg A service offered through subsidiaries of the 


COMMERCIAL \ 

renova 5 Commercial Credit Company, Baltimore . . . Capital 
a Sai’ ¥ and Surplus over $240,000,000... offices in principal 

cities of the United States and Canada. 
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Full Stocks, Farm Income Drop Blamed... 


Midwest Plays Waiting Game 


By L. H. Houck 
Staff Correspondent 
SOUTH BEND.—Marketing and 
sales experts are hard put to find 
the cause for a buying slump 
throughout the Midwest. Some 
blame it on the weather, others are 
sure it is tied in with a drop in 
farm income. 

A swing through Iowa, Illinois, 
Indiana and Missouri indicates 
retail sales in virtually all lines, 
including autos, down as com- 
pared with similar period a year 
ago. Auto-market prognosticators, 
so optimistic two months ago, are 
trimming their estimates, How- 


N. J. Dealer ‘Lures’ Conn. Prospects... 


Referral Plan Protested 





HARTFORD, Conn.—Several peo- 
ple have complained to the Hart- 
ford Better Business Bureau about 
a Union (N. J.) auto sales firm 
which contacts customers by long- 
distance telephone calls. 

The prospective customers, the 
bureau was told, are lured to New 
Jersey under the impression they 
can get a new car for nothing. 
Once there, the BBB added, they 
are “high pressured” into signing 
for a car. 

The customers are told they can 
earn the purchase price by sending 
the names of prospective customers 
to Legion Motors in Union, The 
company contacts the persons sug- 
gested, and if they come to New 
Jersey and buy a car, a commission 
of $50 or $100 is paid to the person 
who recommended them. The new 
buyer then attempts to pay for his 
car by recommending more pur- 
chasers. 

A Better Business Bureau spokes- 
man commented: “It’s perfectly 
legal, but it’s not the best way to 
buy an automobile. We have plenty 
of good car dealers right around 
Hartford, and they give buyers 
service and a guarantee.” 

Mrs. Samuel Ondras, Somers, 
Conn, said she and her husband 
were told they would have a chance 
at a new car, free, if they would 
come to Union for an interview. 

Mrs. Ondras said she and her 
husband took a day off from 
work and drove to New Jersey. 
She said a businessman who in- 
troduced himself as an advertis- 
ing man, not a salesman, told the 
couple the car’s maker was em- 
barking on a “word-of-mouth” 
sales campaign, and that they 
could qualify for a new car if 
they would promise to furnish the 
names, addresses and telephone 


Cadillac Sales 
Set Two Records 


DETROIT.—Cadillac dealers sold 
13,576 units in February, the high- 
est total for a February in the divi- 
sion’s 58-year history, according to 
James M. Roche, general manager. 
The previous high of 12,649 was re- 
corded last year. 

The combined January-February 
sales of 26,979 units also set a rec- 
ord for the two-month period, Roche 
said, and exceeded the old mark of 
26,542 in 1957. 


Late Report... 


Used-Car Market 


The biggest loss recorded in a month pulled the overall average 
price of used cars sold at wholesale auction down $22 to $1,087, 
according to Automotive News’ index. 

The reverses resulted in new low prices for every model on the 





ever, interviews with authorities 

in many different lines do not 

indicate much cause for alarm. 

Many point out that no spring up- 
surge worthy of the name has been 
evident in the auto business for 
several years, and that with the 
coming of spring the travel urge 
builds up, causing many to think 
of buying a new car for the vaca- 
tion trip. 

One dealer said present public re- 
action is normal when there is so 
much offered and dealers have full 
stocks. : 

“These are the very factors 
which take the urgency out of 


numbers of prospective buyers to 
the Union firm for one year. 

After a 15-to-20-minute talk, Mrs. 
Ondras continued, the man gave 
them a contract, told them to read 
it and then sign it. Two minutes 
later, she said, he was back, look- 
ing for their signatures. 

Mrs, Ondras said: “In the last 
paragraph reading between the 
lines, you would be signing for a 
car, without specifying payment, 
model or year. I told him I wouldn’t 
sign. When he asked me for a rea- 
son I just said I wouldn’t sign, since 
I'd be signing for a car.” 

Mrs. Ondras said the man told 
her she could pay for the car by 
furnishing prospective customer's 
names, She quoted him as saying: 
“If you just give us the names, 
we will take care of the rest, You 
will have nothing to worry about. 
But if you don’t you will get in a 
lot of trouble.” 

Mrs. Ondras said she and her 
husband returned to Hartford with- 
out signing the contract. She con- 
tacted the Better Business Bureau 
and said she wrote letters to the 
regional manager and the general 
sales manager of the auto manufac- 


turer. 
” + 


San Diego ‘Buyer’ Mails 
280 Letters on Referrals 


SAN DIEGO.—A San Diego man 
has admitted mailing 280 letters to 
“ministers of his acquaintance,” 
praising a Glendale dealer’s refer- 
ral plan to sell new cars, according 
to the San Diego Better Business 
Bureau. 

The Bureau said the Los Angeles 
BBB has reported numerous com- 
plaints about the Glendale retail- 
er’s referral operation. 

Some excerpts from the letter 
mailed by the San Diego man fol- 
low: 

“My wife and I drove away in a 
new Plymouth after a short inter- 
view. It is a fabulous, almost un- 
believable way of earning a new 
car. 

“One chief in the Navy here paid 
for his car in three weeks through 
this deal. I expect to pay for mine 
within a short while, judging from 
the response that I am already hav- 
ing through mentioning it to others. 

“If anyone ridicules the idea, or 
is not interested, do not argue with 
them, Just tell them that you have 
your new car and that you are 
earning it in this way, and if they 
are not interested, someone else 
will be.” 








index except ’59s and ’58s. These models moved counter to the 

downward trend, with ’58s advancing $35 and $59s moving up $10. 

Losses amounted to $6 on ’56s, $15 on '53s, $17 on ’57s, $28 on 

‘54s, $55 on ’55s and $105 on ’60s. The new price on ’60s replaced 

low which had stood since Jan. 11. The new low on ’53s wiped 
a minimum established Jan. 25. 

At @ group of representative auctions last week, the sales ratio 


was 
had been 70.3 percent. 


69.5 percent, lowest recorded in a month. A week earlier it 


Auction reports begin on Page 54. 





new-car buying,” he said, “and so 
they wait for a bonus check, an 
income-tax refund, spring weather 
and other factors to stimulate 
new-car thinking and buying.” 

With the farm segment it’s a little 
different because a drop in income 
is being experienced by most suc- 
cessful farmers, according to re- 
ports at the National Farm Con- 
ference in Des Moines. 

Experts at this meeting pointed 
out that farmers who enjoyed a net 
income of $5,000 in 1958 now have 
a net of from $1,500 to $2,000 on the 
average. It was reported that most 
good operators were dropping $3,500 
to $4,000. 

In addition, public farm auctions 
are on the increase, which indicates 
many tenant farmers are giving up 
and going to town to look for a job, 
according to conference reports. 

The farm experts said those 
hardest hit by the drop in farm 
prices and supports are men in 
their 30s doing business on bor- 
rowed capital. It happens that this 
bracket also is one of the best 
rural markets for the auto dealer. 

Smaller farms, 80 to 120 acres, 
cannot provide a proper income to 
any but the most expert operators 
and the trend is toward larger 
farms of 400 acres and up because 
more land can be farmed with al- 
most the same investment in equip- 
ment. 

All of which is not a good at- 
mosphere for passenger-car sales. 

Industrial areas are not producing 
the new and used-car buyers that 
had been expected. The reason is 
apparently quite evident. The lay- 
off from the steel strike, and spotty 
unemployment, makes it necessary 
for many to recoup their finances. 

There is considerable evidence 
that tight credit by finance compa- 
nies and banks, higher interest 
rates in some instances, and other 
credit factors have contributed 
heavily to the retail auto situation. 

While there is apparently no 
rash of repossessions or any gen- 
eral run of credit trouble, some 
dealers are becoming nervous. 
Competition due to ample stocks 
and more makes than ever before 
has led to an outbreak of gimmick 
offers in many localities. 

The “no downpayment” plan is 
back. There are numerous offers to 
“take over the payments,” a few in- 
stances of the “referral” plan, deal- 
ers report “over-stocks.” 

Some large used-car operators are 
not helping the new-car dealer 
much with advertising stating they 
bought out all the stock of new-car 
dealers and advertise new Plym- 
ouths, Falcons, Corvairs and almost 
all makes. The ads intimate they 
have obtained these ’60 models at 
distress prices, which is grist for 
the shoppers’ mill. 

While most experienced dealers 
interviewed do not see the seven- 
million year envisaged by many 
early last fall, most do see a good 
year for the hard-hitting dealer, 
operating with legitimate and dig- 
nified offers. 

One of the almost unexplainable 
factors in the present market is the 
fact that service business is report- 
ed down throughout the area in an 
almost universal fashion. In the 
past when similar market condi- 
tions seemed to exist, service busi- 
ness was usually on the boom. 

Most dealers expect this to rev up 
once spring arrives, but there is not 
much hope of increases while the 
bad weather and heavy snows cover 
the Midwest. 


Worcester Outlet 
Is Closed by Olds 


WORCESTER, Mass.—Worcester 
Motors, Inc. (Oldsmobile) has clos- 
ed as a result of the factory’s de- 
cision to make Worcester a one- 
dealership city, according to Gerald 
K. Schmidt, general manager of the 
dealership. 

Ray O. Seabright, Oldsmobile as- 
sistant zone manager explained, 
“the post-war economy adjustment 
calls for one dealership in Worces- 
ter.” 

Dolan Oldsmobile is now the only 
Oldsmobile dealer here. Worcester 
Motors, which had been in business 
for 32 years, also has given up its 
Borgward and Triumph franchises, 
Schmidt said. 

















Plymouth’s XNR Features Off-Center Styling— 


Off-center styling characterizes the Plymouth XNR, Plymouth-DeSoto-Valiant division's 


new 


“idea car."' To make it a personalized sports car, the streamlining centers around 


the driver. The rear bumper is in the shape of an “X."’ One part of the bumper is the 
vertical strip of bumper stock extending upward to the tip of the stabilizer; the other 
is a horizontal strip beneath the luggage compartment. While the car can accommodate 
two persons, it is basically a one-man vehicle. 


od * * 


* * * 


Plymouth’s New ‘Idea Car’ 
‘Centered’ Around Driver 


DETROIT.—-Plymouth last week 
introduced the automobile indus- 
try’s latest “idea car,” a two-passen- 
ger, waist-high sports car which 
puts the streamlining features off 
center and concentrated around the 
driver. 

Overall shape of the car, called 
the Plymouth XNR, is that of a 
single fin in the form of a gradu- 
ated plane which runs the length 
of the car. 

Virgil M. Exner, Chrysler Corp. 
styling director who designed the 
ear for the Plymouth-DeSoto-Val- 
iant division, explained that this is 
a further projection of the wedge 
shape which has been a feature of 
Chrysler styling for the last six 
years. The wedge shape is also ap- 
parent from either front or rear 
of the XNR, as both front and rear 
fenders have a slight up and out- 
ward flare. 

Directly behind the driver’s head, 
and to the left of center of the car’s 
front-to-rear axis, is a headrest set 
in a single, flaring stabilizer which 
runs all the way back to the rear 
and extends into the air 13% inches 
above the surface of the rear deck. 
Rather than extending straight to 
the rear, the stabilizer curves 
slightly to the center of the car in 
the back. 

The XNR is built on a 106-inch 
wheelbase. It is 195.22 inches long, 
42.94 inches high from the ground 
to the top of the stabilizer, and 46.04 
inches high to the top of the wind- 
shield. It is powered by a standard 
Chrysler six-cylinder engine. 

The car was designed at the 
Chrysler studios in Highland Park, 
Mich. The engine and chassis were 


* * * 





New Styling Concept— 


The XNR, Plymouth's newest “idea” car, 
is said to set the pattern for a new concept 
in automobile styling. Lines of the lean 
roadster’s airscoop continue back through 
the entire length of the car, becoming a 
functional single fin on the driver's side of 
the car. The frame for the grille is actually 
the front bumper. 





shipped to Turin, Italy, where the 
body was hand built by Ghia to 
Chrysler specifications. 


Ford Spurs Sales : 
Of Big Series ie 
With Savings Bond 


DETROIT.—Ford division last 
week kicked off an incentive con- 
test aimed at boosting sales of its 
standard-sized models. & 

The contest is for salesmen and 
sales Managers, and it includes 
Thunderbirds as well as standard- 
sized units. The event ends March 
31. 

A salesman must sell two cars to 
qualify. For the third and each suc- 
ceeding big Ford or T-Bird he de- 
livers, he will receive a $25 U.S 
Savings Bond. 

Sales managers in Ford’s 35 dis- 
tricts have been divided into groups 
—about eight groups in each dis- 
trict—and dealerships have been as- 
signed a quota. 

In each group, the manager 
whose dealership achieves the high- 
est percentage over its quota will 
receive a $300 Savings Bond, There 
is a $200 bond for second place and 
$100 bonds for third and fourth, 


In order for the manager to qual- 
ify, the dealership must reach its 
March quota. Also, its used-car in- 
ventory on March 31 must be equal 
to or lower than its daily supply on 
Feb, 29 and equal to or lower than 
the district’s average daily supply 
on March 31. 

Seven other domestic makes and 
two imports currently have sales 
contests in effect, They are Chevro- 
let, Plymouth, Dodge, Pontiac, Olds- 
mobile, Imperial, Studebaker, Tau- 
nus and Simca. 





Robinson Fined 


In Sales-Tax Case 


PHILADELPHIA.—A uto Dealet 
Harold B. Robinson was fined $25 
after pleading no defense to charges 
of conspiracy in withholding $115; 
266 in State sales tax returns. 

Victor H. Wright, deputy attor- 
ney general, said Robinson has paid 
$201,086 in taxes, interest and pel 
alty. Wright said the taxes were 
withheld from October, 1956, to De 
cember, 1958, 

Robinson’s attorney said the deal- 
er had cooperated fully with the 
investigation and had paid the total 
amount due. He said Robinson, wh? 
employs others to keep his books, 
did not question the tax claim 
argue it. 

Also fined $250 in the case wa 
Edward A, Duffy, a former auditor 
for the State sales tax division. 











Only Rambler Brings The School To The Dealer! 


5 Rambler Mobile Service 
Training Units Travel 
25,470 Miles In Ten Weeks 


bringing modern service techniques and methods 


¥ to dealer service personnel ! 









LOOK AT THE SCORE— 
359 Separate Classes Held in 29 Weeks 
149 Locations Visited in 31 States 

3408 Rambler Dealer Mechanics Instructed 


Rambler Mobile Service Units—save travel time 
and expense for service men—help dealers build 
more efficient, more profitable service volume— 
mean happier, more satisfied customers. 






Wouldn't you like 
to GO and GROW with 
RAMBLER? 










MAIL THIS COUPON TODAY 


We Have the Proved Product for the 
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Under $1,800 Mark ... 








Compact Cars Getting 
Price-Ad Treatment 


By John K. Teahen Jr. 
Staff Writer 


es cutting—and profit slash- 
ing—are invading the Big Three 
compact-car field thoughout the 
country, a study of dealer advertis- 
ing discloses. 


Corvair ads under $1,800 are 
commonplace, and at least one 
dealer is offering the Chevrolet 
compact below $1,700, Falcons are 
around $1,800 in many areas, and 
there’s an occasional Valiant in 
this price range, 

Last week in Grosse Pointe, 
Mich., a Detroit suburb, the win- 
dows of Ted Ewald Chevrolet read: 
“Corvair—$1,696.” The figure was 
for a stripped Series 500 coupe, and 
it included the 3 percent State sales 
tax. 

The price was about $50 over in- 
voice, Optional equipment would 
sweeten the deal a bit. Ewald also 
advertised Biscayne two-doors at 
$1,797. 

Another Detroiter, Jefferson 
Chevrolet, listed a Corvair at “$1,769 
complete; includes sales tax and 
’60 license plates.” 

a o * 
_BARNING of the prices, another 

Chevrolet retailer remarked, “If 
there’s a buck in it, I'll match it. 
A lot of us have Corvairs coming 

out of our ears, and we're anxious 
to unload.” 

Margolis Plymouth, Detroit, quot- 
ed a Valiant at $1,799 plus sales 
tax, and some competitors won- 
dered why. 

“Valiants are still scarce in De- 
troit and we're -grossing $250 or 
more on them,” said one rival, “At 
$1,799, he’s getting about $100 over 
invoice. That might be OK at clean- 
up time, but there’s no reason for 
it now. He’s hurting himself and 
the rest of us, too.” 

A Detroit Ford dealer noted 
that he’s still grossing $150 to 
$250 on Falcons, and he expects 
the Falcon station wagon to boost 
the overall margin. 

Corvairs were ticketed at $1,795 
by Wilkins Chevrolet, Norfolk, Va.; 
Roberts-Morris, Cincinnati, and 
Jerry Govans, Baltimore, and at 
$1,789 by Stephens Chevrolet, New 
Orleans. 

Rose Chevrolet, New York, offer- 
ed Corvairs at $1,750, and Chuck 
Davis, Houston, advertised: “Brand 
new 1960 Chevrolets as low as $1,738. 
Full price. While they last.” Cor- 
vairs have been advertised at $1,725 
in Chicago, and J. J. Hart, New 
York, pegged Falcons at $1,745. 

* * cd 


7p Sew EERE among the com- 
pacts, Rambler dealers are ad- 


NADA Ad Chief 
Pledges Continued 


Cleanup Drive 


WASHINGTON. — NADA’s cam- 
paign against unethical, false, mis- 
leading and gimmick advertising 
will continue in full force, accord- 
ing to William H. 
Mitchell jr., newly 
appointed chair- 
man of the associ- 
ation’s Advertis- 
ing Ethics Com- 
mittee. 

Mitchellisa 
Chevrolet dealer 
in Waltham, 
Mass., and is an 
NADA regional 
vice-president. 


W. H. Mitchell Jr. 


the 1960 Advertising Ethics Com- 
mittee are: 

Herbert L. Galles jr., Albuquer- 
que, N. M., vice-president; J. M. All- 
ton, Columbia, Mo.; Clarence J. 
McCorkle, Chicago; George Ziesmer, 
Mankato, Minn., and Boyce Tope, 
executive vice-president, Detroit 
Auto Dealers Assn. 

Mitchell warned the public to be- 
ware of advertising “full of too 


» Many promises.” He said there have 


not been too many serious problems 
in the ’60 model year, but noted that 
“the same old perennial offenders 
continue their disruptive and ¢on- 
fidence-destroying practices in ise- 
lated areas.” 


Other members of | © 


vertising their 100-inch-wheelbase 
at less than $1,700. Examples includ- 
ed $1,697 at J. C. Carter Co., Jack- 
sonville, Fla.; $1,695.50 at Bagby 
Hall Motors Warehouse, Jackson, 
Miss., and $1,645 at Bove’s Valley 
Rambler, Cincinnati. 

From the factory side came a 
Lark advertisement designed to 
embarass some of its compact 
rivals. It was headed: “No Bugs 
in This One.” 

“Why take a chance on a first- 
year car,” the ad asked, “when it’s 
so easy and so much more fun to be 
sure with the Lark, already proven 
by more than a billion owner-driven 
miles?” 

It continued: “Feel confident. 
Why wear out your patience while 
others iron out bugs? .. 

“Stretch out in comfort. Why feel 
squeezed until others reach the ideal 
dimensions? ... 

“Bank on proven economy. Why 
rely on wishful estimates?” 

* * * 
aSWHeRe, Raymond Clarke, 

San Antonio, punctured the 

“full marku p-on-f oreign-cars” 
theory in announcing an “over- 
stocked sale of 72 Austin-Healey 
Sprites. 

“Who says imported cars are not 
discounted?” Clarke asked. “Try 
us!” 

It was “April in Paris” at 
Friendly Chevrolet, Dallas. The 
dealership staged a drawing for 
two round-trip plane tickets to 
the City of Light. No purchase 
was required. 

A demonstration ride at Jennings 
Buick, Cincinnati, earned the pros- 
pect four theater tickets, and 
George Pattison Pontiac, Biloxi, 
Miss., gave five gallons of gas with 
each appraisal. 

Valentine’s Day led Dorschel 
Buick-Lark, Rochester, N. Y., to 
offer a box of chocolates with each 
demonstration, while a dozen long- 
stemmed roses accompanied each 
new Chevrolet in a “Sweetheart of 
a Sale” at Roger Dean, Charleston, 
W. Va. 

cS * * 

_eaese buyers could win a 

mink stole at A. D. Anderson, 
Baltimore, and Cornelius Rambler 
Sales, Peoria, Ill., offered prizes 
which included power mowers, tran- 
sistor radios, watches, bicycles, fish- 
ing equipment and shotguns. 

Ford dealers in 34 Ohio counties 
and four Pennsylvania counties 
gave away two Falcons in a week- 
long promotion. Persons who pur- 
chased new cars or trucks from the 
cooperating dealers during the per- 
iod were eligible for the free com- 
pacts. 

An unusual advertisement was in- 
serted by Bragg-Levers Motor Co. 
(Oldsmobile-Cadillac), Roswell, 
N. M. It announced the opening of 
a new outlet to handle a line for- 
merly carried by Bragg-Levers. 

The ad said: “We wish to thank 
you for your patronage while we 
were the franchised Rambler dealer 
in Roswell. Mr. Elton Ellis is now 
your authorized Rambler dealer.” 


Good Weather Brings Record 
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Stockton (Calif.) Dealers Meet— 


Members of the Stockton New Car Dealers Assn. are, seated, from left, William 
K. Chase (Chevrolet), director; W. H. Braley (Dodge), director; Jack S. Renney (Buick), 
president; John H. Eagal sr. (Ford), director and association founder; Al Labrucherie; 
R. W. Barklow, secretary-treasurer. Standing: Thomas M. Lucas (Plymouth-DeSoto), Ted 
Hermann (foreign cars); Gus Dessel, Gene Gabbard (Lincoln-Mercury), Phil Page (Ram- 
bler), Dolph Gomas and E. M. Elder (Pontiac). John Dwyer (Cadillac-Oldsmobile), vice- 


president, is not shown. 





Dodge Sales to Police Rise 
102 Pct. Over Year Ago 


By John E, Walsh 
Staff Writer 
LEET sales of 60 Dodges to 
police agencies are up about 102 
percent over a year ago, and the 
company gives the credit to the 
Dart. 

Police in 203 cities, 38 counties 
and 17 states now are using Dodges, 
according to M. C. Patterson, Dodge 
general manager. Most of the cars 


Chrysler Sets Up 
Parts Division 


Under Woolson 


DETROIT.—A new division with- 
in the automotive sales group has 
been formed by Chrysler Corp., ac- 
cording to Byron J. Nichols, auto- 
motive sales 
group vice-presi- 
dent. 

The division, to 
be known as the 
service parts and 
accessory divi- 
sion, combines the 
activities of the 
MoPar wholesale 
and dealer sales 
organization, and 
the service parts 

L. I. Woolson and accessory 
supply organization, Nichols said. 

L. I. Woolson, corporation vice- 
president and formerly director of 
the corporation manufacturing staff 
and services, was named general 
manager of the new division. 

Woolson had been director of the 
company’s manufacturing staff and 
services since April, 1958, From 1952 
to 1958 he was DeSoto president. 
Earlier he had been DeSoto manu- 
facturing vice-president and operat- 
ing manager, He joined Chrysler 
Corp. in 1928. 

T. E. Waterfall, director of 
MoPar sales, and H. H, Zeder, man- 
ager of the service parts and ac- 
cessory supply operation, will serve 
in their present capacities in the 
new division. 





Sales— 


For the first time in many years, Boston's automobile row was free of snow on the 
dealer's annual open house on Washington's Birthday. According to the Greater 
Boston Automobile Dealers Assn., the good weather resulted in record crowds, above, 
and record sales “for the automobile industry's biggest day since 1954." According 
to the association, sales were heavy among people with 1955 and 1956 cars. 





are Dart Senecas, the company 
said. 


Cities using Dodges for the first 
time include Detroit, Buffalo, 
Sioux City, Ia., and Elizabeth, 
N. J., the company said. 


“Detroit, which made an original 
purchase of 27, has ordered 140 
more,” Patterson said. “Included 
are five station wagons which will 
be used as police ambulances, Buf- 
falo has ordered 40 cars.” 

* J of 
H® SAID the largest single order 
placed by a county agency—112 
—came from the Los Angeles Coun- 
ty Sheriff's Department. 

“Some agencies already have con- 
verted their entire fleets to Dodge,” 
Patterson said, “The Missouri High- 
way Patrol has an all-Dodge fleet, 
with more than 500 of the new 
models being added to those put in 
use in 1959. 

“California hag bought 290 
Dodges this year and will be all 
Dodge by spring,” he added. 

The cars ordered by Detroit, 96 
of which will go to the police, are 
being bought from Stanford 
Brothers, Inc., suburban Lincoln 
Park, and Taylors’, Inc., Detroit. 


Emerson Teague Motor Co., 
Salem, Ore., received an order for 
75 Dart police cars from the State 
at a cost of $151,993. The New Mex- 
ico State Highway Patrol bought 20 
cars from Clayton Motors, Inc., 
Clayton, and a station wagon from 
Augie Sales & Service, Belen. 

* * * 
i> MILWAUKEE, the City Pur- 
chasing Board purchased its first 
Larks for police work, accepting 
the bid of Vliet Street Motors, Inc., 
Wauwatosa, for 56 cars at $122,824. 

The board also approved the pur- 
chase of 16 Ford station wagons 
from Al Schallock, Inc., for use as 
police ambulances, The price was 
$42,564. 

Andrew L. Lehrbaummer, city 
purchasing agent, said Chevrolet 
bids on police cars were not ac- 
cepted because of past troubles 
with brakes, But the board asked 
him to get bids later in the year 
on two Chevrolets for use by 
police on an experimental basis, 
he added. 


“The policy on whether to pur- 
chase Chevrolets as regular squad 
cars will be reviewed after the ex- 
periment,” Lehrbaummer said. 

In 1958 when the last group of 
Chevrolet police cars were purchas- 
ed, he continued, police reported 
trouble with burned-out brakes, The 
factory agreed to install metallic 
linings, but they didn’t hold well in 
cold weather, he said. 

* * * 
eee Chicago Police Department 
has acquired eight International 
pickup vans and 28 squadrols. The 
latter are panel trucks designed to 
perform double duty as squad cars 
and ambulances, it was said, 
In Los Angeles, 284 Plymouth 


>| “Patroller Specials” have been pur- 


chased for police use. North Star 
Motors was awarded the contract 
for the cars, which will replace 
nearly a third of the present cruiser 
fleet, it was reported, 

The State of California has or- 
dered more than 400 Plymouths. 








Compacts Corner Fo 
Half Boston Sales 
On George’s Day 


BOSTON.—The compact cay 
















































were really selling on open houge . 
day in Boston. That was the wor on 
from auto row on the big day. len 


For the first time, salesroom 
after salesroom featured displays 
of the smaller cars. Boston ang 
New England, it was reported, haye 
taken to the compacts better than 
any other region in the U. S. Some 
of the reasons advanced are New 
England’s country roads and hilly 
terrain, similar to old England 
where the smaller cars are preva. 
lent, 

Compact car sales were put at 
better than 25 percent of January 
sales in Boston, and for the big 
buying day on Auto Row, they were 
right up there with the big cars 
near 50 percent of sales 

The Big Three’s new compacts 
rated as Washington Birthday open 
house hits. Ford reported that 1,199 
Falcons sold in the Boston district 
in January, or 26.6 percent of Ford. 
Falcon volume. Ford car sales, 
slightly under 4,500, ran 4 percent 
above January, 1959. 

Valiant dealers found car re 
ceipts short of matching orders, 
January sales of the Valiant, last 
of the Big Three compacts to ap- 
pear here, were 21.7 percent of all 
area volume, At the same time, 
Plymouth’s sales tickets ran 8.2 per- 
cent above last year for the region. 

Corvair totals took about 20 per- 
cent of the Chevrolet division vol- 
ume, while Chevrolet matched Jan- 
uary, 1959 sales. 

Mayor John Collins signeda 
proclamation marking Feb. 2 
through Feb, 27 as automobile 
week. Prizes were awarded in 
many auto showrooms, and re 
freshments by some. Extra person- 
nel were on hand to answer ques- 
tions, 


Ford to Market 
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Compact Pickup, > ix 
Falcon Ranchero 
DEARBORN.—Ford Motor Co. is I 


the first major U. S. auto manv- 
facturer to enter the compact truck 
field. The company has announced 
that the Ford division will market 
a Falcon Ranchero pickup truck 
later this month. 

The firm said the Falcon Ranch- 
ero will be America’s lowest priced 
pickup truck with turn indicators 
and oil filter as standard equip- 
ment. It will have a_ suggested 
retail delivered price of $1,862, Ford 
said, 


Production began last week at Ty 
assembly plants in San Jose, Calif.; 
Lorain, Ohio and Kansas City. 

The company said the new pick- u 
up is designed for many individual Fl 


business operators who, because of 
the lack of a vehicle designed for 
their specific need, are operating 
trucks that exceed their hauling 
requirements. 
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Dodge Top ‘59 Output— 

M. C. Patterson, left, Dodge general 
manager, and J. B. Neal, Dodge assembly) 
plant manager, look over sign marking the 
151,852nd 1960 model Dodge produce 
in U. S.. plants. As this car rolled off the 
assembly line, 1960 Dodge production 10 
ped the entire output of 1959 models. A 


total of 151,851 Dodges were built during ica | 
the 1959 model year. The 1960 production § atic 
was five months three days ahead of ‘0 mS 

r 


year's output. 
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For Full Protection. . . 
—————— 


All-Inclusive Contract a ‘Must’ 


Eprror’s Note: This is another 
in a series of articles on leasing 
and the opportunities and prob- 
lems facing the dealer. 

+ + 
By John E, Walsh 
Staff Writer 
E of the cardinal rules of the 
leasing business is: Never place 
a vehicle that isn’t covered by a 
written contract. And the contract 
should be drawn up by an attorney, 
preferably one familiar with leas- 
ing. 

There are many different types 
of leasing con- 
tracts, none of 
which will be 
the ideal of both 
the lessor and 
the lessee. What 
the lessor may prefer likely will not 
be entirely satisfactory to the lessee, 
and vice versa, 

Following are some of the areas 
in which one factory manual says 
the lessor should seek “100 percent 
protection :” 

Specific vehicle or vehicles to 
be supplied and services to be 
rendered; specific equipment on 
units; delivery receipt, attesting 
to completeness of specifications, 
good condition and date of ac- 
ceptance by authorized agent of 
lessee. 


A Look 


At Leasing 





Rental rate and term of lease; 
cost of delivery to operating point; 
cost of licensing, registration and 
titling; cost of tolls, towing, park- 
ing, storage and garaging; cost of 
all types of taxes applying in use 


area 
* + * 


INES, forfeitures and seizure; 

inspection intervals and service 
schedules; illegal operation or 
transportation of illegal goods; con- 
dition of vehicle on return at end of 
lease; insurance and indemnity; ac- 
cident notification. 

Liability for loss of lessee prof- 
its due to loss of use of vehicle; 
substitute vehicles; right to title; 





increases and decreases in vehicle 
price prior to delivery. 

Increase in maintenance costs 
during lease term; default by 
lessee; lessee obligations to pay in 
event of default; protection against 
conversion and designation of re- 
pair garages. 

* on * 
“J EASING-SYSTEM members us- 
ually are furnished with stand- 
ardized lease forms which are safe 
and the result of years of experi- 
ence,” the manual says, “They’re 
worth a dealer’s investigation.” 

In its manual, NADA advises 
the dealer to review the contract 
annually with an attorney to keep 
pace with any new problems or 
lease changes that develop dur- 
ing the period. 

“One of the most important 
clauses often omitted from lease 
contracts specifies that the contract 
and schedule appended represent 
the entire agreement, and no oral 
modifications are recognized,” 
NADA said. 

Changes or amendments should 
be in writing, signed by both the 
lessor and lessee, and attached to 
the contract, the association adds. 

NADA also suggests that the con- 
tract contain an “escalator clause” 





Safety-Check Chairman 


Named in Minnesota 


ST. PAUL.—Lyle McCabe, of 
Taconite Motors (Studebaker), 
Virginia, Minn., has been named 
chairman of the Minnesota Safe- 
ty-Check campaign scheduled for 
May. Virginia has been the award 
winner for four years. 

Election of McCabe took place 
here at the first planning meeting 
called by Harry Sieben, Minne- 
sota safety director, and attended 
by representatives of over 30 safe- 
ty-minded organizations and com- 
munities. 





By Supreme Court Ruling .. . 


Unions Given New Power 





By Frank Gawronski 
Staff Writer 


7 U. S. Supreme Court has 

granted labor unions broad pow- 
ers to exert economic pressures on 
Management during contract nego- 
tiations. 

The court, by a unanimous ruling, 

rejected a National 
Labor Relations 
Board order aimed 
at curbing harassing 
tactics by unions to 
pressure employ- 
ers to give in to their bargaining 
nds. 

The Supreme Court said Congress 
intended for unions and employers 
to “have wide latitude in the neg- 
Otiations” unrestricted by Govern- 
Ment regulatory power. 

The court’s main opinion said 
that unless Congress acts to deter- 
Mine what economic pressures may 

used, “we don’t see how the 
] (NLRB) can do so on its 
Own.” 

Unless Congress acts, the 
‘ourt’s decision legalizes almost 
any kind of pressure, short of vio- 

ice, a union wants to use dur- 
ing negotiations, A union can 
exert these pressures, including 

Slowdowns, as long as it can 
Prove a willingness to bargain in 
f00d faith, 

According to the NLRB, the 
fourt’s ruling gives a union the 
Power to harass an employer with- 
Out actually going out on strike, On 

other hand, an employer is 
faced with the choice of either clos- 
ing down his business or paying his 
employes while they disrupt his 
operations. 

Justice William J. Brennan, writ- 
ing the court’s main Opinion, said 
the NLRB was wrong in finding 
that nuisance tactics directed at 

Tudential Insurance Co. of Amer- 

by the Insurance Agents Inter- 
Rational Union constituted a lack 
of good-faith bargaining. 

Prudential had complained to the 


NLRB that union members tried to 
injure the company when a con- 
tract expired in 1956 by refusing to 
write new insurance business, work 
scheduled hours, make reports the 
way the company wanted or take 
part in company conferences and 
promotion plans. 

The NLRB ordered the union to 
stop such tactics, holding they were 
not bargaining in good faith. 

All nine justices agreed that the 
NLRB was wrong in concluding 
that the union’s tactics amounted to 
a stall to force Prudential to give 
in to its demands. 

Oo ok * 
Unions Win Fewer Elections 


YP ANWHILE, NLRB figures 
show that the labor union suc- 
(Continued on Page 65, Col, 1) 


to protect the dealer against costs 
over which he hag no direct con- 
trol, such as insurance, taxes and 
materials. 





















* * * 


EALERS also are advised to 

provide in the contract for a 
60 or 90-day extension at the les- 
sor’s desire. 

“Such a clause can make a sig- 
nificant difference in the kind of 
used-car market the vehicle re- 
turns to,” NADA says. “It offers 
the lessor leeway to bring the 
unit back when it is to his ad- 
vantage to do so.” 

NADA advises the lessor to go 
over each point in the contract 
personally with the lessee. 

“Apparently most lessorgs have 
difficulty getting the smaller lessee 
to read the contract so he under- 
stands what he is agreeing to,” 
NADA adds. “Lessors who go over 
the contract with the lessee say it 
avoids a lot of misunderstanding 
later on in the contract period.” 

Finally, NADA advises the lease 
manager to keep a file of new prob- 
lems as they occur, 

“This file becomes the reference 
source for discussions with the lease 
company attorney to determine 
whether or not these problems war- 
rant revising the contract,” the 
manual points out, 

od * * 


Leasing Notes 


VIS Rent-a-Car System has pub- 

lished a tariff directory listing 
more than 1,475 locations through- 
out the world, hourly, daily and 
weekly rates, operating conditions, 
state maps, mileage tables and a 
reservation guide. 

Vincent P. Conroy, marketing 
vice-president, said 35,000 copies are 
being distributed to Avis ‘stations, 
airlines, railroads, steamship com- 
panies, hotels, motels, travel agen- 
cies, industrial traffic managers and 
other people dealing with the trav- 
elling public. 


* * * 


Truck Lessors to Convene 


— National Truck Leasing Sys- 
tem will hold its spring execu- 
tive conference at the San Marcos 
Hotel, Chandler, Ariz., March 16-19. 
More than 50 representatives of 
leasing firms will exchange views 
on operating and sales techniques. 

There also will be represéntatives 
from Chevrolet, International Har- 
vester, GMC Truck & Coach, Dodge, 
Kenworth, White, Firestone, Good- 
rich, Goodyear, Kentucky Trailer, 
Texaco and Cummins Engine. 

ok * * 


Hertz Sees Big Future 


ERTZ CORP.’S record 1959 vol- 

ume and earnings will be dou- 
bled within five years, Walter L. 
Jacobs, president, predicted in an 
address to the Financial Analysts 
of Philadelphia. 

Jacobs said any forecast on the 
number of cars which may be rent- 
ed or leased in the U. S. in years 
to come “would prove to be too 
low.” The potential shows the in- 
dustry has “only begun to grow,” 
he added. 








Saab Introduces New Model— 


Volume production has started on this restyled, roomier and more powerful version 
of the Swedish-built Saab. While retaining the characteristic shape of earlier models, 
the new car, called the Saab 96, has a wider rear, making it a five-passenger car. The 
car also features a larger rear window surface and a 42-horsepower engine. 


* *x * 


Roomier, Restyled Saab 


Introduced in 


STOCKHOLM, Sweden, — A re- 
styled, roomier and more powerful 
model of the Saab, featuring in- 
creased horsepower and a larger 
fuel tank, has been introduced here. 

Known as the Saab 96, the new 
model of Sweden’s front-wheel- 

drive car retains the characteris- 
tic shape of its predecessors. 
However, a widening of the rear 
has made it a five-passenger car, 
and has more than doubled the 
rear window surface. 

By increasing the bore of the 
three-cylinder engine and raising 
the cylinder volume from 748 c.c. 
to 841 c.c., engine output has been 
stepped up. by 5 horsepower to 42 
horsepower. 

Since the overall, weight of the 
new model is only percent more 
than that of the earlier version, 
acceleration is said to have been 
improved by 20 to 30 percent. Fuel 
tank volume has been increased by 
four litres to 40 litres. 

The restyled Saab features a new 
padded instrument panel with a 
large recessed speedometer of the 
horizontal type. 

Ventilation and heating also have 
been improved. Air circulation in 
the rear is facilitated by a number 
of holes below the trailing edge 
of the rear window through which 
the air is drawn and led by ducts 
to screened outlets between the 
side windows and the rear window. 
The system is said to prevent mist- 
ing even if the car is driven in sev- 
ere cold without keeping a window 
open. 

Broadening the rear of the 
body and raising the ceiling are 


10 Compacts Set 
For Economy Run; 


Comet ‘Too Late’ 


LOS ANGELES.— Ten compacts 
have been chosen to compete in this 
year’s Mobilgas Economy Run from 
Los Angeles to Minneapolis, accord- 
ing to A. C. Pillsbury, chief steward. 

He said Falcon, Corvair, Valiant, 
Studebaker Lark and Rambler will 
have two entries each in the event, 
set for Apr. 2-6. 

The Comet will not be on the 
market in time to meet the entry 
deadline, Pillsbury said. 

About 40 standard-size autos also 
will take part in the annual run. 








Goers Denied License 


As Dealer in Illinois 

ALTAMONT, OL — Werner 
Goers, auto dealer here, has been 
denied a 1960 auto dealer’s license 
by the office of the Mllinois sec- 
retary of state. 

Goers and the state have been 
fighting in court since 1957. The 
license was denied on ground that 
he acted as a dealer while not 
licensed, permitted vehicles to be 
operated without valid registra- 
tion and has been guilty of fraud- 














Sweden 


said to provide increased riding 
comfort for rear-seat passengers. 
As in previous models, the height 
of the seat is adjustable. The 
luggage locker also has been con- 
siderably enlarged, 

In conjunction with the redesign 
of the body, the rear lights, with 
builtin blinkers, have been re- 
shaped, Standard features include 
windshield washer and mud-guard 
flaps. 

The Saab was shown for the first 
time in Mexico at the recent In- 
ternational Motor Show in Mexico 
City. 

Saab’s 1960 production is expected 
to reach 30,000 units. A target for 
60,000 units has been set for 1963. 
Some 50 percent of the production 
is exported, the leading foreign 
buyer being the U. S. 


Cooled Chryslers 
Will Double by ’63, 
Braden Predicts 


DETROIT.—Chrysler’s air-condi- 
tioning installation rate will more 
than double in the next three years, 
according to E. M. Braden, general 
sales manager of Chrysler and Im- 
perial division. 

He said the rate has nearly dou- 
bled in the last three years, climb- 
ing from 8.7 percent in 1957 to 16.7 
percent at the end of January, 1960. 

“Projecting this rate of demand 
into the future, and taking in ac- 
count recent consumer surveys in- 
dicating great increase in interest 
in automobile air conditioning,” 
Braden said, “Chrysler will more 
than double its air installation rate 
by 1963.” 

During the same 1957 to 1960 per- 
iod, Braden said, Imperial air-con- 
ditioning installations increased 
from 29.9 percent to 43.6 percent. 


Suslavich Named 
To PDV Position 


DETROIT.—F rank J. Suslavich 
has been named assistant general 
manager of the Plymouth-DeSoto- 
Valiant divi- 
sion, according to 
Harry E. Chese- 
brough, general 
manager. 

Suslavich came 
to Chrysler Corp. 
in January, 1957, 
after 20 years of 
sales experi- 
ence, the last 15 
in the automobile 
industry. Prior to 
his new assign- 
ment, he had been assistant direc- 
tor of the corporate sales staff, a 
position he had held since August 
of last year. 

The new assistant general man- 
ager began his career with United 
Fruit Co. in 1937. From 1941 to 1944 
he was with Bendix Aviation, In 
1943, Suslavich entered the automo- 





F. J. Susiavich 


Albuquerque Show Features 100 New Cars— 

The Albuquerque (N. M.) Auto Show featured more than 100 new American and for- 
eign cars. Special displays included Cadillac's new experimental car, the Cyclone. More 
than 15,000 persons attended the three-day show in the State Fair Coliseum. 








bile industry, first in the sales sec- 
tion and then in -the field force of 
another automobile company. 


ulent acts in the selling of ve- 
hicles. ‘ 
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Attention General Managers and Sales Managers 







If you can run a successful 


dealership... you can own 


Today, many men who should be running their own dealer- 
ship, building a solid, secure future for themselves find it 
difficult to get started on their own. For the most part these 
men are experienced and thoroughly qualified general man- 
agers and sales managers—men who have proved themselves 
capable of organizing, managing and directing a hard-hitting 
dealership organization on their own. Unfortunately, a lack 
of capital and a scarcity of suitable openings have prevented 
them from making this important move. 


If you are one of these men, you owe it to yourself to investi- 
gate the opportunity and assistance available to you through 
the Dodge Dealer Enterprise Program. For this program was 
designed solely to provide ambitious, capable dealership 
executives with the wherewithal necessary to establish a 
profitable, growing business of their own. For men with the 
proper background and qualifications, here’s the kind of 
assistance it provides: 


e 75% of the capital required. 
e Assistance in locating or building facilities. 


e Additional help in hiring and training your sales and 
service staff. 


e An advisory service to provide you with additional help on 
your advertising, financing, merchandising, and inventory 
development problems. 


a successful dealership! 


Dodge Dealer Enterprise Program offers you the chance to own your own deal now! 


Choice Openings Available Now! 


The dramatic and highly successful introduction of the low- 
priced Dodge Dart has created a number of new dealership 
openings. Presently, openings are available in an excellent 
selection of markets with a wide choice of dealership sizes. 


The new dealers who fill these openings will find they have 
made a solid choice in securing their future. For Dodge is on 
the move—expanding and capturing new markets, develop- 
ing and producing new products like the Dodge Dart that 
gave Dodge Dealers the broadest single-line coverage in the 
industry. (Already Dart has captured third place in many 
significant markets, and is adding new ones every day.) 


. These recent successes are just the first results of a continu- 


ous and aggressive Dodge expansion program. Backed by 
the many advantages of the highly flexible Dodge Market- 
Programmed Sales Agreement, Dodge Dealers are assured 
that their sales activities will continue to be directed at the 
largest, most promising portion of current markets. 


If you’re ready to move out on your own, we would like the 
chance to prove this is the opportunity you’ve been waiting 
for. Full details are available simply by sending a confiden- 
tial request to: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau 
Detroit 11, Michigan 


In 1960 the Big Deal is 1) ()[)D (GE 





DODGE DART « LUXURIOUS '60 DODGE + DODGE TRUCKS 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 
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The Man Behind the Wheel... 








Sales Testing Chrysler's Valiant 


Eprror’s Norte: This is another in 
@ series of reports on the selling 
features of the American-built 

compact cars. 

By Bill Carroll 
Staff Correspondent 
- FULL-SIZE car made smaller” 
is the most apt description of 
Chrysler’s Valiant. It has comfort, 
performance and an eye-catching 
style that holds its own with the 
best doorman in Los Angeles, 

You hear some salesmen say: 

“Sure, you think the Valiant 

is a great car, but the factory al- 
ways fixes test cars so they’re 

perfect. I'm never shipped cars 
like that.” 

To set the record straight on all 
Western test cars, some are care- 
fully honed, polished and buffed 
to perfection. Others are rough. 

Our Valiant had been through 
some thousands of miles of maga- 
zine “testing.” The clutch slipped, 
brakes squealed, a vent pane was 
broken, it wouldn’t idle, the high 
float level dribbled on corners, a 
cold-air intake had to be wired 
shut and dynamometer tests show- 
ed the engine had lost 10 percent 
of horsepower available to the rear 
wheels. As a result, some of our 
problems are not likely to be found 
on production cars. 

+ * 
Styling Rated High 


—n impressions of the green 
sedan found most onlookers ap- 





SAN JOSE, Calif—Hands Motor 
Co. aptly demonstrates that a deal- 
ership does not have to follow the 
leaders to move used cars fast and 
at a profit. It moves cars with poli- 
cies that are the reverse of widely 
held used-car techniques, 


The San Jose market, some 35 
miles south of San Francisco, re- 
mains pretty much autonomous. 
In view of this, few good used 
cars are available at the whole- 
sale level. 

Bill Hands, general manager of 
the dealership, says “We decided 
to do everything to establish and 
maintain a good reputation in con- 
nection with our used cars.” 

Extra effort and money are de- 
voted to conditioning tradeins. A 
special service department was 
formed to handle used cars only. 
A fulltime mechanic is assigned. 
If time permits, he shifts over to 
new-car preparation. 


Hands does not intermingle 
salesmen. He also has inaugurated 
another reverse policy: He looks 
for completely inexperienced used- 
car salesmen. Initially tried as an 

* na * 
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Off-the-Track Plans— 


Hands Motor Co. (Dodge-Studebaker- 
Mercedes), San Jose, Calif., moves used 
cars with policies that are just about the 
reverse of the widely accepted strategy for 
selling used cars. The off-the-beaten-track 
plans are worked out by, from left, Bill and 
Bob Hands and Ben McRay, used-car man- 


ager. 








For Coast Dealership . . . 


Off-Track Plans Move Cars 





&| son of its Lark with other compacts 


proving the continental styling, 
with the controversial tire cover 
gaining approval in most cases. 
“Distinctive” was the most frequent 
comment. 

Wide opening doors, with more 
vertical space than last year’s 
Chrysler Cars, and a moderate 
two-inch floor drop made “inning 
and outting” easy. The rearward 


Mechanic's Dream— 





Frequently serviced parts of the Valiant 
engine are out in the open, one result of 
tilting the six-cylinder engine 30 degrees. 





experiment, Hands found used-car 
sales rapidly rising and has since 
followed this line closely. 

New used-car salesmen are 
given product training, but 
Hands feels that salesmen hired 
with no prejudice will devote 
sales effort to all makes of cars 
or trucks, 

For the San Jose market, gim- 
mick advertising has not paid off. 
A conversative format is followed 
by Hands. Classified ads carry the 
bulk of used-cars available, Occa- 
sionally, radio spots are used on a 
morning newscast sponsored by the 
dealership, 

Increased overhead in condition- 
ing are more than met by increas- 
ed profits in the ability to get the 
top market price. The used-car 
sales force has been held to a 
minimum, two salesmen and a 
manager, but they have been suc- 
cessful in selling at a maximum 
level, 

The 1959 record amounted to 
476 used units, with the bulk of 
the volume being sold after the 
operation had been revised to 
the present system. 

Although not originally part of 
the program, new-car sales have 
been increased by the used-car de- 
partment’s desire to get tradeins 
for the inventory, and subsequent 
interest in higher appraisals. 


Used-car manager is Ben McRay. 


S-P Booklet 
Compares Lark 
With Competition 


SOUTH BEND.—Studebaker- 
Packard has published a compari- 











titled, An Analytical Comparison 
of the U. S. Compact Cars. 

The booklet compares Lark with 
Falcon, Corvair, Valiant and the 
standard Rambler. The Rambler 
American is excluded on grounds 
that it seats less than six. 

The compacts are compared on 
how well they meet transportation 
needs and deliver performance, 
economy and comfort. 

The Lark’s small total size, large 
amount of interior space and trunk 
capacity are stressed on the ques- 
tion of how well the cars meet 
transportation needs. 





drivers. 


leaning center post provides extra 
shoulder room just where it is 
needed, while matching style line 
of the sweptback windshield, Ab- 
sence of a windshield dogleg was 
welcome to long legs. 

Seat conformation and padding 
showed some regard for the way 
people are built in back, and the 
front-seat track had enough rise to 
lift shorties over the wheel edge. 

Interior trim is simple, in good 
taste and the stiff wind-lace ap- 
pears to have great resistance to 
wear. Three turns would lower or 
lift any window. 

Car width is enough for three 
tightly, or two with plenty of room. 
The floor hump is low, due in part 
to the leaning transmission, so cen- 
ter passengers have something to 
sit on and room for their feet. A 
nice touch was the double-jointed 
rear-view mirror which could be 
manipulated to suit any of the 


* * * 


Gauges Easy to Read 


Pet UMEnTS are well placed, 

easy to read and not hidden by 
the well positioned wheel. A hood 
prevents windshield reflections, The 
clever, but mighty small glove box 
has an interior tray which opens 
into the light. 

The driver’s armrest is in the 
right place, which is something 
it’s not on most cars. The step-on 
parking brake is too close to the 
body panel and previous drivers 
(we helped a bit) already had 


worn the cardboard panel raw. 
The stick shift, which comes up 
through the floor in sports-car style, 


is an unhandy little device which 
+ * 


* 





Lots of Room— 


There is all kinds of room in the Valiant 
trunk for any size luggage, although the 
Arunk lid is the narrowest on any of the 
Big Three compacts. 


is much too far forward for any of 
the drivers using the AvuToMoTiIvE 
News car. Valiant’s automatic 
transmission uses push buttons, 

A touch of the throttle sets a fast 
idle on the carburetor, Warmup 
was fast and solid. Driving in town 
was fun, There was enough power 
to move, when moving seemed nec- 
essary. The combination of three 
forward gears and six cylinders was 
just right, and shifting could be 
held to a minimum. Vision is good 
and windshield distortion was least 
of any car we've recently driven. 

“It’s smaller and lighter” pretty 
well covers any comments we could 
make about traffic-driving the Val- 
iant. Yet there is plenty of com- 
fort and none of that feeling of 
huddling in the midst of 10,000 huge 
trucks. Brakes were solid, though 
on this particular car most noisy. 

* * of 

ALIANT’S manual transmission 

uses the standard American 
shift pattern, with shifting ease 
and internal gear noise the same 
as most other cars. The short shift 
level had us all reaching. Previous 
drivers had worn out synchronizer 
sections and we had some trouble 
shifting until double-clutching was 
used. Other Valiants showed no 
such troubles. 

Driving the Valiant can be fun. 
It handles with the happy agility 
of torsion-bar suspension cars, is 
low enough to feel safe and has 
that extra measure of power and 
gearing to move right along. 

Acceleration is excellent (yet this 
car was 10 percent under other 


~ | heaviest, by over 300 pounds, of the 
_.| Big Three compacts. In more than 








"Small Full-Size Car'"— 





The Valiant is ‘a full-size car made smaller,’ according to Bill Carroll, Automotive 
News staff correspondent who says he found little to criticize in a sales-test of the 


Chrysler Corp. compact. 
i 


Valiants, dyno checked) and lug- 
ging power of the six was good 
enough to make the automatic 
transmission a questionable ex- 
pense. 

There was some vibration, but 
due to the beating this car had 
taken, a major tuneup should have 
smoothed it out. There was a defi- 
nite lack of sensation at road 
speeds, which made frequent ref- 
erence to the speedometer a good 
idea if traffic police were to be 
avoided. 

Ride was solid, it handled well. 
High-speed corners could break the 
rear end loose though body lean 
was no worse than in other Detroit 
sedans. As far as these tender ears 
are concerned, the quiet vent panes 
were a real blessing. 

* a os 


Some Tire Squeal 


—— driving produced 
some tire squeal, about the 
time the entire car was ready to 
start broadsliding. Which speaks 
well for the suspension system. 
Wheel fight failed to appear. High- 
speed brake tests weren’t so hot as 
the brakes pulled unevenly. 

The little six had plenty of 
power for hill climbing and down- 
shifting was seldom required. 
Wind and road noise were slight, 
with the only detectable air leak 
resulting from a broken air-vent 
control, The push-button heater 
was a dilly, and could brew up a 
warm storm in a hurry. 

Fuel economy was something less 
than outstanding. Part of this could 
result from the fact that it is the 


156 miles of testing, it averaged 
17.7 miles per gallon. Hardly out- 
standing for a compact, but mighty 
nice when compared with full-sized 
cars. The tank was easily filled and 
there were no fumes inside the car. | 
All frequently serviced engine 
items are up in the open, one re- 
sult of leaning the engine 30 de- 
grees on its side. About the only | 
headache was pointed out by a 
service-station attendant, He said 
that when changing the oil filter, 
he had been warned not to spill 
oil on the steering idler arm. En- 
gine oil damages the rubber idler- 
arm bushing. 
There’s a barnful of luggage 
space in the rear, though the trunk 
lid is the narrowest of the Big 


Three compacts. Body repair should 

not be expensive, though the entire 

car is of unit 
Pe 


construction, All 
ok a 





Up Front— 


Instruments on the Valiant panel are 
well placed and easy to read and the 
steering wheel is well positioned. Bill Car- 
roll, Automotive News staff correspondent, 
found the sports-cor type stick shift an 
“unhandy little device which is much too 
far forward." 





* * * 


door pillars, sills, roof rails, wind- 
shield headers and belt-line rails 
are fully boxed to provide makxi- 
mum strength, 


The front fender side shields are 


welded to the dash panel, side sills, 
and radiator yoke to form a rigid 
front-end structure. The side 
shields protect the engine from 
road splash. However, some water 
can reach the coil and cause tem- 
porary shorting of the ignition. The 
deck lid and hood are reinforced 
for rigidity and twist resistance. 


According to Chrysler, more than 


5,300 spot and seam welds are used 
to join steel stampings which make 
up the Valiant body structure. 
There are two bolt-on structural 
members under the car; 
support the engine, 
support the transmission. Front 
fenders and grille are attached with 
bolts which makes for easy, low- 
cost replacement. 
* 


one to 
the other to 


*” * 


It’s Easy to Like 


T 


can be subject to criticism. How- 
ever, with the exception of a hard- 
to-reach manual shiftlever, every- 
one driving the Automotive News 
test car fell in love with it, They 
were happy with the styling, per- 
formance and comfort, and were 
willing to give up a few miles per 
gallon in the form of economy. 


HERE are undoubtedly many 
things about the Valiant which 


It is a truly refreshing car. There 


is a preface in the shop manual 
which reads: “The Valiant is a very 
special automobile, Every part of 
the Valiant has been designed for 
the Valiant ... body stampings, en- 
gines, transmissions, suspensions, 
wheels, seats, fabrics . 
designed especially for this com- 
pletely new car, but wherever ob- 
jectives established for this car 
could not be attained by exploiting 
| existing knowledge, new principles 
were developed.” 


. . have been 


With this we agree. The Valiant 


is a very special automobile. 
* * a 


Car Tested: 
VALIANT 


Dimensions: Overall length, 
184 inches; width, 70.4; height, 
55.6; wheelbase, 106.5, and tread, 
56.0. 

Suspension: Front, independ- 
ent, torsion bars; rear, solid 
semi-elliptic, 

Tires: 6.50 by 13, tubeless. 

Accessories: Automatic trans- 
mission, power steering, power 
brakes, heater, radio, white 
walls, multispeed wipers, wash- 
ers and other convenience items 
including deluxe trim for V-200 
¥.p.m, 

Running weight: 2,748 pounds 
without driver; power-weight 
ratio, 27.2 pounds per horsepow- 
er; brake-weight ratio, 213 
pounds per square inch of lim 
ing. 

Transmission: Manual or at- 
tomatic, three-speed. 

Clutch: Single dry plate. 

Differential ratio: 3.55 to 1. 

Steering: 45 turns, lock-to 
lock (3.5 w/power). 

Test car: V-200. 

Body type: Four-door sedan. 

Engine: Six, overhead valves. 

Carburetion: Single throat 
downdraft. 

Displacement: 


170 cubie 
inches; bore and stroke, 3.40 by 
8.15; compression ratio, 8.5 to lj 
horsepower, 101 at 4,400 r.p.m.j 
horsepower per cubic inch; .59} 
torque, 155 pounds foot at 2,400 





A LEADER IN NEW PASSENGER CAR ADVERTISING...BECAUSE 


+ 
¥ 


The Chicagoans with more money 
to spend...spend more time with the 


CHICAGO DAILY NEWS 


The Chicago Daily News has been a consistent leader in new the reason: Daily News families are receptive...93°% of them read 
passenger car advertising for many years. Part of the reason: the paper at home and spend at least 35% more time with the 
Daily News families buy new cars...their median income is $1070 Daily News than readers of the other Chicago dailies. The 
a year higher than Metropolitan Chicago as a whole. The rest of Chicago Daily News is a potent advertising force. Use it! 
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AUTOMOTIVE WASHINGTON 


CED Offers Pointers 


On Closing 


Export Gap 


By William Ullman 


Washington Bureau Chief 


— year, the U. S. exported $16.1 billion worth of goods 


to foreign markets. Our 


imports, including European 


automobiles, came to $15.2 billion. So far so good. But the 


U. S. also put money into 
foreign hands through Gov- 
ernment aid programs. As a result, 
America’s private and public spend- 
ing in foreign na- 
tions exceeded in- 
come from foreign 
sources by $4 bil- 
lion. Over the last 
two years, the 
U. S. has had a 
deficit in its inter- 
national accounts 
of $7 billion. 
This country 
has settled a large 
part of this deficit 

William Uliman by an overflow of 
gold; the rest, by building up short- 
term liabilities to other countries. 

The Committee for Economic De- 
velopment, composed of business- 
men and educators, has observed in 
a new policy statement that “a def- 
icit of this size and character can- 
not continue indefinitely. It should 
be our national objective to reduce 
it promptly and in the best way.” 

Some years ago, the U. S. an- 
swer to an adverse balance of 
payments would. have been to slap 
protective tariffs on imports. 
There are people today who think 
we might improve our position by 
cutting foreign aid. But most 
leaders, aware of our stake in the 
health of the nations with which 
we trade, believe that another 
answer is possible. 

Against this background of a 
deficit in our international accounts, 
Secretary of Commerce Frederick 
Mueller has asked major industries 
to tell him what kind of foreign 
import restrictions are blocking 
sales of U. S. goods overseas. 

The first of a series of Commerce 
Department conferences on the sub- 
ject was held last week with repre- 
sentatives of the motion picture 
industry. Tomorrow (March 8) 
Commerce officials will meet with 
machine tool spokesmen. Auto mak- 
ers are scheduled for a later meet- 
ing. 

” . + 
List of Complaints 
Speen spokesmen have been 
asked to bring along a list of 
foreign restrictions which they be- 
lieve should be removed. The list 
will guide the Government in future 
trade negotiations with foreign na- 
tions. They should prove useful at 
the meeting of countries participat- 
ing in the General Agreement on 
Tariffs and Trade next fall in 
Geneva. 

This approach—not to cut U. S. 
imports but to expand U. S. ex- 
ports—now appears to be the 
course which our Government will 
follow. 

Secretary Mueller was backed up 
by the new policy report of the 
Committee for Economic Develop- 
ment. 

“The surest way to expand our 
exports is to better our competitive 
position,” the report stated. 

- . t 


4 Major Objectives 
c= outlined four major national 
policy objectives necessary to 
balance our international accounts: 
1. Maintenance of high employ- 
ment at home, along with a stable 
dollar. 
2. Continued U. 8S. military aid. 
3. Continued U. S, economic aid 
to underdeveloped nations. 
4. U. S. leadership in moving to- 
ward freer international trade. 
t .s * 


Ford’s Yntema Dissents 
Y one member of CED’s pol- 
icy committee dissented. He was 
Theodore O. Yntema, finance vice- 
president of Ford Motor Co. 

“On the basis of fragmentary evi- 
dence,” Yntema declared, “it seems 
to me that our exchange rates are 
incompatible with the fundamental 


relation between cost of production 
here and abroad.” 

Yntema is. not the first to hint 
that the U. S. dollar might have to 
be devalued someday, but he was 
the only member of CED’s policy 
committee to suggest such a Course. 

Yntersa pointed out that dispar- 
ities in costs between the U. S. and 
foreign countries have had limited 
effects so far. 

“In the future,” he went on, “the 
effects of these disparities in costs 
will be felt increasingly as foreign 
capacities expand, as economies 
in scale of production and distri- 


bution of foreign products in- 
crease, ag more U. S. know-how 
is exported, as U. S. procurement 
abroad becomes more efficient 
(and more extensive), and as dis- 
tribution systems for foreign 
products in the U.S. improve.” 

Yntema may have been -consider- 
ing a number of types of foreign 
goods, but it is clear that he was 
thinking about automobiles, too. 
Larger-scale mass production of 
foreign cars, more automation and 
more foreign dealerships in the 
U. S. might cut foreign-car prices 
even more. Meanwhile, the U. S. 
tariff on autos from overseas con- 
tinues to fall a little every year. 

* * + 


Streets Above Homes 


A BRITISH proposal to build a 
new town with the streets and 
roads above the houses has been 
made known to American readers 
by the Highway Research Board 
here. 

The idea is to build a town of 
Motopia around some unused gravel 
pits outside London. All the resi- 
dences—enough to house 30,000 peo- 
ple—would be five stories tall. The 
first three floors would be devoted 
to apartments; the fourth would be 
for parking; at roof level, reached 


by ramps from the parking floor, 
are roadways available only to 
traffic. 

Pedestrians would move about at 
ground level, unbothered by vehic- 
ular traffic and leaving the upper- 
level streets to the motorists. 

Taller buildings would straddle 
the roadway system. 

The British report notes that 
“little noise is likely to reach peo- 
ple living or working below the 
roads, partly because of the... 
fourth floor where vehicles would 
be parked, but also because .. . 
of the insulating effects of glass 
fiber through the buildings.” 

Evidently, many Englishmen 

think the idea sounds nuts, but Brit- 
ish engineers think it might be 
easier to build a town the new way 
than the traditional way. 

One can’t help wondering why a 
nation as big and rich as America 
can’t take leadership in such experi- 


ments. 
* * + 


Abbott Is Reappointed 
HOMAS F. ABBOTT JR., Fort 
Worth Pontiac dealer, has been 

reappointed chairman of the im- 

portant NADA National Affairs 

Committee, which he has headed 

for several years with credit both 


THE 
COMPACT 
WITHOUT 
COMPROMISE! 


to himself and the dealer associa. 
tion. 

Abbott also heads the Texas High. 
way Safety Council and the legisla. 
tive committee of the Texas Auto. 
motive Dealers Assn. 

* * a 


Terry on 2 Committees 


ILLIAM H. (BILL) TERRY, 

great baseball star of yester. 
day, has been named to both the 
NADA Auditing Committee and 
Membership Committee. 

Terry, now a Jacksonville (Fla) 
Buick-Opel dealer, is a member of 
baseball’s Hall of Fame at Coopers. 
town, N. Y., and holds one of the 
highest National League batting ay. 
erages—.401. 

* * * 


Pension Plan Studied 


oo Treasury Departmentis 
studying a House-approved bill 
to let self-employed persons deduct 
up to $2,500 of income a year which 
is set aside in pension funds. 

Maximum limit would be $50,000 
over 20 years. Pension payments 
would be taxable as received, as 
they are for employes under pen- 
sion plans. 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


ONN, Germany.—Volvo’s new 

sports car, the sleek P-1800, is 
scheduled to reach the market in 
September, and will be sold in 
Sweden and the export market, 
primarily North America. 

A prototype of the car, which 
will be assembled in England be- 
cause Swedish facilities already 
are running at top capacity, was 
displayed at the 40th Internation- 
al Salon in Brussels, Belgium, 

The P-1800 has an all-new 1.8 litre 
four-cylinder engine that develops 
100 horsepower at 5,500 r.p.m, It 
has a five-bearing crankshaft, en- 
larged cylinder bores in a rede- 
signed block and a new cylinder 
head with four separate inlet ports. 

The car has an impressive inter- 
ior. Front-seat cushions and back- 
rests are dished for improved com- 
fort and there are oceasional rear 


* * a2 
Body Built by British 
P-1800 has a British-built 


front. It has independent front sus- 
| pension, with transverse wishbones, 
| coil springs and antiroll torsion bar. 
Rear suspension is by coil springs 
and rigid axle, 

The car has a stick-shifted, four- 
speed transmission, with electric- 
ally operated overdrive available as 
extra cost. 

* * * 


DKWs Flown to U. S. 


| ORDER to have enough DKW 
Juniors, second series, on hand 
for U. S. auto shows, Auto-Union 
has been flying the cars to Amer- 
ica. The car is designed to com- 
pete in the Volkswagen class. 

The car has a more modern 
body than the VW and is wider 
and larger, with large window 
areas. The two-cycle, valveless 
three-cylinder engine offers good 
acceleration and adequate top 
speed. 

The Junior has front-wheel drive, 
torsion-bar springing and a rigid 





weight, the springing is not as good 
as might be expected when it is in 
production for a longer period, 

* * * 


VW Top Swiss Seller 


a is reported to be 
far in the lead in sales in 
Switzerland, while Opel is ranked 
tops in Belgium, followed by Re- 
nault and VW. 

” a * 


Soviet Cars Flop in Reich 

USSIAN cars made such a poor 

showing in West Germany in 
1959 that they have been dropped 
from a new trade agreement with 
the ‘Soviets, according to govern- 
ment sources. Only 40 Russian cars 
were sold in West Germany last 
year, it was said. 

7: * +. 


Patent for Opel 


RANKFURT.—A new patent, 

granted Opel of GM, concerns 
a rear-wheel suspension design. 

Opel has designed a pendulum 


body and British disk brakes in rear axle. For a car of its size and type of rear axle which consists 


te 


TAR ‘on 





Volvo's New Sports Coupe— 


Displayed at the Brussels Auto Show was Volvo's new P-1800 sports coupe, which is 
scheduled for delivery in September. The car, which will be assembled in England, will 


be displayed at the fourth International 
* * * 

— like the Mercedes-Benz rear- 
axle design, of one half rear axle 
containing the differential and 
reduction gear drive, and the 
other half containing the single 
universal joint and the right- 
hand drive shaft. 


Automobile Show in New York Apr. 16-24. 
+ * * 
age by which the main half of the 
axle is suspended from the body or 
chassis frame. The design appears 
simple, rugged and low-cost. 
Pendulum-type suspensions have 
the advantage of simplicity and 
few universal joints needed. At the 
same time, they have the disad- 


The patent also covers the link-| vantage of operating with camber 





* NO COMPROMISE WITH COMFORT! 

~ Lark has higher headroom than any compact. 

_ Lark has more legroom than any but one (only .4” under). 
_ Lark has more total headroom, legroom and hiproom than 
| any compact. 

_ LARK IS THE ROOMIEST COMPACT! 











” NO COMPROMISE WITH CONVENIENCE! 
» Lark dealers sell the lowest-price Convertible in the market. 
» Lark is 3.3” shorter than Rambler American, 
e 5.0” shorter than Corvair, 

6.2” shorter than Falcon, 

8.7” shorter than Valiant, 
14.5” shorter than Rambler. 


» LARK 1S THE COMPACTEST COMPACT! 


” NO COMPROMISE WITH CUSTOMER WANTS! 

Lark dealers sell the lowest-price Convertible in the market. 
5 other models too, all with Six or V-8 power, choice of 3 
transmissions, 7 axle ratios. 

LARK IS THE ONLY COMPACT CONVERTIBLE! 


‘NO COMPROMISE WITH PRICE ADVANTAGE! 
- Entire line of Sixes is competitively priced. 
| “LARK IS THE LOWEST PRICED V-8 COMPACT! 


NO COMPROMISE WITH HONEST ECONOMY! 

Latest Official Mobilgas Economy Run showed Lark V-8 the 
economy leader among all V-8’s in all classes. (And The Lark 
Six got even higher miles per gallon! You won't have angry 
Owners asking you “Where's that 50 miles per gallon?’’) 

LARK HAS THE MOST ECONOMICAL V-8! 


© NO COMPROMISE WITH ACCESSORY PROFITS! 

| Power steering, power brakes, automatic transmission, Twin 

» Traction, Hill holder, power pack with 4-barrel carburetor 
and dual exhausts, air conditioning, reclining seats, padded 
dash, trim kits, convenience kits, etc. 
“ARK HAS THE ONLY COMPLETE LINE OF OPTIONS! 


> No COMPROMISE WITH QUALITY, AT DEALER'S EXPENSE! 


Dealer preparation expense on new cars averages $14.56—indus- 
try average is $20.76. 

Dealer warranty expense averages $18.10—industry average is 
$27.00. 

LARK HAS THE HIGHEST AFTER-SALE PROFITS! 


“®- NO COMPROMISE WITH QUALITY, AT OWNER’S EXPENSE! 


Actual operating records of business and governmental fleets 
show savings up to 23% on maintenance. 
LARK HAS THE LOWEST PROVEN MAINTENANCE! 


IN ANY 
SELLING MARKET 
LARK DEALERS 
PROSPER! 

WANF’TO JOIN THEM? 


GET THE FACTS ON 
LARK DEALER PROSPERITY---—--—- 


Dealer Development Division 
Studebaker-Packard Corp., South Bend 27, Ind. 


Gentlemen: Please send me the facts—in strictest confi- 


| 

| 

I 

dence—no obligation. 
| NAME 

1 position 
FIRM 

| ADDRESS 

| CITY/STATE 
| 


M-3-60 


and tread changes when springing 
occurs. 

It is not known when Opel cars 
may have this new rear-wheel sus- 
pension. However, it is sure that 
many prospects who desire a better 
road adhesion for Opel will be 
pleasantly surprised when this does 
happen. 

General Motors reportedly now 
has this design available for all GM 
cars. 


New Herald Models Due 


N ENGLAND, Standard-Triumph 
reportedly is working on con- 
vertible and wagon bodies for the 
Herald, which now is available only 
as a two-door sedan and a coupe. 
Commer, the Rootes Group truck 
division, is building a bus similar to 
the VW vehicle in styling. It is 
available with either a 1.5 liter 
Hillman gasoline engine or the 1.6 


liter Perkins diesel. 
* * * 


Pilgrimage to Neckarsulm 


yeas of engines, autos and 
compressors have made offers 
to NSU for a licensing arrangement 
on the Wankel rotating-piston en- 
gine. 

Some of the firms reportedly of- 
fered to pay for further develop- 
ment of the engine and its parts. 

+ ae * 


Ship Hauls 1,018 Cars 


enn Cape Fear, a new British 
freighter, carried 1,018 English 
cars to the U. S. West Coast on its 
maiden voyage. Eight makes were 
represented. ® 

es o* 


New Plants in England 


as Mersey coast of England, 
near Liverpool, has a labor sur- 
plus, but the area is due for much 
activity. The British Government 
received good response to its sug- 
gestion that manufacturers estab- 
lish new plants in the area. 

A new Ford facility will employ 
8,000; Standard-Triumph is moving 
into the region, and a third British 


firm will follow. 
* + 


Ferrari a Corporation 


PSRRARI has become a corpora- 
tion with its administrative and 
sales offices in Bologna, Italy, The 
firm employs 350 persons, 

+ ok a 


New Peugeot 203 Due 


PROUsTRS sources report that 
Peugeot will introduce a new 203 
model at the Geneva Auto Show if 
the car is ready in time. The Swiss 
show opens March 10, 

There reportedly will be two new 
Peugeots, but they will not be in- 
troduced at the same time. The ex- 
pected newcomers are a 1.6-liter 
model, which will replace the 1.5- 
liter unit, and the smaller job with 
a displacement of about 1.3 liters. 

* * of 


Compact Report 
Jo URoraan newspapers reported 
that auto shipments to the U. S. 
have been reduced because of the 
Big Three compact cars, 
ok * * 


Italy’s Output Up 15 Pet. 


[taurs auto makers produced 
about 482,000 cars last year, an 
increase of 15 percent over 1958. 
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Capsule Comment 


With dealers averaging 1.4 percent profit in 1959, 12 per- 


cent finished last year in the red. 
And last year was the best since °55. 
* * 
Dealers surveyed by AUTOMOTIVE NEws predict that com- 
pact cars will take an increasing share of the market. 
But don’t sell your big car yet. 


With imported cars selling a record 609,539 units in 1959, 
only 16 of the 55 listed makes sold more than 8,000. 


To some of the others we'll be saying: Arrivederci, au 
revoir, auf wiedersehen and bon voyage. 
* 
Witnesses clash at air-pollution hearings in Washington. 
Not all the smog is in Los Angeles. 


* 
Some industry leaders stand pat on predictions of boom 
sales for new cars in 1960; others begin to hedge. 
If it’s volume at any price the factories are after, more 
dealers will go bust than boom. 
* 
Service shows around the country are adding more exhibit 
space and finding display demand heavy: 
Dealers are in a mood to beef up the backshop; they’re 
buying tools and equipment. 
* * * 
Volkswagen sold 15,434 new cars in December. 
Only 10 years ago, all imported makes all year long sold 
only 12,251. 


* * 
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1 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 































Events 


recognition, new items in this 
column 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


March 20-22 — Automobile Dealers Assn. 
of North Dakota, Hotel Ryan,”Grand 
Forks, 

March 24-25—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 27-29—\lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des Moines. 

%& March 30— Rhode Isiand Automobile 
Dealers Assn., Sheraton-Biltmore Hotel, 
Providence. 

Apr. 3-5—Illinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield. 

Apr. 24-26—Automobile Dealers Assn, of 
ore, Buena Vista Hotel, Biloxi, 

iss, 

Apr. 24-26— Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1!-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3 — Motor Dealers’ Assn. of British 
Columbia, Harrison Hot Springs Hotel, 
Vancouver, 

May 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
May 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, Mo, 

May 5-8—North Carolina Automobile Deal- 
ers Assn., Pinehurst, N. C. 

May 6-7— Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 8-10— Oregon Automobile 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 12-14—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
qerque. 

June 13-I15—New Mexico Automobile Deal- 
ers Assn., Western Skies Motel, Albu- 
querque. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
July 21-24—Automotive Trade Assn. Man- 
agers, Grand Hotel, Mackinac Island. 
Aug. 2!- colorado Automobile Dealers 

Assn., Harvest House, Boulder, 

Sept. 11-13—New Hampshire Automobile 
ealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 
apolis, 

Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

Sept. 18-20—New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


N. Y. 
Sept. 19-20—Wisconsin Automotive Trades 


Dealers 











































Assn., Hotel Schroeder, Milwaukee. , 
Sept. 30-Oct. | — Montana Automobile 
pen Assn., Rainbow Hotel, Great 
alls. 


Oct, 23-25—New Jersey Automotive Trade 
fae, Chalfonte-Haddon Hall, Atlantic 
ity. 
Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. - 


Auto Shows 


March 19-22—Oklahoma City Auto Show, 
Municipal Auditorium, Oklahoma City. 

Apr. 2-6—Louisville Auto Show, Kentucky 
Fair & Exposition Center, Louisville. 

Apr, 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
Philadelphia, (Foreign and Domestic 


Cars.) 

Apr. 16-24—International Auto Show, Coli- 
seum, New York, N. Y. 

Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

%& Nov. 12-19—Pittsburgh Auto Show, Na- 
tional Guard Armory, Pittsburgh. 


General 
March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers' Assn., Queen 


Elizabeth Hotel, Montreal. 

%& March 21-25— National Assn. of Fleet 
Administrators, Annual Convention, 
Sheraton-Cadillac Hotel, Detroit. 

See CALENDAR, Page 14, Col, 5 



















the price of its Tudor sedan. 


Detroit industrial designer. 


cars and trucks in 1949. 


%& Eprror’s Nore: To facilitate 
will be starred and will 


The Big Stories 


34 Years Ago—1926 


In a surprise move, the U. S. Senate repealed all automotive taxes, 
including a 2 percent tax on trucks and a 3 percent tax on cars, How- 
ever, Senate-House conferees later restored the automobile tax. Ford 
Motor Co. cut $95 from the price of its Fordor sedan and $60 from 


20 Years Ago—1940 
Ultra-stylized car bodies of colored plastic materials, which would 
eliminate all need for painting and which will neither fade or chip, 
were predicted for the not-too-distant future by George W. Walker, 


10 Years Ago—1950 
Studies of car and truck scrappage show that 1,220,041 cars and 
484,038 trucks went off the roads last year. Chrysler Corp. reported 
a $132,170,096 net profit for 1949. 
































































































Those Reckless Days 

When we were redoing a 1905 
farmhouse, we found the upstairs 
closets lined with yellowed news- 









rs. 

porReal Enemies of the Automo- 
bile” was published May 25, 1905, in 
the Weekly Oregonian in Portland, 
Ore. 

The article calls on auto own- 
ers “to take the initiative in se- 
curing rigid observance of the 

new automobile,” which set a 

speed limit of 24 m.p.h. on coun- 

try roads and 8 m.p.h. in the 

“thickly settled” part of the city. 

“The reckless operator of an au- 
tomobile is the worst enemy the 
owners of these machines can 
have,” the article said. 

“Most men will be willing to ob- 
serve these regulations, but a few 
will not, They will drive scorch 
through city streets at 20 m.p.h. 
and expect everybody to keep out 
of the way. ; 

“When accidents occur, they will 
go on their way unconcerned, and 
later stare in open-mouthed wonder 
at the grieving members of a be- 
reaved family. 

“Reckless driving of automobiles 
will certainly bring about the en- 
actment of a more stringent law.” 

I thought it might get a chuckle. 
Everyone can use a good chuckle. 
It has been known to close a diffi- 
cult sale. It might even alert a deal- 
er to have his oi] checked (oil of 































































The corporation produced 1,267,470 















Automotive Cartoon 


Of the Week 


“Smith, you're the greatest." 


‘Real Enemies . 


This is an open forum for the discussion of :ny subject of interest to our 
readers, and your letters. are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Autumotive News, Detroit 7, Mich. 
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inspiration that is) so he could get 
out of the horse and horseless car- 
riage methods of merchandising. 
While I stay home and take care 
of 21 Shetland ponies, fo 





Marion Hituicoss, Routd 1, Box 169, 
Grarrdview, Wash. 
* * 


More on K-F Club 


Upon noticing an article in AUTO- 
Motive News concerning the Kaiser- 
Frazer Owners Club of America, I 
thought perhaps a little clarifica- 
tion should be made. I refer to the 
“letter to the editor’ where Jack 
Hatfield wrote in asking about us. 

I have written Mr. Hatfield giv- 
ing him the details of our group. 
We formed ourselves on Apr. 19, 
1959, and promote the collection, 
preservation, continued operation, 
appreciation and activities of the 
Kaiser-Frazer automobiles built in 
America from 1946 to 1955, Our 
members embrace practically all 
the automobiles made by the K-F 
corporation in this period—includ- 
ing Kaiser-Frazer cars, the Henry 
J, K-F sports models, the Allstate 
and Willys. Initial rising, slow-but- 
sure, our membership to date is 
over 50. 

We have four different types of 
memberships available—from as- 
sociate membership to lifetime 
membership, We hold an annual 
convention at which we discuss 

our interests, hold our gene 
business meeting, stage a show 
for our autos and offer trophies 
in classes. 

In the future we plan regional 
districts of the now national club, 
@ museum embracing “special in- 
terest” automobiles and the restor 
ation of K-F automobiles, The cl 
is permanent and our activities, 
like the convention, annual, 

So much information has beet 
little known, if at all, on many 
phases of the K-F automobiles that 
we definitely feel that the K-F 
autos are as much a milestone im 
the auto world as the gasoline em 
gine itself, well worthy of the high- 
est form of preservation and auto 
enthusiast interest. — THomasS 
RANKINE, President, Kaiser-Frazet 
Owners Club of America, 32121 
eee Drive, St. Clair Shores, 

ch. 


Chevrolet Dealers 


With Chevrolet cars and trucks 
outnumbering any other make on 
the road by nearly 3,000,000, 
Chevrolet dealers can draw on a 
sales potential enjoyed by few 
businessmen. And, thanks to cus- 
tomer-keyed Chevrolet programs, 
this potential promises to become 
even greater in the future. 


But sales potential is only part 
of the story of what makes a 
Chevrolet dealer happy. There’s 
Chevy’s wonderful range of prod- 


ucts, wide enough to meet virtu- 
ally every automotive need: a 
full line of conventional cars; the 
revolutionary Corvair; Corvette, 
America’s only true sports car; 
a complete choice of Sturdi-Bilt 
trucks. 

And how about Chevrolet’s 
vigorous new quality control 
manufacturing program? ... an 
important step in seeing that 
these products reach the dealer 
with a minimum of preparation 
necessary for prompt delivery. 


Also, parts pose no problem at 
all to the Chevrolet dealer. He 
can keep his shelves well stocked 
from the 41 parts depots Chev- 
rolet maintains at strategic loca- 
tions across the country. Replace- 
ments can be had without delay. 

The newest element in the 
picture is the forward-looking 
Owner Relations Program created 
by Chevrolet in cooperation with 
Chevrolet dealers. Its single pur- 
pose is to provide a constant 
interchange of ideas on sales, 


Have the Largest Reservoir of Customers in the Business! 


service, customer preferences— 
all the things that mean greater 
customer satisfaction and a steady 
Chevrolet market. 

We think these (and there are 
many more) are pretty convinc- 
ing reasons why Chevrolet dealers 
enjoy a decided advantage over 
any other dealers in the industry. 


Chevrolet Division 
of General Motors, 
Detroit 2, Michigan 


Chevrolet dealers! 
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U. S. Cars for U.S.S.R.? . 


Acme Motors, Moscow 


WASHINGTON. — Setting up of 
American-style auto dealerships by 
U. S. companies in the Soviet Union, 
with installment credit facilities to 
be made available to Soviet citizens 
buying American cars, has been 
suggested to Soviet Deputy Premier 


‘| Anastas Mikoyan. 


New Home for Mcllwain Ford— 


This is the new home of Mcllwain Ford in Abilene, Tex. Covering four acres and 
representing a $450,000 investment, the dealership features a showroom with plate 
glass on three sides, 16,000 square feet of service area, air-conditioned offices and a 
special parking area for parts and service customers. Each service stall has its own 
infra-red heater, skylight and fivorescent light. A. M. Mclilwain is president, 


The proposal to sell American 
autos via time payments in Russia 
is contained in a letter sent last 
week to Mikoyan, first deputy chair- 
man of the council of ministers of 
the U. S. S. R., by Dr. N. R. Daniel- 
ian, president of the International 


Quantity 


PRODUGTION 
of 


Economic Policy Assn., Washington. 

In his letter, Danielian noted that 
10,000 Soviet-made Moskvich cars 
will be exported from Russia for 
sale within the U. S. over the next 
two years. 

“Under our free enterprise sys- 
tem and national trade policies, 
there is nothing to prevent the 
sale of Soviet-made cars in the 
U. S. except the taste preference 
and free choice of individual pur- 
chasers,” Danielian said. 

“Permission to make American 
cars available to Soviet citizens at 


GREY IRON CASTINGS 


ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


HED 


\ 


1866 


THE WHELAND COMPANY 


FOUNDRY 


MAIN OFFICE ANC 


DIVISION 


CHATTANOOGA 2, TENNESSEE 


MANUFACTURING PLANTS 


ees 


reasonable prices and with e 
payment arrangements would add 
to their standard of living and eg. 
tablish reciprocity of trade (between 
the U. S. and the U.S. S. R.) in con. 
sumer products.” 


The International Economic Pojj. 
cy Assn. is reportedly “a private 
nonprofit, nonpartisan businegs 
league established to encourage ef. 
fective U. S. international economic 
policies and programs, to bolster 
the national security and to stimu. 
late private investment and free 
enterprise abroad.” 


Its membership is shown to in- 
clude several large American many- 
facturers. The suggestion made in 
the letter to Mikoyan is made on the 
Sole initiative of Danielian, it was 
stated. 

In addition to proposing that 
U. S. autos be imported to Russia 
and sold through American deal- 
erships on the plan, Danielian pro- 
posed that U. S. companies selling 
cars and service in the U. S. S. R, 
be given authority to bring home 
their earnings in gold, dollars or 
other convertible currency, 


Directors of the IEPA, in addition 
to Danielian, are listed as H. Robert 
Diercks, Cargill, Inc.; E. V. Hug- 
gins, Westinghouse; Nicholas Kelley 
jr, Chrysler Corp.; George N, 
Munro III, National Bank of De- 
troit; Murray Preston, American 
Security and Trust Co., Washington, 
and Walter C. Skuce, Owens-Corn- 
ing Fiberglass Corp. 

The Washington office of Ford is 
reported as advisor to the Board of 
Directors. 


Rambler Signup 
Brings Three-Way 
Import Switch 


PEORIA, Ill.—Imports were play- 
ing musical chairg in Peoria re 
cently, with three dealerships af- 
fected in the franchise moves. 


Egolf Motors (Oldsmobile) was 
awarded the Renault franchise, 
which originally was handled in 
Peoria by Character Cars, Inc. The 
latter relinquished Renault when it 
signed recently for Mercedes-DKW, 
handled earlier by Hopkins Motor 
Sales. 


Hopkins lost the German imports 
when it switched from Studebaker 
to Rambler about a month ago. 

Egolf, which also will market the 
Peugeot, plans to construct a glass 
showroom under part of its used- 
car canopy for the imports. Initial 
order will be for 40 units, accord- 
ing to Manager Larry Hackett. 

Character Cars also handles Jag- 
uar and all Rootes and BMC cars. 


S-P Tops Industry 
In Export Results 


SOUTH BEN D.—Studebaker- 
Packard Corp. reported that its car 
exports increased in 1959 while total 
industry exports were dropping. 
The company said its gain in truck 
exports exceeded the industry gain. 

Exports of S-P cars in 1959 
topped the 1958 showing by 206 
percent while truck exports were 
up 22.6. Industry car exports 
dropped by 12.4 percent and truck 
exports went up by 17.9 percent, 
S-P said. 

Meanwhile, operations started at 
an S-P auto and truck assembly 
plant in Arica, Chile, Sociedad 
Comercial V. Bolocco y Compania is 
the company handling the assem- 
bly. Four-door Larks were the first 
units turned out but other cars and 
trucks will be assembled. 


Calendar 


(Continued from Page 12) 


March 28-29—Manitoba Automotive Trades 
Assn., Convention, Winnipeg Civic Audi- 
torium, Winnipeg. 

% Apr, 7-9— National Truck, Trailer & 
Equipment Show, Great Western Exhibit 
Bidg., Los Angeles. 

% Apr, 21-2@—American Society of Tool 
and Manufacturing Engineers, Confer- 
ence and Tool Show, Artillery Armory, 
Detroit. 

May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D. C. 
July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 
Mackinac Island, Mich. 
Sept. 6-16, 1960—Production 
how, Navy Pier, Gelcage. , 
Sept. 6-16, 19%60—Machine Tool Exposition, 
International Amphitheatre, Chicago. 


Engineering 


Porsche Names Collins 
SAVANNAH, Ga—Art Collins 
Motors has been named Porsche 
dealer, 
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This is BENDIX PRODUCTS DIVISION ... 





BENDIX MOBILE LABORATORY prepares to take to the highway in the interests of 
better braking and greater highway safety. Aboard is every scientific instrument needed 
to measure brake design and performance from every possible angle. 


T. add even more depth to its 
research and testing of brakes and 
power brakes, Bendix Products Divi- 
sion now operates a unique mobile 
laboratory to gather the most com- 
plete braking data ever assembled. 


Equipped with the latest in scientific 
brake test instruments, the Bendix 
Mobile Laboratory will travel more 
than 100,000 miles per year making 
tests under all kinds of driving condi- 
tions, over all kinds of roads. It will 
thoroughly ‘‘road check” new brake 
designs and developments in weather 
ranging from 30° below zero in Minne- 
sota to 110° in the Arizona desert. 


CAB OF TRACTOR in tractor-trailer combination 
carries supplementary instrumentation to that in trailer, 
so that driver can maintain complete control in line with 
test stop instructions given by engineers in trailer. 





A permanent record of each test 
run is being maintained for complete 
study and analysis. Special instru- 
ments aboard measure such factors as: 
speed and stopping distance; tempera- 
tures of lining, drums, wheel rims, 
and hydraulic fluid; speed of brake 
applications and time lag between 
trailer and tractor brakes; stroke of 
master and wheel cylinders; and pres- 
sure and displacement input to brakes. 


No one else in the world does as 
much brake research and development 
work as Bendix— “Brake Headquarters 
of the World.” Why not put this 
experience to work for you! 


PART OF LARGE FLEET of Bendix brake test vehicles 
operated by Bendix Automotive Engineering, Research, 
Development and Road Test Departments. Much of 
work is done in mountainous country. Bendix also main- 
tains large test facility at Jennerstown, Pa. 





Bendix bivision 


South Bend, IND. 


by. 





“LEADER IN BRAKE 
RESEARCH AND TESTING’ 





TEST RESULTS for each run can be checked visually 
by Bendix engineers during stops and are also recorded 
permanently on 25-channel oscillograph for detailed 
Study later. Two-way radio (right) permits conversation 
with tractor driver and with South Bend headquarters 





MOBILE LABORATORY NO. 2 is also used to test 
brakes and power brakes in all kinds of weather over all 
kinds of terrain. Trailer interior houses battery of instru- 
ments for checking and recording results of test runs. 


yi 
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The Man Behind the Wheel... . 





Sales Testing the Metropolitan 


Eprror’s Note: This is another 
in a series of articles describing 
the selling features of foreign 
cars. 


By L. H. Houck 
Travelling Correspondent 


_o you get behind the wheel 
of the 85-inch wheelbase Met- 
ropolitan, the car designed by 
American Motors and built in Eng- 
land, you'll find a number of things 
are different. 

The starter, for instance, is a 
pull cable button on the dash. The 
turn signals are mounted on the 
upper part of the steering-wheel 
hub, which seems at first an awk- 
ward place for them. 


The little overhead valve four-| 


cylinder Austin A-55 (1500) engine 
revs up to about 700 at idle in com- 
mon with most imports, all which 
turn at higher speeds. 

But after a few miles you get 
accustomed to these changes and 
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Spicer pto 
You Need 
Is Available 


use of them soon becomes second 
nature. 


politan in traffic was its ease of 
steering and good response to the 
throttle. My next impression was 
the roominess. Here is a car made 
for two people, not a two-passenger 
car made for six people, and the 
designer made an exceptionally 
roomy and comfortable front seat 
with good picture-window view. 
* + a 


Economy Is Tops 


') regular gasoline, the 
“Met” demonstrated its inher- 
ent economy with some 35 m.p.g. 
normal, This is a smaller, lighter 
car than even the British Austin and 
the American compacts. Gas mile- 
age of 40 m.p.g. can be obtained by 
careful driving. 

The engine had only a few 
miles on it, but testing the “zip” 
up some of the hills showed that 





the little car could deliver some 


| surprising performance, 
My first impression of the Metro- | 


As usual at this time of year, the 
weather was bad. But the heater 
was simple and effective—pull out 
a button and turn for blower, Re- 
member, heater shutters must be 
opened by hand. One windshield 
wiper had been lost before I picked 


|the car up and now the other took 


a notion to run off the windshield, 

Arriving home I checked the shop 
manual and found the most simple 
adjustment for regulating the wind- 
shield wiper. Loosen an exposed nut 
between wiper body on the main 
shaft and the wiper can be moved 
to proper timing. Tightening the 
nut fastens it in place. 

This small thing, unimportant in 
itself, is important, however, be- 
cause all through the Metropolitan 
you'll find simple provision for the 
owner to perform many service op- 








Because Spicer keeps over 1,000 field distribution 
points stocked with all models of Power Take-Offs 
and PTO Joints, you can depend on availability 
whenever: and wherever you need it. Call your 
Spicer distributor today—or write Dana Corpora- 
tion for information. 


DANA CORPORATION + DEPT. 85 + TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 
Joint Replacement Kits * Spicer Universal Joints and Drive Lines 
¢ Spicer Transmissions, Clutches and Axles * Auburn Clutches ° 
Monmouth Clutch Plates ° Spicer Power Take-Offs and PTO 
Industrial and Agricultural Joints 


Metropolitan Rated High in Test— 


The Metropolitan is a surprising performer, offering top economy, steering, road 
ability and maneuverability, said L. H. Houck, Automotive News travelling correspond 
ent, in a sales-test report. é 
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erations efficiently on a do-it-your-; manual choke, I had forgotten ho 


Manual Choke Big Help 
INCE the test was made in an 
exceptionally cold period, I re- 
discovered the advantages of the 

























































* * * 


efficient such a thing can be 
Switch on, choke out, a pull on 
starter and the little engine 
off. Push back to a quarter of 
inch short of home and it wa 
up beautifully and fast. 1 
I was disturbed on the initia} 
run by some smoke under the 
dash and the smell of burning 
rubber. Quite often on new cars 

I find that this usually is paint © 

burning off resistors in heater 

circuits and usually goes away, 

But this one didn’t and to add te 
the worries the low oil pressure 
light began to burn dimly by the 
time I got home, although it should 
burn brightly even if there is no 
pressure. 

The next morning we set out to 
give the car a real road test. After 
it warmed up and these symptong 
developed again, I got my head 
under the dash and felt around the” 
light switch which is incorporated: 
in the ignition-key assembly. I soon 
located a hot spot. ! 

A loose screw on the common 
terminal to the switch block for 
heater, windshield wiper and radié 
was causing all the trouble. After 
it was tightened everything return 
ed to normal, indicating that some? 
troubles can be simple. 

This particular Met was not P 
together in the usual efficient Bri 
ish manner, The doors and seals 
left a lot to be desired. This may 
not be representative, but here 
again the dealer can easily finish 
up the job. 


* * 


Rides Best on Open Road 


ITH such a short wheelbase, it 

is not the smoothest-riding car 
in the world on rough streets, but 
this is characteristic of all short- 
wheelbase cars. On conventional 
highways it was as smooth as 4 
Swiss watch. 

If any of these things may be 
considered disadvantageous or 
concessions to economy, it may 
be worth it. I drove from Jeffer- 
son City to Kansas City on a dol- 
lar’s worth of regular gasoline— 
a route which has often cost $ 
worth of premium. With the price 
of gas at present levels, it makes 
a lot more sense to talk about 
miles and dollars than miles per 
gallon. 

With such outstanding economy, 

you can look again at the conce® 
(Continued on Page 53, Col, 1) 





Car Tested: 
METROPOLITAN 


Model: Two-door, two-passen=} 











p.o.e, New Orleans. 

Engine: Austin A-55, four} 
cylinder OHV, developing 55} 
h.p. at 4,500 r.p.m., taxable hp} 
13.22; torque, 82 foot pounds aé} 
2,400 r.p.m.; displacement, 90.89 | 
cubic inches; bore, 2%th; stroke, 
3% inches. Compression ratio, 33 
to 1; carburetor, Zenith, Ltdy} 
downdraft. / 

Dimensions and capacities: |/™ 
Wheelbase, 85 inches; overall 
length, 149%; width, 61%, height 
5413/16 inches, Fuel tank, 10% 
gallons; engine crankcase, four 
quarts without filter; cooling 
system with heater, eight quarts; }j 
12-volt electrical system, 

Tires: 5.60x13, four-ply tube 
less. 
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Rubbermaid displays say. a lot about the dealer. It shows he’s interested 
in more profitable business; stocks only the best for his customers and 
displays Kar-Rugs where customers can see and buy. And the dealer 

with a Rubbermaid display takes advantage of the nationally promoted 
Rubbermaid Kar-Rug line. He’s a dealer who turns idle floor 
space into an extra profits selling center. 


This dealer is profit-wise because he’s .Rubbermaid-wise. 


Kibborunui 


means. better made 


Automotive Division, Rubbermaid inc., Wooster, Ohio e Cooksvillie, Ontario 


How about you? 





ae Rubbermaig 


Means bette’ made 






| ROMP AGT 22.2 


» # # one piece door-to-door 
OW protection ...custom fit 
for front floor of... 


First again — with custom tailored Kar-Rugs for 
the new ‘compacts’, engineered in 3 sizes 

for perfect floor fit. As beautiful, practical and 
economical as the cars for which they are designed. 
Floor-hugging protection and exclusive 
‘Rubbermaid Reinforced’ feature puts twice 

the mat in high wear areas. Selection of 7 
brilliant colors to brighten ‘compact’ interiors. 
If you haven’t got ’em...get ’em — Kompact 
Kar-Rugs by Rubbermaid. Another extra profit 
opportunity in the Rubbermaid complete line of 


: : 95 
Automotive Accessories. veaait 


NO. 1565 NO. 1566 NO. 1567 
Fits 60 CORVAIR Fits '60 FALCON, Fits 60 VALIANT 
'60-59 LARK, RAMBLER, 


AMBASSADOR Colors: Red, Black, Lt. Blue, 


RUBBERMAID INC. + WOOSTER, OHIO White, Lt. Green, Grey, Brown 
AUTOMOTIVE DIVISION 
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Capsule Reports .. . 


Auto News in Brief 


ST. LOUIS. — Walter J. Phillips, 
executive vice-president of National 


- Car Rental System, has announced 


a that the company plans to increase 


> its network of independent car-rent- 
' al firms by 25 percent this year. 
which has 800 rental 


National, 
stations, handled 17,000 cars last 
year to reach a volume of $47 mil- 
' jion, Phillips said. Plans for 1960 
call for 1,000 rental stations, 22,000 
' ears with an expected gross volume 
» of $60 million, he added. National 
operators will purchase 15,000 new 
’ yehicles during 1960, he said. 


* * * 


; ‘Cabinet, Automotive Divisions 


Are Consolidated by Grote 


CINCINNATI.—G rote Mfg. Co. 
has consolidated manufacturing op- 
erations of its cabinet and automo- 


' tive divisions in a new factory in 


_ Madison, Ind. 

Walter F. Grote, president, said 
a new research and development 
center also is being established 
under a stepped-up merchandising 
campaign. 

* * * 


Fisher Body Continues 


Cleveland Modernization 


CLEVELAND.—Another step in 
an continuing modernization pro- 
gram at the Fisher Body plant 
here was announced by Rolland 
F. Smith, plant manager. 


The newest phase of the pro- 
gram calls for adapting portions 
of the Coit Rd. plant to receive 
new production equipment. Smith 
said the new construction will 
provide about 42,000 square feet 


of floor space to house a parts | 


finishing system. 
= 2 * 


N. Y. Legislators Aim Bills 


At Insurance ‘Saboteurs’ 


ALBANY.—Two legislators have | 


introduced bills they say will halt 
attempts by insurance companies to 
“deliberately sabotage” the State’s 
compulsory vehicle insurance pro- 
gram by cancelling policies on the 
“flimsiest excuses.” 

Senator Jack E. Bronston and As- 
semblyman Louis Wallach said their 
bills would prohibit cancellation of 
policies during the year it is in force 
for any reason other than nonpay- 
ment of premiums, create a nine- 
man group to study the situation 
and set up a board of review which 
would allow a cancelled motorist to 


appeal. 
* * + 


Aeromotive Metal Products 


Consolidates Two Plants 

SAN JOSE, Calif.—Aeromotive 
Metal Products, Inc., has announced 
consolidation of its Seattle and 
Greeley (Colo.) plants. 

S. B. Hardt, president of Aeromo- 
tive Metal Products, Inc., said the 
consolidation will allow Greeley to 


“increase production and to make 
is tah 
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A Four Letter Dealer— 


Rudy Fick, Inc., Kansas City, represented 
here by Glover Williams, center, and Rudy 
Fick, right, has received Ford division's 

| highest honor—the Ten-Year Four-Letter 
Award for outstanding sales and service. 
A ploque was presented at a dinner by 
Richard A. Godfrey, left, Ford Kansas City 
| district sales manager. The firm is the first 
| dealership in the Kansas City area to earn 
'the award..Also at the dinner, it was an- 
nounced that Williams had been elected 


} 5 








"President of the firm. 


|to W. E. King, branch office man- 


better use of key sales and admin- 
istrative personnel. 
x ok = 


Van Norman, 97, Observing 


75th Year with Machine Firm | 


SPRINGFIELD, Mass. — Fred- 
erick Van Norman, one of the foun- 
ders of Van Norman Machine Co., 
has started his 75th year with the 
company. He celebrated his 97th 
birthday last December. 

With his brothers Edmond and 
Charles, he founded the forerunner 
of the present company, known 
then as Waltham Watch Tool Co., 
in 1885. Prior to his formal retire- 
ment in 1955, he was chairman. He 
still is a frequent visitor to the 
plant. 

e 2 3 


California County Adds 


32 Falcons to Auto Fleet 


MARTINEZ, Calif—Contra 
Costa County is changing over 
part of its auto fleet to compacts. 

The Board of Supervisors au- 
thorized purchase of 32 Ford Fal- 
cons at $1,623 each, a saving of 
$100 on standard models. How- 
ever, the board estimated an addi- 
tional saving of one cent per mile 
in operating costs, representing 
$5,000 per year. 

* * * 


3M Branch in N. Carolina 


Moves to New Quarters 


HIGH POINT, N. C.—Operations 
of the High Point branch of Minne- 
sota Mining & Mfg. Co., St. Paul, 
have been moved to 3M’s new build- 
ing at 2401 Brevard St., according 


ager. 
The building has 12,000 square 
feet of office space and 33,000 square 
feet of warehouse space. The High 
Point branch services North and 
South Carolina and Virginia. 
* * x 


GMAC Adds Branch 


MEDFORD, Ore.— General Mo- 
tors Acceptance Corp. has opened | 
a branch office in the Mall Building 
here. John J. McHugh is manager. 


% * x 


Dealership Adds Division 


To Sell, Service Boats 


LOUISVILLE. — Breau Ballard 
Co. (Buick), veteran Louisville au- 
tomobile dealership, has announced 
establishment of a marine division | 
to handle boats and motors, service 
and repairs. 

Louisville is a good boat market, 
with the Ohio River on its north 
side, and the various Tennessee 
Valley Authority lakes a few miles 
south. 


* * co 
California DeSoto Dealers 


Elect Cavanaugh President 


SAN BRUNO, Calif—Lee Cava- 
naugh jr., partner in Bean and Ca- 
vanaugh, Inc. (Plymouth-DeS ot o- 
Valiant), 1700 Park St., Alameda, | 
Calif., was elected president of the 
DeSoto Dealers Assn. of Northern 
California. 

Directors are: Allan Crocket, 
Crocket Bros., Fresno (retiring 
president); Ed Zumwalt, Zumwalt 
Plymouth Center, Santa Rosa; 
V. W. Peabody jr., Peabody Motors, 
San Leandro; Les Schwimley, Les 
Schwimley Motors, Inc., Reno, Nev.; 
Gaston Periat sr., Periat & Sons, 
San Mateo, and James Di Bari, Mel- 
rose Motors, Inc., Oakland. 

+ a” * 


Record 1959 Shipments 


Of Vinyl Fabrics Reported 
NEW YORK. — Shipments of 

vinyl-coated fabrics in 1959 totalled 

a record 94,859,800 linear yards, an 





increase of 23 percent over 1958, 
according. to the Vinyl Fabrics In- 
stitute. 

The VFI said shipments of py- 
roxylin-coated fabrics were down 3 
percent, and unsupported vinyl 
sheeting was off 10 percent. 

J * * 


Porter Division Renamed 


PITTSBURGH.—The name of the 
H. K. Porter mouldings division has 
been changed to Coldform division, 
according to C. L. Holbert, Porter 
president. The new name more ade- 


quately describes its services to 
modern industry, he said. 
o* * * 


°58 Lincoln Presented 


To Dayton High School 


DAYTON, O.—A prototype model 
of a ’58 Lincoln was presented to 
Nettie Lee Roth High School “to 
make automotives a more mean- 
ingful course.” 

The presentation was made by 
James O. Reynolds, Dayton indus- 
trial arts supervisor, members of 
the national advisory committee for 
Ford industrial art awards, and Ed- 
ward J. Borchers, secretary of Bor- 
chers Ford here. 

* + a 
Doubling Up 

FORT WORTH, Tex. — Burglars 
who stole the safe from the office 
of Bill McDavid Pontiac Co., added 
insult to injury by appropriating a 
new Pontiac station wagon in which 


to haul it off. 
+ + + 


Dealers Install Oakley 


DALLAS.—Fred Oakley has been 
installed as president of the Au- 
thorized New Car Dealers’ Assn. of 
Dallas. He succeeds W. A. Banks- 
ton. 

* + ¥* 


Kipp Heads Dealer Group 


JEFFERSON CITY, Mo.— Gene 
Kipp (Cadillac-Oldsmobile) has 
been elected president of the Jeff- 
erson City Automobile Assn. John 
Paden (Lincoln-Mercury) is vice- 
president, and L. E. Shikles (Pon- 
tiac), secretary-treasurer. 

* ok * 


N. C. Assn. Meets in May 


RALEIGH, N. C.—The 25th an- 
nual convention of the North Caro- 
lina Automobile Dealers Assn. will 
be held at Pinehurst, N. C., May 
5-8, it has just been announced by 
Bessie B. Ballentine, executive sec- 
retary. 


! 





3 Reasons Why 
AMALIE 


Pennsylvania Motor Oil 
Lubricates Better: 


1 Amalie is refined from the 
finest Pennsylvania Crude 
Oils. And, as you know, Penn- 
sylvania Crudes are acclaimed 
by engineers as the best lubri- 
cating of any crude known. 


2 Amalie refines this pre- 
cious crude through a slow, 
gentle, low temperature proc- 
ess. Each stage of refining is 
controlled closely to protect 
the natural lubricant from 
high heat or high pressure 
damage. 


3 Because of this careful re- 
fining method, Amalie Oil lasts 
longer, costs less per mile. 


Ask your Amalie Distributor about 
the Amalie 30,000 mile new 


cor guarantee. It will help you 
“‘close’" more prospects, and it 
will build your service business. 
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Member Pennsylvania Grade Crude 
Oil Association Permit No. 12. 


AMALIE DIVISION E-3 Sonneborn Chemical and Refining Corp., Franklin, Pa. 
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GOLIATH 








P.O.E. 
EAST COAST 


51883." 


SLIGHTLY HIGHER ON WEST COAST 


.»» WITH FRONT WHEEL DRIVE 
CGliaiht Wile Sle Fesier... 


1—Goliath’s Front Wheel Drive gives a big car feel and greater 
safety. 2—Goliath's extra leg room and height gives more comfort 
than competitive makes. 3—Goliath’s 46 and 63 H. P., 4-cylinder, 
4-cycle airplane type engines give maximum power and economy. 
4—Ample storage space makes Goliath truly a family car. 5— 
Goliath moves safely and easily through heavy traffic or on the 
open road at high speeds, is protected by its unit steel body and 
4-wheel hydraulic brakes. 6—Goliath cars average more than 30 
miles per gallon even in city traffic and maintenance costs are 
half that of mést other cars: 


GOLIATH HAS A COMPLETE SERIES OF MODELS 


Write, Wire or Phone these Car & Parts Distributors Today 
FOREIGN MOTOR DISTRIBUTORS COMPANY 
6700 Allentown Bivd. (Phone KI! 5-3754) Harrisburg, Pa. 


GOLIATH SALES CORPORATION 
1580 El Camino Real (Phone LY 1-0788) San Carlos, Calif. 











Preserve and Protect 


She investment o 





your 





Snack for Customers 


A SNACK BAR, featuring coffee, 
doughnuts and Danish pastry, 
is available to service customers of 
Hibbard Auto Service, Johnson 
City, N. Y., while mechanics work 
on their cars. 

Hibbard also goes after tourist 
business by placing its business 
cards in area motels, hotels, tourist 
homes and trailer courts. The shop 
adds a $1 charge for tourists who 
want rush service, according to a 
spokesman, 

“Such business helps to keep our 
shop from having to depend en- 
tirely upon local people for reve- 
nue,” he added. 

+ 
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customers car... 







with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Gleryfie and aff present-day finishes. 








* * 


Luring the Camera Bug 


AULT CHEVROLET CoO., INC., 

¥F Endicott, N. Y., features a va- 

cation promotion that ties in a 

camera contest with a special ve- 
hicle inspection. 

The snapshot contest runs from 

June 25 through Labor Day. Every 


AVAILABLE TO ALL CAR DEALERS 








Truck’s 
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How They're Pushing Sales... 


Dealer Ad Ideas 





two weeks during this period Gault 
awards $15 in cash for the best 
photos taken on vacation or other 
short trips. 

All photos sent to the dealership 
are displayed on a bulletin board. 
A $10 prize is awarded to the owner 
of the snapshot judged the best. 
Second and third-place winners re- 
ceive $2.50 each, 

In ads promoting the contest, 
Gault suggests that vacation-bound 
motorists start “in a dependable 
used car,” and lists a number of 
“vacation-time” service specials, 

+ + * 


Service Coupon 
Replaces Usual 
U.C. Warranty 


E buyer of a used car from 
S & L Motors, Binghamton, 
N. Y., doesn’t get a service war- 
ranty. Instead, he gets a book of 


The One 
BIG FACTOR 


That Increases A 


Life! 






Commercial vehicles — from off-the- 
road loggers to transcontinental vans 
—are being designed to carry heavier 
loads farther at a faster pace. And 
the BIG FACTOR that means longer 
life for many of these vehicles is 
extra-strength Parish siderails. 


Parish alloy steel siderails are 277% 
stronger than ordinary carbon steel. 
Made of heat-treated chrome man- 
ganese molybdenum steel, they’re the 
finest combination of modern mate- 
rials and design know-how. They mean 





For the complete story on Parish 
heat-treated alloy siderails, write 
for the interesting, illustrated 
booklet—“Load and the Road.” 


@ DANA PRODUCTS: Transmissions @ 
Universal Joints @ Propel s @ Axles 


extra strength without extra weight. 


Parish siderails absorb shock bet- 
ter, hold their shape better, than do 
conventional siderails. Misalignments 
caused by frame warping are almost 
non-existent. Drive train components 
last longer. Maintenance costs and 
downtime are reduced. 


That’s why some 30 leading truck 
and trailer manufacturers are now 
designing their vehicles around Par- 
ish heat-treated siderails—the extra 
strength siderails that stay aligned. 





—. 


coupons, each with a cash value, 
for service, parts and labor. 


The coupon books are worth $29 
to $100, depending upon the price 
paid for the vehicle. The $100 book 
is issued to purchasers of vehicles 
costing more than $1,000, a spokes. 
man said, 

“This is like money in the bank 
to the used-car buyer and pleases 
him more than the usual 50-50 sery. 
ice warranty which many used-car 
dealers offer for a 30-day period.” 
the spokesman added. 


* * * 


Gift Idea: Service Bond 


“@ERVICE BONDS” in denomina- 
tions of $25 to $500 are offered 
by Guaranteed Auto Service, Bing- 
hamton, N. Y., as the “ideal year- 
round” gift for such occasions ag 
birthdays and anniversaries, 
The bonds are sold at 10 percent 
less than the face value and include 
a greeting card bearing the name 
of the donor. To keep the public 
birthday-conscious, each week, 
Guaranteed runs a newspaper ad 
listing birthdays of well-known 
people for that particular seven- 
day period. 


Record Income 
Of $43.5 Million 
Reported by CIT 


NEW YORK.—CIT Financial 
Corp. has reported record net in- 
come of $43,537,000 for the year 1959, 
compared with $41,025,000 or $4.31 
in 1958. ; 

The report to stockholders dis- 
closed that deferred income and un- 
earned premiums, the backlog of 
future gross earnings from financ- 
ing and automobile insurance oper- 
ations, aggregated $208,211,000 on 
Dec. 31, 1959, compared with $176,- 
609,000 a year earlier and $188,510,- 
000 on June 30, 1959. This is the 
highest deferred income ever re- 
ported by CIT, according to Arthur 
O. Dietz, president. 

Total receivables acquired during 
the year amounted to $4,777,352,000, 
compared with $3,754,483,000 in 1958, 
Receivables outstanding on Dec. 31, 
1959, aggregated $2,047,833,000, com- 
pared with $1,766,301,000 on Dec. 31, 
1958. 

Dietz said total volume of retail 
automotive receivables purchased 
showed a substantial gain in 1959, 
aggregating $972,250,000, compared 
with $776,441,000 in the previous 
year. Retail motor vehicle receiv- 
ables outstanding at the end of 1959 
were $968,343,000, compared with 
$921,792,000 on Dec. 31, 1958, he 
added. 

The volume of wholesale automo- 
tive receivables acquired last year 
amounted to $1,911,618,000, Dietz 
continued, compared with $1,440,- 
529,000 in 1958. Outstanding whole- 
sale motor receivables on Dec. 31, 
1959, were $223,989,000, he said, com- 
pared with $206,218,000 at the end 
of 1958. 


Canadian Firm 
Plans to Build 
$10,000 Sky Auto 


GEORGETOWN, Ont.—Avian In- 
dustries, Ltd., is planning to mar- 
ket a flying auto for $10,000 in the 
spring, according to P. R. Payne, 
founder of the firm. 

A prototype of the craft, an auto- 
gyro rather than a helicopter, was 
tested early last November. It is 
known as a gyroplane and can take 
off and land almost vertically, 
Payne said, but it cannot hover 
motionless like a helicopter. 

“Our craft will be cheaper to op- 
erate than an auto,” he continued. 
“Already we have received so many 
inquiries we think our original esti- 
mate of a market of 5,000 flying 
cars a year is too low.” 

He said both the Canadian Gov- 
ernment and the U. S. Army have 
shown an interest in the gyroplane, 
but he added that “the civilian 
market is our long-range hope.” 

The car is designed as a two- 
seater with a maximum flying 
speed of 150 miles an hour from 
a fan propeller in the rear. The 
propeller is enclosed in a safety 
ring to prevent people from walk- 
ing into it. A rudder is used to 
steer the craft. 

The landing speed is only 20 
m.p.h. and the range is 450 miles. 
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The 


Philadelphia 


Inquirer 


sells to 922,000 
adult readers 
who don’t read 





Talk about exclusive customers! Nearly a million (922,000) of The Daily Inquirer’s 
1,406,000 total readers do not read Philadelphia’s other major daily.* And in the suburbs, 
which account for 60% of the market’s buying income, The Inquirer reaches 164,000 
more exclusive adult readers than the other major daily. In fact, when you put your 
advertising in The Inquirer, you reach an exclusive suburban audience that’s larger than 
the other newspaper’s total suburban audience. 


*Source: ‘'Philadelphia Newspaper Analysis’’ by Sindlinger & Company Inc. 


The Philadelphia Inquirer 


NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 







Good Mornings begin with The INQUIRER 
for 1,406,000 adult daily readers 





Philadelphia’s 
major evening 
newspaper! 









CHICAGO 


EDWARD J. LYNCH 
20 N. Wacker Drive 


Andover 3-6270 
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SAN FRANCISCO LOS ANGELES 
RICHARD |. KRUG | FITZPATRICK ASSOCIATES | FITZPATRICK ASSOCIATES 
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Sales Conditions in Various Areas... 


Auto Market Reports 













































Minneapolis 

New-car registrations in Henni- 
pin County (Minneapolis) in Janu- 
ary totalled 2,927, compared with 
2,352 in December, according to 
Finance and Commerce, business 
newspaper. 

By makes, registrations were: 
Chevrolet, 755; Ford, 471; Oldsmo- 
bile, 181; Plymouth, 178; Rambler, 
177; Buick, 166; Pontiac, 149; Fal- 
con, 116; Cadillac, 107; Valiant, 74; 
Dart, 73; Dodge, 62; Renault, 62; 
Corvair, 59; Volkswagen, 59; Mer- 
cury, 47; Studebaker, 46; Chrysler, 
39; DeSoto, 15; MG, 12; Volvo, 9; 
Hillman, 8; Lincoln, 7; English 
Ford, 5; Goliath, 5; Opel, 5; Mer- 
cedes-Benz, 4; Austin, 3; Simca, 3; 
Austin-Healey, 2; Morris, 2; Willys, 
2, and miscellaneous, 24. 

New-truck registrations in Janu- 
ary numbered 233, compared with 
202 a month earlier. By makes, they 
were: Chevrolet, 96; Ford, 65; In- 
ternational, 31; Dodge, 9; GMC, 9; 
Volkswagen, 8; White, 7; Willys, 3; 
Divco, 2; Mack, 2, and Studebaker, 
1.—(Donald M. Lyons.) 


* * * 


Denver 


New-car sales in the Denver area 
got off to a good start in January by 
totalling 1,700, compared with 1,051 
a month earlier and 1,527 a year 
earlier. 

By makes, registrations were: 
Chevrolet, 443; Ford, 322; Falcon, 
116; Rambler, 99; Oldsmobile, 89; 
Pontiac, 82; Dodge, 77; Buick, 68; 
Corvair, 61; Plymouth, 50; Cadillac, 
47; Mercury, 46; Volkswagen, 32; 
Valiant, 24, and Studebaker, 21. 

Chrysler, 16; Renault, 14; Lin- 
coln, 13; English Ford, 9; MG, 8; 
Volvo, 6; Edsel, 5; Fiat, 5; Mer- 
cedes-Benz, 5; Austin-Healey, 4; 
Hillman, 4; Triumph, 4; Imperial, 
3; Vauxhall, 3; Berkeley, 2; DKW, 
2; Jaguar, 2; Metropolitan, 2; 
Porsche, 2; Sunbeam, 2, and mis- 
cellaneous, 7. 

New-truck sales amounted to 219 
in January, compared with 154 in 
December and 191 in January, 1959. 
Registrations by makes: Ford, 86; 
Chevrolet, 45; International, 31; 
Willys, 11; GMC, 9; English Ford, 
7; Divco, 6; Dodge, 6; Volkswagen, 
3; Autocar, 1; Kenworth, 1; Mack, 
1; Studebaker, 1; Toyota, 1, and 


miscellaneous, 7.—(Ira Alexander.) 
* * * 


Tulsa, Okla. 

The pipelines are full of cars, the 
neon lights have been turned up 
and the public is in the saddle rid- 
ing hard for bargains throughout 
Southwest Missouri, Central Okla- 
homa and parts of Southern Kan- 


sas. 

Only a few months ago dealers 
were looking for cars—now they’re 
looking for buyers and buyers are 
playing hard to get. 

City dealers have dusted off 
gimmick promotions, giveaways, 
“cute and precious” slogans and 
blitz-type ads. 

While general business condi- 
tions in the area are reported nor- 
mal to good, there is seasonal un- 
employment that hampers a seg- 
ment of the buying public. 
Campaigns and publicity about a 
second-car buying boom fails to 
get off the ground. 

Repossessions are not a problem 
and collections seem to reflect good 
deals made in the past. Some deal- 
ers look for a harvest of shaky deals 
in the spring, if dealers panic with 
“no downs” and high trades. 

A number of dealers report eb- 
bing interest in compacts—a report 
covering all domestic brands.— 
(L. H. Houck.) 

* a” + 
San Antonio 

Registrations of new cars totalled 

1,512 in January in Bexar County 
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ing 174 
trucks were registered during Jan- 
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and San Antonio, compared with 
1,468 the previous month. 


By makes, registrations were: 
Chevrolet, 514; Ford, 486; Pontiac, 
93; Dodge, 60; Rambler, 59; Olds- 
mobile, 57; Buick, 50; Cadillac, 
28; Plymouth, 27; Mercury, 22; 
Valiant, 20; Opel, 17; Simca, 12; 
English Ford, 11; Chrysler, 10; 
Volvo, 9; Vauxhall, 6; Lincoln, 
5; MG, 5; Imperial, 4; Stude- 
baker, 4; Metropolitan, 3; Jaguar, 
2; Taunus, 2; DeSoto, 1, and mis- 
cellaneous, 5. 

New-truck registrations number- 


ed 239, compared with 182 a month 
earlier. By makes: Chevrolet, 80; 
Ford, 74; International, 46; GMC, 
23; Dodge, 5; White, 3; Mack, 2; 
Morris, 2; Willys, 2; Autocar, 1, and 
Diamond T, 1.—(J. H. Reed.) 


* * * 


Richmond, Va. 
A total of 1,356 new cars (includ- 
imports) and 123 new 





| Richland County (Columbia), S. C., 
numbered 489, compared with 403 
a month earlier. Included were 62 
imports in January and 75 in the 
previous month. 

By makes, registrations were: 
Ford, 112; Chevrolet, 96; Dodge, 
36; Buick, 25; Rambler, 25; Plym- 
outh, 24; Pontiac, 23; Oldsmobile, 
22; Mercury, 21; Volkswagen, 17; 
English Ford, 14; Valiant, 13; 
Chrysler, 9; Cadillac, 8; Renault, 
8; Studebaker, 8; Vauxhall, 5; 
Fiat, 4; Volvo, 3; DeSoto, 2; Lin- 
coln, 2; Opel, 2; Simca, 2, and 
miscellaneous, 8, 

New-truck registrations totalled 
53, compared with 35 a month 
earlier, By makes: Ford, 25; Chev- 
rolet, 8; Dodge, 4; International, 4; 
GMC, 4; English Ford, 3; Willys, 
1, and miscellaneous, 4. 

* * *” 


Great Falls, Mont. 


January new-car sales in Cascade 
County (Great Falls), Mont., de- 
clined to 155 from the 233 recorded 
a month earlier, 

By makes, registrations were: 
Ford, 32; Chevrolet, 29; Dodge, 12; 
Mercury, 12; Falcon, 11; Plymouth, 
a 10; Rambler, 10; Oldsmobile, 6; 

t Pontiac, 6; Buick, 5; Cadillac, 4; 
Columbia, Ss. GC. Corvair, 4; Volkswagen, 3; Chrys- 
January new-car registrations in!ler, 2; Renault, 2; Studebaker, 2; 


uary in Richmond and Henrico 
County, Va. 

New-car registrations by makes 
were: Chevrolet, 308; Ford, 221; 
Falcon, 93; Pontiac, 75; Dodge, 70; 
Plymouth, 60; Buick, 55; Rambler, 
53; Oldsmobile, 52; Corvair, 48; 
Mercury, 46; Renault, 43; Valiant, 
34; Volkswagen, 29, and Cadillac, 
24, 

English Ford, 20; Studebaker, 
18; Hillman, 11; Opel, 11; Vaux- 
hall, 10; Fiat, 7; Simca, 7; Lin- 
coln, 7; Chrysler, 6; Imperial, 6; 
DeSoto, 4; Mercedes-Benz, 4; MG, 
3; Porsche, 3; Saab, 3; Volvo, 3; 
Austin, 2; Edsel, 2; Metropolitan, 
2; Morris, 2; Taunus, 2, and mis- 
cellaneous, 12. 

Truck registrations were: Ford, 
34; Chevrolet, 25; International, 24; 
Mack, 12; GMC, 11; Dodge, 5; 
White, 4; Divco, 1; Reo, 1, and 
miscellaneous, 6. 

+ 








DeSoto, 1; Lincoln, 1; Willys, 1, and 
miscellaneous, 2. 

New-truck registrations totalled 
37 in January, compared with 51 a 
month earlier, By makes, they 
were: Chevrolet, 15; Ford, 12; In- 
ternational, 4; Volkswagen, 2; Wil- 
jlys, 2; Dodge, 1, and GMC, 1. 

* + + 


Los Angeles 


New-car sales in Los Angeles 
County totalled 19,197 in December, 
compared with 20,017 a month ear- 
lier, according to Donnelley’s Motor 
Recorder of California. 

By makes, registrations were: 
Ford, 6,338 (including 1,385 Fal- 
cons and 637 Thunderbirds); 
Chevrolet, 2,743 (including 497 
Corvairs and 63 Corvettes); Ram- 
bler, 1,415; Plymouth, 802; Olds- 
mobile, 612; Dodge, 600 (including 
354 Darts); Mercury, 595; Re- 
nault, 579; Pontiac, 573; Volks- 
wagen, 478; Buick, 420; Stude- 
baker, 418; Valiant, 270; Hillman, 
263; Fiat, 262; Cadillac, 258; Lin- 
coln, 209; Chrysler, 191; Volvo, 
164; Triumph, 161; MG, 158, and 
Austin-Healey, 156. 

Metropolitan, 151; English Ford, 
131; Opel, 128; Peugeot, 108; Simca, 
104; Morris, 89; Mercedes-Benz, 83; 
Imperial, 80; DeSoto, 66; NSU, 63; 
Edsel, 57; Jaguar, 56; Sunbeam, 49; 

(Continued on Page 23, Col. 1) 
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Lloyd, 47; Borgward, 46; Vauxhall, 
36; Citroen, 35; Austin, 34; Porsche, 
30; Taunus, 22; Singer, 14; Toyopet, 
12; Alfa Romeo, 11; Humber, 11; 
Willys, 10; BMW, 7; Datsun, 6; 
Lancia, 6; Skoda, 6; DKW, 4; Goli- 
ath, 3; Auto Union, 2; Morgan, 2; 
Rover, 2; Wartburg, 2, and miscel- 
Janeous, 19. 

New-truck registrations, mean- 
while, fell to 1,853 from 2,410 re- 
corded a month earlier. 

By makes, they were: Ford, 829; 
Chevrolet, 477; International, 172; 
GMC, 107; Dodge, 80; Volkswagen, 
63; Willys, 23; English Ford, 21; 
White, 14; Autocar, 11; Morris, 9; 
Peterbilt, 7; Reo, 6; Kenworth, 5; 
Lloyd, 5; Studebaker, 4; Datsun, 3; 
Mack, 3; Diamond T, 1; FWD, 1, 
and miscellaneous, 12. — (William 
Carroll.) 


* * * 


Peoria, Ill. 


Sale of 959 new cars during De- 
cember brought the 1959 year-end 
total sales to 13,484 units in the 





greatest enterprise—depends on tire accomplishments 


two-county Peoria (Ill.) market, ac- 
cording to delayed figures just re- 
leased. 

Ford, with almost twice the sales 
of Chevrolet during December, 
ended in first place for the year 
with 3,297 units to 3,270 for Chev- 
rolet. December sales were 221 and 
138, respectively. 

Falcon outsold Corvair for the 
year, 152 to 109, after December 
sales numbering 65 and 35, re- 
spectively. Valiant, starting late 
and poorly supplied, sold five 
units in December to make it 
seven for the year, 

Rambler, with a third of Ford’s 
total, was established in third place 
for both the year and the final 
month at 1,092 sold by year-end and 
100 moved in December. 

Pontiac took fourth for the year 
with 860 units, although Plymouth 
had the spot for the month with 65 
sales. Plymouth was fifth for the 
year with 775 total, while fifth for 
the month was Dodge with 56. 

Other totals for the year were 





Oldsmobile, 671; Studebaker, 550; 
Buick, 527; Mercury, 455; Dodge, 
386; Cadillac, 225; Edsel, 149; Chrys- 
ler, 126; DeSoto, 104; Lincoln, 82, 
and Imperial, 36. 

For December, sales were Mer- 
eury, 45; Buick, 36; Pontiac, 35; 
Oldsmobile, 29; Studebaker, 28; 
Cadillac, 17; Chrysler, 15; Lin- 
coln, 6; Imperial, 5; Edsel, 4, and 
DeSoto, 3. 

In the import field, a total of 611 
units were sold during the year for 
4.5 percent of the market. Decem- 
ber sales were 51 units.—(Gene 
Booth.) 


* * * 


Providence 


January new-car sales in Provi- 
dence soared to 1,275 from the 748 
reported a month earlier. 

By makes, registrations were: 
Ford, 315; Chevrolet, 237; Plym- 
outh, 114; Rambler, 96; Oldsmobile, 
74; Dodge, 68; Cadillac, 67; Pontiac, 
44; Buick, 41; Volkswagen, 35; 
Chrysler, 29; Studebaker, 25; Re- 
nault, 23; Mercury, 18; Imperial, 9; 
Lincoln, 7; DeSoto, 5; Hillman, 4; 
Edsel, 1, and miscellaneous, 63. 

New-truck registrations rose to 
105 from 92. By makes: Ford, 55; 
International, 19; Chevrolet, 14; 
Mack, 3; Willys, 3; GMC, 2; Volks- 
wagen, 2; White, 2; Dodge, 1, and 
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CONSTANT INSPECTION at every step of production 
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climbed to 731 during the week 
ended Feb. 18, compared with 695 
the previous week. 


Besides the 731 new cars, sales 
included 59 new trucks, 805 used 
cars and 26 used trucks, The total 
of 1,621 was 52 less than the previ- 
ous week when sales included 695 
new cars, 100 new trucks, 834 used 
cars and 44 trucks. 


Repossessions decreased during 
the week to 24, compared with 45 
the week before.—(Allan Heim.) 

* * * 


Baltimore 


A total of 1,688 new cars were 
registered in Baltimore in Janu- 
ary, compared with 1,465 a month 
earlier, Despite the overall gain, 
imports declined from 136 to 126. 

By makes, registrations were: 
Chevrolet, 462; Ford, 352; Plym- 
outh, 180; Dodge, 90; Rambler, 81; 
Oldsmobile, 80; Pontiac, 76; Buick, 
69; Studebaker, 45; Cadillac, 37; 
Chrysler, 36; Volkswagen, 31; Mer- 
cury, 29; DeSoto, 15; Renault, 15; 
Hillman, 11; English Ford, 9; Aus- 
tin, 8; Fiat, 7; Opel, 7; Triumph, 
7; Lincoln, 6; Morris, 5; Saab, 5; 
Imperial, 4; Volvo, 4; Peugeot, 3; 
Borgward, 2; MG, 2; Simca, 2; 
Vauxhall, 2, and miscellaneous, 6. 

New-truck registrations fell to 
151 in January from the 215 record- 
ed the previous month, By makes: 
Ford, 39; International, 33; Chevro- 
let, 32; GMC, 11; Dodge, 9; White, 
9; Brockway, 4; Willys, 3; Mack, 









Ford's First Policy 


The first automobile insurance policy 
issued by The American Road Insurance 
Co., a newly organized Ford Motor Co. 
subsidiary, went to Kenneth R. DeMolen, 
Dearborn, a steel company employe. Here 
DeMolen takes delivery of the policy from 
R. B. Wehrman, left, American Road sales 
director, and delivery of a new Ford Ga- 
laxie from Jerry Bielfield, center, of Jerry 
Bielfield Co., Detroit. 


miscellaneous, 4.—(Thomas L. 
Forbes.) 
+ * 
Cincinnati 
New-car sales in Cincinnati 


1, and miscellaneous, 10, — (Kate 
Savage.) 
* * * 
Milwaukee 


New-car sales in Milwaukee num- 
bered 2,547 in January, compared 
with 2,599 a month earlier. 

By makes, registrations were: 
Chevrolet, 509; Ford, 465; Rambler, 
352; Oldsmobile, 179; Pontiac, 151; 
Dodge, 146; Buick, 123; Falcon, 108; 
Plymouth, 80; Cadillac, 69; Mercury, 
56; Corvair, 54; Studebaker, 32; 
Valiant, 28; Chrysler, 23; DeSoto, 
14; Willys, 11; Lincoln, 8; Imperial, 
6; Edsel, 1, and miscellaneous, 132. 


—(John E, Hubel.) 
+ * * 


Charlotte, N. C. 


A total of 1,081 new cars and 128 
new trucks were registered in 
Mecklenburg County (Charlotte), 
N. C., in January. 

Car registrations by makes were: 
Ford, 234; Chevrolet, 208; Falcon, 
97; Plymouth, 74; Rambler, 70; 
Oldsmobile, 50; Dodge, 46; Pontiac, 
41; Corvair, 41; Buick, 38; Cadillac, 
28; Valiant, 16; Mercury, 9; Stude- 
baker, 9; Chrysler, 7; DeSoto, 4; 
Imperial, 4; Lincoln, 1, and miscel- 
laneous, 104, 

Truck registrations were: Ford, 
42; International, 30; Chevrolet, 25; 
Dodge, 5; GMC, 2; White, 2; Mack, 
1, and miscellaneous, 21, 
eS * + 


Dallas 


January saw 3,378 new cars reg- 
istered in Dallas, fewer than the 
3,461 titled a month earlier. 

New-truck registrations, however, 
rose from 346 to 402 in the same 
period. 

New-car registrations by makes 
in January were: Ford, 986; Chev- 
rolet, 919; Pontiac, 199; Oldsmo- 
bile, 186; Rambler, 157; Buick, 
140; Volkswagen, 131; Dodge, 103; 
Plymouth, 84; Cadillac, 68; Re- 
nault, 49; Valiant, 49; Mercury, 
48, and Studebaker, 38. 

Opel, 30; Simca, 25; Fiat, 23; 
Vauxhall, 21; Chrysler, 17; Metro- 
politan, 15; Triumph, 11; Lincoln, 
10; English Ford, 8; Hillman, 8; 
Morris, 8; Peugeot, 8; Volvo, 7; Mer- 
cedes-Benz, 6; DeSoto, 5; MG, 4; 
Imperial, 3; Goliath, 2; Jaguar, 2; 
Lloyd, 2; Edsel, 1, and miscellane- 
ous, 5. 

New-truck registrations were: 
Ford, 142; Chevrolet, 138; Interna- 
tional, 57; White, 22; GMC, 18; 
Dodge, 11; Kenworth, 6; Mack, 4; 
Volkswagen, 2; Studebaker, 1, and 
Willys, 1—(Ruby Fenoglio.) 








McIntosh Buys Into Deal 


SPOKANE. — W. E. McIntosh, 
sales manager of Utter Motor Co., 
has purchased an interest in Mc- 
Gonigle Chevrolet Co., Lewiston, Id, 
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By David J. Wilkie 


THE AUTOMAKERS are buying 
a lot of new and costly prepro- 
duction testing equipment, 

This would be routine except 
that it is on a 
broader-than-ever 
scale. Investment 
of millions of the 
industry’s “work- 
ing dollars” in a 
broadening pre- 
production test- 
ing program em- 
phasizes a new 
concept of quality 
developing 
within the indus- 
try. 

For years each 
car maker has been claiming his 
product was the best in its price 
class, but as engineering skill ad- 
vanced each discovered that vast 
improvement could be made, Each 
also discovered that the less trouble 
the customer had with his car, the 
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Wilkie Views... 


Quality Fight Intensified 
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more likely he was to remain a 
loyal owner. 

Intensified preassembly testing of 
transmissions, axles, engine com- 
ponents and completed engines and 
of hundreds of other separate 
Pieces that go into the finished 
automobile emphasizes this fact: 

The automakers are engaged 
right now in the stiffest quality 
fight they ever have known, 

* oK + 

INEVITABLY THIS will lead to 
the completely trouble-free auto- 
mobile. 

This may sound like another 
“dream car” but it is coming—with- 
in the lifetime of most of today’s 
motorists. 

All this will be distinctly to 
the good of both the industry and 
the persons who buy its product. 
For the industry it will mean a 
saving of hundreds of millions of 
dollars annually in warranty 
service. The car makers took over 
responsibility for warranty serv- 








No. 300 Impact Wrench 


ice from the retailers a few years 
ago. 

For the manufacturer and the 
retailer the advantages of doing 
business with satisfied owners are 
obvious. Some industry experts 
have said that if the new-car buyer 
can escape all trouble in his first 
3,000 miles of operation, he is virtu- 
ally certain to become a booster for 
the make of car with which he did 
it. 

These experts say that even such 
small items as a defective wind- 
shield washer or turn-signal light 
in a new vehicle alienate many 
local owners. 

The advantages to the car owner 
of driving a car whose functional 
parts always function are as obvi- 
ous ag they are to the car maker 
and the car retailer. 

* & * 

THE AUTOMAKERS are not try- 
ing to put the repair and service 
stations out of business, But they 
are not holding back anything they 
have that will reduce the need for 
major repairs. They have been 
making tests with sealed-in lubri- 
cation. 

Lubrication is not exactly a profit- 
making job for the service stations. 
It is more important to the car 
owner, He can run up a heavy re- 











“Good evening, sir. Didn’t I see 
you standing in that long line at 
the bus stop this morning?” 





pair bill by neglecting required 
lubrication, 

Within the next few weeks one 
leading automaker will announce 
a big expansion of his preassem- 
bly testing procedure. New equip- 
ment he has on order will permit 
tests heretofore impossible, 

The same manufacturer recently 
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conducted a track test with one 
of his lines in which a car wag 
driven 10,000 miles in 5,000 minutes, 

No, he wasn’t trying to see how 
fast the vehicle could be driven 
He was trying to learn how much 
stress certain parts, including a 
new axle, would withstand; whether 
a new idea in brakeband heat dis. 
sipation was any good. 


Sure, the tests could have been 
made on laboratory equipment that 
simulate actual driving conditions, 
The manufacturer concerned has 
that type of laboratory equipment; 
all the carmakers have it. In this 
particular instance the manufac. 
turer wanted the actual driving 
test. 

The entire test was made without 
fanfare. Whether the track test 
showed anything materially differ. 
ent from those made on the dyna- 
mometer equipment has not been 
disclosed, 

* * + 

BUT THIS is just a small facet 
of the steadily burgeoning program 
the several automakers have under 
way to improve their product to the 
point where even the smallest kind 
of defect or trouble potential can 
be eliminated before the car is put 
together. 

Some skeptics will say this is an 
impossible objective. But today’s 
car, infinitely more complex in de 
sign and construction than its early 
forerunners, presents considerably 
less trouble to its owner, 

If you doubt this, consider these 
admonitions that were given the 
buyers of an earlier-day Model T: 

“The radiator water should be 
strained through a piece of mus- 
lin; the gasoline should be strained 
through a piece of chamois skin; 
running on an open throttle with 
a retarded spark will cause the 
motor to heat and make the ex- 
haust red hot.” 


Goodrich Selects 


Fort Wayne for 
New Tire Plant 


AKRON.—B, F. Goodrich Co. will 
build a multimillion dollar tire 
manufacturing plant near Fort 
Wayne, Ind., according to J. W. 
Keener, president. Preparations for 
construction of the 850,000-square- 
foot facility are expected to be 
under way early in March. 

B. F. Goodrich Tire Co., a divi- 
sion of B. F. Goodrich, will operate 
the plant, which will employ about 
1,000. It will be the company’s sixth 
tire-making plant in the U. S. 
Others are in Akron, Los Angeles, 
Oaks, Pa.; Tuscaloosa, Ala., Miami, 
Okla. 

Keener said the plant is being 
built to meet anticipated expansion 
of the tire market during the next 
five years and will produce most 
types and sizes of car, truck and 
farm implement tires, It will be 
built on a 350-acre tract on the 
Maumee River, east of New Haven, 
Ind., on US-24. 

Keener said demand for tires is 
expected to increase about 25 per- 
cent in the next five years. In 1960, 
he foresees industry tire sales of 
127 million units, compared with 
119 million in 1959. By 1966, he said, 
a domestic demand for 150 million 
tires is expected, requiring about 
45 million more tires than were 
sold in 1958. 


Ford Credit Opens 
3 More Offices 


DEARBORN.—Ford Motor Credit 
Co. has announced the opening of 
branches in Pittsburgh, Dallas and 
Houston to bring its number of 
Offices to six. The Ford finance unit 
opened its first three offices in In- 
dianapolis, Chicago and Detroit. 

Paul J. Reiman, with Universal 
CIT Credit Corp. for 10 years, most 
recently as Buffalo district man- 
ager, heads the Pittsburgh office. 
Manager in Dallas is Neale S. Mc- 
Gee, who was formerly with General 
Motors Acceptance Corp. in Okla- 
homa City, Amarillo, Tex., and Den- 
ver. 

T. Patrick Finan heads the Hous- 
ton branch. Before joining FMCC, 
he was Houston branch manager 
for Southwestern Investment Co. 


Buick-Skoda Tieup 


EUGENE, Ore. — Sherer Motor 
Co. (Buick), hag added Skoda. 
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HIGHEST PERCENTAGE of 
MULTI-CAR FAMILIES 
in 23 Major Markets 


(Source: 1959 Consolidated Consumer Analysis) 


One out of every three families owns two or more Cars. 
Motor vehicle registrations have more than doubled in ten years. 
20,000 new family-households were established in 1959! 


Phoenix is a major automotive market. 


You can penetrate this BUYING POWER with. the ONE low-cost medium 
that does the big job. Daily metropolitan coverage of 91.6%, 
plus a 63% bonus state-wide coverage. 


ify. a: 1 2 Soon a a fe alae ae 


REPUBLIC Gazette 


Morning and me —™ Evening Combination 





CHAS. E. TREAT, NATIONAL ADVERTISING MANAGER, BOX 1950, PHOENIX, ARIZONA ¢ PHONE ALPINE 88-8811 ¢ REPRESENTED NATIONALLY BY KELLY-SMITH CO. 
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By Leo T. Parker 
Attorney at Law 


er month a higher court ren- 
dered an important decision to 
the effect that a city charter pro- 
vision is valid which requires the 
city to pay to its 
auto mechanics 
the same scale of 
wages paid by 
auto dealers and 
garages, but the 
employer need 
not pay full 
health and wel- 
fare contribu- 
tions. 

In Martin v. 
City and County 
of San Francisco, 
336 Pac, (2d) 239, a city charter 
provision was litigated which made 
it mandatory on the city to pay its 
employes at the same rate of pay 
as is paid in private industry, 

A suit was filed by the automo- 
tive machinists and mechanics em- 





L, T. Parker 

















Lawsuits Affecting Dealers ... 
Court Decisions 















ployed by the city. They asked the 
|}court to compel the city to pay 


them, in addition to their wages, 
the amount paid by private em- 
ployers into the health and wel- 
fare fund. 

The higher court refused to com- 
ply with this demand, but held that 
the city must pay its employes an 
additional sum of money equiva- 
lent of this protection. The court 
said. 

“The measure of plaintiff’s (em- 
ploye’s) recovery should be the 
amount deducted from their pay for 
payments to the city’s health serv- 
ice system, adjusted upward or 
downward to compensate for the 
amount of the difference in cost of 


L-M Deal for Doran 


DALLAS, — Doran Lincoln-Mer- 
cury, Inc., has opened at 1715 N. 
Akard, The dealership, which also 
handles English Ford, is headed 
by Felix Doran jr., Felix Doran II 
and Edward Doran. 


Meet a 
“Whopper Shopper” 





like protection in the two systems, 
plus an additional amount which 
will reasonably compensate for the 
broader coverage if any, afforded 
by the private system.” 

cd cl * 


Negligence Liability Ruling 
HIGHER court has rendered 
an unusually important decision 

that if a person causes an injury 
to another person while the latter 
is performing work without pay, 
the former is not liable in damages 
unless the testimony shows that 
the injuries resulted from his gross 
negligence. 

In Bagley v. Burkholder, 149 
N. E. (2d) 143, Massachusetts, 
testimony showed that a man 
named Bagley asked one Burk- 
holder to help him move his auto. 
Burkholder did and Bagley was 
injured seriously due to Burk- 
holder’s negligence in backing 
the vehicle onto him, Bagley sued 
Burkholder for heavy damages, 
Since the testimony showed that 

Bagley’s injuries were caused by 
ordinary negligence, not gross neg- 
ligence, and Burkholder was as- 
sisting Bagley without compensa- 
tion, the higher court refused to 
hold Burkholder liable, and said: 

“Defendant (Burkholder) had en- 

tered upon a raat: undertak- 


worth knowing 
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Trucks 
Tractors 





Automobiles 


THE BIG OHIO—MICHIGAN=— 
PENNSYLVANIA FARMER 

WILL BUY 
THIS YEAR 
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million gallons tractor fuel 
million gallons motor oil 
million gallons gasoline 
for cars and trucks 


And other products in proportion 


Will you be on his shopping list? 


The best way to get on this big buyer’s shopping list is to tell 
your story where he gets his most useful farming informa- 
tion. That’s in his own state farm paper ~— edited locally to 
provide the most news he can apply directly to his business. 
No wonder he prefers that paper 2 to 1 over any other. This 
means better attention and buying action for you. 


STRAIGHT-LINE ADVERTISING — is available in the 
Michigan, Ohio, and Pennsylvania farm papers to help tell 
your story — local photos, testimonials, prices, terms, local 
dealer listings and local mat service to newspapers. We can 
insert these compelling local advertising approaches easily 


since we print by gravure, Send for our 
booklet, ‘““Put Yourself on His Shop- 
ping List with STRAIGHT-LINE 


ADVERTISING.” 


The up-to-date picture 


for your copy. 


MICHIGAN FARMER - 
THE OHIO FARMER « 


FARM MARKET BOOKLETS 
DEFINE YOUR OPPORTUNITY 


autos and farm equipment ownership 
will affect your selling strategy. Write 


PENNSYLVANIA FARMER «© Harrisburg, Pennsylvania 


on trucks, 





East Lansing, Michigan 
Cleveland, Ohio 
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| ations, listing by state and city all 
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auto manufacturer requires it 

dealers to contribute money to 
advertising fund, this is not a vio. 
lation of antitrust laws. : 

In Nelligan v. Ford Motor Co,, 
262 Fed. (2d) 556, an auto dealer © 
sued Ford Motor, claiming that ~ 
the sales agreements and adver- — 
tising agreements which he wag — 
forced to sign in order to retain — 
his franchise violated both the 
Sherman Act and the Clayton | 
Act. He asked the court to award | 
him treble damages. 

Nelligan alleged that Ford Mo-7 
tor’s right, through its contract | 
which he was forced to sign, to - 
terminate the franchise at will on 
60 days notice, permitted Ford ~ 
Motor to control and dominate the ~ 
business of its dealers in violation 
of Section 1 of the Sherman Act. 

Nelligan’s principal complaint is 
that he was required by Ford 
Motor to contribute $25 per car to 
LMDA, which did not assist his — 
sales as greatly as would a program 
of local advertising purchased by 
him with the same funds. 

The higher court refused to 
award Nelligan any damages, say- % 
ing: 

“The facts alleged show no re- 
straint of trade or commerce in ad- | 
vertising. Advertising by associa- | 
tions does not violate the Sherman 
Act unless it restricts competition 
or tends to create a monopoly.” 


The AUTOMOTIVE NEWS ALMANAC ig 
a year-round friend, Use it often for statis- 
tics, buyer information and personnel data, 








“Roominess comes first with me.” 





ing for benefit of plaintiff (Bagley) 
and could not be held liable for in- 
juries sustained by plaintiff (Bag- 
ley) upon showing of ordinary 
negligence,” 

This court explained further that 
Burkholder would have been liable 
if the testimony had proven that 
Burkholder had acted grossly neg- 
ligent. In this respect, the court 
said: 

“There was here no evidence 
which would warrant a finding of 
gross negligence, which must be 
based on conduct of the defendant 
(Burkholder) amounting to an ‘ag- 
gravated degree of culpability.’ ” 

ok k * 


Trust Laws Not Violated 


Raeanrur the higher court 
clearly held that although an 
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| lights, Cordlites, accessory on 

and extension cords—free. Belden 
Illustrated catalog No. 60 listing | Mite. Co., 4645-T W. Van Buren, 

Boice-Crane power-tool lines — 44 Chicago 80, Mi. 

free. Boice-Crane Co., 1319 | ¢ * 

W. Central Ave., Toledo 6, O. = ‘Siete Manual 


* * * | 
° . An illustrated, 36-page exhaust 
Brake Service Guide | system installation manual—f ree, 

The World Bestos master brake} Ap Parts Corp., Toledo 1, O. 
service guide for air brakes, giving 
detailed instructions for inspecting, | 
testing, servicing and adjusting au- | 
tomotive air brake equipment. The | 
guide is available through World | 
Bestos Distributors, | 
cd a ok } 


Power-Tool Catalog 






Skinner Cites 
Industry’s New 


Nozzle Parts Catalog Role in Defense 


A repair parts manual listing| LOS ANGELES.—The laboratory, ~ 
each part used on the various! with the support of the factory, is 
brands and models of automatic/this country’s arsenal of democ- 
gas pump nozzles—free. Weil Serv-| racy, S. E. Skinner, General Motors 
ice Products Corp., 3819 N. Ashland executive vice- 
Ave., Chicago 13, Il. president, declar- 

Aa, ed at the dedica- 
tion of the Ad- 
vanced Concepts 
Research and 
Development Lab- 
oratory of GM's 
AC Spark Plug 
division. 

Skinner said 
that the responsi- 
bility of industry 

S. E. in the nation’s de- 
fense has changed. 






Associations Index 
Encyclopedia of American Associ- 


national associations, professional 
societies, labor unions and other 
nonprofit organizations—174 pages, 
$15. Gale Research Co., 34th Floor, 
Book Tower, Detroit 26, Mich. 


* * * 


Filter Applications 
Master catalog of filter applica- , 
tions—free. Fram Corp., Pawtucket} “Up to World War II and right 
Ave., Providence 16, R. I. |on through the Korean War, indus- 
SS | try’s principal role was to produce, 


Power Steering Work |he explained. “What the military 


Handbook teering line | 2°¥ needs from industry is assist- 
RRGHOGE OF DOWSE SOSstns |}ance in research and engineering 


work—24 pages, free. Imperial Brass | : : . 
Mfg. Co., 6300 W. Howard, Chicago — we er 

The new Los Angeles laboratory 
will be primarily a missile and space 
research facility. 

“It will become a most important 
element of an expanding General 
Motors team of scientists, engineers 
and production experts specializing 
in military technology,” Skinnef 
said. “The efforts of this team will 
be coordinated by our recently 
formed defense systems division.” 

Industry’s changing role in the 
defense effort means “in effect, We 
have a tripartite team working t@ 
expand our nation’s defense capabil# 
ities,” he said. E 
“The military has the continuing 
responsibility for direction—setting” 
objectives and target dates. Scien 
tists have the task of expanding® 
fundamental knowledge. This task 
is shared more and more by scien 
tists and engineers in industry.” 





Skinner 


* * * 


Radiator Service Booklet 


“New Blueprint for Profits,” a 32- 
page booklet covering the entire 
procedure for setting up a radiator 
service department—free. Inland 
Mfg. Co., Dept. B-20, 1108 Jackson 


St,, Omaha 2, Neb. 
* * = 


Distributor Leads Charted 


A wall chart containing life-size 
illustrations of distributor leads 
which enable a mechanic to select 
replacements without referring to a | 
catalog. Standard Motor Products, 
Inc., 37-18 Northern Blvd., Long 
Island City 1, N. Y. 

+ o* 
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Tire Valve Chart 


Tubeless-tire valve wall chart for 
67 models of 18 American cars and 
28 models of 12 foreign makes—free. 
Dill Mfg. Co., 700 E. anes 
St., Cleveland 2 O. 


Dealer Thackston to Retire 
° HUNTINGTON, W. Va.—After 

Cord te years in the auto business, Jame 

sora Line A. Thackston jr., owner of Thac 

Catalog supplement A-60-S, con-|ston Motor Co. (Cadillac-Oldsmeé 

taining information on cord reel| bile) is retiring. ; 
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~NEW FROM WHITE 


Multi-Stop Truck 


for Dairies « Bakeries 
Laundries « Dry Cleaners 
Wholesalers « Retailers 


Florists « Package a 


There’s never been anything like the PDQ White’s PDQ gives you a Competitive Edge because. . . engine 
—WHITE’s brand-new, multi-stop truck. It as- is quickly removable with dolly + 4 or 6-cylinder gas-miser engine «+ 
sures new efficiency and economy. Its stamina, fiberglass skylight roof + low-step, through aisle + swivel seat +» more 
advanced design and performance all derive usable load space « heavy-duty components throughout « service 
from the quality standards that make WHITE everywhere in the U.S.A. Some dealerships available. 
the world’s leader in heavy-duty trucks. THE WHITE MOTOR COMPANY + CLEVELAND 1, OHIO 


WORLD LEADER IN HEAVY DUTY TRUCKS .6O YEARS OF LEADERSHIP 
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WHITES ALL-NEW 
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PDQ 


PICK-UP 


ONLY WHITE 
HAS ALL THESE 
7 FEATURES! 


MORE DRIVER 


COMFORT 


Swivel seat swings 
around as easily 
as an office chair. 
Driver can work 
faster, longer,with 
less fatigue. 


40R 6-CYLINDER 
ECONOMY POWER 


Can run all day at 
top economy. Es- 
pecially designed 
and time-proven 
for start-stop driv- 
ing at lower cost. 


DELIVER 


REMOVABLE 
POWER DOLLY 


Engine rolls out for 
major repairs. Can 
be replaced with 
spare dolly in 3 
hours. No need for 
spare trucks! 


4 LOW, STEP- 
THROUGH AISLE 


You can turn, lift 
load, and step out 
at curb level. The 
stick shift is com- 
pletely out of the 
driver’s way. 


HEAVY-DUTY 
COMPONENTS 


Clutch, transmis- 
sion, brakes— all 
components — are 
heavy-dutyfor min- 
imum mainte- 
nance, longest life. 


WORLD LEADER IN HEAVY DUTY reuccs @ 


WHI TE 


QUICK 


2 MORE ROOM 
FOR CARGO 


Sides are square, 
wheelhouses are 
square, and side 
doors are recessed 
to make full, solid 
stacking easy. 


FIBERGLASS 
SKYLIGHT ROOF 


a 


glass roof to be 
watertight ar 
maintenance-free, 


THESE ARE ONLY 
A FEW of the exciting fea- 


tures of WHITE’s ali-new PDQ. Send” 
for complete literature. Better yet,” 
treat yourself to a test drive... call 

your nearest WHITE distributor. 


THE WHITE MOTOR COMPANY 
CLEVELAND 1, OHIO 


.-60O YEARS OF LEADERSHIP 
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Across the Nation... 


AUTOMOTIVE NEWS, MARCH 7, 


Truck News in Brief 


DETROIT.—C. V. Crockett, chief 
sgineer, GMC Truck & Coach divi- 
on, described GMC’s new V-6 and 
in-six engines at a meeting of the 
troit Section, Society of Automo- 
Engineers. 

"Crockett said the twin-six is an 

ncommon cylinder arrangement 
that the V-6 is even more un- 
. But these configurations were 

hosen after much study. 

Gross horsepower for the four en- 
s range from 150 for the small- 
V-6 to 275 for the twin-six. 
kett said the engines have 

we reserve power and thus permit 
of a five-speed transmission in- 
of the eight or 10 forward 
eds used on many trucks of com- 
ble size. 
od a ea 


«xy-Glass Bulk Container 
weiled by Union Carbide 


> CHICAGO.—A reinforced . plastics 
o carrier, built with a spray 
In and capable of transporting a 
)00-pound payload by rail, motor 
‘or ship, has been unveiled. 
' Of epoxy-glass fiber construction, 
the container, at 2,800 pounds, 
weighs a fourth less than a compar- 
aluminum carrier. It is consid- 
bly more rigid and is exception- 
ly resistant to abrasion, fatigue, 
d chemical and salt water corro- 
according to Union Carbide 
tics Co.. The cargo carrier is 
being evaluated for handling 
Ik cargo, according to A. G. But- 
and A. W. Hawkins, of Union 
bide, who described the contain- 
at the Reinforced Plastics. Con- 
tence of the Society of the Plas- 
Industry. It is 24 feet long, 8 
wide and 8 feet high. 


be * * * 
Frack Freight 


) Claim Ratio 
Cut 38 Percent Since 1946 


_ WASHINGTON.—As a result of a 
dy program of industry cooper- 
in cutting down on freight 
and damage, the trucking 
Mdustry has reduced its freight 
@laim ratio by more than 38 percent 
Since 1946, a meeting of farmer co- 
‘erative representatives was told. 
Reginald C. G. Witt, acting execu- 
5 secretary of the National 
ht Claim Council, told a meet- 
ing of the Northeast and Southeast 
; rtation Committees of the 
National Council of Farmer Cooper- 
Btives that the ratio of total freight 
Claims received by trucking firms 
in the last five years averaged only 
106 percent of the total revenues 
Teceived. 


Pacific Car Promotes 


@ Brien and Holmstrom 


SEATTLE. — Robert D. O’Brien 
and John Holmstrom have been 
assigned new responsibilities, ac- 


* * 


t-Drive Flywheel— 


cording to Paul Pigott, president, 
Pacific Car & Foundry Co. 

O’Brien has been appointed ex- 
ecutive vice-president and has gen- 


J. G. Holmstrom R. D. O’Brien 


eral jurisdiction over the sales and 
manufacturing of the company, its 
subsidiaries and divisions. Ho] m- 
strom is devoting full-time to the 
advanced engineering and design- 
ing of on and off-highway motor 
trucks for the Kenworth and KW- 
Dart Truck Co, divisions. 


* * * 
Wayne Bus Announces 


Sales-Contest Winners 


RICHMOND, Ind.—Richard O. 
Thomas, sales vice-president of the 
Wayne Bus division, Divco-Wayne 





Corp., announced that 16 salesmen 
and four distributors have received 
Wayne “quota buster” trophies for 
excelling in sales during 1959. 

McFadden Corp., Lansing, took 
top award for the year for the 
salesman who exceeded his personal 
quota by the largest margin, and 
another for the distributor with 
highest scores in school bus sales 
for all phases of the Wayne incen- 
tive program. 

* * 


Uniform Rules on Tandems 


Are Sought for Turnpikes 

ALBANY.—Possibilities of more 
uniform tandem regulations and 
reciprocity among turnpikes were 
explored here by representatives of 
the superhighways in New York, 
Massachusetts, Ohio, Indiana and 
Kansas 


It was pointed out that individual 
turnpike regulations can be a bur- 
den on carriers and perhaps could 
be prohibitive. Further meetings 
were called for after the states gain 
additional experience with tandems. 

+. * - 


GMC Factory Branch 
Opens in Milwaukee 

MILWAUKEE.—GMC Truck & 
Coach division has opened a sales, 
service and parts branch at 2601 
W. Clybourn St. 

The branch is headed by E. B. 
Schlagenhauf, who formerly man- 
aged GMC’s Chicago zone office. It 
has 17,000 square feet of floor space, 
a 5,000-item parts inventory and a 
service department with 16 mechan- 
ics. 

* * 


12 Top Farmers Chosen 


For Ford Efficiency Awards 


DETROIT.—_T welve ‘American 
farmers have been selected to re- 


* 


_ New flywheel power-takeoffs, both belt and gear-driven, have been introduced on 


ceive the first Ford Farm Efficiency 
Awards, according to Ford Motor 
Co. 
The awards, the company said, 
recognize the application of effici- 
ent management techniques to ag- 
riculture. The 1960 awards will go 
to farmers whose management ef- 
ficiency resulted in high yields and 
high returns with 12 different prod- 
ucts, the firm added. 


* * 
Record Enrollment Reported 


By National Truck Leasing 

CHICAGO.—Present membership 
rolls of National Truck Leasing 
System are at an alltime peak, 
according to Frank Max jr., presi- 
dent, who also is head of Truck 
Rental Co., Baltimore. 

“This growth in membership— 
with over 30 additional companies 
having been enrolled during recent 
months—is largely due to the need 
to replace franchises previously 
held by long-established companies 


1960 


Chairman of the new group is J. 
Ross _Castendyck. Howard F. Cook 
will serve as associate chairman. 

* * 


Tire Curing Is Simplified 
AKRON.—General Tire & Rub- 
ber Co. has introduced a new meth- 


29 


od that. simplifies curing of giant 
tires, according to Glenn Orr, chief 
engineer and designer of a new 
134-inch curing unit. The equipment 
also will reduce the curing cycle 
substantially, he added. 


WARN HUBS 


for 4-wheel drives 


within the National Truck Leasing| ) 


System, but whose multiple facili- 
ties have become merged into 
publicly-owned chains pursuing 
‘growth-by-acquisition’ programs,” 
Max explained. “Too, some of our 
new franchises are veing issued to 
recently established lessor-concerns 
at locations where truck-leasing fa- 
cilities have not been previously 
available from a local company.” 
* + * 


Challenge Mfg. Combined 


With Cook Bros. Equipment 


LOS ANGELES.—Challenge Mfg. 
Co., manufacturer of industria] ma- 
chinery, has been combined with 
Cook Bros. Equipment Co., pro- 
ducer of heavy-duty construction 
and hauling equipment, according 
to J. Ross Castendyck, Challenge 
owner and Howard F. and Charles 
E. Cook, owners of Cook Bros. 

The new corporate group will be 
known as Challenge-Cook Bros. 


DIFFERENT. PROOF OF VALUE IS THE DEALER RENEWAL RATE. 90% 


‘ DEAL 


Top sales, top reliability in the 
selective drive field. Proven in 
over a billion miles of service! 


Y DODGE 
~ CHEVROLET 
FORD 


AGMC 
\A STUDEBAKER 
| Marmon-Herrington 
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Advises Car Buyers 


‘“‘Shop Only Reputable Dealers”’ 


You may be a reputable dealer, but other than your present 


customers, how many people are fully aware of it? 


The column | write for you (see sample) takes over where 
word-of-mouth publicity leaves off. It spreads your favorable 


image to the public at large in manner that cannot be 


achieved by normal advertising. 


It is read by twenty times more readers than ordinary 


ads because of columnist format and human interest 


subjects, tied in with your integrity. 


Copy is carefuly researched, written to create the 
FEELING that you are the SAFEST, most economical 
place to do business IN ALL DEPARTMENTS. 


It sells YOU rather than just your products. It makes 


your dealership name come up whenever auto- 


mobiles are discussed. 


You place it in news section of your newspapers 


weekly, using average of 7 inches, single col- 


umn, one day a week. 


It is least expensive, most productive promotion 


you can use to build an enviable image. Several’ hundred 


dealers testify to its effectiveness. High moral tone makes it really 


RENEW FOR ANOTHER YEAR 


WHICH MUST BE SOME SORT OF RECORD. Perhaps you can obtain exclusive rights for your area. Wire 


or write today. 


EDWARD FISKE COMPANY 


2 DEPOT PLAZA, WHITE PLAINS, NEW YORK 


/@ line of trucks for ready-mix and dump applications by White Motor Co., Cleveland. 
Fe cutaway photo shows the belt drive from cog pulley on the rear of the crankshaft 
d of the flywheel, transmitting power to another cog pulley in the flywheel hous- 

. The belt design can be seen on the extra belt shown at the lower left of the photo. 


The quote from Reader's Digest is In March; 1960 issue on Page 60. 
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--- by Jack Weed 





a big dealer attendance at the 
NADA truck committee clinic 


during the recent convention in 
Washington was one of the most 
heartening for a truck man 
that could ever have happened. It 
definitely demonstrated that a great 
many dealers are more than cas- 
ually interested in learning more 

about the truck business. 
This year’s truck panel was not 
by any talks that had 


é 
i 
$ 


it. Many 
seen taking notes as differ- 

brought out points 
of interest to 


Perhaps we can even say that to 
have such a crowd of dealers at- 
tend a meeting solely on trucks, a 
t of the dealers’ business 
which many have felt was a “side” 
issue, goes even deeper than show- 
a renewed interest in how to 
make profits in the truck business. 

Coupled with the more than satis- 
factory attendance at the equipment 
exposition, this truck panel may be 
a concrete indication that more 
dealers are awakening to the need 


profit-making potential. 

The retailing of automotive ve- 
hicles is a department-store busi- 
ness, and many of those whose 
names are no longer on dealer lists 
found it out the hard way. They 
just didn’t realize it soon enough. 
So now we have a little over 33,000 
franchised automotive retail estab- 
lishments instead of the more than 
42,000 we had right after World 
War - * + > 


‘Loss Leaders’ Can Hurt 


ya some department stores 
are successful in running “loss- 


Truck Committee 
Covers All Makes 


White Spells McCune 
As NADA Chairman 


OR the first time, the NADA 

Truck Committee for 1960 will 
have representation on it from all 
major makes that sell through deal- 
ers. 

Heading the committee for 1960 
is Millar White (GMC), Oklahoma 
City, who has been a member of 
the committee for several years and 
also is the chairman of his state 
association truck committee. 

Vice-chairman is last year’s 

chairman, William M. McOune 

(Ford), Kittanning, Pa. 

Other members of the committee 
include: 

Robert Hughes (White), Dayton, 
O.; Roy E. Mason jr. (Mack), Col- 
umbus, O.; O. R. Mitchell (Dodge), 
San Antonio, Tex.; Jerry Valliant 
(International), Salisbury, Md., and 
John M. Walker (Chevrolet), Cov- 
ington, Tenn. 

* 


* * 


[BON L. WEEKS, manager of 
the Idaho state association, is 
the ATAM member of the commit- 
tee and LeRoy Smith, of the NADA 
staff, is secretary. 

It is expected that the truck com- 
mittee for this year will continue 
to hold meetings with the factory 
truck sales managers to discuss 
problems common to both dealer 
and factory. These talks were in- 
stituted last year and were appre- 
ciated by both factory executives 
and the dealers. 


leader” departments, like the cigar 
counter in the drug store, to attract 
customers, One doesn’t see success- 
ful stores running two or three de- 
partments at a loss just because 
they think they must carry those 
lines of merchandise. And especially 
merchandise that represents one 
fifth of their numerical sales and 
perhaps one fourth of their dollar 
volume. It just isn’t done. 

It is interesting to note, how- 
ever, that along with this renewed 
interest in the truck department, 
our latest survey of truck dealers 
across the nation indicates that 
two of every three are having dif- 
ficulty getting good truck sales- 
men, 


One of my good dealer friends, 
who incidentally doesn’t have any 
trouble getting good truck sales- 
men, says they must be made and 
trained by the dealer himself. Over 
the years he has made quite a name 
for himself in developing not only 
salesmen, but department heads for 
all of his dealerships by graduating 
boys from his regular work force. 

A couple of his top truck men 
were mechanics who had shown a 
decided preference for working on 
trucks, liked trucks and had an 
aptitude for selling. Another was a 
truck driver for one of his cus- 
tomers who felt he could sell. 

All of these men started their 
selling career with a sound basic 
knowledge of trucks, how they were 
built and how they were used. 

Some dealers have been very suc- 
cessful developing truck men from 
their passenger-car selling force. 
Others hire truck equipment-and- 
trailer salesmen and teach them the 


truck business. 
+ . 


Beck Tests Popular 


I WAS considerably surprised the 
other day to learn how many 
franchised dealers around the coun- 
try are using the simple aptitude 
tests developed by my good friend 
Dan Beck, of Executives Selection 
& Training Institute, for determin- 
ing if the men they hire have the 
right aptitude for the job they are 
being hired to do. 

I had the wisdom of this 
brought home to me within the 
last two weeks. A boy in whom 
I am interested hag been in parts 

(Continued on Page 34, Col, 3) 





By Jack Weed 
Truck Editor 

pecce sales in January were 

good and met the expectations 
of most dealers, according to an 
Automotive News survey. The sur- 
vey covered both new and used ve- 
hicles. 

Although 58 percent of the deal- 
ers queried seid their new-vehicle 
sales had livea up to expectations, 
there were spots in the Northwest 
and on the East Coast where deal- 
ers reported that deliveries were 
not yet to par. All were confident 
of a good year, however. 

Used-truck sales were reported 
good or exceptionally good in 
practically every section of the 
nation by three out of every four 
dealers responding. 

Better than average January 
profits were reported by a number 
of dealers. 

Most of the dealers also said that 
they were getting enough new 
trucks from the factories to keep 
their stocks in balance, although 
21 percent said that they were 
short in some weight sizes. While 
the mediums seemed to be lagging 
the most, dealers also reported 
being short of light and heavy-duty 
units in about the same proportion. 

+ * * 


Good Salesmen Scarce 


WO out of every three dealers, 

however, reported difficulty in 
getting good truck salesmen. This 
problem was not confined to any 
type or size dealer or to any par- 
ticular section of the country. 

Heavy-duty exclusive dealers 
seemed to be as much in need of 
good truck men as dealers handling 
both passenger cars and trucks. 
The shortage seemed to affect deal- 
ers in smaller communities as well 
as those in the larger cities, 

The survey indicated that this 
is an area in which factories and 
dealers should do a lot more edu- 
cational work. Dealers in one line 
seemed to be free from this han- 
dicap, which shows that it can 
be overcome if given proper at- 
tention. 

While practically all factories 
have school programs for salesmen, 
the results of this survey indicate 
that they are not meeting the needs 
of the industry. 

This shortage can become worse 
as we continue to move into greater 





In Gains by GVW Class 





Heavies, Lights in the Lead 


yous increase of 213,477 units in 
truck registration in 1959 over 
1958 was about equal percentage- 
wise in lights and heavies, with the 
mediums about five percentage 
points behind the pace. 


Numerically, 149,342 of the 213,- 
477-unit gain was represented by 
an increase in the lights with 
most of it being felt in the light 
pickups. Imports contributed 
7,507 units to the gain in the 
light classification. 

The percentage increase in sales 
of heavies was greater by a frac- 
tion of a percentage point than 
the increase in the lights but, of 
course, Was much less numerically. 

By the new GVW groupings sup- 
plied by R. L. Polk & Co.,. units 
under 10,000 pounds GVW showed 
a gain of 30.51 percent, mediums 


(10,001 to 19,500 pounds GVW) gain- | 


ed 24.86 percent and the heavies 
(19,501 pounds and over) gained 
30.92 percent. The gain for the in- 


dustry in 1959 over 1958 was 29.38 
percent. 
+ - ” 
ERICALLY, the light classi- 
fication gained 149,342 units 
over the 1958 registration of 489,480 
units. The mediums gained 37,830 
units over the 152,163 sales in 1958. 
The heavies gained 26,305 units 
over the 1958 registration of 85,061 
units. 

Some of this gain in the heavy 
classification can be laid to the con- 
|tinued swing to diesel power and 
|larger trucks for overroad hauling 
| that has been going on for the last 
few years. 

Chevrolet, Ford and Harvester 
were first, second and third in all 
of the GVW classifications except 

(Continued on Page 33, Col, 5) 
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TRUCK NEW PRODUCTS 
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numbers of models, types of power 
and types of specialized bodies. 
Salesmen will have to be sales en- 
gineers to be effective and to earn 
enough money to make retail truck 
selling attractive. 

* * 


+. 

What They’re Selling 
_*»= trucks in pickups and pan- 
els seem to be in most demand 
in most sections of the country, al- 
though the demand for heavy trac- 
tors in the Midwest and Southwest 
seems to be running a close second, 
Mediums in stake and grain bod- 


—., 


Dealers See Good Year 
Despite Early Soft Spots 


ies are strong, and so are heavy- 
duty tandem units. In several spots, 
dump trucks and trucks used in the 
construction industry are among 
those the dealers see as best sales 
potentials. 

Demand is high for van bodies, 
and the outlook for forward-con- 
trol and door-to-door delivery 
units is good. 

Dealers selling heavy-duty units 
indicate that there is an unusual 
demand this spring for tandem- 
axle diesels both as complete trucks 


and for use as tractors. This seems 
(Continued on Page 33, Col, 3) 





White's New PDQ Truck— 


Fiberglass roof with integral translucent skylight, fiberglass side panels, and unitized 
body construction are features of this new White PDQ (Pickup and Deliver Quickly) 
truck which marks White Motor Co.'s entry into the multistop delivery truck field. White 
is offering the PDQ line in five basic models, will add five more later in the year as its 
dealer expansion program progresses. (See story on Page 32.) 


ATA Assails Requirements 
In New ICC Lighting Code 


be American Trucking Assns. 
has bitterly assailed many of 
the new lighting regulations which 
the Interstate Commerce Commis- 
sion will put into effect Aug. 1. 

The new set of regulations is 
aimed at interstate motor car- 

riers, but they will affect all 
trucks to some degree. 

It is thought that the more strin- 
gent regulations are the results of 
the growing number of rear-end 
collisions in which trucks often are 
involved on the nation’s express- 
ways and limited-access roads. 

It also is believed that the ICC 


was attempting to bring its light-| 


ing code into closer conformity to 
sifhilar regulations in the North- 
eastern states. 

Probably the most controversial 
of the new rules is one specifying 
minimum voltage for lamps. Car- 
riers wil]l have until Dec, 31, 1961, 
to comply with the change, which 
presumably will require different 
generating equipment for a major- 


ity of vehicles now on the road. 
+ a ” 


ATA Raps Rule 


HIS requirement,” declared 

ATA in an opposition brief “is 
virtually impossible to comply with. 
It is difficult and perhaps impos- 
sible to design and engineer elec- 
trical systems that will make avail- 
able voltages equal to the design | 
voltages of the existing bulbs with- | 
out changing the majority of the| 


truck-generator equipment on the 
road today.” 

In addition, ATA contended 
“such excessive charging rates 
which would be caused by higher 
generator voltages” would drain 
the battery. The ATA suggested 
that the rule specify adequate 
performance without design de- 


Another rule decrees that truck 
drivers, 100 feet before they make 
a turn and during the actual turn- 
ing, flash turn signals at the front 
and rear of the vehicle. This is the 

(Continued on Page 31, Col, 1) 





No Threat to Truckers 


Seen in Piggybacking 


NEW YOR K.—Piggyback by 
forwarders will not put trucking 
companies out of business and 
trucker opponents should welcome 
rising tonnage increases by pig- 
gyback as a “giant step toward a 
more efficient transportation sys- 
tem,” George Leonard, general 
counsel of Acme Fast Freight, 
Inc., told the Women’s Traffic 
Club of New York. 

Piggyback means that the na- 
tion’s railroads have “come out 
their shells and the improved 
competition will put truckers on 
their toes—tone up the quality of 
transportation all around,” the 
speaker said. 
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Calls Minimum-Voltage Rule Virtually Impossible . . . 


ATA Assails New ICC Lamp Code 


(Continued from Page 30) 
first time the Federal Government 
has required turn signals on trucks, 
although most states already have 
done so. 

Varieties of lamps are required 
now. The regulations specify that 
every truck-tractor shall have on 
the front at least two headlamps, 
two clearance lamps, two turn sig- 
nals, three identification lamps 
mounted as high as possible and as 
near to the center line as practi- 
cable. 

On the rear there must be one 
tail lamp, one stop lamp and two 
reflectors. And unless the turn sig- 
nals on the front are so constructed 
and located as to be visible to pass- 
ing drivers, there must be two turn 
signals on the rear of the cab. 

Somewhat similar regulations are 
prescribed for large and small semi- 
trailers, full trailers and pole trail- 
ers. 

+ * a 


Towing Rule Also Hit 


ARTICULAR objection was 

voiced by ATA to a regulation 
pertaining to towed vehicles in 
driveaway-towaway operation. 

In addition to requirements for 
the towing vehicle, the regula- 
tions decree that on the towed 
vehicle of a tow-bar combination 
or a single saddle-mount combi- 
nation, and on the rear-most 
towed vehicle of a double saddle- 
mount combination, there must 
be one side-marked lamp on each 
side, and near the rear. 


On the rear there must be two 
tail lamps, two stop lamps, two 
turn signals, two clearance lamps 
and two reflectors. If any vehicle 
in the combination is 80 inches or 
more in overall width, three iden- 
tification lamps also must be 
mounted as high as possible, 


Another new rule states that all 
required lamps installed on motor 
vehicles manufactured after next 
June 30 and all replacement lamps 
installed on any motor vehicle 
after Dec, 31 must be marked to 
constitute a certification by the 
manufacturer that the lamp con- 
forms to all appropriate require- 
ments. 


Under another new requirement, 
all stop lamps on each vehicle or 
combination of vehicles must be 
actuated by any of the service 
brakes, and “upon activation of the 
emergency feature of trailer brakes 
by means of either manual or au- 
tomatic control on the towing ve- 
hicle, except when the latter’s ig- 
nition is off.” Stop lamps on a 
towing vehicle need not be actuated 
when service brakes are applied to 


the towed vehicle or vehicles only. 
* + ca 


Other Rules Listed 


ae of the requirements of gen- 
eral application require that 
lamps, reflectors and wiring con- 
form to minimum appropriate 1959 
SAE standards. 


Turn signals must be Class A, 
Type 1. Reflex reflectors must be 
Class A, Every vehicle must have 
a turn-signalling system, which 
must include a switch or combin- 
ation of switches that will cause 
the two front turn signals and 
the two rear turn signals to flash 
simultaneously. 


Trucks and buses must have dou- 
ble-face turn signals on the front 
Unless single-face turn signals are 
mounted on the front of the ve- 
hicle and on the rear of its cab. 


When two or more headlamps are 
used, an equa] number must be on 
each side. When two lamps of the 
Same type are required on the front 
or rear, one must be mounted at 
each side. 

Identification lamps must be 
mounted on the vertical center line 
of the vehicle as high as possible 
unless otherwise provided. 

Clearance lamps must be mount- 
ed to indicate extreme width and 
height of motor vehicle, except that 
On truck-tractors they must indi- 
cate the extreme width of the cab. 
Every lamp in a combination of 
lamps must conform to the oppro- 
priate 1959 SAE standards. 

* + 


* 


Exceptions Noted 


N° TURN signal may be combin- 
ed with a stop lamp unless the 
stop lamp as such is always ex- 





tinguished when the turn signal is 
flashing. Exterior lighting devices 
must be steady burning except turn 
signals (for turning movements and 
for vehicular traffic-hazard signal- 
ling) and warning lamps (on school 
buses and emergency vehicles.) 
Required lamps installed on ve- 

hicles manufactured after June 


Jeep Cab Supplier 
BRANTFORD, Ont. — Brantford 
Coach & Body, Ltd., will manufac- 
ture cab bodies for the Willys Jeep, 
according to R. S. Mann, Brantford 
general manager. 





30, 1960, and replacement lamps 
installed on any vehicle after 
Dec, 31, 1960, shall be marked to 
constitute a certification by the 
manufacturer or supplier that the 
lamp conforms to all require- 
ments appropriate to such lamps. 
Markings must be visible when 
the lamp is in place on the ve- 
hicle. 

After Dec, 31, 1960, the source of 
power and the electrical wiring of 
every vehicle must be of such size 
and characteristics that required 
lamps, when lighted, with the gen- 
erator of the vehicle or towing ve- 
hicle operating, must operate at an 





electrical voltage in accordance 
with the recommendations of SAE 
Pamphlet TR-34, March, 1959, or 
not less than that for which they 
were designed, less 0.5 of a volt. 

A copy of the complete regula- 
tions can be obtained by a request 
sent to the Interstate Commerce 
Commission, Washington 25, D. C. 


Johnson Sells GM Deal 


STANLEY, N. D.—Ed Johnson, 
who started in the automotive in- 
dustry in 1921, has sold Johnson 
Motor Co, (Chevrolet-Buick) here 
to Elther Huber, of Hazen, N, D. 
For the past 12 years Huber has 
been in partnership with his 
brother in a Chevrolet-Pontiac- 
Buick dealership. Johnson’s re- 
tirement marks an end to his 38- 
year career. 





IH Names Adams 


Service Manager 


CHICAGO.—J. Frank Adams has 
been appointed parts and service 
manager for the International Har- 
vester truck sales department. 

Previously manager of the Hast- 
ern sales region, Adams has been 
with International since 1936. He 
joined the company at Charlotte, 
N. C., and has served successively 
as truck salesman, zone manager, 
branch manager, store Manager, 
and assistant district manager. 

In 1947 he became manager of the 
Nashville district and a year later 
was promoted to assistant manager 
of the Central sales region. In the 
past 10 years he has served as man- 
ager of four separate International 
truck sales regions. 


Get UNI-MATCHED Ie LEe hy 
Get BROCKWAY 
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BROCKWAY 
UNI-MATCHED 
DESIGN 


means that your truck is perfectly 
integrated for your exact needs 


Rnockwa Y 


HUSKIE 








Brockway’s UNI-MATCHED method of construction offers you completely 
coordinated vehicles built for today's operating requirements. Engine, clutch, 
transmission, axles — matched and balanced for the best power combinations; 
the famous Brockway chassis — built to individual specifications; the roomy 
and comfortable Safety-View cab — built for long service . . . all are ‘ 
integrated with the hundreds of other functional parts into an efficient 


smoothly operating unit. Expert building and rigid quality control set a 


would find difficult to equal. 


BROCKWAY 


MOTOR TRUCKS. coro, x.y. 


standard of performance that mass producers of heavy duty trucks 


Division of Mack Trucks, Inc. 


















Enters Multistop Truck Field... 
White Unveils New Line 


LEVELAND. — White Motor Co. 
has entered the multistop deliv- 
ery truck field with a new line of 
lightweight vehicles, according to 
J. N. Bauman, White president. 

The new trucks, called the 
White PDQ (for Pickup and De- 
liver Quick) series, feature: 
Unitized body construction with 
frame structure to support both the 

body and chassis components built 
as one unit. 

Fiberglass roof with integral 
translucent skylight, providing dif- 
fused daylight in the truck’s load- 
space without danger of water leak- 





































All models are said to feature ex- 
ceptionally short turning radii. 

The two A series models have 
3,000-pound front-axle and 5,000 
rear-axle capacity, while the three 
B series models are rated at 3,500 
pounds front-axle and 5,000 pounds 


rear. 
White plans to expand its sales 
organization to market the PDQ 
vehicles through a newly established 
White PDQ divi- 
sion, consisting of 
existing White 
truck division 
branches, dis- 
tributors and 
dealers augment- 
ed by additional 
dealers being set 
up by Fred T. 
Cushing, PDQ 
sales manager. 
Cushing is 
F. T. Cushing working with 
H. J. Nave, executive vice-president, 
and Harry D. Weller jr., sales vice- 


age. 

Removable power dolly, permit- 
ting removal of entire front-end 
power assembly as a unit for major 
engine repair or overhaul. 

Lightweight fiberglass side panels 
will be available as an option. 

+ * * 
oN said the company is in- 
itially offering the PDQ line in 
five models in two series with gross 
vehicle weights of 5,000 to 7,000 
pounds. 

Five more basic models, in two 
more series ranging up to 16,000 
pounds GVW, will be added later 
this year, Bauman said. 

Options on various chassis com- 
ponents, as well as body options on 
rear door, partition, shelving, re- 
frigeration and other special dis- 
tribution requirements, are avail- 
able on all models and expand the 
new line beyond the basic units 
being announced, Bauman said. 

Trucks in the initial White PDQ 
line include two A series models in 
190 to 207-cubic-foot capacities, and 
three B series models in the 232 to 
$78-cubic-foot range. 

+. 7 


LZNGTHs of the models vary 

from 177% to 238% inches, with 

wheelbase ranges of 96 to 137 inches. 
7” + 





Translucent Roof— 


Translucent skylight is partially visible 
through driver's door of the White PDQ 
trucks. The skylight is integral with the 
fiberglass roof assembly, which can be re- 
moved as a unit for quick replacement. 
lt is said to provide diffused daylight in 
the truck’s load space without danger of 
water leakage. 


Year’s Shipments 
Of Auto Trailers 
Hit $507 Million 


WASHINGTON.—During 1958, 
manufacturers in the automobile 
trailers industry shipped products 
valued at $507 million, an increase 
of 114 percent over 1954, according 
to preliminary results from the 1958 
Census of Manufactures conducted 
by the Bureau of the Census. 

Included were 177,861 boat trail- 
ers, 419,182 mobile homes, 25,107 
commercial display, utility and 
camp trailers and 54,371 chassis sold 
separately. 

Average employment in the in- 
dustry showed an increase of 86 
percent from 1954 to 1958 to a total 
of 20.7 thousand employes in 1958. 

Value added by manufacture in 
the industry amounted to $146 mil- 
lion in 1958, an increase of 112 per- 
cent from 1954. 


Boyer Opens Plymouth Outlet 

PORTLAND, Ore’—Bob Boyer 
has opened Bob Boyer Plymouth, 
Inc., 11540 SW Canyon 'Rd., Beaver- 
ton. 


president, White truck division, in 
expanding the dealer organization. 
* * + 


For maximum strength and rigid- 
ity, all PDQ models feature uni- 
tized body construction, with all 
body structural elements welded 
into an integral whole and chassis 
components mounted to the under- 
side of the body structure. 

Front axle, springs, shackle 
brackets, motor, transmission and 
clutch are mounted on the re- 
movable power dolly, which fits 
into the forward portion of the 
body frame. 

Standard engines of the White 
PDQs are special adaptations of the 
Willys Jeep F-head, four-cylinder 
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engines developing 70 horsepower,| PDQ Power Plant— 


with 111-horsepower six-cylinder en- 
gine optional. The engine, heavy- 
duty 10%-inch clutch, and Warner 
T87E heavy-duty transmission are 
matched, assembled, and balanced 
together before mounting on the 
power dolly. 

The entire front-end power as- 
sembly can be removed and replac- 
ed in less than three hours simply 
by making a few disconnections and 


The power assembly of the White PDQ 
trucks is a completely removable dolly that 
comes out as a unit and can be replaced 
with a spare power dolly while major en- 
gine overhaul or other repairs are being 
made. Engine, transmission, and clutch are 
matched, assembled and balanced together 
before mounting on the power dolly. 

o.- aoe 


major repairs or overhauls, elimin- 


pulling out the dolly, Bauman said.| ating the need for spare trucks. 
ee ee Roof, grille and access panel are | Mfg. Co., truck body and delivery 


fiberglass and other body parts |truck maker purchased by White 
power dollies in trucks during! are steel on the standard White | last October. 


SPICER HEAVY-DUTY| 
STAND UP UNDER ThE} 


Tough Spicer Heavy-Duty Clutches run cooler, last 
thousands of miles longer on any job where extreme 
torque loads are being controlled. Many truck fleets 
report Spicer clutch life of 200,000 miles or more! 
And it’s no wonder, for Spicer Clutches have these 
built-in advantages. 


_— permits the use of spare 





——» 


PDQ models. All versions of the 
PDQ are available, however, with 
side panels of fiberglass. 

Side panels, either steel or fiber- 
glass, and fiberglass roof assembly, 
can be removed as units for replace- 
ment if necessary, with riveted or 
bolted construction eliminating 
torch cutting and welding. 

All White PDQ models have low- 
step, full cross aisle and swivel seat 
for quick in-and-out, with controls 
forward and the shift lever and 
transmission out of the driver's 
way. The trucks are designed for 
parallel loading, with square body 
sides, square wheel houses and re- 
cessed side doors allowing maxi- 
mum use of load area and best load- 
stacking. 

Engine and components are con- 
veniently located for ready access 
from inside the truck for routine 


maintenance and minor repairs by 
removing covers inside the forward 


section. 

The PDQ trucks are being manu- 
factured in the expanded Montpel- 
ier (O.) facilities of the Montpelier 
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White Opens Florida Branch— 


White Motor Co. has established a White truck division branch (top photo) in 
Jacksonville, Fla. The “T'-shape branch structure, first of its type built by White, 
is planned for high-efficiency truck servicing in drive-through bays (bottom photo). 
. The new branch is headquarters for White and Autocar sales, parts and service. 








\CLUTGHES BEAT THE HEAT. 
TOUGHEST PUNISHMENT! 


@ Smoother Engagements—fiexing of multiple levers 
produces cushioning effect, eliminating the need for a 
more expensive cushion disc. 


@ Reduced Friction—less pedal effort to release clutch. 


@ Release Parts Furnished with Clutch—no further 
engineering or purchase of parts is necessary. 


@ No Special Tools Needed—maintenance performed 
without expensive special tools. 


@ Internal Adjustment—provides a method of restor- 
ing the clutch to “like new” capacity. This is ac- 
complished by means of an adjusting ring which can 
be turned as wear occurs. 


@ Pressure Springs—entirely free of contact with the 
ressure plate. This greatly reduces the possibility of 
eat set of springs with subsequent loss of capacity. 


e Uniform Contact Pressure—eliminates uneven wear. 







uct information. 


Serving Transportation—Transmissions ¢ Auxiliaries ¢ Universal Joints * Clutches © Propeller Shafts « Power Take-Offs 
¢ Torque Converters « Axles ¢ Powr-Lok Differentials « Gear Boxes ¢ Forgings © Stampings © Frames «¢ Railway Drives 
Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 





Despite Early Soft S 





Truck Dealers Expect 
Good Volume for 1960 


(Continued from Page 30) 


to continue the diesel-power trend 
that has been growing quite stead- 
ily the last few years. 
~*~ + * 

Demonstrator Problem 
i THE Automotive News survey, 

dealers were asked about dif- 
ficulties in loaning demonstrators 
to prospects for trial runs, especi- 
ally in cases where the vehicle was 
to cross state lines. Many heavy- 
duty truck dealers mentioned this 
point at the NADA convention. 

Dealers who use demonstrators 
said they do not allow their trucks 
to be taken outside the state, 

Many said they had had trouble 
in the past when they tried to ac- 
commodate a prospect, and others 
reported that they cannot use a 


ts... 















ing states. This unit is licensed 
in Minnesota and the dealer has 
had trouble whenever the unit 
is taken into North Dakota or 
Illinois. 

Despite the license, he has to pay 
a three-cent-a-mile tax if it goes 
into North Dakota, and on any haul 
that requires a special permit be- 
cause of the size of the load, that 
state will not issue a permit on an 
out-of-state truck. 

He said one of his customers 
wanted to hire this truck to haul 
some steel to its plant in Chicago. 
This was an inventory transfer, not 
a case of hauling for hire, yet if 
the truck had been used for the two 
trips needed it would have required 
an Illinois plate for $1,139 or a 
mileage plate for $569.50 which 
would allow the truck to travel 
5,000 miles in Illinois. 

This difficulty in using heavy 
equipment as demonstrators shows 
that the makers of these units have 
a job cut out for them if they want 
their dealers to demonstrate heavy- 
duty units to certain categories of 
users. Every dealer queried who 
has tried it has had trouble. 


demo to haul a load in their state 
| unless it is licensed, 

One dealer said he has put a 
heavy-duty truck into limited 
rental service in order to meet 
the laws of his own and adjoin- 





Truckers Shun Refueling 


In N. Y. Since Tax Hike 


JAMESTOWN, N. Y. — Out-of- 
state truckers have been avoiding 
fuel stops on the New York Thru- 
way since the tax was increased 
last Apr. 1, according to Edward J. 
Bennett, executive secretary of the 
Niagara Frontier Trucking Federa- 
tion. 

Truckers fill up in Pennsylvania, 
travel the Thruway, then go to A 
points outside New York State be- ; 
fore refueling, he said. Lights, Heavies 

* ° 
Gain Most in 


Market Shares 


(Continued from Page 30) 
the heavy class where Chevrolet 
does not place, 

Chevrolet captured first in both 
the light and medium GVW classes 
with Harvester taking first in the 
heavy class. 

+ +. * 
ro took second place in all 
three classifications and Har- 
vester took third in both light and 
medium classes, GMC grabbed off 
third place in the heavy class. 

Chevrolet sold 236,917 light units 
to Ford’s 210,554 and Harvester’s 
45,759. Others bidding for a place 
in the sun in this category were 
Dodge with 38,180, GMC with 33,703, 
Willys with 30,626 and Studebaker 
with 5,148, 

Chevrolet sold 68,920 mediums 
to head Ford’s 61,585, Harvester’s 
28,174, GMC’s 19,748, Dodge’s 9,606 
and Divco’s 1,098. 

Harvester sold a total of 34,895 
units in the heavy classification 
followed by Ford with 20,199, GMC 
with 15,985, White with 15,468, Mack 
with 13,472, Dodge with 4,321, Dia- 
mond T with 2,942 and Brockway 
with 1,196 units. 

ao o 
prose chalked up the highest De- 
cember sales in the light class 
with 16,058 registrations against 
10,170 for Chevrolet and 3,969 for 
Harvester. 
Ford also had the highest sales 


Spicer Heavy-Duty Clutches are 
available in 13” 2-plate, 14” single 
and 2-plate, and 15%” single and 
2-plate sizes. All Spicer Heavy-Duty 
Clutches are available with ceramic 
facing for added torque capacity. 


for December in the medium 
class, selling 3,980 units as against 
Chevrolet’s 3,453 and Harvester’s 
2,404. 

Harvester, however, came pound- 
ing down the last lap of 1959 with 








WRITE for Bulletin 500, a 12 page illustrated 
booklet on Spicer Heavy-Duty Clutches. Contains 
drawings, technical data, applications and prod- 





CORPORATION 
Toledo 1, Ohio 





3,067 sales for December as against 
Ford’s 1,574, White’s 1,260, GMC’s 
1,090 and Mack’s 942. 


Weighing Stations 
Face N.Y. Close 


ALBANY. — Gov. Nelson Rocke- 
feller moved to abandon the contro- 
versial weight-distance tax law’s 
enforcement arm—the permanent 
truck-weighing stations — and re- 
place them with portable scales. 

The 20 stations were constructed 
and began operation in 1953 to en- 
force the weight-distance tax pass- 
ed by the 1951 Legislature. Now 18 
of the 20 stations are in operation. 
Each cost about $40,000, 

Rockefeller said, “The decision to 
close these permanent weighing 
stations was based on the excessive 
cost of enforcing the law and the 
fact that newly developed portable 
scales can be used to enforce the 
law more cheaply and effectively.” 


Corey Officers Shifted 


ROCHESTER, N. Y.—William R. 
Corey, head of Corey Motors (Mer- 
cury-Rambler), has announced 
changes in the company’s manage- 
ment personnel. Corey becomes 
chairman. His son, Robert R., as- 
sumes the presidency of Corey Mo- 
tors and AA Car Rental. Louis Sims 
has been appointed vice-president 
and general sales manager. Mrs. 
William R. Corey is secretary- 
treasurer. 













The New Look— 
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Truckin’ . . . «By Jack Weed 


(Continued from Page 30) 









and service for one of the corpo- | taken one, I never would have 
rations for the past 10% years. | wound up pounding a typewriter or 
I often wondered why he did not | got into selling trucks or trailers. 
progress faster than he did, so | All I knew was that if I wasn’t 

a week ago I sent him over to | happy in a job, I didn’t have time 
Dan to see if he could find the | for it. A couple of times I found the 
reason, job didn’t have time for me. 

To my amazement Dan showed| I do know from experience, how- 
me conclusively that the boy should | ever, that it takes a certain type of 
have been in mechanical design and| thinking for a man to be a good 
production management instead of|ttuck salesman. He has to like 
in the work he has been doing, al-| transportation and its problems, 
though he had a very good work| he’s got to like mechanics, he’s got 
record. to a cee and he has to be a 

. _| good observer. And he has to like 
udrainy"hle te maT aeemato io the ol tht 
the job when I was young. All I can figure out weight distribution 


knew in those pre-family-man days and such a oe 


was that if I didn’t like a job I had, 

I could quit and try and get one| Father of the Compact 
that I did like. For some reason or T° MY mind the industry lost the 
other, this was never hard for me father of the compact car Feb. 









——ae 


when he was CE at the South Bend 
works. This was a start in the re. 
turn to small-size American-built 
cars. Then he designed and built 
the pilot models of the Americar, a 
Willys “compact.” 

I well remember lunching with 
Barney at the Toledo Club one day 
after he had given birth to the Jeep, 
which is given credit for being one 
of the major weapons to win the 
war. 

Barney told me of some studies 
he had made on main roads of the 
country and how he had found that 
a surprisingly high percentage of 
cars were driven with but one pas- 
senger and the exceedingly low per- 
centage that carried over two peo- 
ple. 

He told me then about the Ameri- 
car—it didn’t have a name then— 
but he did have a prototype vehicle 
which we went out to the plant to 
see. 


* * * 


Could Seat 5 in a Pinch 


7 car was designed to hold five 
people in a pinch, would be com- 





An innovation in laundry delivery work is explained by Dan Bodney, left, owner of 
Esquire Laundry and Dry Cleaners, Kansas City, to Robert W. Saunders, second from 
right, vice-president, Saunders System K. C. Company, Inc., Kansas City, and Steve 
Summers, International truck salesman. Bodney leased three International Metro-Mite 








Bodney is shown discussing the work uniform of one of his girl drivers. 


to do so I figured I was getting 4/13 when Barney Roos passed away 
business education while I was try-| while returning to his Bronxville 
ing to find my niche in this world.| (N. Y.) home from a trip. 


delivery trucks from the Saunders System, and hired young ladies to drive them.| Maybe if they had had these apti-| If memory doesn’t fail me, Barney 
tude tests in those days and I had| designed the Studebaker Champion 
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DAYBROOK 
designed to 

outperform... 

outlast 

all others! 


7B and 8B 
SPECIFICATIONS 
i e 
! APPLICATIONS and 
HOIST RATINGS 


| HOISTS 
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are Easiest to 
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Daybrook Hoists and Bodies 
are “factory load-rated’’ to 
| assure the operator longer 
: life — lower maintenance 


Daybrook has a complete ‘‘load-rating”’ chart for 

each size and series of underbody or telescopic 

hydraulic hoist. It tells the truck dealer, the sales- 

man, and the end-user the exact load that the 
hoist will lift with each size and length dump body. 
; These are “‘sales facts’”’ that no other manufacturer 
makes available to field personnel. 


GET THE STORY FROM YOUR DAYBROOK DISTRIBUTOR 


Daybrook has the complete line . . . Daybrook has 
the quality line of equipment, and Daybrook backs 
its sales force with effective selling aids including 
CATALOGS and COMPLETE SPECIFICATION 
DATA — EFFECTIVE DIRECT MAIL — SALES 
MANUALS — MOVIES. 


Daybrook Dump Bodies and Hoists are engineered Write for full line catalog. 


to work together as ‘‘matched”’ pieces of equip- 
: ment. The “long stroke’’ of the hoist corresponds 
to the length of the body giving better weight dis- 
; tribution, plus an easier dumping angle that puts 
less wear and tear on the operating unit. 


has the 
complete line 





BODIES — HOISTS 
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POWER PACKER 


POWER LOADER 


fortable for two, was light, short- 
coupled and had independently 
sprung rear wheels. 

That is the first time I had ever 
heard of the Volkswagen. Barney 
had gone to Germany and looked 
it over, and many of its character- 
istics were worked into his new 
dream car, 

And the car was designed to his 
thesis, as he explained it to me that 
day: Why build a car to haul five 
or six people comfortably when over 
80 percent of the time the car is 
driven by only one person? (Maybe 
it wasn’t 80, maybe it was 70, I don’t 
| remember now but the percentage 
he quoted was almost unbelievably 
high.) 

If it hadn’t been Barney and he 
told me he had had a crew of peo- 
| ple checking cars on a number of 
| highly travelled roads in different 
| parts of the country, I would have 
thought he was crazy. 

Anyone who knew Barney well 
knew he was far from being crazy 
—an independent thinker undoubt- 


edly—but crazy like a fox. 
* * Bg 


A Tribute to Bill Reese 


yr SEEMS but yesterday that I 
first came to know a pipe-suck- 
ing engineer who passed away on 
Feb. 3. I first ran into Bill Reese 
when he was masterminding the 
design boards at GMC. But it must 
have been at least 35 years ago, be- 
cause I associate him with my trail- 
er days and the old GMC model 
10-T, which I believe was the first 
of the short-coupled, heavy-duty 
tractors ever built. 

With my Grand Rapids dealer, 
Joe Golden, who was also a GMC 








dealer, we sold what I believe was 
the first one to Berkley & Gay 
to haul lumber piled for air dry- 
ing from the yard to the kiln. I 
had told Bill that for this job 
we needed a tractor that could 
turn on a dime and leave seven 
cents change, because we had to 
spot tracks built into the trailer 
frame with tracks built on cement 
posts in the storage yard. . 

We were handling lumber strip- 
ped for air drying and would have 
to handle it when it was frosted, 
so we had to line the tracks up 
within an inch or we would spill 
the load winching it onto the trailer. 

That was the finest-handling 
heavy-duty tractor I had ever 
driven up to that time, and I don’t 
believe I have driven many that 
could beat it for handling since. And 
we didn’t have power steering in 
those days, either. 

Bill retired from Harvester May 
1 last year after serving them for 
25 years. If I am not mistaken, Bill 
was the only truck C. E. that Har- 
vester had until he retired. When 
he went with Harvester, there 
wasn’t even a truck division. The 
early trucks were made by the 
“cast-iron” department, as they 
sometimes call the implement divi- 
sion. 

February was a sad month for 
me. Along with these two old 
friends, Ivan Sarvis, who was one 
of Bill Holler’s aids at Chevrolet, 
passed away in Florida Feb. 16 
after having just retired. 


Post, Lutrin Open VW Deal 


DECATUR, Ill.—Cloyde Post and 
Allen Lutrin have opened Decatur 
Import Motors, Inc. (Volkswagen), 
151 W. Wood St. Post and Lutrin 
had been with Chicago Heights 
Import Motor Co. 
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In GMC School-Bus Chassis .. . 


Engine Moved to Rear 
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PONTIAC.—GMC Truck & Coach | plied to the rear axle from the rear. 


division is producing a “pusher- 
type” school-bus chassis with a 
number of improvements, according 
to Calvin J. Werner, general man- 
ager. 
By placing a V-6 engine in the 
rear of this new series (SP5000), 
the disadvantages of previous 
school-bus units are removed and 
many entirely new improvements 
are gained, Werner said. The bus 
is well within the price range of 
most school districts, he said. 

Moving the engine from front to 
rear has provided better load dis- 
tribution, Werner added. The chas- 
sis and payload weight is at the 
rear, he continued, which permits 
use of a 9,000-pound front axle and 
a rear axle of 17,000 pounds. 

There are two wheelbases, 179 
inches for the 60-61-passenger 
model and 227 inches for the 72-73- 

nger chassis. Gross vehicle 
weight is 26,000 pounds. 

The engine is mounted at the ex- 
treme rear of the chassis, parallel 
to the frame rails. Through the use 
of a short drive line, power is ap- 


ATA Launches 
2nd Phase of Study 
Of Carrier Costs 


WASHINGTON.— The second 
phase of a nationwide survey of 
costs and practices of motor car- 
riers for maintaining their intercity 
vehicles has been launched, accord- 
ing to Welby M. Frantz, president 
of the American Trucking Assns. 

The survey is being conducted by 
the ATA research department and 
is sponsored by Budd Co. through a 
grant to the ATA Foundation, the 
educational, research, and public in- 
formation organization for supplier 
cooperation with the trucking in- 
dustry. 

The goal of the project is to as- 
certain the reasons for vehicle 
maintenance costs variations from 
carrier to carrier and among dif- 
ferent groups of carriers. The first 
phase of the study summarized the 
repair and servicing cOsts as re- 
ported by carriers in their annual 
reports to the Interstate Commerce 
Commission. In the current step, a 
survey form will be sent to all class 
I and I intercity for-hire carriers. 


A breakdown of costs by mainte- 
nance function for each carrier is 
being sought as well as general in- 
formation related to maintenance 
practices. As data is returned to the 
ATA research department, it will 
be tabulated by an electronic data- 
processing unit. 

A variety of tabulations will be 
made in order to find “maintenance 
yardsticks” by which carriers may 
Measure their own maintenance 
Operations. Frantz added that 
future aspects of the maintenance 
Survey are still in the planning 
stage but that sampling of carrier 
unit costs records is contemplated. 


Ohio Aide Says 
High-Pressure 
Tires Hurt Roads 


COLUMBUS, O.—A trend toward 
truck tires with higher inflation 
Pressures represents a threat to 
Ohio highways, according to Ev- 
erett S. Preston, State highway 
director. 

Preston wrote Gov. Michael V. 
DiSalle that the new tires exert a 
Pressure of 90 to 100 pounds per 
Square inch on roadways. He said 
Only 50 to 60 pounds of pressure 
Per square inch are applied to 
Toadways during final construction 
rolling. 

This will bring about failure of 
Toadway surfaces, Preston told the 
governor. 

Preston recommended that either 
tire pressures be limited or rolling 
Pressure specifications be increas- 
ed. Either course will have “certain 
economic reactions,” he said. 








The transmission is a five-speed, 
manual shift, controlled from the 
driver’s location by a shaft run- 
ning to the gearbox. This shaft, 
as well as the throttle-control rod, 
are sheathed in a waterproof 


Fruehauf Trailer Opens 


New Branch in Rochester 


ROCHESTER, N. Y. — Fruehauf 
Trailer Co.’s branch here has 
opened at a new location, 1635 E. 
Henrietta, with expanded service 
facilities. Ford Pannell is branch 
manager. 

The building has 11,000 square 
feet of floor space and eight service 
bays to handle repair jobs. The 
service department also has wash 
racks, outside steam rack, frame- 
straightening facilities, special 
equipment for fast repair of stain- 
less steel trailers and a large paint 
spray booth. 
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ARO 


CAR STANDS 
Safe lock! Impossible to lower 
while under load. Easy to use, 
sturdy, dependable . . 
low cost! Choice of 2, 5 and 7 


ton capacities, 


cover for protection as well as 
ease of operation. 

The clutch is operated through 
a frame-mounted pedal activating 
the master hydraulic cylinder re- 
leasing fluid pressure to the clutch. 

A mechanic can start or stop the 
engine at its rear location instead 
of at the driver’s seat, Werner said, 
by a remote ignition cut-off and 
starting system in the engine com- 
partment. 

The radiator and cooling system 
also are at the rear. Air for the 
radiator is drawn through louvered 
openings in the body. For the car- 
buretor, air is drawn from the top 
of the bus to assure clean air at 
all times, Werner said. 

Steering wheel and driver con- 
trols are located well to the front 
of the chassis, he added, to assure 
the best possible driver positioning. 
All foot-operated controls are per- 
manently mounted in the steel driv- 
ers’ platform to which the body 
joins.. This eliminates any problem 
of clearance or alignment when 
mounting the body, Werner said, 
and no pedals have to be removed 
during this operation. 

Outside of frame rails have been 
left free from chassis components 


gage compartments, he added. 


ARO 


HAND JACKS 
Versatile, practical . . . preci- 
sion built to put tons of power 
to work for you! Six models— 
1% thru 20 tons. 


ARO 


. and 


{\ 


35 








New GMC Bus— 

This “pusher-type” school-bus chassis has 
been introduced by GMC. A V-6 gasoline 
engine is installed in the rear to improve 
load distribution, GMC said. It seats up to 
73 passengers. 


Dealers Oppose 
Open-End Bids on 
Road Equipment 


SANTA FE, N. M. — A new 
method of buying trucks and heavy 
equipment for the State Highway 
Department has been given an icy 
reception by dealers here. 

Under the new program, bids will 
be taken once a year on each type 
of equipment and vehicle needed. 
Orders will be placed as funds be- 
come available. 

The highway department will be 
able to buy as many units of each 
item as it desires throughout the 
year at the single price quoted in 
the “open-end” contract. 

One Santa Fe dealer said this 
plan would tend to throw the busi- 
ness to the larger dealers and 
freeze out a lot of the smaller ones. 

Several dealers said they would 
not bid under this program. They 
noted that price changes on trade- 


ins and fluctuations in the local 
The AUTOMOTIVE NEWS ALMANAC is 
to permit body installation of lug~| 4 year-round friend, Use it often for statis- 


tics, buyer information and personnel data. 


ARO 


ONE END LIFTS 
Portable. Lift any car safely! Ex- 
tremely sturdy. Fast, efficient, easy 
to use. Choice of air, 
hydraulic, mechanical. 


BUMPER JACKS 
Choice of single posts, bi 
pods. ARO has them all! 
cal or hydraulic. Yours for efficient, 


. tri- 
echani- 


low-cost, dependable lifting! 





Extra Rugged, Built To Last ... Backed By 
30 Years Of ARO Know-How In Automotive Service Equipment 


New ARO Jacks will save you time on the job... 
and that means more profits in the till! They’re 
custom-engineered for top performance . . . Easy to 
handle, too, because every phase of the design is 
right. No excess bulk or weight to tug or pull. Yet 
these great Jacks have brute-strength for big capac- 


ity and safety. 


ARO gives you a full selection of Jacks in every 
category, including transmission jacks, to service 


ARO] JACKS 


ALSO COMPLETE LINE OF MODERN LUBE EQUIPMENT © ACCESSORIES 









market might make the new 
method impractical for bidders. 


ARO 


FLOOR JACKS 
Extremely 
- Wide ‘ 
anne 


rugged, 
swavel wheels fo 


every car on the road. They’re proud companions 
to ARO’s Lube equipment line, known world-wide 
for quality. Your ARO Jacks will be an investment 
in better customer service, better profits. Mail the 
coupon now for complete information. 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO © Plants at Bryan and Cleveland, Ohie 
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FORD FAMILY OF FINE CARS CLEARING HOUSE ¢ NO. 177 OF A SERIES 





‘ a 


Adding appeal to America’s favorite new-size car! 


THE 1960 FORD FAL@ 


An economy station wagon, with outstanding longer than the current top-selling compact station 
advantages over all other wagons, has been wagon! 

added to America’s fastest-selling line of e Best gas mileage of any station wagon built im 
new-size cars! the U.S. 


: e Greatest floor load area in its price class! 
Introduced to the nation on March-10 by Ford Dealers : 


from coast to coast, the new Ford Falcon station Beautifully styled and available in 2- and 4-door 


wagon offers the public these powerful incentives to models, the new Falcon wagon will enable thousands 


purchase: of American families to step up to station wagol 
e Lowest priced of all six-passenger compact station living at less than the cost of a regular-size sedat. 
‘ s! ‘ ; . -. : 4 
— The introduction of the Falcon station wagon ope®s 

e Longest cargo space in its field—three inches a new door in a market that Ford dealers have com, 

















ON STATION WAGON 


on} pletely dominated to date. Success sample: When 
fifteen of the nation’s largest fleet operators recently 

inj} purchased 1960 cars, Ford Falcon sales were greater 
than all other American-made compact cars and 
foreign makes combined! 


or The success of the Falcon is one more example of 


ds] Ford Motor Company’s superior styling, engineering 





and marketi tre 7 > - > : acce 
m0 rketing strategy teamed with the unsurpassed elie ean eaanastinns wintiah cite cuateciaisiiaindaines 


n. salesmanship of the Ford dealers of America. Ford e Faicon e Thunderbird e Comet ¢ Mercury e Lincoln e 
Lincoln Continental e English Ford Line « Taunus e 


Cow 


MOTOR COMPANY 


THE AMERICAN ROAD 
DEARBORN, MICHIGAN 





Ford Trucks e Farm and Industrial Tractors and Implements e« 
F J - industrial Engines e Ford Motor Credit Company « 
n, ord Family of Fine Cars. Aeronutronic—Products for the Space Age e 


a Another reason why it’s great to be a dealer in the 
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Road Network 
For Trucks Only 
Is Seen by 1980 


MILWAUKEE.—A vast new high- 
way system with some transcontin- 
ental roads limited to trucks is like- 
ly by 1980, William H. Fetridge,| | 
Diamond T sales director, told the| — 
Milwaukee Club. ; 

“Trucks will haul vastly larger 
loads than those permitted today,” 
he said. “Yet the truck engine will 
be smaller and may be powered by 
a new source of energy such as a 
fuel cell or possibly even nuclear 
fission 

The 


ternal combustion engine and revo-| of a full-frame trailer, yet substantially reduces dead weight. The 28-foot steel bodies 
lutionize our transportation indus-| are mounted on a 31-foot chassis to obtain a maximum legal payload of 43,000 
pounds, The bodies also are available in aluminum models. 


try,” Fetridge said. 


fuel cell, he explained, is a} 7 
device that converts chemicals into| = 
electricity at much higher efficien-| 
cies than any type of internal com- 
bustion engine. 

“It has further advantages of no 
moving parts, silent operation, low 
maintenance, long life, no harmful 
exhaust fumes and relative simplic- | 
ity of construction,” he added. 

“It is quite possible that the fue 
cell may ultimately displace the in- 
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|| New Hercules Dump Trailer— 
Hercules Steel Products Co. says its new dump trailer affords haulers the security 


NOT ALL BONDED BRAKE SHOES ARE AS SAFE AS 


\ 


WHY Disictiane the lining. 


Whose brake lining is on the 
bonded shoes you buy? What 
about this manufacturer’s ex- 
perience, his reputation? Will he 
stand behind his product no 
matter what happens? With 





WHY RANK RAYBESTOS LINED BRAKE SHOES ABOVE ALL THE REST? | ray- 
SEE FOR YOURSELF—MAKE THIS COMPARISON TEST! 


1. Approved by the United States Government under lined 
B-00640 


brake shoe specification No. KKK- 


2. Produced by a basic manufacturer of brake shoes 
3. Produced by a basic manufacturer of bonding cements 
4, Produced by a basic manufacturer of brake lining 


5, Laboratory tested on dynamometers 


6. Proving ground tested on one of the largest company-owned 


test fleets 


7. Contain no drum-scoring wire backed linings 
§. Every shoe shear tested for bond strength 
9, Ground as follows to meet vehicle manufacturers’ specifications: 


A. Standard Contour Ground 
B. Contour Anchor Ground 
C. Contour Cam Ground 


10. For use on power or manually operated brakes 

11. Linings made by 8 different manufacturing processes 

12, Right combination of linings for each make and model car 
13, Produced by supplier of brake lining to original equipment 


vehicle manufacturers 


14. Branded with manufacturer’s name, number and shoe position 
15. Come in sealed boxes for customer protection 


16. Reduce your overall investment in cores 


17, Give maximum coverage with minimum inventory, yet have no 


improper substitutions 


18. Bonded under factory specifications and supervision 


19. Linings properly positioned on shoes 


2. Acclaimed the first choice of car owners and the trade in 


independent surveys 


7. Advertised to car owners in national magazines and network radio 
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Raybestos Riveted or Bonded 
Lined Shoes, you reline confi- 
dently. No unknown quantity 
there. Just the opposite—known 
quality. We are proud of our lin- 
ing and brand each piece with 
the famous Raybestos name. Our 


OTHER 
BESTOS | BRAND 


me KKK OK 


me KKK RK KR 


wheels off pay off... 








gineer. 


major overhaul, 





linings are a result of the most 
advanced manufacturing tech- 
niques and premium materials. 
And only Raybestos makes 8 dif- 
ferent types of linings custom- 
tailored in precise combinations 
for each make and model car. 


After GMC Tests... 
Long Life Seen for V-6 


PONTIAC.—Severe dynamometer 
tests and many thousands of miles 
of road experience confirm that 
GMC Truck and Coach division’s 
new V-6 and V-12 gasoline truck 
engines have long lives, according 
to C. V. Crockett, GMC Chief En- 


GMC engineers who have sub- 
jected these engines to unusually 
severe “cycling” tests and punish- 
ing highway workouts rate the en- 
gines as 200,000-mile units. They 
feel that, with proper maintenance, 
the engines will hit this mileage 
mark in most operations without 


While both dynamometer and 
road tests have been used exten- 
sively, Crockett said that the dyna- 
mometer findings provided the 
most accurate yardstick for meas- 
uring the engines’ durability. This 
is because the dynamometer can 
accurately control load and speed 


conditions over lengthy periods 





which is not practical on the high- 
way. 

Setting out to find out how long 
the V-6s and Twin-6s would hold 
up under maximum dynamometer 
punishment, GMC engineers ran 
various engines day and night 
under peak loads, Crockett said, 
Results exceeded expectations. 

“A V-12,” Crockett divulged, “was 
run 2,750 hours, nearly half of the 
time at 3,500 r.p.m., although in 
actual usage it would be governed 
at 2,400 r.p.m to provide a speed 
of 55 miles per hour. 

“At this time, after running the 
equivalent of 175,000 road miles, 
the engine was opened up for in- 
spection. Bore wear was an almost 
immeasureable .0008 and maximum 
main bearing wear showed a neg- 
ligible .0025. The engine was then 
Placed in a GMC highway tractor 
and sent to the GM Proving 
Ground for further durability tests, 

“On a crankshaft durability test, 
a 401-cubic-inch V-6 was run at 
4,000 r.p.m. under full load condi- 
tions (this would approximate a 
speed of 70 to 80 miles per hour) 
for 750 hours. After thus proving 
the crankshaft was fully capable 
of handling such extreme punish- 
ment, the GMC engineers recondi- 
tioned two of the engine’s exhaust 
valves and put the engine into 
service at the proving ground.” 


Mack Completes 
‘Aluminum-Light’ 


Tractor Series 


PLAINFIELD, N. J.—With four 
“B”" models and two “H” models, 
Mack Trucks, Inc., announced com- 
pletion of its six-model “Aluminum- 
light” series of tractors, offering 
chassis weight reductions up to 405 
pounds over the corresponding 
standard model. 

Mack’s “B” model six-wheel trac- 
tors are rated at 72,000 pounds 
GCW. “H” models, designed for 
























New Raybestos Clinic 
features brake service on 
Corvair, Falcon and Valiant 


How to service brakes properly on the 
Corvair, Falcon, Valiant and other popular 
cars is highlighted in the brand-new motion 
picture, “Total Brake Service with Raybestos.” 
This sound color film shows brake work be- 
ing done on 16 real cars—not brake models. 
See your Raybestos jobber about a showing. 





Also emphasized in the clinic is how to save 
time and increase profits by using the right 
brake service hand tools,* including the two 
new compact car brake tools specially de- 
signed by Raybestos. 


*These tools are included with Raybestos 
Lined Brake Shoe Assortments 


Advertising, sign, 7-Point Check...terrific team! 


Raybestos powerful consumer advertising—spearheaded by NBC-Radio’s 
“‘Monitor”—motivates car owners to be on the lookout for this new wind-tested 
sign. So put it up and make the most of the one merchandising plan that makes 







long-distance hauling of high-cube 
trailers, also are rated at 72,000 
pounds GCW. 

Mack said that through the use 
of aluminum and other light alloy 
materials in the fabrication of stra- 
tegic components, the new six- 
wheel tractors point up the indus- 
try axiom that truck operators will 
pay “a dollar for every pound 
saved” in the truck itself. 

With the new lightweight series, 
Mack said, the saving is better than 
dollar for pound. Up to 400 addi- 
tional payload pounds may be had 
for about $275 over the steel-com- 
ponent standard models, Mack said. 


Henney Disposes 


Of Oneida Bus 


INDIANAPOLIS. — Marmon- 
Herrington Co., Inc., has acquired 
the Oneida school bus body business 
of Henney Motor Co. 


The business includes a complete 
line of nationally distributed school 
bus bodies for mounting on chassis 
of all important truck manufactur- 
ers. It also includes bodies for city 
and suburban service. 

An orderly transfer of the inven- 
tory and special tooling required 
will be made from the plant in Can- 
astota, N. Y., to the Marmon-Her- 
rington plant here so as to avoid 
any break in production, officials 
say. 


Improved Tilt-Cab Eases 


Service, Kenworth Reports 
SEATTLE.—Kenworth’s exclusive 

cab-beside-engine design is being 

produced in an improved, newly 


1. Pull front wheels, inspect lini 
POINT 2 check brake drums sina engineered tilt-cab version, accord- 
} RA 3. Inspect front whee! bearings ng to R. C. Norrie, general man- 
fr 8 KE 4. Clean brake assembly ager of the trick manufacturing 
CHECK 5. Check hydraulic system firm. 
(includes adjustment) 6. Adjust brakes or recommend reline New developments include com- 
7. Road test brakes plete service accessibility provided 


AMERICA’S BIGGEST SELLING FRICTION MATERIAL 
RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., BRIDGEPORT, CONNECTICUT 


RAYBESTOS-MANHATTAN, INC., SPECIALISTS IN ASBESTOS, RUBBER, SINTERED METAL, ENGINEERED PLASTICS 


by tilting the CBE cab, he said. By 
means of a hand-actuated hydraulic 
ram, the entire cab is moved up and 
forward of the engine, permitting 
free access to all areas of the 
engine and its accessory equipment 
and truck operating controls, he 
added. 
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THIS 1S BUICK...A CAR A MAN CAN SELL WITH PRIDE AND CONFIDENCE 


Today’s Buick dealers and their salesmen know that the 
car they sell has certain built-in driving benefits which are 
important, exclusive, and easy to demonstrate. 

For instance, the Buick owner enjoys superior safety from 
a combination of braking advantages found in no other 
American car: 

1. All four Buick brake drums are finned for faster cooling. 
Yes, a total of 210 fins help cool both front and rear drums 
and faster cooling means safer stops, longer life, less fade. 
2. Up front, where up to 80% of the braking load is handled, 
Buick brake drums are aluminum. These get rid of wear- 
causing heat as much as 5 times as fast as ordinary drums. 
3. Buick wheels are slotted, pass a swift current of air 


THE PROMISE 
THE PROOF 





When better automobiles are built 
Buick will build them. 





Buick alone among American cars has 





superior fin-cooled aluminum-drum 
brakes as standard equipment. 





THE BUICK BRAKE DRUM 


A COMPETITIVE BRAKE DRUM 





BUICK MOTOR DIVISION—GENERAL MOTORS CORPORATION 


from under the car constantly over the brake drums . 
for better cooling efficiency and surer, straighter stops. 

4. Buick’s 15” wheels permit larger brake drums and 
increase tire life. 

A 1960 Buick, fully loaded, was driven down from the 
summit of Pikes Peak twice in succession using only the 
brakes for slowing and stopping control (no transmission 
braking was used at all). This is one of the most rugged 
tests you can give brakes. Buick made the trips safely and 
smoothly. We know of no other car that can duplicate 
this performance. 

This is just one of the quality features Buick builds into 
every Car. 


The Turbine Drive Buick ’60...BUICK’S ALL-TIME BEST 









BMW 


HE Bavarian Motor Works 
(BMW), in the news for months 

because of efforts by several auto 
companies to gain control, is stead- 
ily increasing its production of both 
the BMW 700 coupe and BMW 700 
sedan, it was announced by BMW’s 
management in Munich. 

Deliveries of both models are 
rather extended for domestic and 
export shipment, despite the efforts 
of BMW to increase its 7,000-man 
workforce, it was said. It is hoped, 
according to a BMW spokesman, to 
reach over 200 units per day by 
spring. 

* * - 
Nisonger 
ea REID has been appointed 
manager of the West Coast 

branch of Nisonger Corp., automo- 
tive parts importer. 

Reid, formerly was with Hambro 
Automotive Corp.’s Western divi- 
sion in Burlingame, Calif. 


BMW Hikes Output of 700... 
Import-Car News Notes 
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The new Nisonger branch, first of 
six offices scheduled to be opened 
in 1960, is at 5220 West Jefferson 
Blvd., Los Angeles. The territory 
covered by this office is Washing- 
ton, Oregon, Arizona, Nevada and 
California. 

x ad od 
Simca 
PERKINS-ENGINED diesel 
Simca Ariane made its debut at 
the Amsterdam show. It was shown 
by Kemper en van Twist Diesel 
N. V., Perkins Engines Ltd.’s dis- 
tributors in the Netherlands. The 
Simca is powered by the Perkins 
1.6-litre Four 99 engine, which de- 
velops 43 brake horsepower at 4,000 
r.p.m. 

Retail selling principles as ap- 
plied in the imported-car field 
was the theme of the first retail 
sales training meetings held by 
Joseph E. Campeau, newly-appoint- 
ed manager of Simca sales for Can- 
ada, in Toronto. 





Sixty salesmen from the Toronto 
area attended the first meetings. 
Similar meetings for Simca sales- 
men were held in Vancouver and 
Montreal. 

Topics discussed by Campeau at 
the meeting were: Prospecting 
for sales, qualifying, presentation, 
demonstration, trading, closing 
the deal, customer delivery and 
followup. 

“Salesmen who know their prod- 


uct will outsell the uninformed | 


salesman every time,” he said. 
* * * 


Volvo 


UGENE V. KLEIN, president of 
Auto Imports, Inc., Volvo dis- 
tributor for 13 western states, al- 
leges that 50,000 Volvo owners 
throughout the U. S. are victims of 


Detroit-type thinking by the Na-| 


tional Bureau of Casualty Under- 
writers and the Nationa] Automo- 
bile Underwriters Assn. 

Klein based his complaint on the 
fact that imported cars costing 
more than $2,300 are not eligible 
for reduced insurance rates on com- 
pact cars. Volvo’s two-door sedan 
has an East Coast p.o.e. of $2,342. 

“Typical Detroit thinking,” 
Klein said. “It caters to the de- 

ceptive practice of offering the 

public a compact car they can 





ys 


One of the First— 





One of the first Mercedes-Benz L-319 panel trucks imported into the U. S. from 
West Germany was purchased by Milton Ries, left, president, Ries Furniture Co., South 
Bend. Delivery is made by W. J. Swarm, coach and truck sales manager, Mercedes- 
Benz Sales, Inc. The truck is equipped with a four-cylinder gasoline engine, but is 


also available with a diesel engine. 
* a 6 


afford—but by the time you add 
on the extra equipment the cus- 
tomer needs and wants, the price 
goes up by hundreds of dollars. 
“If imports were shipped strip- 
ped, the port of entry price would 





Wnivertal IN ACTION... 





* 
Quik at UNIVERSAL UNDERWRITERS CONTINUES IN THE FIELD 


Our representatives are trained specialists in insurance for the franchised 
dealer. They are specially equipped to analyze your insurance program and 
recommend coverages designed to meet your specific needs economically. 
Universal Underwriters representatives take pride in their work. They 
provide top-quality service, and the finest insurance in all the world. 


@®@WRITE OR CALL your nearest 
office today for complete information. 





Chicago, Illinois 
Columbus, Ohio 
Dallas, Texas 
Jacksonville, Florida 


Westfield, New Jersey 


BRANCH OFFICES 





Los Angeles, California 
Portland, Oregon 

Salt Lake City, Utah 

San Francisco, California 
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* * * 


be lowered considerably and Volvo 
would easily qualify for an insur- 
ance reduction under the arbitrary 
$2,300 maximum. But the Swedes 
won’t cut quality or turn out an 
incomplete car.” 

* * oo 


Los Angeles 


OS ANGELES HARBOR has 
continued to smash records in 
the import of foreign automobiles 
for the Southern California market. 
Last year’s auto imports reached 
68,462 units, or 64 percent more than 
the 41,502 units imported during 
1958. 

It took 344 ships to bring the 
record total into the harbor, com- 
pared to 275 vessels handling 
automobiles the year previous. 

Fifty models were represented, 
led by Volkswagen, 12,824; Renault, 
12,621; Fiat, 6,758; Volvo, 4,763, and 
Hillman, 3,130. 

Nations shipping their cars 
through Los Angeles Harbor in 
order of volume were: Germany, 
20,987 units; France, 17,989; Great 
Britain, 16,606; Italy, 7,458, and 
Sweden, 4,763. An additional 349 
units arrived from Japan during 
the year, plus 310 unidentified units. 

The largest number of cars han- 
dled in any one month occurred last 
May, when 9,324 cars rolled across 
the port’s wharves. 

* * ok 


Datsun 


PPOINTMENT of Southern Dat- 

sun Distributing Co., 1501 Clay 
Ave., Houston, as distributor of Dat- 
sun cars and trucks in the. south 
central states is announced by Keiji 
Uno, manager of the foreign trade 
division for North America of Nis- 
san Motor Co. 

Southern Datsun is headed by W. 
Kendall Baker and Darrell Crane. 
Southern Datsun’s territory includes 
Texas, Louisiana, Mississippi, Ala- 
bama, Tennessee, Kentucky, Arkan- 
sas, Missouri, Kansas and Okla- 
homa. 


Import Dealer 
Aims Sales Pitch 
At the Ladies 


VESTAL, N, Y.—Convinced that 
the wife plays an important role 
in auto purchases, Carroll Motors, 
an imported-car dealership, appeals 
to the fair sex with a monthly 
Ladies Night and a weekly Ladies 
Day. 

On Ladies Night, every woman 
who visits the showroom receives 
a corsage. Cars purchased on these 
evenings carry an extra bonus in 
the form of a gift certificate good 
at any local beauty shop. 

Carroll also works closely with 
women’s clubs, Each week, one of 
the clubs is invited to visit the deal- 
ership to talk about imported autos 
and to take demonstration rides. 
The ladies also receive an armload 
of literature about Carroll’s prod- 
ucts. 

The dealership reports that these 
promotions have stimulated interest 
in imported cars in this area and 
that many sales have been made 
as a result of catering to the ladies. 


L-M Dealer Adds Jeep 
GALESBURG, I11. — Galesburg 
Lincoln-Mercury Co., 120 N. Broad 
St., has added the Willys Jeep line, 
according to Gene Bragg, president. 











BLUE CORAL’S SUCCESS FORMULA IS: of 
Pp+Rb! 


Step 
@terpes 


RESTIGE— 


Blue Coral has the solid support and enthusiastic acceptance of fine 
car manufacturers as well as discriminating car owners . . . the world 


over! 


ROFIT— 


This is the natural result of offering a better product to a loyal and 
satisfied customer. 


cy EPEAT fF USINESS— 
yor 


Once your customer has seen the miracle of the Blue Coral Treatment of 
: s 

he will come back again and again . . . confidently. He’ll settle for 

nothing less than the enduring beauty and matchless protection that 


only a Blue Coral Treatment affords to Acrylic, Lacquer, Enamel Ghee : 


and all hard finishes. 


© —H.D.T, COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC, Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Auto Personnel 


Charles L. Boyer jr. has been ap- 
pointed Missouri zone sales man- 
ager for Sealed Power Corp. 


* * * 


World Bestos Ups Stutt 

R. W. Stutt has been appointed 
Western division sales manager for 
World Bestos brake linings and 
friction material. He had been West 
Coast sales representative and dis- 
trict manager. 
a * * 


Steppon Takes Helm 


William Steppon is the new 
president and general manager of 
Ryerson & Haynes, Inc., Jackson, 
Mich. He replaces T. D. Benson, 
who will continue in an advisory 
capacity and as a director. 

cal * * 


Sales and Engineering Staff 
Revamped by Eaton Unit 


Three new additions to the sales 
and engineering staffs and one pro- 
motion were announced at Eaton 
Mfg. Co.’s pump division. 

Charles C. Raymond was ad- 
vanced from sales engineer at the 
Detroit office to manager of quality 





control for the division; M, Burton 
Easter, formerly with Vickers, and 
William H. Kildow, formerly with 
Industrial Nucleonics of Columbus, 
O., were appointed sales engineers 
at the Detroit office, and Harry J. 
Scott, formerly with Borg-Warner, 
joined the pump division as chief 
engineer of advanced engineering. 
* + * 


Van Norman Names Hyland 


William Hyland has been named 
Western sales manager for Van 
Norman Machine Co., a division of 
Van Norman Industries, Inc. He 
will headquarter in Los Angeles. 

*- * * 


Ford Promotes Lambright 

Arthur M. Lambright jr. has 
been named executive assistant 
to the regional sales manager, 
Great Lakes region, Ford division. 
Lambright formerly was regional 

car merchandising manager. 

* * + 

Carter Picks Bischof 
Russell W. Bischof has been 
named northern district sales man- 
ager for Carter Carburetor division 
of ACF Industries, Inc. He will 


supervise after-market sales of 
Carter products in Kentucky, West 
Virginia, Ohio, Western New York, 
Western Pennsylvania, Detroit and 
Cumberland, Md. He will headquar- 


ter in Cleveland. 
+ * * 


PFC Promotes Brown 

Wat W. Brown, formerly re- 
gional manager in Southern Cali- 
fornia for Pacific Finance Corp., 
has been appointed to the newly 
created position of director, fac- 
tory and dealer relations. 

* * * 


Walbro’s Boylan, Guernsey 
Receive Promotions in Sales 


C. Clark Boylan has been named 
aftermarket sales manager of Wal- 
bro Corp., and Victor M. Guernsey 
has been appointed sales depart- 
ment manager. 

Boylan had been field sales exec- 
utive in sales and distribution of 
electric fuel pumps of Walbro’s 
Autopulse division, Guernsey joined 


Walbro in 1957. 
* + = 


Omberg Named to Head 
Bendix Missile Division 
Arthur C. Omberg has been 
named an assistant group executive 
to supervise the new missile division 
established by Bendix Aviation 
Corp. at Mishawaka, Ind. It has 





Million-Dollar Order— 


First of 250 Dodge D-700 trucks ordered 
by the State of Pennsylvania is inspected 
by Frank X. Burke, right, state equipment 
engineer, during a visit to the Dodge truck 


plant in Detroit. Acting as hosts during 
the inspection and a tour of the plant are 
P. A. Civitello, left, Philadelphia regional 
truck sales manager, and R. F. Genge, re- 
gional fleet sales representative. The mil- 
lion-dollar order was placed through Bren- 
ner Motors, Inc. (Dodge), Harrisburg, Pa. 


been designated the Bendix Misha- 
waka division. 

Omberg also will supervise the 
Bendix Hamilton division at Ham- 
ilton, O., and serve as a member of 









DUMP 
BODIES 
. Leona 


Extra legal payload with 
Anthony Frameless Dump Trailers! 


Here’s your answer to moving more material 
faster and at lower cost! Anthony's Frameless 


Dump _ Trucks 


eliminate conventional trailer 


frame. Exclusive high-speed Teleramic Hoist 
weighs less than conventional lifts — weight is 
better distributed. Low initial cost — low trailer 
weight — up to 4,000 lb. more legal payload than 
conventional tandem axle dump truck. No heavy 


WORLD’S LEADING LINE OF .QUALITY 
DUMP AND TRAILER BODIES 





cables, winches or lift arms. Built to Anthony’s 
highest-of-all quality standards. Two and four 


wheel dump trailers available. 


Capacities from 


8 yds. up to any greater size required. See your 
Anthony distributor for the best size Anthony 


Oe 


engineered to your state transportation 


laws as well as your truck and hauling require- 
ments. Anthony Company, Streator, Illinois. 


Another example of Anthony leadership: World's largest honing machine, 
specially built for Anthony, produces highest quality precision cylinders. 





ANTHONY <d 


DUMP BODIES AND HOISTS DUMP TRAKLERS 
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LIFT GATE TRUCK-CRANE 





——ees 


the firm’s technical management 
group on expansion of space proj- 


ects. 
* oe * 


Detroit Controls Ups 3 


Detroit Controls division of Amer- 
ican-Standard has elevated three 
top executives to vic e-president. 
They are John R. Warnock, general 
manager of marketing; Richard L, 
Campbell, director of engineering, 
and George F. Butterfield, genera] 
manager of manufacturing. 

* * ok 


Bunting Selects Schaefer 


Dr. Ralph A. Schaefer, director of 
research and development at Bunt- 
ing Brass & Bronze Co., has been 
named director of an enlarged de- 
partment of engineering and re 
search, 

* * x 


Ford Appoints Lehne 
Assistant District Manager 


Stanford G. Lehne has been ap- 
pointed assistant district sales 
manager for 
Ford’s Rockford 
sales district, ac- 
cording to W, E. 
Saybolt, dis- 
trict sales man- 
ager. 

With Ford since 
1949, Lehne for- 
merly was gen- 
eral field man- 
ager for the Chi- 
cago Ford sales 
district, He suc- 





S. G. Lehne 
ceeds C. J. Porter, who resigned to 
operate his own Ford dealership in 
West De Pere, Wis. 


* * * 


Herbrand Names Black port 
John W. Blackport, St. Clair 
Shores, Mich., has been named tool 
field sales manager of Herbrand 
division, Bingham-Herbrand Corp. 
k * * 


Pair Named by Micro-Lube 
Edward E, Frick and Albert §. 
Mancini have been appointed to ex- 
ecutive positions with Micro-Lube, 
Dallas. Frick has been named gen- 
eral manager and Mancini has been 
appointed national sales manager. 
a * ok 


Edgar Heads Universal 


Louis C. Edgar jr. has been elect- 
ed president of Universal, Inc., Bed- 
ford, O., succeeding W. H. Neely, 
who will continue as a director and 
consultant on product research and 


development. 
* * * 


Fortune Gets Diesel Post 


Walter G. Fortune has been ap- 
pointed manager of diesel applica- 
tions for Continental Coatings Corp. 

* * * 


Vickers Names Chao 


Dr. W. Wai Chao has been ap- 
pointed research chief at Vickers, 
Inc., division of Sperry Rand Corp. 
Prior to joining Vickers, he direct- 
ed engineering efforts for major 
rocket-engine projects. 

* * kK 


Thor Promotes Bank 


John P. Bank has been appointed 
national service manager of Thor 
Power Tool Co. He will be in charge 
of expansion and improvement of 
Thor service and repair operations 
in the company’s 23 branches in the 
U. S. and Canada. 


* 


ok * 
MacArthur in New Job 
Robert B. MacArthur has been 
appointed general parts manager of 
Detroit Diesel Engine division of 
General Motors. He replaces John 
Ball, who retired after 31 years with 

GM. 


* * 7 
Four Executives Retire 


From National Standard 

National-Standard Co., Niles, 
Mich., announced the retirement 
from active employment of W. H. 
Parkin, chairman of the board 
of directors and an employe for 
52 years, and three other former 
officers. 

They are A, H. Johnson, co- 
chairman of the board; J, A. 
Cooke, vice-president and treas- 
urer, and K, D, Smith, formerly 
vice-president of rubber and au- 
tomotive relations. Parkin will 
continue as chairman; Johnson 
and Cooke will continue as board 
members, and Smith will serve 25 
an advisor, 
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TURNINGS ... 





Joint Supplier Certain 
Of Front-Drive Return 


By Joseph M. Callahan 


Engineering Editor 
LOSSOMING interest of some auto makers in front-wheel 
drive has focused increasing attention on constant 


velocity universal joints. 
These joints are almost in- 


dispensable for front drive 
because the angles between the 
driving shaft and the driven shaft 
are considerably 
greater than 
in a conventional 
front-engine, rear- 
drive car. 

Most U. S. cars 
have used the 
standard Carden 
or yolk-and-cross 
universal joints 
on both ends of 
the drive shaft for 

‘ over half a cen- 
J. M. Callahan tury. But if this 
joint were used with front drive, it 
would produce extremely jerky 
steering. 

The increased interest in con- 
stant velocity (C-V) joints has, in 
turn, focused more attention on 
the Rzeppa (pronounced Sheppa) 
C-V joint that is made exclusively 
in the U. S. by the Con-Vel divi- 
sion of Dana Corp. Acquired last 
June by Dana, this division for- 
merly was the universal joint sec- 
tion of Gear Grinding Machine 
Co., Detroit. 

While other C-V joints (notably 
the Bendix-Weiss joint) can and 
are being used on front-drive ve- 
hicles, the Rzeppa joint is a favorite 
of many engineers because it can 
be made smaller, reportedly is more 
durable and presents fewer prob- 
lems in designing it into the axle. 

Because the Rzeppa joint is a 
more precise joint, it also generally 
costs more, although Con-Vel offi- 
cials say volume production would 
bring the costs way down. 

* * oa 

Supplied Cord Joints 
o—— Rzeppa joint was patented 

in 1928 by A. H. Rzeppa, who 
later was a consultant for Gear 
Grinding Machine Co. for many 
years. Gear Grinding built the C-V 
joints used originally in the 1936- 
1937 Cord, the last front-drive U. S. 
car. 

In addition, Rzeppa licensed sev- 
eral European firms to use his C-V 
joint. Several European cars, includ- 
ing the DKW and the coming Au- 
stin 850, are using this joint at 
present. 

However, the basic patent on 
the Rzeppa joint has expired and 
it’s now in the public domain, 
although Dana’s Con-Vel division 
holds several improvement pat- 
ents on it. 

Best authority today on the 
Rzeppa joint is Fred F. Miller, who 
is‘a rarity in that he is both sales 
Manager and director of research 
and development for Con-Vel. 

Miller’s holding of both posts is 
well deserved since he has worked 
with constant velocity joints for 27 
years, including a period as chief 
engineer of Gear Grinding. In ad- 
dition, he has developed and pat- 
ented several of his own constant 
velocity joints and was the principal 

assistant for many years to Rzeppa, 
the inventor. 





* * x 
Front-Drive Return 


MILLER is firmly convinced that 
front-wheel drive (and con- 
stant velocity joints) will one day 
return to American cars, although 
he and his company have seen many 
temporary surges of enthusiasm for 
this arrangement in the past 30 
years. General Motors researched 
front-wheel drive in 1936 and 1937. 
This has happened so often in the 
Past that Con-Vel now makes a 
Profit on any C-V joint it supplies| 
to the auto companies, rather than 
giving them away for prototype use 
in the oft-frustrated hope that a| 
volume order would sometime mate- 
rialize. | 
In addition to permitting elimi- | 
nation of the tunnel hump, Miller 
feels that front drive on a car | 


said, “the driving wheels on a front- 
drive car will take you where the 
front wheels point, particularly on 
ice and snow.” 

Miller said that harder steering 
need not accompany front-wheel 
drive if the overall weight of the 
vehicle is kept down. In addition, 
power steering will eliminate this 
if the weight does become excessive. 

* + * 

T= Rzeppa joint consists of six 

steel drive balls, a ball cage, an 
inner ball race and an outer ball 
race. Without getting too involved, 
it’s sufficient to say that the prin- 
ciple of this C-V joint consists of 
employing a third element—the 





drive balls—to carry the rotational 
force and produce the constant vel- 
ocity between the driving and the 
driven shafts. 


Cost mounts in this C-V joint} | 


largely because of the labor and 
care involved in making the spher- 
ical grooves in the outer race. The 
balls must move back and forth in 
the race because the secret of this 
joint’s success is that the balls al- 
ways are located in the middle of 
the angle created by the driving 
and the driven shafts. 

The interior of the Rzeppa joint 
must be kept filled with grease or, 
preferably, oil. Sealing problems 
connected with keeping the joint’s 
interior sealed have been substan- 
tial in the past. 

Poor sealing was one of the major 
problems encountered in the Rzeppa 
C-V joints in the Cord. Miller, who 
participated in this program, said 
a mechanical wiper system was 
used to keep the Cord’s joints clean, 
but sand and grit eventually seeped 
into the joints and “lapped” or wore 
the drive balls and raceways. Before 
the Cord died after a short life, 
Bendix joints were substituted. 

* * oa 


URRENTLY, a rubber bellows 





Con-Vel'’s Rzeppa Joints 


Ed D. Leon, left, general manager of 
Dana's Con-Vel division, and Fred F. Miller, 
sales manager, examine a Rzeppa constant 
velocity universal joint recently built for a 
Jeep. They are surrounded by other sizes 
of Rzeppa joints. In the lower left corner 
are the components of a Rzeppa joint— 
outer and inner balls races, ball case and 
six steel balls. 

oe & 8 
to protect it. Although it’s pos- 


sible for this boot to become ripped, 
sometimes resulting in damage to 


“boot” is generally fastened over| the joint, metal guards can be 
the outer part of the Rzeppa joint) placed in front of the joint for pro- 


Octopus 


PICK-UP PADS 
ROTATE 360° 


PADS ADJUST TO 
THREE HEIGHTS 





Handles cars easier, faster, safer... 
makes service and repair work more profitable 


tection. 

Miller’s small research staff is 
still trying to improve the Rzeppa 
joint, particularly in an effort to 
make it smaller and to increase its 
efficiency. 

During World War II Rzeppa 
joints were widely used on front- 
wheel drive Jeeps and four-wheel 
drive trucks. 

In recent years, demand for the 
Rzeppa joint has mounted slowly 
but steadily. Ed D. Leon, general 
manager of the Con-Vel division, 
now employs 260 people, who pro- 
duce about 75,000 joints annually in 
a dozen sizes. 

These C-V joints, whose drive 
balls range in size from 3/16 of an 
inch to 3% inches, are used on 
Jeeps, 2%- and five-ton four-wheel 
drive military trucks, aircraft and 
aircraft testing machines, steel roll- 
ing mills, mining and road-building 
equipment, pleasure and fishing 
boats and many other applications. 

One of the newest applications is 
on a pleasure boat powered by a 
Volvo auto engine. The boat has 
the major advantages of both the 
inboard and outboard engine ar- 
rangements. 

Con-Vel also produces about 100 
Rzeppa joints a year for the Cords 
still in operation. 


} 
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offers faster cornering and better 
Stability on slippery roads. 
“Unlike most current cars,” he| 


The Rotary Two-Plunger Frame Pick-Up 
Lift was designed for car dealers and 
service shops. Better than any other lift on 
the market, it has the flexibility required 
to lift the many car shapes, sizes and 
body styles now on the road. 

This “‘octopus-like” reach and posi- 
tioning feature is important to faster, 
safer, better service and repair work. 

With plungers and runners placed side- 
by-side, wide open accessibility extends 
from bumper to bumper and all undercar 
parts requiring mechanical work are ex- 
posed to easy reach. Other features of 
this new lift include: 


Reta, 





e Width at jacks only 39”... compact 
and foreign cars can straddle lift easily 
e Heavy-duty 844” jacks permit greater 
off-center loading 

e Safe, maintenance-free Rotary Full-Hy- 
draulic operation 

e Rotary’s exclusive Hydra-Seal packing 
insures smooth, dependable jack action. 
e Exclusive cable-and-strut equalizing 
system .. . keeps both runners level at all 
heights, whether moving or stopped. 

e Fool-proof manual safety locks pre- 
vent accidental lowering of lift 

e Two-position wheel spotting dish 

e Low-cost installation in any location 





LIGHTER, STRONGER ARMS 
PIVOT EASILY 

Instead of the usual heavy, solid stock, 
Rotary has developed a stressed steel arm 
with welded interior reinforcing bar. This 
type construction combines strength with 
the light weight necessary for easy posi- 
tioning. A super-smooth milled pivot end 
also insures ease of movement. Rounded 
contours prevent tire damage. 


MAIL COUPON FOR COMPLETE DATA 


Rotary Lift Company 
1180 Kentucky / Memphis 2, Tenn. 


Please send information on the Rotary Two-Plunger 


Frame Pick-Up Lift Model FP28H to: 


Name 


Company 
Address 








i 
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Designed for Delivering Dairy Products— 


Boyertown Auto Body Works, Boyertown, Pa., has announced three new step-in 
retail milk delivery body models designed exclusively for the delivery of dairy 
products. The model DS8-L shown is the largest of the three bodies. The loadspace 
dimensions are 96 inches long, 74 inches wide and 66 inches high. These loadspace 
dimensions are said to provide ample space for better loading of the many ved 
sizes of milk container cases now in use. 


AMA Credit New Body Designs are 





Driving Vision Up 15 Pct. 


DETROIT.—Clear vision from the 
driver’s seat in 1960 U. S. passenger 
cars igs 15 percent greater, on the 
average, than in models built just a 
decade ago, according to the Auto- 
mobile Manufacturers Assn. 

This improvement has resulted 
from new body designs with more 
efficient roo f-support structures 
and larger windshield and window 
areas, AMA said. 

A survey of new models shows an 
average of 310 degrees of open view- 
ing at driver eye level, the associa- 
tion added, compared with about 270 
degrees in 1950. New construction 
methods and engineering techniques 
have produced slimmer but stronger 
roof pillars, the AMA stated. 

Registration figures show that 
one of every two U. S. cars now on 
the road is equipped with a wrap- 
around windshield. 

First introduced on some 1954 
models, the curved-glass windshield 
was adopted by most other makes 
the following year and was followed 


by similar treatment for rear win- 
dows, AMA said. Continued im- 
provement has led to compound 
curving which arcs the glass out 
from the roofline to further increase 
the visual field, 

The importance of larger glass 
areas as a safety factor is increas- 
ing steadily, the AMA continued. 

In driving on the nation’s grow- 
ing network of multilane highways 
it is necessary to be aware of the 
movement of traffic on all sides of 
the vehicles, it was emphasized. 

Auto safety engineers say the 
larger windows also allow drivers 
of following vehicles to see through 
to other traffic ahead as well as 
making rear-view mirrors more ef- 
fective and permitting easier ob- 
servation of overhead signals. 


Other recent improvements for 
driver vision listed by the AMA: 

New seat designs with adjusting 
controls place the driver in the best 
viewing position. 

More fiexible windshield wiper 





NEW TODAY...DESIGNED FOR TOMORROW...TO GIVE YOUR CUSTOMERS 


EXPRESSWAY PERFORMANCE! 


ALEMITE 


THE ONLY COMPLETE LINE 
OF SERVICE EQUIPMENT! 


@ Deluxe lubricant pumps and drains 
@ Overhead hose reels 





Only Alemite offers you a complete, dependable source 
for all your modern service equipment needs. Alemite 
equipment not only gives you faster, longer-lasting 
service. It is backed by unmatched protection in writ- 
ing. Only Alemite offers: (1) a 27-month “Sealed-in Air 
Motor” warranty... (2) a 12-month Equipment War- 
ranty...(3) a 12-month warranty on high-pressure 


hose! And Alemite maintains 484 service centers coast- 


@ Electronic wheel balancer 
@ New Cross-Sight Aligner 
@ Spray-Kleen Car Wash System 


Dept. AP-30, 1850 Diversey Parkway, Chicago 14, 





to-coast, to give prompt attention to any maintenance 
or repair problem. 





blades, up to four inches longer, 
remain perpendicular to curved 
glass surfaces and clean larger 
areas. 

More dependable wiper motors 
with increased power maintain 
more even wiper-blade contact with 
the glass to reduce smearing and 
aid wiping action in high winds. 

Improved windshield washers 
provide washing-wiping action from 
one control with development of 
“all-weather” solvent permitting 
operation in even subzero tempera- 
tures. 

Newly designed defroster nozzles 
and more powerful blower motors 
provide faster, better balanced de- 
frosting patterns. 


2 Color Choices 
Added for Lark, 


Pontiac Ventura 


DETROIT. — Studebaker-Packard 
will bring out two new Lark body 
colors as a salute to spring, and 
Pontiac is offering two new inside 
trim colors in the Ventura hardtop 
series. 

S. A. Skillman, S-P general sales 
manager, said the new Lark colors 
will be Sudan beige and Pacific blue, 
and will replace the darker shades 
of Sandalwood beige and Gulf- 
stream blue. 


The new colors will be available 
on Larks starting with March 1 pro- 
duction, Skillman added. The pres- 
ent blue and tan interior trim, in 
either cloth or vinyl, will be con- 
tinued, he added. 


On soft top convertibles, Skillman 
said, the dark top will be standard 
with Sudan beige and the light top 
will be optional, The light top will 
be standard with Pacific blue and 
the dark top will be optional. 


Pontiac said the Ventura’s Jewel- 
tone Morrokide seat, door panel and 
headline coverings now are avail- 
able in three-tone blue and three- 
tone green. 

They augment three combinations 
introduced with the ’60 line: Silver, 
gray and ivory; mahogany, gold and 
beige; and burgundy, red and ivory. 


Sundberg-Ferar 
Opens Suburban 


Design Center 


DETROIT.—All industrial-design 
activities of Sundberg-Ferar, Inc., 
have been united in a new design 
studio and model shop in suburban 
Southfield. 


The firm, which has clients in the 
U. S., Canada, Latin America, Eu- 
rope, Australia and Japan, was 
founded in 1934 by Carl Sundberg 
and Montgomery Ferar. 


Prior to construction of the two- 
story split fieldstone, steel, glass and 
concrete building, the design studio 
and model shop were located in 
buildings several miles apart. 

On the ground floor are the model 
shop, with complete facilities for 
creating three-dimensional replicas 
in clay, wood, plastic and metal, 
storage space and paint-spray facil- 
ities. 

The second level houses the exec- 
utive, administrative, design offices, 
and a conference room which also 
has been designed to serve as a dis- 
play and demonstration area. 


Theft Thwarter 
Gadget Locks Brakes 


On Parked Car 


CLEVELAND. — Mathew Novak 
believes he has a_ brake-locking 
device which would make automo- 
biles theftproof. He said he has 
signed an agreement permitting 
General Motors to experiment with 
it. 

Novak estimates the device could 
be included on a new car for $3. 
Installed behind a special ignition, 
it is two inches square. When & 
driver turns off the ignition, Novak 
Says, he steps on the foot brake, 
thus locking all four wheels. 


A mechanical linkage between the 
ignition and the master cylinder 
traps fluid between the cylinder and 
the wheels, he said, locking them 
tightly. According to Novak, the 
fluid will not flow freely again until 
the ignition is turned on. Crossing 
the ignition wires would not release 
the wheels, he said. 



















é6¢Representative coverage my elbow. Give me 
one of your masterpieces in a page in the 

New York News. I need those 2,200,000 exclusive 
News readers. You told me yourself that 65% of 
them are from the over-$5,000 bracket. We 

got merchandise to move, chum!9? 
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DOOR LOCK—A “Tite Grip" door lock 
has been added to the line of truck and 
trailer body hardware produced by Bink- 
ley Mfg. Co., Warrenton, Mo. The Binkley 
lock is adaptable to refrigerator and dry 
freight bodies. It is designed to keep the 
doors securely and tightly closed while 
providing sufficient leverage to break a 
frost seal when opening, it is said. The 
lock is also adaptable to single doors and 
double doors, Both upper and lower cams 
feature the “Tite Grip" design, and in- 
stallation requires a door with an offset 
of %-inch including the compressed sea.. 
The rod, designed for heavy duty applica- 
tions, is of tube type alloy steel in stand- 
ard lengths, for 84-inch and 89-inch doors. 
Special lengths are available on request. 

* * * 


SIMPLEX AUTOMOTIVE SEMVICE Jack 
WOOEL KUTEO 20 TOR Capact TY 





SUMPLEX AUTOMOTIVE ShRVICE JACK 
wen SIT40 16 Ten carecitY 


SERVICE JACKS—Two heavy-duty auto- 
motive service jacks have been added to 
the Simplex line by Templeton, Kenly & 
Co., 2525 Gardner St., Broadview, Ill. 
These hydraulic powered units, in 10 and 
20-ton capacities are especially designed 
for shop service in lifting large trucks, 
crawler type tractors, power shovels, 
cranes and similar heavy equipment. The 
10-ton model, $J740, has a 66-inch long 
chassis and lifts from a low point of 57% 
inches to a high point of 24 inches. The 
complete jack weighs 348 pounds, The 20- 
fon jack, model S$J750, has a 68%,-inch 
long chassis and lifts from a low point 
of 6% inches to 254 inches. Weight com- 
plete is 530 pounds. Both models are 
equipped with 7%-inch diameter front 
wheels and 4-inch diameter caster wheels 
for easy maneuverability. 

a ee 


Universal Ignition Set 


A universal ignition set (No. 
3200C) for all automotive and 
marine tuneup work has been in- 
troduced by Proto Tool Co., Wash- 

* * *” 





TRUCK NEW PRODUCTS 


ington and Santa Fe, Los Angeles 
45, Calif. It contains eight open-end 
ignition wrenches with opening 
ranges from 13/16-inch to 11/32- 
inch, an ignition gauge set, plier, 
point file, aircraft-type screw start- 
er and screwdriver. 


* * * 





CLEARANCE LAMPS — Quick bulb re- 
placement is said to be one of the fea- 
tures of Signal-Stat's 11M series Armored 
Clearance Lamps. The lamps available in 
aluminum or steel one and two bulb 
models feature a “Quick Click" lens where 
it only takes thumb pressure to remove 
the lens. The lens is set back in place by 
pressing downward and sliding it left or 
right to engage the patented “Click Lock,” 
it is said. This eliminates screws and re- 
taining rings, and permits instant bulb 
changing without tools, it is said. Signal- 
Stat Corp., 523-539 Kent Ave., Brooklyn 
11, N. Y. 





BACK-UP ALARM—Warn-A-Larm, a grav- 
ity actuated mechanical back-up alarm 
which rings in reverse only, has been an- 
nounced by Warn Sales Co., Riverton, Box 
6132, Seattle 88, Wash. Designed for easy 
installation on the rear wheel of trucks, 
the Warn-A-Larm sounds a loud, clear 
warning four times with every revolution 
of the wheel in reverse. When the vehicle 
moves forward, striker devices rest almost 
motionless in special V-nests, but in re- 
verse, they slip out of the sockets as each 
one reaches the apex of the revolution, 
and drop through a channel to strike the 
rim of the bell. Bronze springs at the end 
of the channels bounce the strikers back 
from the ball instantly for resonance. The 
alarm is a 6-inch bell of chrome plated 
steel, with a tone-tempered rim. The 
brackets are odjusted to fit most hubs. 





DUMP BODIES—Lighter dump truck bodies, designed to carry heavier loads, are 
being marketed by Moore Body Co., P. O. Box 516, Reading, Pa. Moore has designed 
@ 25 percent weight reduction into its custom-made bodies, it is claimed. It achieved 
the reduction by using a special high-strength, low-alloy steel, called Jalten. A product 
of Jones & Laughlin Steel Corp., Jalten is said to have greater strength with less 
weight and is used in lighter gages. Every part of the dump body—-side panels, braces, 
front end, tailgate and most floors, are made of Jalten. Largest Moore body has a 50- 
yord capacity. it measures 30 feet long and 88 inches wide. Dumping lift, equipped 
with front-sleeve hoist, is capable of lifting 30 tons. 





BRAKE COUPLER — Stromberg Hydraulic 
Brake & Coupling Co., 5453 Northwest 
Hwy., Chicago 30, Ill., offers a brake cou- 
pler unit which synchronizes the towing 
car’s brakes with those of the trailer. 
Called the Stromberg Hydraulic Brake 
Coupler, this device mounted on the tongue 
of the trailer, may be connected or dis- 
connected with the towing car's brake sys- 
tem without the loss of any fluid or the 
admission of any air. The reason for this 





is that while it synchronizes the two brak- 
ing systems, there is no actual fluid ex- 
change between the two systems, it is 
claimed. The entire unit is 14% inches 
long. 





CLEARANCE LAMP—A clearance-marker 
lamp, designed to reduce installation and 
replacement costs, has been introduced by 
Yankee Metal Products Corp., Norwalk, 
Conn. The No. 79 lamp features an exclu- 
sive ‘‘non-rolling” neoprene retaining ring 
that eliminates lens “pop-off,” it is said. 
In this two-bulb lamp, each bulb operates 
independently. The acrylic lens will not 
craze, warp nor fade, and permits light 
reflection on a 180-degree plane, it is 
claimed. 





SPIN CLUTCH FACINGS—Ulitra high spin 
clutch facings, developed by Johns-Man- 
ville, 22 E. Fortieth St., New York 16, N. Y., 
for the requirements of original equipment 
installation, are now available to the resale 
trade. According to Johns-Manville, UHS 
facings will spin at a minimum of 10,000 
r.p.m. at 500 degrees Fahrenheit. They 
consist of a steel member faced with a 
molded wearing surface, and perform ef- 
fectively in applications where metallic 
facings are specified, it is said. UHS fac- 
ings are available in two sizes, FMSI 116-A 
(11 by 6% by Y%) and FMS! 1236-C 
(12% by 7% by 5/32). FMSI 116-A serv- 
ices Chevrclet six-cylinder trucks with the 
heavy-duty package and V-8 trucks with 
the 283 cubic inch engine. In addition, 
this same size services commercial vehicles 
with 6 or 8-cyclinder engines. FMS! 1236-C 
services heavier trucks with the 348 cubic 


inch engine, it is said. 
* m * 


Ignition Point File 








according to Proto Tool Co., Wash- 
ington and Santa Fe, Los Angeles 
45, Calif. The tungsten file does fast 
work on distributor points, spark 
plugs and other types of fine elec- 
trical contact points, the firm said. 





MIRRORS—Three West Coast mirrors—in 
“junior size” for light to medium-duty 
vehicles—have been announced by J. W. 
Speaker Corp., 3059 N. Weil St., Milwau- 
kee 12, Wis. The mirror head is made from 
aluminum alloy and is fitted with double 
strength glass, rubber sealed to a styro- 
foam gasket to protect the mirror glass 
from breakage and prevent glass fogging 
in quick temperature change, it is said. 
Mirror arms are made from heavy gauge, 
electro-welded steel tubing. Three separate 
models fit practically all light to medium 
duty commercial vehicles: Model 8610 is 
designed to fit Volkswagen trucks; model 
8611 most GMC products, and model 8612 
all other models and makes. 





AIR CONDITIONER — MoPar division, 
Chrysler Motors Corp., P. O. Box 1718, 
Detroit 31, Mich., has announced a re- 
styled Airtemp Air Conditioning System 
for field installation in 1960 Chrysler Corp. 
cars. The air conditioner is also adaptable 
to 1959 cars, except six cylinder and Im- 
perial models. The compact unit is engi- 
neered to mount under the instrument 
panel. Higher cooling capacity and in- 
creased air distribution are said to be the 
dominant features. Simple operation is 
afforded by two control knobs which are 
readily accessible to the driver. The evap- 
orator unit has two double-inlet blower 
wheels on a three-speed blower motor 
which provides desired air volume. The 
cool air is automatically controlled by a 
thermal switch which can be regulated to 
desired air temperature, it is said. 


+. 





BRAKE DRUM LATHE—Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo., has 
announced the new B-900 series ‘Big B” 
Drum-Dokter brake drum lathe. This unit 
is offered as a basic lathe to permit the 
operator to select only those arbors and 
adapters he requires for his operation, or 
so that he may utilize the cones and 
adapters he may already have in his 
shop, it is said. It is designed to machine 
and grind brake drums from 7 to over 
40 inches in diameter. The lathe features 
a massive spindle of over 3 inches in 
diameter, supported on ball bearings, no 
sleeve bearings used; a rapid traverse 
carriage with a travel of over 16 inches, 
with progressive carriage feed, to elimi- 


nate drum threading, it is said. 
ee 





TRANSMISSION JACK — Stephenson In- 
dustries, Inc., 548 E. Fort St., Detroit 26, 
Mich., has introduced its Step-Draulic Lo- 
Jack for use on the Chevrolet Corvair. In 
addition to jacking up the Corvair, it re- 
moves and replaces the power train as a 
complete assembly. This one-ton capacity 
jack also services all automatic and con- 
ventional car transmissions, as well as the 
largest truck transmissions and differen- 
tials. The No. 5500 Step-Draulic transmis- 
sion jacks now in use can be equipped 
with adapters No. 5550 and No. 32080 to 


handle the Corvair, it is said. 
~~ a * 





SUSPENSION SOCKETS — Two sockets, 
designed especially for easy removal and 
installation of ball joints from the upper 
and lower “A" frame on Chrysler Corp. 
automobiles, has been announced by Owe- 
tonna Tool Co., 314 Cedar St., Owatonna, 
Minn. No. 650, 1%-inch socket, is for late 
model Plymouth and Dodge cars; No. 651, 
2¥,-inch socket, is for late model Chrysler 
and DeSoto cars. Both sockets have %- 


inch square drive. 
- #1 >-@ 





Dekalb Commercial Body Corp., W. Garden St., Dekalb, Ill., has announced its 1960 
refrigerated dairy delivery unit—the “Dariliner." The dairy body is said to feature 
front-end loading, panoramic vision, a king-size driver's compartment, and single oF 
double slide refrigerated doors. A specially designed corrugated, galvanized interior 

A five-inch ignition point file has|is available as an optional feature. A standard non-refrigerated Dariliner model is 
been added to the Proto tool line, ‘also available where refrigerated delivery is not necessary. 
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Soft Sell Is Selling .. . 
I teeeeeerenseesenmeeenseeannen =e 


Buying Inclinations 
Up in Rural Areas 


By William C. Dufer 
Staff Correspondent 

ENDICOTT, N. Y.—How’s busi- 
ness down on the farm? Carwise 
and truckwise, that is. 

Reports from dealers in such 
communities as Oxford, Afton, 
Bainbridge and Whitney Point 
and the Northern New York vil- 
lages of Massena, Potsdam, Pula- 
ski and Sandy Creek all agree 
that 1960 will be a good year for 
truck sales. 

Dairy farming, this region’s spe- 
cialty, is “fair to middling.” In 
farmers’ parlance, that means 
“good,” and dealers advise that 
new-truck sales are brisk. 

Farmers also are showing an in- 
terest in new passenger cars, eS- 
pecially station wagons. And they 
have money in the bank with which 
to back up their interest, Dealers 
say farmers are making larger 

downpayments. 

Used trucks are moving, too, and 


33 Dealers Named 
By Dodge in 1914 
Are Still in Fold 


DETROIT.—Thirty-three original 
Dodge dealerships, appointed in 
1914, still are doing business, a 
survey revealed. 








Cumberland Motor Car Co., Nash- | 


ville, is regarded generally as the 
first to sign a Dodge sales agree- 
ment, Hathaway Motor Co., Mus- 
kegon, Mich., and McCollum Mo- 
tors, Inc., Sumter, S. C., signed two 
weeks later. 


Some of the 33 dealerships have | 


passed out of the families of the 
founders, but many still are oper- 
ated by the original owner or his 
sons or brothers, Dodge said. 

Other original dealers are: 

Hooper Motor Co., Selma, Ala.; 
Hampton Motors, Inc., Columbia, S. 
C.; Edwards Motor Co., Milwaukee; 
H. J. Cooper, Inc., Kalamazoo, 
Mich.; Eilber & Barth, Yale, Mich.; 
Adams Motor Co., Chillicothe, Mo.; 
Marksheffel Motor Co., Colorado 
Springs; Porter & Clagett, Natchez, 
Miss.; Gust E. Haugen Garage, 
Decorah, Ia.; Retzlaff Motor Co., 
New Ulm, Minn.; Blue Ribbon Ga- 
tage, Inc., Bridgeport, Conn.; Wiss 
Bros., Inc., Morristown, N. J.; 
Frank VanSyckle, Inc., Perth Am- 
boy, N. J. 

John VanBenschoten, Inc., 
Poughkeepsie, N. Y.; Tator & Sons, 
Inc., South Salem, N, Y.; Central 
Motors, Inc., Hagerstown, Md.; 
Thornton-Fuller Co., Philadelphia; 
Smith Motor Co., Whitemarsh, Md.; 
Stetler & Sons, Inc., York, Pa.; 
R. M. Ridgely, Donora, Pa.; Blair 
Motor Co., Livingston, Mont.; 
Riegel-Becker Motors, Spokane; 
Walther-Williams Motor Co., The 
Dalles, Ore.; Krumsick Motor Co., 
Inc, Washington, Mo.; George Bros, 
Auto Co., Grass Valley, Calif.; Ford 
Garage Co., Inc., Glen Falls, N. Y.; 
Eldredge & Mason, Inc.; Malone, 
N. Y.; A. C. Kosch, Bellwood, Neb., 
and Lamb Bros., Michigan, N. D. 


2 Muffler Firms 
Face FTC Charge 


WASHINGTON, — International 
Parts Corp. and Midas, Inc., both 
of 4101 W. Forty-second Place, 
Chicago, have been charged by the 
Federal Trade Commission with 
falsely advertising that their auto- 
Mobile mufflers are unconditionally 
guaranteed for the life of the cars 
on which they are installed. 

In reality, the complaints allege, 
the mufflers merely are guaranteed 
for such time as the purchaser 
Owns the vehicles, and the guaran- 
tee is not unconditional but has 
limitations not revealed in the ad- 
vertising. 

Joined in the complaint against 
International Parts are its officials, 
Nate H., Beatrice G., and Gordon 
Sherman, and Robert Schroeder. 
The latter two, along with Robert 

. Jacob, are cited as officers of 
Midas, Inc., in that complaint. 


that’s an encouraging sign, dealers 
say. 

Auto merchants are using plenty 
of showmanship. A dealer in Ma- 
lone, N. Y., has a live calf and pig- 
let displays on his premises, cour- 


| tesy of the local 4-H Club. 


A retailer in Pulaski holds 
square dances with free admis- 
sion, and an Ogdensburg dealer 


buying a car or truck. Most of them 
are rugged individualists and need 
the soft sell. 

One dealer is involved in a joint 
promotion with the local feed mer- 
chant. He offers a certificate for 
feed or feed supplies with each car 
or truck. The certificates range 
from $10 to $50, depending upon the 
purchase price of the vehicle. 

New-car sales are rising, and 
service plays an important part. 
Farmers want immediate service 
when they need it, and most deals 
include a distinct understanding 
of what’s in the books as far as 
service is concerned. 

Good truck mechanics are get- 
ting scarce. There are a lot of good 
car mechanics around. but not 
many who understand what makes 





a truck tick. 





sponsors pie-baking contests with 


prizes for the farmwives whose a. ao ae ae 
pastry is most pleasing to the Young’s Men Go West 


palate. DETROIT. — Young Spring & 

Dealers throughout the area are | Wire Corp. is moving its executive 
unanimous in warning that farmers 
can’t be rushed or stampeded into | Calif. 


Triumph's New Estate Wagon— 


The 1960 Triumph estate wagon is now being distributed to dealers in the 10 Western 
offices from here to Beverly Hills, | states by Cal Sales, Inc., Gardena, Calif. The car features remodeled frontal area with 
hooded headlights and newly designed grille. It is priced at $1,979, West Coast p.o.e. 
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How to improve dump truck operations 








Here’s help on how to select 
the right hoist capacity 


DUMP BODY HOIST CHART—BODY & PAYLOAD CAPACITIES 
BODY LENGTH 
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You expect a hydraulic hoist to lift 
and dump the loads you will carry 
—not once, but many, many times, 
without overload or component 
failures. It’s simply a device that 
uses power from the truck engine 
to raise the body and load a given 
distance in a given time. Lifting 
effort is produced by hydraulic 
pressure from the pump through 
the hoist cylinder. 
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It takes more work, for example, 
to dump the same load if the load 
is heaped forward in the body. It 
takes less work if the body has a 
‘long overhang behind the rear hinge. 
It takes more work to dump to 55° 
than it does to 45°. 
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PUREE, 
[| 31 Tons | 28 Tons | 26 Tons | 
TT 38 Tons] 35 Tons | 


GENERAL NOTES: The above figures are based on the following assumptions: 
1. Figures shown are total body and payload capacities. 3. Level loading. 
2. Overhang dimension (hinge to end of body) equal to 12”. 4. Approximate 50° dump angle. 





You Don’t Have to Guess 


Certain hoist models are often re- 
ferred to as ‘‘10-ton”’ or ‘‘20-ton”— 
a set number of tons capacity. This 
rating really doesn’t mean much 
unless it is qualified by specific body 
length, dumping angle, and rear 
hinge overhang data. 

he chart here will tell you ex- 
actly what your Heil hoist will do. 
Heil, because of its undeniable 
leadership and experience, has spe- 
cific data that lets you know ahead 
of time what you are buying. 





Other Things are Important, Too 
Of course, lifting capacity isn’t the 
whole story of hoist quality. Work- 
manship, close-tolerance manufac- 
turing, in-plant testing and research 
... these, too, are part and parcel 
of a quality-built hoist. 

You also want help in making the 
right selection of boist designs— 


arm-type or telescopic. You want 

to be sure you get what you need : 
in dumping angle, stability in dump- 

ing off-level, dumping speed, mount- 7 
ing height, and gross vehicle weight. 

The way to be sure is to go to an 
expert—your Heil distributor. See 

him soon. The Heil Co., Milwaukee 

1, Wisconsin. 





SEND FOR FREE BOOK 
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Deer > 


THE HEIL COMPANY 
Body and Hoist Division, Milwaukee 1, Wis.: 
Send me Heil’s new illustrated manual, 
“How to Select the Right Body and Hoist,”’ 
as soon as possible. (Check here________if 
you'd like a salesman to call.) 


Name : ‘ 


: Address 
Part of a fleet of Heil dump trucks hauling gravel 


sub-base for large airport construction. City __ State 
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CHATTANOOGA, Tenn.—Owned 
by Furlow-Cate, Brainerd’s first 
and only new-car dealership (Ford) 
has opened at 4001-4019 Brainerd 
Rd. Forrest Cate sr., said it will 
be known as the Brainerd location 
of Furlow-Cate. ‘ 

* x 


New Orleans Renault Outlets 


Opened by Mike Persia 


NEW ORLEANS.—Tri-Cities Re- 
nault, a division of Mike Persia 
Enterprises at 3501 Tulane Ave. 
with a branch operation at 700 
Metairie Rd., was formerly opened 
amid international fanfare. 

Ben L. Salvaggio, general man- 
ager, presided. Acting Mayor Victor 
L. Schiro headed the ribbon cutting 
delegation which was attended by 
the French consul-general, Jacque 
Grellet; the French commercial 
consul, Henri Etienne; Clay Shaw, 
managing director of the Interna- 
tional Trade Mart, and Mike Persia 
jr., representing Mike Persia En- 


Volkswagen Dealers Get Together— 
Among those attending a meeting of 42 “ ‘kswagen dealers from Southern Cali- 


» left, William Wolff, assistant man- 
wm of America; John von Neumann, 
os Angeles, and Alfred Kalmbach, 
‘ve Los Angeles meeting was spon- 


fornia, Southern Nevada and Arizona were 
ager, San Francisco regional office of Volk: 
president, Competition Motors Distributors, |. 
general manager of VOA's San Francisco offic 
sored by Competition Motors. 





Auto Dealer Changes 


terprises of New Orleans, San An- 


tonio and Houston. 
* + * 


Merrick, Miller Split 

COLUMBUS, O.—Sam Miller, 
who with Andrew J. Merrick 
founded Merrick-Miller, Inc., in 
1928, announces formation of 
Sam Miller Dodge to continue the 
dealership at 50 Chestnut, Mer- 
rick is forming a separate com- 
pany, Merrick Motor Parts, to 
continue the wholesale MoPar 
business of Merrick-Miller. 


5 Dealers Added 
For BMC Lines 


NEW YORK.—Hambro Automo- 
tive Corp., U. S. concessionnaire for 
British Motor Corp., has announced 
the addition of five dealers. The 
BMC lines are Austin, Austin-Hea- 


ley, MG, Morris and Riley. 


The dealers are: Frick Motors, 





Only Eaton 2-Speed Axles Have 
these Cost-Saving Features 











PLANETARY 
GEARING 


—distributes wear over four 
rugged, slow-moving plan- 
etary gears, resulting in 
lower unit stress, reduced 
maintenance, and longer 
axle life. 


FORCED-FLOW 


LUBRICATION 


—supplies positive lubrica- 
tion to all 
parts, even at slowest ve- 
hicle speeds. Reduces wear; 
cuts repair bills. 


moving axle 























SELF- 
CONTAINED 
AIR BRAKE 


—makes quicker, safer 
stops. Simple design with 
fewer parts cuts relining 
time. Available on Eaton 
air brake models. 


EXTRA-RUGGED 
CONSTRUCTION 


—of housing and all moving 
parts eliminates the possi- 
bility of harmful distortion 
or misalignment under full 
load; holds maintenance to 
a minimum. 


The Right Gear for Every Road and Load 


©. 
EATO 








MANUFACTURING 
CLEVELAND, 





AXLE DIVISION 


POWER SHIFT 
CONTROL 


—provides quick, easy 
shifts. Drivers use right 
ratio for road and load; 
take full advantage of 2- 
Speed benefits. 


INDUCTALLOY 


AXLE SHAFTS 


—made of alloy steel, with 
Eaton's exclusive method of 
dual-hardening truck shafts; 
last up to 10-times longer; 
keep trucks on the road. 


More Than 2-Million Eaton 
Axles in Trucks Today 










COMPANY 


OHIO 


Inc., 1260 E. Michigan, Michigan 
City, Ind.; Bill Bowman, Inc., 1404 
S. Second, Lawton, Okla.; Copeland 
Auto Sales, 1122 Madison, Columbia, 
Mo.; Foreign Motors, 118 E. Gabil. 
an, Salinas, Calif., and Delta Cars, 
Inc., 1235 Kings Highway, Kalama. 
zoo, Mich. 
* + * 


Six Eastern Dealers 


To Handle NSU Prinz 


NEW YORK.—Fadex Commer- 
cial Corp. has appointed six deal- 
erships in three Eastern states to 
handle the NSU Prinz line. 

The dealers are: Herbee Mo- 
tors, Inc., Babylon, Long Island, 
N. Y.; O'Hara Motor Sales, 
Poughkeepsie, N. Y.; Internation- 
al Motor Sales, Inc., White 
Plains, N. Y.; Foreign Car Ex- 
change, Inc., Waterbury, Conn.; 
Wm. J. Levine Co., West Long 
Branch, N. J., and Littman Lin- 
coln-Mercury, Inc., South River, 
N. J. 


* * * 


Courtesy Motor Ups Five 
CHICAGO. — Five promotions 


have been announced by Courtesy 
Motor Sales, Inc. (Ford), 3567 W, 
Grand Ave. They are Harvey J, 
Rumsfield, executive general man- 
some and first vice-president; Stan- 
ey 
Stamer, 
Daniel J. Campion, assistant gen- 
eral manager, and Richard E, 
Benedetto, general sales manager. 


Rodine, comptroller; Herman 


service vice-president; 


* * * 


Wullenweber Expands 
CINCINNATI.—Wullenweber Mo- 


tors, Inc. (Rambler), has purchased 
the property at 3044 Harrison Ave., 
which it has occupied since 1948, 
and also a tract of land at 3052 
Harrison Ave. The present location 
at 3044 Harrison, will be remodeled, 
and the area at 3052 Harrison Ave. 
will be used as a display area for 
new and used cars. 


* * * 


Cerruti Buys Bedard Deal 
SAN JOSE, Calif—Leland Cer- 


ruti, former Packard dealer here, 
has purchased Harvey Bedard Auto 
Sales, 202 W. San Carlos St. Cer- 
ruti, a former associate of Fletch- 
er-Smythe Buick Co., said the firm 
will be known as Cerruti 
Sales. 


Auto 


x * * 


Mitchell Rambler Expanding 
SAN ANTONIO.—Ben Mitchell 


Rambler’s sales and service build- 
ing will be enlarged by 25,000 
square feet. The sales department 
will be enlarged by 3,000 square 
feet, the firm said, and the addi- 
tional frontage will be used for 
used-car display and an expanded 
service department, 


* * * 


Chism Opens VW Deal 
MESA, Ariz—Glenn Chism Mo- 


tors, Inc, (Volkswagen), has open- 
ed at 1127 W. Main St. The firm is 
owned by Glenn Chism, former VW 
distributor 
area, 


in the San Francisco 


* * * 


Sioux Ford in New Home 
SIOUX FALLS, S. D.—Sioux Ford 


has held its grand opening in its 

new building at Eighth and Minne- 

sota Ave. The firm is headed by 

Frank A. Prather. 
* 


* * 


S. D. Import Deal 
SIOUX FALLS, S. D.—Bahnson 


Motor Co. has been opened here by 
Roy Bahnson, Franchises are for 
Austin-Healey, Austin, MG, Renault 
and Peugeot. 


. a * 


Kinney in New Quarters 
BROOKLYN, N, Y.—Kinney Mo- 


tors, Inc, (Chevrolet), has opened 
a new sales and service center at 
2166 Coney Island Ave. Walter E. 
Heingartner is president of the 
dealership, which was established 
in 1924, 


VW for Wyno 


WILLIAMSPORT, Pa. — Wyno 


Sales Co. has been franchised to 
handle Volkswagen here, Alvin ©. 
Bush is president and genera] man- 
ager. 


* * * 


6 BMW Dealers Named 
NEW YORK.—Six more BMW 


dealers have been named by Fadex 
Commercial Corp, They are Duffy's, 
Chico, Calif.; Parton Motor Co, 
Waynesville, N. C.; Gardner Auto 
Sales, Gardner, Kans.; Goodwint 
Motor Center, Lincoln, Neb.; Engle 


(Continued on Page 49, Col. 1) 
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Auto Dealer Changes 


(Continued from Page 48) 


and Forry-| Buick since it opened here 10 years 
ago, has purchased the Buick deal- 
ership in Phoenix, Ariz. It will be 
named Childress Buick. Charles 
Kimball becomes general manager 


of Young Buick. 
* * 


Motors, Kansas City, 
Willard, Inc., York, Pa. 


* * * 


Rambler for K & H 


LITTLE ROCK, Ark.—K & H 
Motors, Inc. (Rambler), has opened 
at Fourth and Cross Sts. W. T. 
Kelly and Robert Heiman are the 
owners. 
























* 


Miller Opens on Coast 
LOS LUNAS, Calif.—Hoyle Lee 
Miller has opened Miller’s Auto 
Sales (DeSoto-Plymouth-GMC) at 
101 Main St. He is a former resi- 
dent of Tupelo, Miss. 
oa * * 


Bowker Ford Organized 


BLACKWELL, Okla.—Jack Bow- 
ker Ford Co., capitalized at $200,- 
000, has just been organized and 
incorporated here by Jack Bowker 
and others. 


> * * 


Nissen Buys Out Miller 
MILLER, S. D.—AI Nissen has 
purchased the interest of Kenneth 
Miller in Miller-Nissen Motor Co. 
(Ford), and has changed the name 
of the dealership to the Nissen 
Motor Co. 


* * 


* 
Prostrollo to Build 
MADISON, S. D.—Jerry Prostrol- 

lo Co. (Chevrolet-Oldsmobile) has 
announced plans for a new building 
to house its offices, showroom and 
service facilities. 

* . * 


Olson Sells Chevy Deal 

DETROIT LAKES, Minn.— 
Myron Pfeifle bought L. P, Olson 
Chevrolet Co. from Luther P. 
Olson, and has changed the name 
of the dealership to Myron Chev- 
rolet Co. 


* * * 


Plumpton Sells to Empsall 


* * 


Boik Gets Partner 


WEBSTER, S. D.—Boik Chevro- 
let has changed its name to Loyal 
Chevrolet. Howard Ellingson, Mil- 
bank, S. D., has joined Bernard 
Boik as partner in the dealership. 

* * *& 


Erlandson Buys Benson Deal 


ADRIAN, Minn.—Ed Erlandson 
has bought Benson Garage (Chev- 
rolet-Pontiac) from Macks J. 
Benson, who has joined Nickey 
Chevrolet, Chicago, as parts man- 
ager. Erlandson has changed the 
name of the dealership to Erland- 


son Auto Sales. 
* +. os 


McNash VW Builds 


BURLINGTON, Vt.—McNash 
Motors (Volkswagen) will occupy 
a new 5,600-square-foot building on 
Shelburne Rd., South Burlington. 
The dealership is owned by Charles 
P. Nash and R. P. McDowell. 

. 


Silver Takes Renault 


FREDERICKSBURG, Va. — Carl 
D. Silver, Inc. (Renault-Peugeot), 
has opened at 2508 Princess Anne 


St. 
. s+ & 


Import Deal Builds 


ALBANY.— Academy Motors is 
eonstructing an imported-car deal- 
ership west of the Latham Traffic 
Circle. The one-story building is 
expected to be completed Feb. 1. 

Ld * * 


Thies Sells to Miller 


ST. CLOUD, Minn.—John H. 
Miller has acquired Thies Pontiac 
from Elmer Thies, The dealer- 
ship has been renamed Miller 


Motor Co. 
+ * a 


Oakdale Motors Opens 


OWATONNA, Minn. — Oakdale 
Motors has been appointed a 
Dodge-Chrysler dealership. Jim 
Freeburg and Robert Seykora are 


Partners in the firm. 
* * * 


Gilbert L-M Opens 
FARMINGTON, N. M.—Cilbert 
Motor Co, (Lincoln-Mercury) has 
opened at 737 E. Main. Vernon 
Ayers and Sam Gilbert are the 
owners. 
* a ” 


Samson Named GM Dealer 


HOMESTEAD, Pa—wWilliam L. 
son has been appointed Cadil- 
lac, Pontiac and Vauxhall dealer. 
His showroom is at 221 W. Eighth 
Ave. 
* * + 


Triumph Adds 2 Dealers 

LOS ANGELES.—Martin Motors, 
Compton, Calif.. and Penkhus 
Motor Co., Colorado Springs, have 


been named Triumph dealerships. 
* a + 


Childress Buys Own Deal 


TUCSON, Ariz. — George Chil- 
8, general manager of Young 





| 
Inc., 247 Factory St., has sold his| -—— 


interest in the firm to Frank A. 
Empsall, vice-president and treas- 


urer. 
x * * 


Matthews Ford Builds 


ASHEVILLE, N. C.— Matthews 
Motor Co. (Ford) is constructing a 
showroom and service building at 
311 Biltmore Ave. The facilities are 
scheduled to open Apr. 1. Raymond 
E, Matthews is president, and 
C. LeRoy Robinson is general man- 
ager. 

* * + 


Buick Deal Adds Lark 
KAUKAUNA, Wis.— Van Dyn 
Hoven’s Buick Sales has added 
Studebaker. John Van Dyn Hoven 
is the owner. 
aa * o* 
Pontiac for Brown 
SPRING VALLEY, Wis.—Gordon 
F. Brown has purchased Hannack 
& Rudesill Pontiac from William 
E. Rudesill. The dealership will be 
known as Valley Motors, Inc. 
+ * * 


Smiley-Berge Building 
MESA, Ariz. — Smiley-Berge Mo- 
tors (Ford) has started construc- 


WATERTOWN, N. Y.—Wesley A.|tion of a $250,000 building at 256 
Plumpton, president and secretary|E. Main. The firm was founded by 
of Plumpton-Empsall Buick Co.,|R. C. Smiley in 1939 and has been 
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“Yes, this is the model with the 
hundred and one new features, 
and I suppose you wanna hear 
them all...” 





at 255 W. Main since then. C. M. 
Berge bought a half interest in 
1951. 

* * * 


Oakdale Motors Opens 
OWATONNA, Minn. — Oakdale 
Motors (Dodge-Chrystler) has 





Remember—if you can get new 
car customers to come back for oil 
change, you’ll get them for all 
their service needs . . 
brings ’ 


. and nothing 
em back like Mobil! 





opened here. Jim Freeberg heads 
the firm. 


* * 


Ogners Hold Open House 


CULVER CITY, Calif—tIrv and 
Stan Ogner, co-owners of Danny 
McGroo (Chrysler-Plymouth-Val- 
iant), held an open house on the 
completion of their new $150,000 


showroom and service facilities. 
* * * 


Schamms Take Dodge 


DETROIT LAKES, Minn. — 
Schamm Bros. has been awarded 
a Dodge franchise. Clare and 
Edwin Schamm are partners in 
the firm. 


* * * 


Hardin Opens Rambler Deal 


FARMINGTON, N. M.— Hardin 
Motor Sales (Rambler) has opened 
at 526 E. Broadway. G. R. Hardin, 
owner, said the firm also will han- 
dle the Metropolitan. 

* * 


* 


Concours Motors to Build 


MILWAUKEE. — Concours Mo- 
tors, Inc. (Volkswagen), 3710 N. 
Oakland Ave., will build new quar- 
ters costing about $170,000 at 1935 
W. Silver Spring Drive. The new 
building will be 2% times larger 
than the present facilities, a 
spokesman said. 


New car customers will keep coming back to you for 
oil changes . . . and there are some very good reasons why: 


PROOF! Mobiloil Special is recognized by your 
customers as one of the truly,top multi-grade 

oils on the market today—proved in America’s top 
speed and performance events. 


QUALITY! Mobiloil Special provides the kind 
of smooth performance and top economy every motorist 
expects from his new car. 


CONFIDENCE! With Mobiloil Special new car 
owners feel confident that they are protecting that 
big dollar investment in their car. 





MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N. Y. 
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‘Crusade for Decency’ . . 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Ford Motor Co. was the largest 
advertiser in farm publications in 
1959 on the basis of dollars spent, 
according to figures released last 

— by Farm Publication Reports, 
ne. 

Ford spent $1,856,956 on farm 
publication advertising in 1959, 
compared with $1,565,603. General 
Motors Corp., in first place in 
1958, was second in 1959 with ex- 
penditures totalling $1,612,051, In 
1958, GM spent $1,630,801 on farm 
publication advertising. 

Third largest spender was Inter- 
national Harvester Co. with an ex- 
penditure of $1,330,057 in 1959, 
compared with $1,514,069 a year 
earlier. 

Among the other automobile and 
truck manufacturers, Chrysler 
Corp, was 19th with an expenditure 
of $388,383 in 1959, compared with 
$444,463 in ’58 and Willys Motors, 





Inc., was in 166th place with an 
expenditure of $53,532 in ’59, as 
against $4,744 a year earlier, an 
increase of $48,788, 

The 307 advertisers with ex- 
penditures in 1959 of $25,000 or 
more accounted for $39,672,300 of 
the total of all 1958 advertising 
expenditures in farm publications 
of $51,644,891, 

These 307 advertisers increased 
their expenditures over 1958 by $3,- 
893,808, while ‘the increase for total 
advertising in farm publications in 
1959 was up $2,738,229 over the pre- 
vious year. 

Among the 307 advertisers were 
220 that increased their advertising 
expenditures in farm publications 
Over 1958; 85 that decreased their 
expenditures, and two that had the 
same expenditures in both years. 

Volume suppliers to the auto- 
motive world, the position in 
which they placed in 1959 and 
the amount spent on farm publi- 
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cation advertising both in 1959 
and 1958 were: 

Massey-Ferguson, Inc., 8th with 
$768,801 in 1959, compared with 
$868,205 in 1958; Allis Chalmers 
Mfg. Co., 10th with $617,623 as 
against $442,285; Goodyear Tire & 
Rubber Co., 11th with $571,355 
against $549,883; Firestone Tire & 
Rubber Co., 12th with $553,274 
against $425,313; General Electric 
Co., 14th with $476,195 against $376,- 
481; Champion Spark Plug Co., 
22nd with $368,229 against $352,410. 


Standard Oil Co. of Indiana, 25th 
with $323,473 against $266,940; Tex- 
as Co., 26th with $307,300 against 
$304,355; Olin Mathieson Chemical 
Corp., 27th with $300,605 against 
$333,014; Phillips Petroleum Co., 
28th with $293,572 against $324,679; 
E. I. duPont de Nemours & Co., 
29th with $289,793 against $222,701; 
U. S. Steel Corp., 31st with $285,- 
596 against $301,911; B. F. Goodrich 
Co., 32nd with $285,130 against 
$202,177; Avco Mfg. Co., 39th with 
$238,033 against $233,038, 

Allied Chemical & Dye Co., 43rd 
with $208,967 against $309,642; Mon- 
santo Chemical Co. 46th with 
$200,752 against $198,303; Westing- 
house Electric Co., 47th with $193,- 





890 against $116,535; Skelly Oil Co., | 
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A far cry from modern automo- 
bile transportation is this 1827 
two-wheeled, wooden push bike. 





52nd with $175,032 against $158,534; 
Eaton Mfg. Co., 60th with $152,510 
against $121,450; Caterpillar Trac- 
tor Co., 63rd with $148,079 against 
$129,437; Continental Oil Co., 65th 
with $146,900 against $190,128; Shell 
Oil Co., 79th with $127,605 against 
$204,913; Keystone Steel & Wire 


BUILT 





You can’t see the hammer-like blows piston rings receive, but 


costly results are soon evident when inferior material is used. 


Correct metallurgy is one of the most important features of 


/ every Perfect Circle piston ring. Over six different metals are 


used at Perfect Circle...each material the highest strength com- 


patible with the specific application...each material selected for 


z 





utmost protection against breakage. 
Correct, proven metallurgy is another reason why Perfect 


Circles are preferred and installed with confidence by leading 


engine manufacturers and mechanics everywhere. 


PERFECT___CIRCLE 


PISTON RINGS + PRECISION CASTINGS - POWER SERVICE PRODUCTS - SPEEDOSTAT 
HAGERSTOWN, INDIANA « DON MILLS, ONTARIO, CANADA 
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Co., 83rd with $125,476 against 
$129,754; Socony Mobil Oil Co., 86th 
with $122,972 against $260,346; Na. 
tional Steel Corp., 89th with $116, 
731 against $126,283. 

Sinclair Refining Co., 93rd with 
$108,023 against $130,681; Union 
Carbide & Carbon Co., 95th with 
$105,554 against $61,931; Armeo 
Steel Corp., 96th with $103,989 
against $104,574; Timken Roller 
Bearing Co., 127th with $75,660 
against $53,895; Tyrex, Inc., 129th 
with $74,700 against none a year 
earlier; U. S. Rubber Co., 13ist 
with $72,791 against $45,271; Re- 
public Steel Corp., 145th with 
$64,638 against $31,995; Gulf Oil 
Cerp., 148th with $62,650 against 
$72,518. 

Esso Standard Oil Co., 164th with 
$54,835 against $42,090; Perfect Cir. 
cle Corp., 170th with $52,451 against 
$43,300; Pittsburgh Plate Glass Co, 
174th with $50,620 against $44,910: 
Granite City Steel Co., 175th with 
$50,220 against $41,465; Sioux Stee] 
Co., 177th with $49,052 against $25,- 
280; Aluminum Co, of America, 
193rd with $45,083 against $67,391; 
Dow Chemical Co., 211th with $41,- 
330 against $89,703; Standard Oil 
Co. of California, 243rd with $32,995 
against $33,350; Johns-Manville 
Corp., 247th with $31,197 against 
$15,770. 

Borg Warner Corp., 248th with 
$31,142 against $117,918; Standard 
Oil Co. of Ohio, 260th with $29,986 
against $20,167; Inland Steel Prod- 
ucts Co., 281st with $27,809 against 
$26,003; and Sealed Power Corp, 
300th with $26,015 against no ex- 
penditure in 1958. 


* cd * 


Renault in TV Special 

Renault, Inc., will sponsor its 
third television special of the year 
on Apr. 27 when it will present 
an hour-long program, “Invitation 
to Paris,” over the ABC television 
network, 

Taped in Paris, the show will 
feature a group of French enter- 
| tainers, including Maurice 
| Chevalier, Edith Piaf, Jean Sab- 
| lon, Fernandel, Jacqueline Fran- 
cois and Patachou. 

In presenting this TV _ special, 
Renault is following the basic ad- 
vertising pattern laid down when 
it entered this field of advertising, 
according to Robert E. Valode, 
vice-president, This involves use of 
|a weekly show to keep the Renault 
name before the public, plus peri- 
odic specials to reach wider audi- 
ences and enhance the prestige of 
the Renault name. 

* * * 


Rootes Sponsors TV Show 


Rootes Motors Inc., with metro- 
politan New York dealers coopera- 
tion, sponsored a one-hour televi- 
sion production called the “Secret 
Life of Adolph Hitler” Feb, 25. 

A spokesman for Rootes said 
that the company hoped to remind 
today’s generation that another 
war must not happen, and that by 
showing the rise and fall of Hitler, 
this message could be brought 
home more forcefully than any 
other way. 





* x * 


Personnel Changes 

Calvin L. Bennett from assistant 
sales manager for the seat cover 
division to marketing manager for 
automobile seat covers, convertible 
tops and Kulryde seat cushions at 
B. T. Crump Co., Inc., Richmond, 
Va. ... Robert J. Boyne from ac 
count executive at Buss, Bear & AS 
sociates, Los Angeles, to publicity, 
sales promotion and advertising di- 
rector for Radio Station KFI, Los 
Angeles. 

Howard H. Babcock, formerly 
Cleveland bureau manager of UPI, 
to manager of Goodyear Tire & 
Rubber Co.’s news bureau, Akron 
... Gilbert L. Smith from advertis- 
ing and publicity manager for the 
Western region of Scandinavian 
Airlines System to manager of ad- 
vertising and public relations for 
Auto Imports, Inc., Sherman Oaks, 
Calif. 

Leo Bogart from director of mar 
keting research for Revlon, Inc., t0 
vice-president of marketing plan- 
ning and research for the Bureau 
of Advertising of the American® 
Newspaper Publishers Assn. ..--* 





David B. Siegel from N. W. Ayer & | 


Son, Inc., to director of radio and 
television for Ross Roy, Inc., Detroit 
... Warren King from the merchan- 
dising department to automotive 
merchandising manager of Lifé 
magazine. 
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‘gen, | Goodyear Spins ’em to Death... 
Na- 
a $2 Million Tester for Ti 
a l ester for lires 
ite By John K. Teahen Jr. Adamson-United Co., Akron, and | than 80,000 pounds and tire sizes 
meo Staff Writer has two units. One side features a | from 16 inches to more than six 
980 AKRON.—A $2 million testi ng “tire-on-tire” test facility on | feet in diameter. 
ler machine ~ = yee a ee which two tires are pressed to- Goodyear said the unit can dupli- 
660 er a SS en “ae aeiiad. t gether, tread to tread, to dupli- | cate all the operational conditions 
‘Sth Eoarent. Tire & Rubber Co. Y| cate actual load conditions, and | of taxiing, takeoff and landing, in- 
mn then driven at surface speeds that | cluding the tremendous impact and 
31st For lack of a better name, the | oan be boosted to more than 500 | th ; 4 twisti f ti 
Re- behemoth is called a “multistage | on | the yawing and twisting of tires as 
vith dynamometer system.” Goodyear _ . ; a plane touches down on a runway. 
Oil officials would welcome a one- This unit tested the tires that The dynamometer system is 
inst word tag for their king-sized | were used on Mickey Thompson’s| powered by two electric motors 
baby. “Challenger,” a four-engine racer} and develops 8,600 horsepower. 
with Company engineers said the ma-/ which set an American land speed} Both ends of the motor shaft can 
Cir. | chine can spin auto tires at 510/ record of 332.8 m.p.h. at Bonneville| be used as drivers. 
Linst m.p.h., although no standard tire/ git Fats : : ; 
Co. can withstand such speed. Th . One side drives the flywheel, with 
910: In a tire-to-tire test for news- ompson reached a top speed of}a test carriage on each end. The 
with | men, a pair of 8.50 x 14 units were | 367.3 m.p.h. on his dash and will try| opposite end of the shaft actuates 
Stee] accelerated to destruction. The end | t© crack the world record of 394.2/a gear which, in turn, drives two 
$25. came at 310 m.p.h. when one of the m.p.h. later this year. pinions on which tires are mounted. 
rica, tires tore apart with an ear-punish-| The other side of the dynamo-| There are four test carriages 
391; ing blast that sprayed the carcass meter has a flywheel, 10 feet in| which can be operated independent- 
$41, around the test area. diameter, with a tire carriage on| ly to a predetermined load or speed. TV Camera Records Goodyear Tire Test— 
oe For safety’s sake, newsmen and either = Used primarily for test-| The testing facility occupies 9,375 A Goodyear technician monitors a high-speed tire test on closed-circuit television. 
, company executives watched the|ing airplane tires, it is capable of square feet of floor space, including The tires lerated th ' 2 milli Iti 
lle | demonstration via closed-circuit tel-| surface speeds of 320 m.p.h. controls, power equipment, wheel es are accelerated on the company’s new $2 million multistage dynamometer 
: vision. The TV screens are mount- It od »P quipment, eel system which can conduct “tire-on-tire’ destruction tests at more than 500 m.p.h. For 
— ad in a complex control panel in a can accommodate loads of more' and components and storage area. safety reasons, the tests are viewed on TV in another room. 
vith room adjacent to the test site. 
lard The value of the testing facility ; 
9) was explained by Dr. R. P. Dins- & 
“7 more, Goodyear research and de- 3 
inst velopment vice-president, si 
rp., He said, “On this machine we 
ex- can, if we so choose, test the best 
tire ever built to destruction. By uN e ~ = 
destroying tires, by recording : 
See fasten contrfouting to, thelr concentrate on seiing the Chassis 
; destruction, we can gain the 
its knowledge necessary to build a : 
2 better product. o s x 
en 4 
4 “This dynamometer system can our af 00 I t au istri [ : 
create test conditions so severe that — or - 2 
no tire today would encounter them aa £ 
‘ in actual operation. . " | 
vill “You may ask if this is necessary sells the e ul ment | % 
ae in a tire-testing machine,” he con- . 
= tinued. “We think it is, because the 
advancement of speeds has been so ' 
” great—both on aircraft and ground ... says Sam McCord 
‘ vehicles—that we must be ready to Truck Manager, Heinrich Motors 
‘lal, & provide the tire of the future to- 4 
ad- morrow, if need be.” 
hen The machine was designed prima- 
ing, | rily to test aircraft and racing tires, 
ode, but company spokesmen noted that 
» of the knowledge gained in these tests 
ult | will be reflected in improved pas- 
eri- | senger-car tires of the future. 
idi- Goodyear said its car tires now 
of | are track-tested for 200 miles at 





100 m.p.h., but declared that the day 
is coming when these levels will 
have to be increased. 
The machine was built by 
* * es 





Before the Blowout— 








Sam McCord (left) and Jim Page of Heinrich Motors, Rochester, New York, discuss 
sales with Joe Gagliano (center), Gar Wood-St. Paul distributor, Rochester, New York. 


nd, The tire on the left, which survived 
aCe Goodyear's high-speed destruction test, ‘i 

. . ° > . . 
\. i the Lvl te ke ween. ond We’re both specialists and we sell together,” Sam McCord is just one-of hundreds of 
‘i. sins to leave the rim, its bead vowing says Sam McCord, Truck Manager of Heinrich truck dealers who rely on their Gar Wood - 
os m the wheel. e picture was snappe : : 

Mili iest Adhere the’ the enctaded. Motors, Rochester, New York. “I depend on St.Paul distributors for constant sales help 
ly 7; our GarWood - St. Paul distributor to give the and advice. There’s a GarWood - St. Paul dis- 
& ink Moves Output customer honest equipment recommendations tributor headquartered in your area with the 
on ° : ° ° 
~ | Of Burned Plant and technical advice. And I can always depend most advanced line of truck equipment on the 
~ FREMONT, 0. — Howard Zink on him for complete service cooperation.” market. Call him soon. 

d- Corp.'s main plant here has ab- 
weil ged production of the firm’s 
assaic (N, J.) operation. The Pas- G rc yw oO oO dD D re Pee Cc 
ks a plant was leveled by fire Feb. R t N zs ST i = S i 7 
mi - i acta at Wayne, Michigan +« Richmond, California 
y said “we consider ourselves one Plants in Wayne and Ypsilanti, Mich. ¢ Findlay, Ohio ¢ Mattoen, Ill. ¢ Richmond, Calif. ¢ Exeter, Penna. 
a tremely lucky to possess adequate 
. facilities here at Fremont, These 
facilities are enabling us to serv- 
4! ice our Passaic plant customers as 
ad well, while maintaining normal 
it Selection, service and delivery 
ne schedules for everyone concerned.” 
"2 Passaic inventory and equipment 
fe Were estimated at “more than $500,- 


by Zink, The branch plant 
employed 125 persons. 
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Financial Reports Compared .. . 





Auto Makers Move Up 
In Sales, Profit in ’59 


By Kenneth C. Kelley Jr. 
Staff Writer 

= Aer year was a year of gains for 

the total auto industry. The five 
producers saw their unit sales ex- 
pand by more than 1.6 million, their 
sales in dollar terms went up by 
about one-fourth and their profits 
almost doubled. 

With American Motors and Stu- 
debaker-Packard on the comeback 
trail, the industry had only one 
money-loser in 1959—Chrysler 
Corp. Both Chrysler and S-P lost 
money in 1958. 

The industry’s sales in 1959 





Automotive Stocks 
ain Dominate 


Market in Volume 


NEW YORK.—Automotive stocks 
continued to dominate trading on 
the New York Stock Exchange in 
1959, an exchange survey of the 
most active stocks shows. 

In 1959, Studebaker-Packard was 
the most active stock on sales of 
16,112,596 shares, moving up from 
second place. American Motors 
slipped from first to second most 
active stock on sales of 13,905,800 
shares. 

General Motors was the fifth most 
active stock in 1959 and Ford was 
in tenth place. No other industry 
had so many as two issues among 
the 10 most active. GM was third in 
1958 and Ford was 45th. 

Chrysler was the 25th most active 
stock last year, slipping from the 
17th place held a year earlier. 

The number of S-P and AMC 
shares which changed hands in 1959 
set new volume records. Previously, 
the highest number of shares to 
turn over in a year since such rec- 
ords were begun was the 11,889,800 
shares of Commonwealth & South- 
ern which were traded in 1946. 


Lights Are Villain 
In S.C. Inspection 


COLUMBIA, S. C.—The South 
Carolina Highway Patrol reported 
that 4,528 of 16,891 motor vehicles 
inspected in January were rejected 
because of defective lights. This is 
26.8 percent. 

A spokesman said 10,574 vehicles, 
or 62.6 percent were found to be in 
safe mechanical condition. 

“In addition to defective lights,” 
he added, “other causes for rejec- 
tion included defective brakes, 1,366; 
defective horn, 808, and defective 
windshield wipers, 475. Defects were 
found in the steering mechanism 
of 103 vehicles, and other hazard- 
ous faults were found in 847 addi- 
tional cases.” 





VW Deal Wins Award— 


Precision Autos, Inc., Syracuse, has re- 
ceived the annual Volkswagen “quality 
service award." All 79 VW dealers in New 
York, New Jersey, Connecticut, Pennsyl- 
vania and Delaware were eligible. The 
firms were rated on facilities, service sales 
volume, organization, customer relations 
and operations. Robert Ungleich, Precision 
general manager, receives the award from 
Arthur Stanton, president, World-Wide Au- 
tomobiles Corp., and Hermann Bruns, na- 
tional service manager, Volkswagen of 
America. 





amounted to $20,524.7 million, com- 
pared to $16,521.5 million a year ear- 
lier. These sales produced a profit 
of $1,399 million, almost double the 
$740.4 million earned in 1958. 

Sales of cars and trucks to deal- 
ers in the U. S. and in all other 
countries totalled 7,446,637 units, up 
from the 5,780,240 units sold in 1958. 

x * * 

N VOLUME terms, General Mo- 

tors was, as usual, the leader of 

the industry with sales of $11.2 bil- 
lion and 3,851,000 units in 1959. GM’s 
profit reached $873 million. Ford was 
second with sales of $5,356.9 million 
and 2,091,106 units, good for a profit 
of $451.4 million. 

One measure of a company’s ef- 
ficiency and success is the profit 
it makes on each dollar of sales. 
Ford was the leader here with an 
8.4 percent profit on sales, com- 
pared to GM’s 7.8 percent. The in- 
dustry average was 6.8 percent. 

In 1958, American Motors led the 
industry with a profit of 7.7 percent 
on sales, GM was second with 6.7 
percent and Ford was third with 2.8 
percent. The industry average was 
4.5 percent in 1958. 

The big financial news about AMC 
in 1959 was that the company began 
paying the 52 percent Federal in- 
come tax on its earnings during the 
year and still made more money 
than it did in 1958. 

* * * 

URING calendar 1959, AMC re- 

ported sales of $937.4 million 
and 419,742 units, which brought in 
enough to pay the income tax and 
still show a profit of $51.5 million. 
In the previous year, when AMC 
paid no taxes due to previous losses, 
the company profit amounted to 
$42.2 million. 

The difference between taxed 
and taxfree earnings should be 
enough to cut a company’s profit 
on sales to less than half of the 
percentage enjoyed:in the taxfree 
period. AMC was able to hold the 
drop in its profit margin to much 
less than half. 

In 1958, the taxfree earnings gave 
the company a 7.7 percent profit on 
sales, the best in the industry. In 
1959, taxes cut the profit margin to 
5.5 percent, fourth best in the in- 
dustry. 

S-P was able to take third place 
in profit margin with 7.4 percent, in 
sharp contrast with a loss of 7.4 
percent on sales in 1958. The com- 
pany’s earnings are taxfree due to 
losses in 1958 and all the other years 
since Studebaker and Packard were 
merged. 

ea x ok 

HE S-P report showed sales of 

$387.4 million and 167,425 units, 

good for a profit of $28.5 million. 
Results for 1958 included sales of 
$180.7 million and 68,624 units plus 
a loss of $13.4 million. 

Chrysler’s $5.4 million loss was 
the only red-ink figure in the in- 
dustry last year. The company’s 
sales results totalled $2,643 million 
and 917,364 units. This amounted 
to a loss of 0.2 percent on sales. 

The fourth quarter was a trying 
one for the auto makers, as steel 
shortages cut into production and 
lower production meant lower sales 
and profits. 

Industry sales were down from 
$5,208.7 million in the fourth quarter 
of 1958 to $4,708.2 million in the 
comparable period of 1959. Profits 
slipped from $386.2 million to $248.9 
million. Unit sales were down from 
1,932,256 to 1,721,440. 

AMC and S-P reported fourth- 
quarter sales, both in dollar terms 
and units, were well above those in 
the like period of 1958. S-P had a 
boost in profits, too. AMC paid taxes 
on its earnings in the fourth quarter 
of 1959, bringing the net below the 
taxfree total in the comparable per- 
iod of 1958. 

Ford’s fourth quarter showed 
increased unit sales but lower dol- 
lar sales and earnings. GM, hard- 
est-hit by the steel strike, had 
large drops in unit sales, dollar 
sales and profits, 

Chrysler’s dollar sales were about 
the same but unit sales were down. 
The company’s .$11.4 million profit 
in the fourth quarter of 1958 was 
turned into a loss of $29.4 million. 








How They Fared Financially .. . 


Auto Makers’ 


Sales, Profits 


1959 vs. 1958 


Dollar Sales 
In Millions 


1959 1958 

$ 937.4 $ 5455 
$ 2,165 

$ 5,356.9 $ 4,130.3 
$ 9,500 

180.7 


Fourth Quarter, 1959 


inanoiekonegiets $ 261.3 $ 193.7 
$ 678.7 $ 678.9 
..$ 1,365.7 $ 1,447.4 


AMC 
Shrysler 


Financial 


Seiberling Rubber Co. reported a 
profit of $1,191,019 in 1959, a gain of 
11 percent from the $1,070,089 earn- 
ed in 1958. The 1959 total was the 
best for any peacetime year in the 
company’s history. 

Sales in 1959 set a record at $54,- 
787,924, compared to $48,134,084 in 
the preceding year. 

+ * 


Gabriel Expects 
Gains This Year 


John H. Briggs, president of Ga- 
briel Co., predicted increased sales 
and profits in 1960 in the annual re- 
port for 1959. 

Sales of the company in 1959 to- 
talled $28,836,253, compared to $22,- 
825,684 in 1958. Net earnings amount- 
ed to $536,906, compared to $545,066 
in 1958. 

“Although total net earnings were 
down slightly,” Briggs said, “op- 
erating income increased 21 per- 
cent. Included in the 1958 net earn- 
ings was a special profit item which 
resulted from the sale of stock re- 
ceived in payment for our Hadees 
heater division.” 

+ * * 


American Enka Profit 
Quadruples During Year 


Despite a recession in its busi- 
ness in the final quarter, American 
Enka Corp. ended 1959 with record 
sales and net earnings about four 
times larger than in 1958, Philip 
B. Stull, president, reported. 

Net income for 1959 increased to 
$5,723,278, compared with $1,364,853 
(excluding special credits) in 1958. 
Sales of $109,175,718 for the year 
represented an increase of 48 per- 
cent over the 1958 volume of $73,- 
533,145, 


Sales Record Set 
By Sealed Power 


Record sales totalling $25,818,204 
were achieved in 1959 by Sealed 
Power Corp., President Paul C. 
Johnson announced. This is an in- 
crease of 34 percent as compared 
with sales of $19,255,401 in 1958, 

Net earnings were the second 
highest in the history of the com- 
pany, reaching $1,609,864. This rep- 
resents an increase of 65 percent 
in comparison with the previous 
year’s $973,587. Last year’s earnings 
were exceeded only by those of 
1955. 


of * + 
Sheller Sales Boost Turns 


Loss Into Profit for Year 


Net sales of Sheller Mfg. Corp. 
for 1959 totalled $42,938,183, com- 
pared with $30,166,617 a year earlier. 

Net income totalled $1,237,474. 
This compares with a net loss, after 
tax credit, of $304,371 for the pre- 
ceding year. ss 

x * 


3M Board Proposes 
3-for-1 Split of Stock 


A three-for-one split of Minne- 
sota Mining & Mfg. Co. common 
stock has been proposed by the 
firm’s board and placed on the 
agenda of the annual meeting on 
May 10. 

President Herbert P. Buetow said 
3M’s management believes “the 








Profit (Loss) 
In Millions 


1959 1968 
$ 51.5 §$ 42.2. 
($5.4) ($34) 
$451.4 $116.2 
$873 $634 
$ 28.5 ($13.4) 


Units Sales 
1959 1958 
419,742 230,222 
704,099 
1,466,802 
3,310,493 


7,446,637 


vs. 1958 


$ 21.1 
$ 114 
$115 
$235 


119,074 
234,299 
560,920 
766,182 

40,965 


$ 12.2 
($29.4) 
$112.3 
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split will provide a broader market 
for the common stock and will 
work to the advantage of the com- 
pany, its stockholders and em- 
ployes.” 


McClouth Stock Split Asked 


As Sales, Profit Increase 
Directors of McClouth Steel Corp. 


| have asked its stockholders to clear 


the way for a two-for-one stock 
split. 

M, A. Cudlip, president, an- 
nounced that net earnings for 1959 
were $10,058,000, compared with 
$9,998,000 in 1958. Net sales for the 
year were $176,812,000, an increase 
over net sales of $171,361,000 in 1958. 


* * * 
Electric Autolite Reports 
Year’s Profit of $7 Million 


Electric Autolite Co. reported net 
earnings from 1959 operations to- 
talled $7,052,602, compared to $2,637,- 
659 a year earlier. When special cre- 
dits are added, income in 1959 
amounted to $10,104,730, compared 
to $2,816,911 in 1958. 

The company’s board voted to buy 
between 150,000 and 250,000 shares 
of the company’s common stock 
from stockholders for $54 per share, 
the purchased shares to be used to 
acquire other companies. 

of x * 


Arvin’s Sales Increase, 
Profit Tops $2 Million 

Net 1959 sales and income for Ar- 
vin Industries, Inc., exceeded totals 
for 1958 despite final-quarter drops 
due to adverse effects of the steel 
strike, according to President Glenn 
W. Thompson, 

Net sales totalled $66,174,567, com- 
pared with $54,015,225 for the previ- 
ous year. Net income totalled $2,- 
031,058, up from the previous year’s 
$1,487,878, 


Cars Are Getting Brighter— 


—— 


Associates’ Profit 


Slips as Volume 
Expands in 1959 


SOUTH BEND. — Associates Ip. 
vestment Co.’s consolidated net 
earnings amounted to $16,982,319 for 
1959, compared with adjusted earn. 
ings of $17,170,936 in 1958, it wag an- 
nounced by Robert L. Oare, chair. 
man. 

Oare said, “As a result of the 
quickening pace of business, par- 
ticularly in the auto industry, the 
total volume of finance business for 
1959 amounted to $1,756,843,055, an 
increase Of $430,419,960 over 1958. All 
categories of financing showed vol- 
ume increases with retail motor ve- 
hicle installment volume amounting 
to $672,856,915, up $132,782,356 over 
1958. 

“The larger volume of business,” 
Oare continued, “resulted in a rige 
in total receivables outstanding at 
the end of the year to $992,834,696, 
an increase of $148,713,290 over 1958, 
For the first time in its history, the 
company is able to report that its 
assets now total over $1 billion. 

“Except for the short setback 
caused by the steel strike at the 
end of the year, employment condi- 
tions throughout 1959 were much 
improved over 1958. This, together 
with the greater selectivity in pur- 
chasing retail installment accounts, 
was responsible for much better col- 
lection experience on the outstand- 
ing receivables. 

“With industry planning a higher 
level of production in 1960, Associ- 
ates expects a further large expan- 
sion in its business and steps have 
been taken to provide the necessary 
funds to finance the anticipated 
growth in receivables.” 


Goodyear Reports 
New Records for 


Sales, Earnings 


AKRON.—Goodyear Tire & Rub- 
ber Co. achieved the highest sales 
and earnings in its history in 1959, 
setting new records for the rubber 
industry, Chairman E. J. Thomas 
said. 

For the fifth consecutive year, net 
income established a new high, in- 
creasing 15.6 percent to $76,008,956. 
The 1959 earnings compared with 
$65,741,382 in 1958. 

Consolidated net sales last year 
topped the billion-and-a-half mark 
for the first time, increasing 15.5 
percent to $1,579,257,984. This com- 
pared with $1,367,575,535 in 1958. 

Thomas said the Goodyear’s rec- 
ord volume of sales and profits was 
accomplished despite the adverse ef- 
fect of the steel strike in the final 
quarter which resulted in reduced 
deliveries of the company’s prod- 
ucts to some customers. 

Goodyear increased its working 
capital last year to $510,392,427, com- 
pared with $477,100,074 at the end 
of 1958. Income per dollar of sales 
was 4.8 cents, the same as the year 
before. 








There are almost twice as many lights in a 1960 Chrysler Corp. car as there are in am 
average six-room house. A national survey recently disclosed there are 20 to 25 light 
sockets in a six-room house. When Ellen Collins, center, and Mary Lee Prall, of Chry* 
ler's electrical engineering department, arrayed the lights from a 1960 Dodge Dor 
they came up with a total of 40 light bulbs. The 40 bulbs are said to deliver a total of 
100,000 candliepower. This is a far cry from the old days. In 1925 a car had an average 
of 5.5 lamps, in 1930 it rose to 7.8, 9.4 in 1935, 13.4 in 1940 and 18 in 1950. 
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The Man Behind the Wheel... 





Sales Testing the Metropolitan 


(Continued from Page 16) 
sions you may be making to get it, 
and the sacrifices are not too great. 

The car is a pleasure to drive. 
The standard gear shift on the 
steering column, is easy to shift 
and you soon get to like the roar 
of the engine between shifts and 
the way she pulls down from the 
fast idle. And you may be sure 
when you let out the clutch that 
the little sprite is away like a 
sports car. 

My feet were not designed for 
the clutch and brake pedals, which 
I think are much too close together. 
But even this was a small matter 
to which you quickly become ac- 
customed. 

One of the things to which I did 
not become accustomed was the 
lack of a heat indicator. This item 
is optional, and for the American 
market I would strongly recom- 
mend that dealers include it at all 
times. I drive largely by the heat 
indicator and with all its lack of 
accuracy and inefficiency, it is al- 
ways the first indication of trouble 
and gives warning in time to do 
something about it, 

* + + 

Engineering Is Good 

ERE is plenty of good engi- 

neering in the Met. The park- 
ing-brake lever is a straight lever 
and rachet, while it only operates 
the rear brake shoes and is in no 
sense an emergency brake, it holds 
with almost no likelihood of a roll- 
off. 

Another feature I liked is an 
oil reservoir in the water pump 
for lubricating water-pump bear- 
ings. A small plug is removed and 
the hub filled with engine oil 
every 1,000 miles or so. 

Everything about the Met is on 
the sturdy side and with simple 
care, the unit should last astronom- 
ical miles. The clutch, the famous 
Borg & Beck, is operated by hy- 
draulic pressure through a master 
cylinder attached to the body-side 
sill, with the only adjustments being 
for free play and that’s easy. 

The engine is an Austin A-55, 
which is the latest 1500 series and it 
is mounted on four rubber cushions 
supported by two cross members. 
The little overhead-valve assembly 
is manually set for lash, but has 
pressure oiling system, 

Pistons are aluminum alloy with 





oe 


Plenty of Room— 

The Metropolitan has plenty of room for 
fWo persons, and enough for three if need 
be. The instrument panel is black and the 
controls are simple. The riders have a 
Picture-window view. 


Dealers Elect 
In 2 Fla. Cities 


ORLANDO, Fla.—Local dealer 
groups have elected officers in Lees- 
burg and Melbourne, Fla, 

Gordon L. Herlong (Lincoln-Mer- 
cury-English Ford) heads the Lees- 
burg group, Jack Pae (Cadillac- 
Oldsmobile) is vice-president and 
Jim E. Boast jr. (Dodge-DeSoto- 
Fiat) is secretary-treasurer. 

W. A. Fordyce jr (Chevrolet-Ca- 
dillac) is president of the Mel- 
bourne dealers, Jim C, Martin 
(Pontiac-Vauxhall) is vic e-presi- 
dent and Elliott C. Newell (Ford- 
Fiat) is secretary-treasurer. 





four rings and split skirt, cam 
ground, a quality product. Connect- 
ing rods are sturdy forged H-sec- 
tion, and crankshaft end thrust is 
controlled by center main bearing. 
Construction throughout is such 
that oil leaks through wear are not 
likely. 


* * 


It Has Oil Filter 


| IS also equipped with an oil 
filter. The oiling system through- 
out is full pressure with both pres- 
sure, mist and slingers in some 
points, insuring an exceptionally 
well lubricated engine which in- 
sures long life. In spite of its small 
outward appearance, this is no toy 
engine. 

The crankshaft is two inches in 
diameter, connecting rod crank 
pin diameters are 1% inches, 
piston pins are .624, a thousandth 
of an inch less than a sturdy %. 
Here is where it gets its stamina 
and lugging ability. 


The fuel pump has an extra ap- 
pendage not well known in this 
country—a hand pump, If the ve- 
hicle should be stored or left stand- 
ing for a few weeks, the hand pump 
can be used to fill the carburetor 
bowl by pulling up a few jerks, or 
if you should run out of gasoline, 
priming of carburetor would be 
unnecessary. This reflects the Brit- 
ish occasional use of cars rather 
than the American plan of using 
them both day and night. 

The engine-breathing arrange- 
ment is unique. The oil-filler cap 
secured to valve cover with a short 
chain .against loss, is not a conven- 
tional breather and if you remove 
the cap while the engine is run- 
ning you'll be surprised at the in- 
rush of air. The breather is a short 
connection on one end of the valve 
cover, connected to the carburetor 
air-cleaner intake by a short hose, 
so that essentially both carburetor 
combustion air and the breathing 





Met's Power Plant— 


The Metropolitan is powered by the 
Austin A-55 engine, a four-cylinder, over- 
head valve plant. The hose on top of the 
valve cover is a breather tube for the en- 
gine, taking air from air cleaner. The oil- 
filler cap is fastened to the engine with 
a leash. 

e: Ss, @ 
air required by the engine are de- 
livered through the air cleaner, 

i | ek ee 


Transmission Easy to Shift 


Of Ane is three-speed 
syncromesh, easy to shift up or 





front suspension is coil springs and 
rear suspension is heavy longitudi- 
nal leaf springs. 

Brakes are extra good. The Gir- 
ling hydraulic system has twin 
cylinders on the front wheels 
with floating shoes, single cylin- 
ders on the rear with floating 
shoes, all providing 76.8 square 
inches of braking surface, This is 
a lot considering the other dimen- 
sions, and brakes are sensitive 
and effective, 

Here is a car to try long enough 
to get used to the differences—a 
car that will prove a wise invest- 
ment for those who require two- 
passenger room, only fair luggage 
space and top economy and conven- 
ience without frills. 

It would be a mistake to use snap 
judgment, You'll prop up the hood 
when you look at the engine as we 
all did a few years ago, a manual 
choke is no road-block, Steering, 
roadability and brakes, to say noth- 
ing of the high maneuverability, 
leave little to be desired. Don’t sell 
the Met short—it’s a quality auto- 
mobile. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 


down; rear axle drive is Hotchkiss; ' every week throughout the year. 





OUT FRONT IN PAYLOAD 





F-900; 


AND PERFORMANCE... 


SERIES 


aL a 


Improved steering knuckles. 
Deflection is held to a mini- 
mum by large knuckle spin- 
dles and improved design of 
knuckle section between 
spindle and upper and lower 


bosses. 


tion at any one point. 


Transmission 















ROCKWELL-STANDAR 


and Axle 


They’re built to take it—designed for greater 
front end stability, greater safety, greater 
maneuverability, longer vehicle life ! Timken- 


of superior design: 


Stronger axle centers. An 
“equalized-I” section between 
the spring pads strengthens 
construction. The reverse 
Elliott design makes this 
axle center ideal for 
maximum resistance to 
deflection under load 
and during braking. 


Less stress on steering arms. As a 
result of special cross section 
and uniform design, stresses im- 
posed by steering are distributed 
uniformly without concentra- 


Detroit Front Axles give greater strength with 
no additional weight. They're the world’s most 
complete line of front axles, with capacities 
ranging from 3,750 pounds to 40,000 pounds. 
For better up-front performance on any size 
truck or bus, specify Timken-Detroit F-900 Series 
Front Axles. You get all these advantages 







Simple maintenance. Rugged construction 
and simplified design. make maintenance 
easier, less costly. Location of lubrication 


points makes lubrication faster and 


easier. 


CORPORATION ; : 


Division, Detroit 


o hk 


32, Michigan 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '60s added and ’52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
ori drive, and (ge) tndlontes power 

‘ps. es power 
eerie 


ALBANY 


Tim Anspach Dealers Auto Auction. Sale 
every Monday. Prices are for sale of Feb. 
22. Prices were strong on the good kinds, 
but tailed off on lower grades, Seems cars 
are getting scarce. Sold 87 cars from 120 
consignments. 

BUICK—’58 Century 2-dr. Riviera, $1,600* 
(ps); Super 4-dr. Riviera, — (ps). 
*56 Special 2-dr. Riviera, $820 
°55 Super conv., $675* (ps); RM 2-dr. 
Riviera, $375° (ps). 

54 ee” $420*; Super 2-dr. Rivi- 

"52 Special 4-dr., $160*. 
oe aoe Corvair (6) $1,- 

850*, $1,850 

'59 Impala (6) sport oman $1,975*; Bis- 

cayne (6) 2-dr., $1,650 

"58 Impala (8) conv., ” $1,675° (ps); 

Brookwood (6) 4-dr., $1,500 (ps); Bel 
Air (8) sport sedan, $1, 490°; 4-dr., $1,- 

350°, $1,325°; Biscayne (8) 4-dr., $1,- 
_ vane 135, "$1, 070*; Biscayne (6) 4- 


57 Bel Air ir (8) sport coupe, $1,200*. 
°56 Bel Air (8) sport sedan, $895*; 
ten (6) 2-dr., $435. 


4-dr., 


Two- 


55 Bel Air (6) station wagon, $700; Bel| PLYM 


Air (8) 4-dr., $640*; Two-ten (6) 4-dr., 


$690; Two-ten (8) Delray, $550. 


COLORADO 





Denver nate Aestien 


4% South Santa 
Phone: SU Tun, Ed. 6. sean! 
Auction. Every Friday 
at 11:00 A.M. 
Geo. Workman—Bill Hauschildt 
and Checks Guaranteed 
TWIN RING SELLING 


a 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our |4th. year 
of continuous operation 








FLORIDA. 


a vs — Bonde nee 
uction. City Airport. Tues. 1 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars up- 
ed. Thur., 12 noon. Established 1947, 




















For Fast, Accurate Directions to 
Leading U. S$. Auto Auctions, Dealers 
Leok in LUCAD. 














'54 Bel Air 4-dr., $625, $250°; 2-dr., 
$480*; Two-ten 2-dr., $470*; 4-dr., 
$330; station wagon, $330. 

‘53 Bel Air 4-dr., $175*. 

OHRYSLER — '59 Windsor 4-dr, hardtop, 
$2,300° (ps). 
"58 Firenite 4-dr., $1,300* (ps). 

57 Fireflite 2-dr., $1, 270* (ps). 

’56 Firedome 2-dr. hardtop, $735*; 4-dr., 
$720* (ps). 

’55 Firedome 2-dr., $580*. 

EDSEL—’58 Ranger 2-dr. hardtop, $775*. 
FORD—’59 Galaxie (8) 2-dr. Victoria, $1,- 
900*; Fairlane 500 (8) 4-dr., $1,550°. 

58 Country Squire (8) 4-dr., $1, 615* 
(ps); Fairlane (8) 2-dr. Victoria, $1,- 
380*; Custom 300 (8) 4-dr., $1,100*; 
2-dr., $850. 

’57 Country Sedan (8) 4-dr., $875* (ps); 
Ranch Wagon (8) 2-dr., $730; Custom 
(6) 2-dr., $725*. 

’56 Ranch Wagon (6) 2-dr., $425. 

‘55 Country Sedan (8) 4-dr., $790*, $670*. 

’54 Custom (8) 2-dr., $440; Main (8) 
2-dr., $230. 

’52 Main (8) 2-dr., $170. 

LINCOLN — '58 Premiere 4-dr., $2,150* 
(ps). 
MERCURY—’58 Montclair conv., $1,500*. 

‘57 Montclair 2-dr., $800. 

’53 Monterey conv., $370* (ps). 

OLDSMOBILE—'59 (88) Super 4-dr., 
475° (ps). 

’57 (88) 2-dr. Holiday, $1,200* (ps). 

’56 (98) 4-dr. Holiday, $750*. 

*55 (98) = dr. Holiday, $850* (ps); 4-dr., 


$525° (ps). 

OUTH "58 Savoy (8) 2-dr., $900*. 
‘57 Suburban (8) Custom 4-dr., $850; 2- 
dr., $750°*. 


MICHIGAN 
Flint Auto Auction, Inc. 


FLINT, MICHIGAN 
Exclusively for Dealers 
© “DUAL RING" 2 lines running simultane- 
ously. 
® Conveniently located in the heart of the 
automobile ‘warle. 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 

Fair management, 





M, D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3/8! 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just /% mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 








North-East-South-West 
Automotive News’ 











"56 Belvedere (8) 4-dr., $750*; 
2-dr. hardtop, $600*. 

55 Savoy (8) 2-dr., $440°. 

’S4 Plaza 2-dr., $330; Savoy 4-dr., $260; 
2-dr., $220*, 

PONTIAC—’ 57 ine hist 2- -dr. , $1,020°. 
'56 Chieftain 2-dr., 
‘55 Star Chief 4-dr., o180°; Chieftain 4- 

dr., $430*. 
'54 Chieftain 2-dr., $330*, $150. 

— — '58 Scotsman (6) 2-dr., 


MISCELLANEOUS — ’57 Chevrolet %-ton 
pickup, $710. 
56 Ford %-ton pickup, $560. 
’55 Ford %-ton stake, $370. 
’53 Studebaker %-ton pickup, $260. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 

day. Prices are for sale of Feb. 24. 

BUICK — '58 Super 4-dr. Riviera, $1,650* 
(ps); Century 4-dr. Riviera, $1,595* 


(ps). 

’57 Century Estate Wagon, $1,215* (ps); 
Special 4-dr. Riviera, $1,125* (ps). 
566 Century 2-dr. Riviera, $600*; Special 
4-dr. Riviera, $550°; 2-dr. Riviera, 


$500°. 
55 Special 4-dr. Riviera, $575*; Super 
2-dr. Riviera, $465; Century 2-dr. Rivi- 


era, $200°*. 
ee in” (62) 4-dr. hardtop, $3,- 
(ps 


Fury (8) 


700° 
"58 (62) conv., $2,680* (ps). 
’56 (62) conv., $1,335* (ps). 
’53 (62) 2-dr., $410* (ps). 
’50 (62) 4-dr., $450°*. 
CHEVROLET—’60 Corvair 500 (6) 4-dr., 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED— HUGO HASHEIDER 
NORB RUCH 
Twin Ring Selling 











NEW JERSEY 
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NATIONAL AUTO 
DEALERS EXCHANGE 





|| LAFAYETTE—Syracuse 


(Copyright, 1960, by Automotive News) 





$1,695, $1,575; Corvair 700 (6) 4-dr., 
$1,650 


’59 Impala (8) sport sedan, $2,145* (ps), 
$2,105* (ps); sport coupe, $2,100* (ps), 
$2,090* (ps); Biscayne (8) 4-dr., $1,- 
750; Bel Air (8) 4-dr. hardtop, $1,700*; 
Bel Air (6) 4-dr., $1,560. 

’58 Bel Air (8) 4-dr., $1,400* (ps); sport 
coupe, $1,330°, $1,245; Biscayne (8) 
4-dr., $1,300; 2-dr., $1, 125°. 

’57 Bel Air (6) sport ‘coupe, $1,200; 4-dr., 
$1,105*; Two-ten (6) 2-dr., $950. 

"56 Two-ten (6) station wagon, $925*; 
Two-ten (8) 2-dr., $530*; One-fifty (8) 
2-dr., $610*; Bel Air (8) 4-dr., $590*. 

’55 Bel Air (8) 4-dr., $500*, 

’53 Bel Air conv., $215. 


CHRYSLER—’58 NY 2-dr. hardtop, $1,780* 


(ps); Windsor 2-dr. hardtop, $1,325* 
(ps); 4-dr., $1,175*. 
*S7 Saratoga 4-dr., $1,050*. 
'55 Windsor 4-dr., $410*. 
— ’'55 Firedome 2-dr. hardtop, 


$660*; $410*. 
DODGE—’58 Coronet (8) 4-dr., $1,230°*. 
"57 Coronet (6) 4-dr., $560; Coronet (8) 
4-dr., $470. 
EDSEL—’58 Ranger 4-dr., $750°*. 
FORD—’59 Galaxie (8) 4-dr., $2,050 (ps); 
2-dr., $1,990*; Country Sedan (8) 4-dr., 
$1,945*, $1,790* (ps); Fairlane 500 (8) 
4-dr., $1,575*, $1,500. 
’58 Fairlane 500 (8) 2-dr., $1,425*; 4-dr. 
Victoria, $1,200*; Country Sedan (8) 
4-dr., a 300°, $1,185*; Fairlane (8) 
4-dr. Victoria, $1,125* (ps); 4-dr., $1,- 
110*; 2-dr. Victoria, $900*; 
(8) 4-dr., $1,010*; 2-dr., ’s 


°57 Fairlane 500 (8) 4-dr., $1,225*, $825°; 


NEW JERSEY 





Minutes from New York City 






AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 


Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured 
°* AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46. 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 
Albany 5, N. Y. 

Every Monday — 11 O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 











Auto A’ 
Center of Empire State. Check 
Title Protection. (Wed.). 


2-dr., $1,050* (ps); Country Sedan (g) 
4-dr., $1,210* (pe), $1,025* (ps); 
try Sedan (6) 4-dr., $850; custom (6) 
2-dr., $665, $600; 4-dr., $625 

56 Fairlane (8) 2-dr. Victoria, $7508; 
2-dr., $750*, $685*, $600*; 4-dr., 
Country Sedan (8) 4-dr., $680°: Cus. 
tom (8) 2-dr., $600*; 2-ar. Victoria, 
$550*; Main (8) 2-dr., $475. 

"55 Fairlane (8) conv., $650*; 2-dr. Vie. 
toria, $630°*. 

*54 Custom (8) 2-dr., $285°*. 

’53 Crest (8) 2-dr. Victoria, $175*. 

LINCOLN—’57 Premiere 4-dr. hardtop, $1,- 

400° (ps). 

56 Premiere 4-dr. hardtop, $1,070° (ps); 
4-dr., $950* (ps). 


MERCURY — ’59 Monterey 2-dr., $2,209* 
(ps). 
’58 Monterey 4-dr., $1,350* (ps), $1,025* 
(ps); 2-dr. hardtop, $1,200*. 
"57 Turnpike Cruiser 2-dr., $1,090*; Mont- 
clair 2-dr., $1,025*; 4-dr., $830°. 
’56 Commuter 4-dr., $610. 


’55 Montclair 2-dr. hardtop, $550* (ps). 

OLDSMOBILE — '58 (88) 2-dr., $1,725%; 
conv., $1,650* (ps); 2-dr. Holiday, Sip 
625° (ps). 

’57 (88) Super 4-dr., $1,075* (ps). 

"56 (88) 2-dr., $785*. 

*55 (88) 4-dr., $285*. 
PACKARD—’55 Clipper 4-dr., $300*. 
PLYMOUTH—'59 Belvedere (8) 4-dr., $1,- 

400*. 
*58 Belvedere (8) 2-dr. hardtop, $1,105*; 


Savoy (8) 4-dr., $970°*. 

57 Belvedere (8) conv., $1,030* (ps), 
$900*; 2-dr., $945*; 2-dr. hardtop, 
$830*; Suburban (8) Custom 4-dr,, 
$850*; Savoy (8) 2-dr. hardtop, $710° 
(ps); 4-dr., $650; Savoy (6) 2-dr., 
$600*; Plaza (8) 2-dr., $610; Plaza 
(6) 2-dr., $525. 

PONTIAC—’'58 Chieftain 2-dr., $1,590*. 

57 Chieftain 2-dr., $1.200° (ps); 2-dr, 
Catalina, $1,135*, $1,085*; Safari 4-dr., 
$1,130°. 

’56 Chieftain conv., $510*. 

55 Chieftain Safari, $805*; 2-dr, Cat- 
alina, $370*. 

RAMBLER — ’59 Rebel (8) 2-dr., $1,060; 


4-dr., $1,050. 
58 Ambassador (8) 4-dr., $1,375*. 
’57 Custom (6) 4-dr., $775. 


56 Super Cross Country, $545. 
STUDEBAKER—’55 Commander (8) sta- 
tion wagon, $385*. 


PORTLAND, ORE. 


Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of Feb, 23. 
BUICK—'59 LeSabre conv., $2,150* (ps). 

57 Special 2-dr. Riviera, $1,360* (ps). 

’56 Century 4-dr, Riviera, $1,035* (ps). 

55 Century 4-dr. Riviera, $775*; 4-dr., 

$685* (ps); Special 2-dr., $525°*. 

’54 Super 2-dr, Riviera, $375* (ps). 


'53 RM 4-dr., $200* (ps); Special 4-dr., 
$145*. 
CADILLAC—'51 (62) 4-dr., $250*. 


CHEVROLET—’60 Corvette (8) conv., $3,- 
360; Parkwood ¢8) 4-dr., $2,665* (ps). 

"59 Impala (8) sport sedan, $2,220* 
(ps), $2,150* (ps), $2,140* (ps); Park- 
wood (8) 4-dr., $2,125*; Bel Air (8) 
4-dr., $1,925* (ps), $1,900* (ps), $1,- 
875* (ps); Biscayne (6) 2-dr., $1,665, 
2 at $1,575; Delray (6) 4-dr., $1,640; 
Brookwood (8) 4-dr., $1,450*. 

"58 Biscayne (8) 4-dr., $1,440* (ps), 
$1,400* (ps), $1,350%, $1,345*, $1,- 
340°, $1,330*, $1,275, $1,250; Biscayne 
(6) 2-dr., $1,240. 

’57 Bel Air (6) 2-dr., $1,280; Two-ten 
(8) 4-dr, hardtop, $1,140*; Two-ten 

(Continued on Page 56, Col, 1) 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





TENNESSEE 








JOHNSON AUTO 
AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—Neo Registration Fee 








TEXAS 
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AMARILLO AUTO 
AUCTION, INC. 

10TH Phone: DR 2-9503 
WE PICK UP AND SELL 

FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 

Auction Checks Issued—— 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


3202 E. 





| 


LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 
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NAAA AUTO AUCTIONS 
FURNISH THE 


KEY TO PROFITS! F&. 


ALL CHECKS AND TITLES GUARANTEED! 
@ All members of the NAAA are pledged to a strict Code of Ethics. 


® Membership is composed of experienced Auction Operators with financial respon- 


sibility, honor, and a successful operation. 


® NAAA members are strategically located from coast to coast and from border to 


border. 


® Banks, Finance Companies: Repossessed Cars can be handled for you, with all details 
taken care of by your nearest NAAA member. This service saves you time, trouble, 





storage and expense 


Aw 
>. 
\ 

» 


. .. Cars are refurbished and repaired at dealer cost. . . sold 


for cash at auction to the highest bidder. 


® Leasing Firms: Your units for liquidation can be quickly disposed of —for cash! 
Location of cars is no problem, refurbishing is at fleet cost, and no consignment is 


too large or too small. 


@ New Car Dealer: Use NAAA service to adjust your used car inventory regularly or 
at regular intervals—these auctions are the answer to used car problems! 





ALABAMA 

Cofield’s Auto Auction 
Alabama State Fair Grounds 
Birmingham (Thursday) 
Dixie Auto Auction 

217 Gadsden Highway 
Birmingham (Monday) 

The Auto Auction 

Traffic Circle South 

Dothan (Wednesday) 


ARIZONA 

Phoenix Auto Auction 
2201 Westward Blvd. 
Phoenix (Wednesday) 


CALIFORNIA 

Los Angeles Auto Auction 
8001 E. Garvey 

So. San Gabriel (Tuesday) 
Sacramento Auto Auction 
4304 W. Capitol Ave. 

West Sacramento (Thursday) 


COLORADO 

Colorado Auto Auction 

4285 S. Santa Fe Dr. 

Littleton (Monday) 
ver Auto Auction 

4595 S. Santa Fe Dr. 

Littleton (Friday) 


CONNECTICUT 

Southern Auto Sales 

Rt. 5 

Warehouse Point (Wednesday) 


FLORIDA 

St. Pete Auto Auction 

Pinelas County Airport 

St. Petersburg (Tuesday) 
West Palm Beach Auto Auction 
Palm Beach Fairgrounds 
West Palm Beach (Thursday) 
GEORGIA 

Columbus Auto Auction 
2603 Cusseta Rd. 

Columbus (Thursday) 

Dixie Auto Auction 


NAAA MEMBERS ARE ALWAYS DEPENDABLE . .. ALWAYS AT YOUR SERVICE! 


1040 Brady Ave., N.W. 
Atlanta (Tuesday) 

Dixie Motors Auto Auction 
718 Angier Ave., N.E. 
Atlanta (Tuesday and Friday) 
Tom Hewitt Auto Auction 
U. S. Highway 41, South 
Valdosta (Friday) 

Macon Auto Auction 

2900 Broadway 

Macon (Wednesday) 

Middle Georgia Auto Auction 
4459 Broadway 

Macon (Wednesday) 


ILLINOIS 

Arena Auto Auction 
8486 S. Chicago Ave. 
Chicago (Tuesday) 


Greater Chicago Auto Auction 


7750 S. Cicero Ave. 
Chicago (Thursday) 
Hugh James Auto Auction 
2995 N. Jasper 

Decatur (Tuesday) 


INDIANA 

Dyer Auto Auction 

641 Joliet St. (Rt. 30) 
Dyer (Friday) 
Evansville Auto Auction 
2229 S. Kentucky Ave. 
Evansville (Thursday) 


Fort Wayne Speedway Auction 


220 W. California Rd. 

Fort Wayne (Tuesday) 
Indianapolis Auto Auction 
4300 West 10th St. 
Indianapolis (W ednesday) 
Ken Schaefer Auto Auction 
203 West Morris St. 
Indianapolis (Thursday) 
South Bend Auto Auction 
1208 E. McKinley Ave. 
Mishawaka (Wednesday) 


IOWA 
Central States Auto Auction 


211 S. Delaware 
Mason City (Wednesday) 


KENTUCKY 

Fred Brown Auto Sales 
2240 Bridge St. 
Paducah (Tuesday) 


LOUISIANA 

Capitol Auto Auction 
4365 Florida Ave. 
Baton Rouge (Friday) 


MARYLAND 

Bel Air Auto Auction 
U. S. Highway 1 

Bel Air (Thursday) 


MASSACHUSETTS 

Concord Auto Auction 
Hosmer Street 

Acton (Tuesday and Friday) 


MICHIGAN 

Aptco Auto Auction 

19241 Dix-Toledo Highway 
Melvindale (Wednesday) 
Flint Auto Auction 

3711 Western Rd. 

Flint (Wednesday) 

Motor City Auto Auction 
18310 Telegraph Rd. 


Detroit (Monday and Thursday) 


MISSISSIPPI 

Dixie Auto Auction 
Wilmington Street 
Jackson (Wednesday) 


MISSOURI 

Johnny Wood’s Auto Auction 
6200 Independence Ave. 
Kansas City (Tuesday) 

166 Auto Auction 

U. S. Highway 166 
Springfield (Mon. & Thurs.) 
St. Louis Auto Auction Barn 
3807 Easton Ave. 

St. Louis (Friday) 


NEW JERSEY 


Auto Auctions, Inc. 

East Rutherford (Tuesday) 

National Auto Dealers 
Exchange, Rt. 206 South 

Bordentown (Wednesday) 

Skyline Auto Auction 

Route 46 

Caldwell Township (Thurs.) 


NEW YORK 

Tim Anspach, Inc. 

1906 Central Ave. 
Albany (Monday) 
Banksville Auto Auction 
Bedford-Banksville Rd. 
Banksville (Tuesday) 
Syracuse Auto Auction 
La Fayette (Wednesday) 
Thruway Auto Auction 
2224 Union Rd. 

Buffalo (Tuesday) 


NORTH CAROLINA 


E. M. Stafford, Inc. 
2615 Wilkinson Blvd. 
Charlotte (Friday) 


NORTH DAKOTA 


Tri State Auto Auction Co. 
3041 Front St. 
Fargo (Thursday) 


OHIO 

A-1 Auto Auction 

707 Waterloo Rd. 
Akron (Tuesday) 
Capital Auto Auction 
Ohio State Fairgrounds 
Columbus (Thursday) 
Dayton Dixie Auto Auction 
5345 North Dixie 
Dayton (Monday) 
Montpelier Auto Auction 
Route 28 

Montpelier (Monday) 


PENNSYLVANIA 

Butler Auto Auction 

Pillow Street 

Butler (Wednesday) 

Manheim Auto Auction 

Route 22 

Manheim (Friday) 

Pennsylvania Auto Dealers 
Exchange 

U. S. Route 111 

York (Wednesday) 

Harold Robinson Auto Auction 

6600 N. Broad St. 

Philadelphia (Tues. & Thurs.) 


SOUTH CAROLINA 
Batesburg Auto Auction 
Pine Street 

Batesburg (Wednesday) 
Bruce’s Auto Auction 
New Buncombe Rd. 
Greenville (Thursday) 
Rawl’s Auto Auction 
Leesville (Mon. & Tues.) 


TENNESSEE 
Chattanooga Auto Auction 
36th and Divine St. 
Chattanooga (Thursday) 
Cleveland Auto Auction 
Cleveland (Wednesday) 
Nashville Auto Auction 
1406 Lebanon Rd. 
Nashville (Wednesday) 
Powers Auto Auction Sales 
Bristol (Friday) 

Slaton Auto Auction 
Lenoir City (Mon. & Thurs.) 
Tri State Auto Auction 
Whitehaven (Thursday) 


TEXAS 

Amarillo Auto Auction 
3202 E. 10th St. 
Amarillo (Friday) 
Lubbock Auto Auction 
1122 E. 34th St. 
Lubbock (Thursday) 


UTAH 


Salt Lake Auto Auction 
3403 S. State St. 
Salt Lake City (Thursday) 


VIRGINIA 


Danville Auto Auction 
Danville (Wednesday) 
Fredericksburg Auto Auction 
U. S. aw 1, Alt. 
Fredericksburg (Wednesday) 
Windsor Auto Auction 

U. S. Highway 460 

Windsor (Thursday) 


WASHINGTON 


South Seattle Auto Auction 
10844 E. Marginal Way 
Seattle (Wednesday) 


WISCONSIN 


Tri State Auto Auction 
Cuba City (Thursday) 
Wausau Auto Auction 
Highway 29 

Wausau (Monday) 









SEE THE NAAA MEMBER NEAREST YOU AT YOUR EARLIEST OPPORTUNITY 


NATIONAL AUTO AUCTION: ASSOCIATION 


Executive Office: 
803 SO. COLUMBIA ST.., 
FRANKFORT, INDIANA 
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PONTIAO—’ 57 ay nage h Fra 
’55 Star Chief conv., ; 4-dr., ° 
» . $625°. Model Breakdown 
’54 Chieftain 2-dr., $335°*. . 
Used-Car Auction Prices _ || »sivitits 'itttcasr « +0.| Of Auction Averages 
$1,350°. March, 1960 Feb Jan 
56 Custom Cross Country, $1,185. Model To Date 1960 1960 
STUDEBAKER—’55 Champion (6) 4-dr., 
$445. $2,411 $2,516 $2,685 
(Continued from Page 54) MISCELLANEOUS—’58 Chevrolet (8) %- 2,167 2,157 2,140 
) 5 hed ait wee 1454 1419 1,425 
(6) 2-dr., $1,090. 500 (8) 4-dr, Victoria, a (ps); ’56 Ford (6) %-ton stake, $875. 9 7 ’ 
56 Bel Air (8) 4-dr, hardtop, $1,055* Fairlane (8) 4-dr., $1,690*; Custom ’52 Chevrolet %-ton pickup, $440, 998 1,015 1,012 
ge: 4-dr., $1,015*; Two-ten (8) 2- 300 (6) 2-dr., $1, 650°; Custom 300 (8) 686 692 710 
_ $85: A-dr., $795°, $580. 68 Dello (8) . LOS ANGELES 462 9 «517—ti«é SZ 
66. "Bel Air (8) 2- ‘ar. hardtop, $875*; 58 DelRio (8) '2-ar. 9 = 345° (ps); Fair- 2 305 333 340 
Air (6) 2-dr. hardtop, $775; Two- 4 lane (8) 2-dr., $1,285*; 4-dr., $1,250 Harold Henry’s Los Angeles Dealer Auto 
© 2-dr., $725; station wagon, $695; 4- (ps), $1,250*; Sustoen "300 (8) 4-dr.,| Auction, Sale every Tuesday, Prices are 210 225 218 
$540; Two-ten (8) 4-dr., $625*. $1,200°, for sale of Feb. 23, ; 
6h "Two-ten 2-dr., $545. ’57 Country Sedan (8) 4-dr., $1,375*, | BUICK—’57 RM 4-dr, Riviera, $1,385 A "$1,087 1.100 $1138 133 
'S3 Bel Air 2-dr., $320; One-fifty 2-dr., $1,350* (ps); Custom 300 (8) 4-dr., (ps); 2-dr. Riviera, $1,300* (ps); Cen- verage $1,087 $1, $1, 
$260. pe $925*; Custom (8) 2-dr., $880; Custom tury 4-dr, Riviera, $1,300*, | $935* 
’52 Deluxe 2-dr., $175 (6) 2- dr., $820; Fairlane 500 (8) 4- (ps); 2-dr. Riviera, $1,100* (ps); Spe- 
i 51 station wagon 4-dr., $285. dr., $850° (ps); Main (8) 2-dr., $675. cial Estate Wagon, $1,150* (ps); 4-dr., ‘ (ps). 
49 Deluxe 2-dr., $190. 56 Custom (8) 4-dr., $775* (ps), $710; $1,005* (ps). 54 (62) Coupe de Ville, $1,150* (ps); 
OHRYSLER—'59 NY 4-dr. hardtop, $2,- Fairlane (8) 4-dr., $715°. ’56 Special 4-dr. Riviera, $725* (ps), | £onv., $995* (ps). 
nO, porate, Goeort-ar Wim, $oe;| -afabeathtvar yas" | ES SD te, Eline ce vin 
‘58 Saratoga 1,750 ). (ps), $750*, $690°; 4-dr., ; ’55 Special 2-dr., ’ ; -dr., ; \ 
; nm Windsor = hare $ ” Country Sedan (8) 4-dr., $810* (ps); ’54 Super 2-dr. Riviera, 2 at $350* (ps); : $400*, $310* (ps). 
DeSOTO—’57 Fireflite 2-dr. hardtop, $1,- Ranch Wagon (6) 2-dr., $600. RM 4-dr., $350* (ps); Special 2-dr. 51 (62) 4-dr., $160°, 
325* (ps). 54 Custom (8) <a Gee 205°; 2-0 os eo nae: guss runs aes com, ae (8) conv., $2,- 
’ ° ; Fireflite 53 Custom (8) 4-dr., > ; 2-dr., : pecial 2-dr., bi ; be ¥ i 
i we a geeee (pa eeeee ane). $250. CADILLAC—’59 de Ville 2-dr. hardtop, ’59 Impala (8) sport coupe, $2,300*, $2,- 
"54 Firedome 4-dr., $325. ’52 Crest (8) 2-dr. Victoria, $255*, $4,600* (ps), $4,375* (ps); 4-dr. hard- 300* (ps); sport sedan, $2,135* (ps); 
DODGE—’58 Coronet (8) 4-dr., $1,220" | MERCURY—’56 Montclair 2-dr, hardtop, top, $4,300* (ps); (62) 2-dr., $4,400* Brookwood (6) 4-dr., $1,765; Bel Air 
(ps) $975*. (ps); 4-dr., $4,250* (ps), $3,950* (ps).| (6) 4-dr., $1,595°, 
57 Coronet (8) 4-dr., $775. "55 Monterey 4-dr., $600*. ’58 (62) coupe de Ville, $3,430* (ps); 58 Impala (8) 2-dr, hardtop, $1,940° 
’56 Coronet (6) 2-dr., $545, OLDSMOBILE — '58 (88) 4-dr., $1,545* Sedan de Ville, $3,000* (ps); 4-dr., (ps), $1,855, $1,575* (ps); Bel Air (8) 
’55 Custom Royal (8) 4-dr., $750*; Royal (ps). $3,000* (ps); (60) Special 4-dr., $3,- ,_ Sport sedan, $1,450* (ps). 
(8) 2-dr. hardtop, $700*. ’55 (88) 2-dr. Holiday, $660*. 300* (ps). 57 Bel Air (8) sport sedan, $1,350*; 
’54 Meadowbrook 4-dr., $180. "54 (98) 4-dr., $655* (ps); 2-dr. Holiday, '57 (62) conv., $2,300* (ps); 2-dr., $2,- sport coupe, $1,260*, $830* (ps), $950* 
’53 Coronet (8) 4-dr., $145°. $645*; (88) 2-dr. Holiday, $600*. 265* (ps). (ps); conv., $1,195*; Nomad (8) 2-dr., 
FORD—’60 Galaxie (8) 4-dr., $2,575* (ps); PLYMOUTH—’59 Suburban (8) 4-dr., $1,- ’56 Eldorado Seville, $1,835* (ps); (62) $1,295*; Two-ten (8) 2-dr., $1,045*; 
Falcon (6) 4-dr., $1,945. 795. conv., $1,550* (ps); 4-dr., $1,500* j One-fifty (8) 2-dr., $1,040*, 
59 Galaxie (8) 2-dr, Victoria, $2,070*| '58 Savoy (8) 4-dr., $1,025, (ps). 56 Nomad (8) 2-dr., $1,345* (ps); Bel 
iy (ps); Country Sedan (8) 4-dr., §1,- ‘57 Savoy (8) 2-dr. hardtop, $925", ’55 (62) Coupe de Ville, $1,435* (ps), Air (8) sport coupe, $1,160* (ps); 
; $1,925*, $1,875*; Fairlane $775*; Plaza (8) 4-dr., $475. $1,235*; (60) Special 4-dr., $1,335* conv., $900*; sport sedan, $845; Two- 
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Se a ae 


BURROUGHS ACCOUNTING MACHINES PAY FOR 
THEMSELVES IN NINE MONTHS 


The scene: Yates Oldsmobile, Inc.— the largest Olds dealer in the St. Louis (Mo.) 
area. The background: tripled parts business, doubled new- and used-car sales, 
service sales. The jeb: general ledger, financial statement, seven 
standard journals, payroll and related quarterly reports, accounts 
receivable. The results, says Francis X. Healey, Business Manager: 
“Our two Burroughs Accounting Machines readily handle record- 
breaking work loads. They paid for themselves in operating- 
cost savings during the first nine months. They prepare related 
records simultaneously, machine-prove every posting so we always 
know right where we stand.” 





‘ William A. Yates 


§ President Burroughs—TM 





Yates Oldsmobile is one of many dealerships to 

} reach the peak of efficiency and economy through 

‘B Burroughs office automation equipment. For de- 

# tails, action — and results — call our nearby branch 

now. Or write Burroughs Corporation, Burroughs 
Division, Detroit 32, Michigan. 


Burroughs 





Burroughs 
Corporation 





“NEW DIMENSIONS / in electronics and data processing systems" 










NASH— 
OLDSMOBILE — 







ten (8) station wagon, $905*; One. 
fifty (6) utility sedan, $430, 

’55 Nomad (8) 2-dr., $1,075* (ps: Bel 
Air (8) sport coupe, $750", $560": re 
dr., $555; Two-ten (8) 2-dr., $590; 
Two-ten (6) 2-dr., $535, 

53 Two-ten 2-dr., $305. 

’51 Deluxe Bel Air, $255. 

CHRYSLER—’56 NY Town & Country, 
$1,100* (ps). 

’54 NY 4-dr., $300* 

’53 NY conv., $115*. 

DeSOTO—’59 Firesweep 4-dr. hardtop, §2,. 
200* (ps). 


(ps). 


’57 Adventurer 2-dr. hardtop, $1,325 
(ps). 
DODGE—’57 Royal (8) 4-dr., $1,035*, 
’55 Coronet (6) 4-dr., $450°*. 


"53 Coronet (8) Sierra 4-dr., $160. 
FORD—’60 Thunderbird (8), 2 at $4,475+ 
(ps), $3,965* (ps), $3,905" (ps), $3,- 
900* (ps), $3,800* (ps); Falcon (6) 


2-dr., $2,100*. 

’59 Thunderbird (8), $3,250* (ps), $3,. 
100* (ps); Country Sedan (8) 4-dr,, 
$2,160* (ps), $2,060* (ps), $1,875*; 
Galaxie (8) 4-dr, Victoria, $2,050+ 
(ps); 2-dr, Victoria, $1,985*; cony., 
$1,975* (ps); Ranch Wagon (8) 2. 
dr., $1,800*; Ranch Wagon (6) 4-dr,, 
$1,785; Fairlane (8) 4-dr., $1,650*; 
Custom 300 (6) 2-dr., $1,400*. 

’58 Thunderbird (8), $2,785* (ps), $2, 
600* (ps); Fairlane 500 (8) skyliner, 
$1,750* (ps); 4-dr., $1,250*; Ranch 
Wagon (8) 2-ar., $1,330*; Custom 300 
(8) 4-dr., $1,135"; business sedan, 


’57 Fairlane 500 (8) 2-dr. Victoria, $1,. 
175*, $885*; conv., $885* (ps); Coun- 
try Sedan (6) 4- dr., $1,085, 

’56 Country Sedan (8) 4-dr., $495*, 

"55 Country Squire (8) 4-dr., $750* (ps); 
Fairlane (8) 2-dr. Victoria, $685* (ps), 
$500*; 2-dr., $585*, $375; Custom (8) 
4-dr., $470*, $415*; 2-dr., $425*. 

"54 Custom (8) 2-dr., $390"; Country 
Squire (8) 4-dr., $385; Ranch Wagon 
(8) 2-dr., $385*, $385; Crest (8) conv., 
$300*; Main (8) 2-dr., $275, 

"53 Country Sedan (8) 4-dr., $290*; Cus. 
tom (8) 4-dr., $225. 

’51 Custom (8) 4-dr., $185; Crest (8) 
2-dr. Victoria, $110, 

LINCOLN— 59 Continental Mark IV cony., 
$3,800* (ps), 

"58 Continental Mark III 4-dr., $3,050 
(ps); Premiere 4-dr, hardtop, $2,440* 
(ps). 

‘ST Premiere 2-dr., $1,750* (ps). 

’56 Premiere 2-dr., $1,095* (ps), 

"54 Capri 4-dr., $400* (ps). 

'53 Capri 2-dr., $300* (ps), 
MERCURY—’59 Commuter 4-dr., $2,410* 
(ps); Monterey 2-dr., $1,275* (ps), 

’57 Monterey 2-dr., $1,125* (ps), 

'56 Custom station wagon, $850*, 
ae Monterey station wagon, $970* (ps); 

2-dr., $600*. 

"54 Monterey ‘- dr., $235*. 

’53 Monterey 2-dr., $365*. 

"53 Statesman (6) 4-dr., 
"60 (88) 4-dr., 


$180. 
$3,000° 


$2,615° 


(ps). 
"59 (88) 
(ps). 
’57 (88) Super 2-dr. Holiday, $975* (ps). 
"56 (88) 4-dr., $680* (ps). 
"55 (88) Super 4-dr., $825* (98) 
2-dr. Holiday, $685* (ps). 
’54 (88) Super 4-dr., $440*. 
"53 (98) 2-dr. Holiday, $125*. 
’52 (88) Super 2-a) 
PLYMOUTH—'58 Belvedere (8) 
top, $1,200* (ps). 
"57 Plaza (6) 2-dr., $525. 
’56 Suburban (6) 4-dr., 


Super 2-dr, Holiday, 


(ps); 


4-dr. hard- 


$725; Fury (8) 


2-dr, hardtop, $685*; Plaza (8) 4-dr., 
$485". 

’54 Savoy 4-dr., $205. 

’53 Cranbrook Belvedere, $300; Cam- 
bridge 4-dr., $195. 

PONTIAC— 57 Safari 4-dr., $1,150. 

56 Star Chief 4-dr, Catalina, $830° 
(ps); Chieftain 4-dr. Catalina, $775*. 

"55 Star Chief 2-dr, Catalina, $435°%; 
405*; Chieftain 4-dr., $435; 2-dr, Ca- 
talina, $430*, 

’54 Star Chief conv., $370* (ps); 2-dr. 
Catalina, $355* (ps). 

’53 Chieftain 4-dr., $160, 


RAMBLER—’'59 Super (6) Cross Country, 


$1,835. 
'56 Custom Cross Country, $975. 


STUDEBAKER—'56 President (8) 4-dr., 
$700". 
’55 Commander (8) 4-dr., $375, 
"53 Commander (8) 4-dr., $265*, 
MISCELLANEOUS—’59 Chevrolet (8) El 


Camino, $1,960; (6) El Camino, $1,875; 
(6) %-ton LWB pickup, $1,300; Ford 


(6) Ranchero, $1,670, 

’58 Ford (8) F-250 %-ton pickup, $1- 
080*. 

’57 Chevrolet (8) %-ton pickup, $995, 
$885; Ford (8) F-100 %-ton pickup, 
$800. 

’56 Ford (8) F-100 %-ton pickup, $625; 
(6) %-ton pickup, $600, 


'55 Chevrolet (8) %-ton pickup, $750; 
(6) %-ton pickup, $635*; GMC (6) %* 
ton pickup, $485*, 

’52 Ford (6) %-ton panel, $185, 

‘49 Dodge (6) %-ton pickup, $195. 

’47 Chevrolet %-ton utility truck, $185. 


FLINT 


Flint Auto Auction, Inc. Sale every 


Wednesday. Prices are for sale of Feb, 24. 
Sold 
BUICK—’'59 Electra 4-dr. hardtop, $2,575° 


216 cars from 316 consignments. 


(ps), $2,500* (ps); LeSabre 4-dt. 
hardtop, $2,215* (ps), $2,200*%; 4-dr., 
$2, 125°. 

58 RM 2-dr., $1,875*; Special Estate 
Wagon 4-dr., $1,815* me, $1,770°; 
2-dr, Riviera, $1,675* (ps); 4-dr., $1, 
620* (ps), $1,260*; Century 4-dr, Riv- 
iera, $1,700* (ps), 

’'57 RM 4-dr., $1,240*; Special 4-dr., 
$1,205*; 4-dr, Riviera, $1,115* (ps); 
2-dr., $980*. 

’56 Century Estate Wagon 4-dr., $960° 
(ps); 4-dr. Riviera, $675*%; RM 2-dr., 
$800*; Super 4-dr., $710* (ps); 4-dr. 
Riviera, $555*; Special 4-dr, Riviera, 
$700*; 4-dr., $525*. 

’55 Century 4-dr., $565*%; Special 2-dr. 
Riviera, $565* (ps), $420*; 2-dr., 
$495*; 4-dr., $395* (ps), $350*, $350; 
Super 4-dr., $550* (ps), 

’54 Century conv., $370*. 

CADILLAC—'58 (62) 4-dr., $2,790* (pS). 

57 (75) 4-dr., $2,280*; (62) Coupe de 
Ville, $2,200*, 

’56 (62) Coupe de Ville, $1,385* (ps); 
4-dr., $1,380*, $1,360* (ps), 

"51 (75) 4-dr., $275*, $135. 

CHEVROLET—’'60 Impala (6) sport coupe, 
$2,470*; Biscayne (6) 2-dr., $1,850. 

’59 Kingswood (8) 4-dr., $2,205*; Park- 
wood (8) 4-dr., $2,155" (ps); Park- 
wood (6) 4-dr., $2,000%; Impala (8) 
2-dr, hardtop, $2,150* (ps); 4-dr., $2," 
135* (ps), $2,130* (ps), $1,025"; Im 


(Continued on Page 58, Col, 1) 





Another extra service from Associates 


Credit Life insurance is a good sales clincher...try it! 


The family man who finances a car is bound to worry about his obligation. The quickest way to 


dispel his doubt and move on with the sale is with Credit Life insurance —a part of the complete o Y | 
Associates financing service. These policies pay off the balance of the indebtedness in full if the L 


insured purchaser dies. They're low in cost and can be included in the monthly payments. No 
salesman’s kit should be without them. Investment Company, South Bend, Indiana 
Associates fi ‘ing service includes floor planning. and physical damage insurance as well as Credit ’ 

SERS ERGENE Servien Whmrnees Heer § em 6 ASSOCIATES DISCOUNT CORP. . ASSOCIATES DISCOUNT 


Life. We’ve been in the business for 42 years and the fast, efficient service we give fully reflects 
this experience. Call your local Associates representative today. (CANADA) LIMITED . EMMCO INSURANCE COMPANY 
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AUTOMOTIVE NEWS, MARCH 7, 1960 
$1,265*; (88) conv., $1,100*, 255* (ps); 2-dr. hardtop, $2,050* (ps); 2-dr. hardtop, $2,150°*, 
’56 (98) 4-dr. Holiday, $825*; (88) Super 4-dr., $1,865*. *58 Special 4-dr., $1,210* (ps). 
e e 4-dr., $800* (ps), $780* (ps); 2-dr., ’58 Special 2-dr., $970*. "57 Special 4-dr., $1,210* (ps), $7859; 
$450*. ’57 RM 2-dr. Riviera, $1,100* (ps); Spe- conv., $915* (ps); 2-dr. Riviera, $795*; 
se ~ or u ion rices ’55 (88) Super 4-dr. Holiday, $540*; 2- cial conv., $950*; 4-dr., $805* (ps), Super 4-dr, Riviera, $1,155* (ps), $1,- 
dr, Holiday, $365* (ps). $800*. 050* (ps). 
"54 (88) 4-dr., $315*, $300*, "56 Special 4-dr. Riviera, $750*; 2-dr, ’56 Special 4-dr. Riviera, $705°; 2-dr. 
PLYMOUTH—’58 Suburban (8) 4-dr., $1,- Riviera, $640*; Century 4-dr. Riviera, Riviera, $575*, 
875* (ps), $1,660*. $635* (ps); 2-dr. Riviera, $500; RM "55 RM 2-dr. Riviera, $635* (ps), $449* 
(Continued from Page 56) ’ST Belvedere (8) 4-dr., $790*, $675*; 4-dr. Riviera, $580* (ps). (ps); Special 4-dr., $420*, $300*; gy. 
: Savoy (8) 4-dr., $665*. 55 Century 4-dr. Riviera, $675* (ps); per 2-dr. Riviera, $290*. 

pala (6) sport sedan, $2,030*; Bel FORD—'60 Fairlane 500 (8) 4-dr., §$1,- ’56 Suburban (8) 4-dr., $685*. Special conv., $585*; 2-dr. Riviera, ’54 Special 2-dr. Riviera, $250* 

Air (8) 4-dr, hardtop, $1,820°; 4-dr., 915* (ps); Fairlane (8) 4-dr., $1,915*; | ‘55 Belvedere (6) 2-dr., $210; Plaza (6) $500, $400; Super 4-dr., $500* (ps), | CADILLAOC—'60 (62) conv., $5,350* (pg); 

$1,685* ; 2-dr., $1,510*; Bel Air (6) Falcon (6) 2-dr., $1,750, 4-dr., $165; Savoy (6) 4-dr., $160. $480* (ps). 2-dr. hardtop, $5,150* (ps), 

2-dr., $1,695*, $1,675; Biscayne (6) 4-| ‘59 Country Sedan (8) 4-dr., $1,755*; | PONTIAC—'59 Safari 4-dr., $2,360*; Star| '54 Super conv., $425*; 4-dr., $340. '59 de Ville 2-dr. hardtop, $4,150* (pa); 
wets» $1,565, $1,555, $1,465, $1,400. Fairlane (8) 2-dr., $1,490 , , $1,450 ; Chief 4-dr., $2,300* (ps). CADILLAC—’58 Eldorado conv., $2,875* (62) 2-dr. hardtop, $3,725* (ps); 4-dr,, 
58 Impala (8) sport coupe, $1,715°, $1,-| Custom 300 (8) 2-dr., $1,555° (ps). '58 Super Chief 2-dr., $1,700* (ps); (ps); (62) 4-dr. hardtop, $2,560* (ps); $3,550* (ps). 

650*; conv., $1,460*; Brookwood (8) 58 Thunderbird (8) 2-dr, hardtop, §2,- Chieftain 2-dr., $1,650*; 2-dr. Catalina, 4-dr., $1,800* (ps). : : "57 (62) Coupe de Ville, $2,135* (pg): 

4-dr., $1,530* (ps), $1,385*; Bel Air 600*, $2,555* (ps), $2,500* (ps); Coun- $1,215* (ps). 57 (62) conv., $1,990* (ps); 2-dr, hard- 2-dr. hardtop, $1,985* (ps); 4-dr. hara. 

(8) sport coupe, $1,406*; 4-dr., $1,- try Sedan (8) 4-dr., $1,300°; Fairlane| 57 Chieftain 2-dr. Catalina, $1,025*, top, $1,830* (ps). : , top, $1,845* (ps), : 

235°; Bel Air (6) 2-dr., $1,250*; Bis- 500 (8) 2-dr., $1,265*; Custom 300 (6) ’56 Star Chief 2-dr, Catalina, $665* (ps): ’56 (60) Special 4-dr., $1,450* (ps), $1,- "56 (62) Coupe de Ville, $1,440* (ps); 

cayne (8) 2-dr., $1,295; 2-dr., $1,205°; 4-dr., $1,180 ; Custom (8) 2-dr., Chieftain station wagon 2-dr., $635*; -340* (ps); (62) conv., $1,360* (ps). conv., $1,375* (ps), $1,350* (ps); (60) 

Biscayne (6) 4-dr., $1,100; Yeoman j $970*, $970; Custom (6) 2-dr., $700, 4-dr. Catalina, $630*, $530*; 4-dr., '55 (62) 2-dr., $1,075 ; Special 4-dr., $1,305* (ps), $1 300° 

(6) 2-dr., $1,165; Delray (6) 2-dr.,| 57 Fairlane 500 (8) 2-dr., $1,065* (ps); $380. '54 (62) 2-dr., $700* (ps) (ps), $875* (ps). . 
eo 085". 4-dr., $880; 4-dr. Victoria, $850*; Cus- '55 Chieftain 4-dr., $455* (ps); 2-dr.,| CHEVROLET—’60 Impala (8) sport coupe 55 (60) Special 4-dr., $890* (ps); (62) 
57 Bel Air (8) sport coupe, $1,215°; 4- tom 300 (8) 2-dr., $880*; Custom (6) $2,570* (ps); sport sedan, $2,500* conv., $800* (ps) 

dr., $1,165; Two-ten (8) 4-dr., $1,095°, 2-dr., $685; Country Sedan (6) 4-dr.,| RAMBLER—’59 Custom (6) 4-dr., $1,775". (ps); Corvair (6) 4-dr., $1,740. : 54 (60) Special 4-dr., $975* (ps); (62) 

$835; station wagon 4-dr., $1,075; Two- . $500. STUDEBAKER — ’59 Deluxe (6) station 59 Bel Air (8) 4-dr., $1.525* (ps), $1,- conv., $645* (ps); 4-dr., $625* (ps) 

a 6” ee "to te eae eae "aes; wagon 2-dr., $1,420*; Lark (6) 2-dr., 500*, $1,470* (ps); Biscayne (8) 2-dr., CHEVROLET—’59 Impala (8) conv., $2,- 

“» . -dr., ; 4-dr., ; $1,235*. $1,455* (ps). 3 125*, $2,110* (ps), $2,100* (ps), §2'. 
’56 Bel Air (8) 2-dr., $620; 4-dr., $850*, Custom (8) 2-dr., $570*, $450*; 4-dr., '57 Silver Hawk (8) 2-dr., $845 58 Bel Air (8) sport cou 60*: 065* (ps), $2 025* 1,965*, $1,900* 
$700; Bel Air (6) 2-dr., $770; Two-ten $515*; Custom. (6) 2-dr., $500; Main | wIsCELLANEOUS—'59 Ford Ranchero %- sport am $i,sn0° taupe tena ta sport sedan, $1,945* ‘5: 4-dr. “~~ 

(6) 2-dr., $680*; 2-dr., $500; Two-ten| (6) 4-dr., $325*. a ton, $1,350. conv., $1,380* (ps); Biscayne (8) 4-dr. 550* (ps). 

(6) 2-dr., $660; One-fifty (6) 2-dr., 55 Country Sedan (8) 4-dr., $605°; Fair- 57 Ford (6) %-ton pickup, $885; Ranch- $1,100*, $1,075*, $1,060*; 2-dr., $1,-| °58 Impala (8) conv., $1,510*; Nomad 
100. lane (8) 2-dr., $400*, $325; Custom ero %-ton, $800; Chevrolet (6) %-ton, 006*; Biscayne (6) 4-dr., $1,000; 2- (8) 4-dr., $1,400*; Bel Air (8) sport 
55 Two-ten (6) station wagon 4-dr., : (8) 2-dr., $330; Main (6) 4-dr., $300. $725. dr., ‘$960; Delray (6) 4-dr 51 025*: coupe, $1,290*, $1,150* (ps); Biscayne 

$650, $605; 2-dr., $365; Bel Air (8) 54 Custom (6) 2-dr., $215; Custom (8) ’53 Chevrolet %-ton, $295, 2-dr $950 es : ; (8) 2-dr. $1 090* $1 075* $1,000" 

sport coupe, A = Age >. —_ .? — 4-dr., $150*; Main (6)| ‘49 Chevrolet %-ton, $125, '5T Bel Air (8) station wagon, $1,240*, (ps). ) 

San gees. $455*, $365; One-fifty (8) “in tae ‘as qtr., g10e $1,200* (ps); sport sedan, $1,010*; 4- ‘57 Bel Air (6) sport sedan, $1,150*; 
ign eee Ee. 6) 4-dr., . | WEST PALM BEACH, FLA. dr., $1,010*, $975*; Two-ten (8) sta- Bel Air (8) sport sedan, $1,105*; Two. 

e-fifty 2-dr., $150. MERCURY—’58 Monterey conv., $1,400*. tion wagon, $955 ten (6) 4-dr., $1,050*; Two-ten (8) 4 

'53 Two-ten 4-dr., $210. ’57 Monterey 2-dr. hardtop, $810*. West Palm Beach Auto Auction. Sale 56 Bel at r . 80° dr., $925* (ps); sport sedan $695° F 

CHRYSLER—'56 NY 2-dr. hardtop, $925*| '55 Monterey 2-dr. hardtop, $400. every Thursday. Prices are for sale of Feb.| 400) Atv iS) sport sedan station ay. | °S6 Bel Air (8) sport coupe, '$870*; 

(ps); Windsor 4-dr., $530* (ps). ’54 Monterey 2-dr., $375. 25. Dealers report retail is slow in most MH hy ; = a (8) ~—e =. dr., $840*: sett seine. $825°: Two. = 

'53 Firedome 2-dr. hardtop, $190. | OLDSMOBILE—'59 (88) Super 2-dr., $2,-| areas. More new car dealers are consigning cen eheee. ner tok, "Seen (8) 4-dr., $685*; One-fifty (8) 2-dr. 

DODGE—’57 Coronet (8) 2-dr., $625*. 675* (ps); (8) 4-dr. Holiday, $2,600%.|cars — doing less buying of used units. ‘on aie “Gees? 2-dr., $685; Two-ten gsso°. : ” 7 
*55 Coronet (8) 2-dr. hardtop, $315. ’58 (98) 4-dr. Holiday, $1,715*; (88) 4- xtra clean units are scarce. Buying ac- . a : , el ane 

"53 Coronet 2-dr. hardtop, $160. dr., $1,560*. tivity was good, however. a ee0; oon (8) 0°; aear $400" 1b0°: a (Continued a teas ‘col 1) _ 
EDSEL—'58 Pacer 4-dr., $940°. ’57 (98) 2-dr., $1,370*; 4-dr, Holiday, | BUICK—'59 LeSabre Estate Wagon, $2,- Bel Air (6) a. dees conv.” Seas: —— — =e 


The Classic 


4 door Sedan. ONLY $1616. 2035 Ibs., 40 mpg. 





America’s economy import with mosi 


POWER in its 
selling story 

The ONLY fine car aes weight = 
economy . . . over 2,000 to 40 
moe’ ae sieel b bumper to chassis. 


They et — trafic, move more unit 


POWER in its 
advertising 


Life, Time, Holiday, Newsweek, US News 
& World Report . . . a continuing Nat'l Ad 
backed up by “THE | AD- 
"| finest in the Industry! yo 
every $1.00 spent by a Dealer, he 
Pee ae Advertising. THIS 
S ADVERTISING POWER! 


POWER in its 
training 


pene Networks covered by Distributors’ 
tory Engine ng wing. Porsesec! svalatio to 
avai 
troable shoot ever necessa' . Com- 
supply of parts—strat 
—assures immediate and 
attention. THIS 1S SERVICE POWER! 


POWER to ae 
profits for you 


DATSUN is the BEST VALUE of any import 

car in America! ! ! ! Your Protected Fran- 

chise gives you a good mark-up, requires 

i investment, adds increased profits 

with almost no extra overhead. THIS IS 
PROFIT POWER! 


ees ee Oe See ee ee 





2 Dr. Wagon. ONLY $1818. 2268 Ibs. 
48 hp, Int. width 47” 







¥% ton pickup. ONLY $1588. 2060 Ibs., 
48 hp, 26 sq. ft. platform. 










SPORTS CONVERTIBLE: A fabulous 
car at a fabulous price. Coming soon! 


DATSUN 


Manufactured by THE NISSAN MOTOR COMPANY, LTD., TOKYO Since 1926 





Mr. Distributor 
Please send me confidential details on the Profit Protected 
Franchise available for my area! 











a i DISTRIBUTORS 

2 HAWAII: Von | WEST: Woolver- | MID-SOUTH: | CENTRAL and 
Co. Name. i Hamm-Young | ton Motors, 5967 | Southern Dat- | EAST. Luby Dat- 

i . Ltd, P.O. [Lankershim | sun Dist. Co., | sun Dist., Ltd., 
Addvess i Box 2630, Hono- | Blvd.,No.Holly- | 1501 Clay St., | 107-36 Queens 

t lulu 3. wood, Cal. Houston, Texas Bivd., Forest 
ct 1 $ Hills 75, N.Y.C. 

ee ee an aa 


| 





4-dr., $470, $400; Two-ten (8) 2-dr., 
$415. 

’54 Bel Air conv., $475* (ps); Two-ten 
2-dr., $325. 

'53 Bel Air sport coupe, $330, $280; 
conv., $260*; Two-ten 2-dr., $300; One- 
fifty 2-dr., $220. | 

’52 Deluxe 4-dr., $390*. 

’36 Deluxe 2-dr., $120. 

CHRYSLER—’'57 Windsor 4-dr. hardtop, 
$1,125* (ps). 

55 NY 2-dr. hardtop, $715* (ps), $620* 
(ps), $570* (ps). 

DeSOTO—’55 Firedome 2-dr. hardtop, 
$450* (ps). 

DODGE—’'55 Royal (8) conv., $395* (ps); 
4-dr., $350* (ps). 

"53 Coronet (6) 4-dr., $280*. 

FORD—’'6) Thunderbird (8) 2-dr. hardtop, 
$3,650* (ps), $3,500*; Galaxie (8) sun- 
liner, $2,550* (ps); Falcon (6) 2-dr., 
$1,750*. 

’59 Thunderbird (8) 2-dr. hardtop, $3,- 
225* (ps), $3,150, $3,050* (ps), $3,- 
000* (ps); Galaxie (8) 4-dr., $1,750*; | 
Fairlane (8) 2-dr. Victoria, $1,490*; 
Custom 300 (8) 2-dr., $1,275*; 4-dr., 
$1,250*. 

’5S Thunderbird (8) 2-dr. hardtop, §$2,- 
750* (ps), $2,425* (ps), $2,200; Coun- 
try Sedan (8) 4-dr., $1,245* (ps); 
Fairlane (8) 4-dr., $1,170* (ps); Fair- 
lane 500 (8) 4-dr., $1,060* (ps). 

’57 Fairlane 500 (8) 4-dr. Victoria, $1,- 
075* (ps); conv., $1,045*, $1,000* (ps), 
$1,900* (ps); 2-dr., $750* (ps); Coun- 
try Sedan (8) 4-dr., $825*, $750*; Cus- 
tom (6) 2-dr., $735*, $665; Custom 
300 (6) 2-dr., $620*; Fairlane (8) 2- 
dr. Victoria, $500*. 

’56 Country Squire (8) 4-dr., $775* (ps); 
Country Sedan (8) 4-dr., $695* (ps); 
Fairlane (8) conv., $690* (ps), $665*, 
2 at $645* (ps), $390*; 2-dr. Victoria, 
$580* (ps), $575* (ps), $560* (ps); 
Ranch Wagon (8) 2-dr., $645* (ps), 
$495*, $470; Custom (6) 2-dr., $435*; 
Main (8) 2-dr., $405; Main (6) 2-dr., 
$400. 

’55 Country Squire (8) 5-dr., $530* (ps); 
Ranch Wagon (8) 2-dr., $525*; Fair- 
lane (8) 2-dr., $385; 4-dr., $330*. 

’54 Custom (8) 2-dr., $380, $300; Main 
(6) 4-dr., $260. 

’53 Crest (8) 2-dr, Victoria, $310*, $260. 

’52 Crest (8) 2-dr. Victoria, $310* (ps), 
$240. 

IMPERIAL—’55 Imperial 4-dr., $525* (ps), 
$500* (ps); conv., $350* (ps). 

’52 Imperia! 4-dr., $240, $230. 

LINCOLN — ’'56 Premiere 2-dr. hardtop, 
$1,050* (ps). 

’55 Capri conv., $400* (ps). 

MERCURY—’58 Voyager 4-dr., $1,350* 
(ps); Montclair 2-dr. hardtop, $950* 
(ps), $810; 2-dr., $780. 

’57 Monterey 2-dr., $825*, $700*. 

’56 Custom station wagon, $680* (ps), 
$610* (ps). 

’55 Monterey station wagon, $530", 


4-dr., $300* (ps), 
$390* (ps). ° 


$375* 


$475*, 
$275*; 
’53 Monterey 2-dr., 
NASH—’55 Ambassador 


$450*, $330*; 
Montclair 4+dr., 
$245. 


(8) 2-dr., 


(ps). 
OLDSMOBILE—’59 (88) 4-dr. Holiday, $2,- 
230* (ps); 2-dr. Scenic, $2,050*. 
"58 (88) Super 4-dr. Holiday, $1,775* 
(ps), 2 at $1,710* (ps), $1,675* (ps). 
’56 (98) conv., $875* (ps), $775; (88) 
2-dr. Holiday, $675, $670, $575*, $515*. 


’55 (88) 4-dr., $460* (ps). 
54 (88) 4-dr., $365* (ps). 
PLYMOUTH—’58 Suburban (8) Deluxe 2- 
dr., $830*. 
"56 Belvedere (8) 2-dr. hardtop, $620*; 


Plaza (6) 4-dr., $485. 
’55 Plaza (6) 2-dr., $375. 
«54 Plaza 4-dr., $200. 
PONTIAC—’60 Catalina convy., 
(ps); 4-dr., $2,430*. 
’57 Chieftain 2-dr. Catalina, $835*. 


$2,860* 


’56 Chieftain 4-dr., $600*; 2-dr. Catalina, 
$450. 

’55 Star Chief 4-dr., $420* (ps); Chief- | 
tain 2-dr., $390. 

’54 Chieftain 2-dr., $225*. 

"53 Chieftain 4-dr., $270. 

RAMBLER — '60 Ambassador (8) 4-dr., 

$2,600* (ps), 


’59 American (6) 4-dr., 2 at $1,425*. 
’56 Super 4-dr., $575*. 
STUDEBAKER—’55 Regal (8) 
top, $465. 
MISCELLANEOUS— 
ton pickup, $725; 
$590. 
’56 Willys (6) station wagon, $800. 
’54 Ford (8) F-600 van, $520; GMC (6) 
truck, $275. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 25. 
Sold 263 cars from 486 consignments. 
BUICK—'59 Invicta conv., $2,390* (ps); 

4-dr. hardtop, $2,250* (ps); LeSabre 


2-dr. hard- 


’57 Chevrolet 
(8) 


(6) %- 
¥%-ton pickup, 





WANT 
Extra Profits 
Happier Customers? 





Any 4- or 6-wheel drive vehicle own- 
er operating on or off the highway 
needs a set of WATSON LOCKOUT 
Front Wheel Hubs—here’s why: 


SAVES GAS, TIRES, REPAIRS with front 
hubs in “free wheeling” on the high- 
way. 


ALL-WHEEL DRIVE INSTANTLY AVAILABLE 
for off-highway use...a flip of the 
LOCKOUT levers engages hub for 
power drive. Simple, rugged 
WATSON design automatically en- 
gages or disengages without “rock 
’n roll”. There are no delicate parts 
to fail or ‘freeze’... WATSON 
LOCKOUTS never let you dow" 
when you're far away from math 
tenance facilities. 

WATSON LOCKOUT HUBS are avail: 
able for all popular standard and 
military models of 4- and 6 wheel 
drive vehicles. Write today for liter 
ature, prices and liberal dealer dis: 


counts; please address Dept. H-3 
H. S. 
WATSON WATSON 
COMPANY 


1316 - 67TH ST., EMERYVILLE 8, CALIF, 
5 1606 LASKEY RD., TOLEDO 12, OHIO 
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Used-Car Auction Prices 





(Continued from Page 58) 


4-dr., $610*, $450* 
(ps); Bel Air (6) 4-dr., $515*; Two- 
ten (6) 2-dr., $345*, $295. 

64 Bel Air 4-dr., $395*; 2-dr., 


$265. 
53 Bel Air 4-dr., $350* (ps). 
OCHRYSLER—’58 Saratoga 2-dr. 
$1,245* (ps). 
‘67 Windsor 4-dr. hardtop, $1,105* (ps); 
NY 4-dr., $990* (ps). 
66 NY 4-dr., $780* (ps). 
55 Windsor 4-dr., $545* (ps). 
54 NY 2-dr., $475* (ps). 
63 NY 2-dr. hardtop, $305* (ps). 
peSOTO—'58 Firedome 2-dr. hardtop, $1,- 
185* (ps); $1,005* (ps). 
‘57. Firedome 4-dr. hardtop, $960; (ps). 
65 Firedome 2-dr, hardtop, $400*. 


$465*; 2-dr., $450*; 
$375", 


hardtop, 


PODGE—’60 Phoenix (8) 2-dr. hardtop, 
$2,450* (ps); Seneca (8) station wag- 
on 4-dr., $2,350*. 

58 Coronet (8) 4-dr., $1,500*; 4-dr. 
hardtop, $1,105* (ps). 

57 Coronet (8) 4-dr, hardtop, $885* 
(ps). 


56 Custom Royal (8) 4-dr., $625* (ps); 
Coronet (8) 2-dr. hardtop, $350*. 

‘55 Royal (8) 2-dr. hardtop, $405*. 

FORD—'59 Galaxie (8) 2-dr, Victoria, $1,- 
925*, $1,900*, $1,850*; Fairlane 500 
(8) 4-dr., $1,680* (ps); Custom 300 
(6) 4-dr., $1,480*%; 2-dr., $1,250, 

58 Thunderbird (8) conv., $2,550* (ps), 
$2,390- (ps); Country Sedan (8) 4- 
dr., $1,210* (ps); Fairlane 500 (8) 2- 
dr., $1,145*; 4-dr., $1,105* (ps); Fair- 
lane 500 (6) 4-dr., $930* (ps); Ranch 
Wagon (8) 2-dr., $985*; Custom 300 
(8) 2-dr., $925, $870*; Custom 300 (6) 
2-dr., $720, $710. 


‘57 Fairlane 500 (8) 2-dr. Victoria, $1,- 
130* (ps), $1,100*, $1,005*, $755*; 4- 
dr., $1,060* (ps), $905* (ps), $825* 
(ps); 4-dr, Victoria, $810*; Country 
Sedan (8) 4-dr., $810*; Custom 300 
(8) 2-dr., $745*, $560, $500; 4-dr., 
710*: Ranch Wagon (6) 2-dr., $650. 

66 Fairlane (8) 2-dr. Victoria, $635*, 
$630, $630*; 2-dr., $530; Custom (6) 
4-dr., $530*; Custom (6) 2-dr., $390*; 
Country Sedan (8) 4-dr., $525* (ps). 

'55 Ranch Wagon (6) 2-dr., $495; Fair- 
lane (8) 2-dr, Victoria, $450*, $420*, 
$400*; Crown Victoria, $315*; 4-dr., 
$300. 

64 Crest (8) 4-dr., $420*; Custom (8) 
4-dr., $335; 2-dr., $260*, 

IMPERIAL—'57 Imperial 2-dr. hardtop, 
$1,459* (ps) 

LINCOLN—’'58 Capri 4-dr., $2,020* (ps). 

‘67 Premiere 4-dr., $1,650* (ps), 

"66 Capri 4-dr., $790* (ps). 

"65 Capri conv., $585* (ps). 


hardtop, 
hardtop, 


MERCURY—’'59 Monterey 4-dr. 
$1,875* (ps); Montclair 4-dr, 
$1,750* (ps). 

"58 Turnpike Cruiser 4-dr, 
480* (ps). 

"57 Monterey 2-dr. hardtop, $910*; Mont- 
clair 2-dr. hardtop, $890* (ps). 


hardtop, $1,- 


‘56 Montclair 2-dr., $665* (ps); Custom 
4-dr. hardtop, $445*. 

55 Montclair 4-dr., $600*; 2-dr. hard- 
top, $580*, $400* (ps). 

"64 Montclair 4-dr., $385* (ps). 

OLDSMOBILE — '58 (98) 4-dr. Holiday, 
$1,875* (ps); (88) Super conv., $1,770* 
(ps); (88) 4-dr, Holiday, $1,610* (ps); 
4-dr., $1,450* (ps). 

"57 (98) 2-dr. Holiday, $1,480* (ps), 
$1,425* (ps); 4-dr, Holiday, $1,280* 
(ps); conv., $1,130* (ps); (88) 4-dr., 
$1,010", 

"56 (98) 2-dr. Holiday, $945* (ps); 4-dr. 
Holiday, $830*; (88) 4-dr., $750*. 

"55 (98) 4-dr. Holiday, $705* (ps); 4- 
dr., $250* (ps); (88) Super 2-dr. Hol- 
iday, $640* (ps); (88) 2-dr, Holiday, 
$625*, $545* (ps), $375* (ps). 


"B4 (88) Super 2-dr. Holiday, $450* (ps); 
4-dr., $300* (ps); (98) 4-dr., $250* 


(ps). 
PLYMOUTH—'58 Belvedere (8) 4-dr. hard- 


top, $1,025*; Savoy (8) 4-dr., $895*, 
$885*, $875*, $865* (ps). 
"87 Belvedere (8) 2-dr. hardtop, $905*, 


$800*; Savoy (8) 2-dr, hardtop, $785*; 


2-dr., $600", $500; Savoy (6) 4-dr., 
$650. 
"56 Plaza (8) 2-dr., $370*. 
"55 Savoy (8) 4-dr., $410*. 
PONTIAC—'59 Bonneville 4-dr., $2,585* 
(ps); Catalina conv., $2,150* (ps); 4- 


dr., $2,100* (ps). 
"58 Super Chief 4-dr, Catalina, $1,390*; 
Chieftain Safari 4-dr., $1,375* (ps). 


see ty 


"S37 Super Chief 4-dr. Catalina, $920*; 
Chieftain 4-dr., $860*. 

"56 Star Chief 4-dr., $475*. 

‘S55 Chieftain 2-dr. Catalina, $500*, 
$470*; 4-dr., $415*; Star Chief 4-dr., 
$405*. 


54 Star Chief 4-dr., $415* (ps). 
RAMBLER—’59 Super (8) Cross Country 
4-dr., $1,850* (ps). 
57 Super (6) 4-dr., $875*. 
56 Super (6) 4-dr., $660. 
STUDEBAKER—’59 Silver Hawk (6) sport 
coupe, $1,450* (ps); Regal (8) 4-dr., 
$1,330*. 
‘55 Commander 2-dr., $345, 
MISCELLANEOUS—'57 Ford (6) Ranch- 
ero, $815*. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day, Prices are for sale of Feb. 25, Mar- 
] showing some slight decline in ’59 and 
58 models, however, sharp merchandise 
still bringing top dollar. Buying very active 
4s dealers are preparing for spring selling 
Season. Sold 173 cars from 206 consign- 
ments. 
BUICK—’'58 RM 2-dr. Riviera, $1,530* 

ye. (PS); Century 4-dr., $1,500* (ps). 

57 Century 4-dr., $950* (ps); Special 

: 4-dr., $845* (ps). 

™ Special 4-dr., $850* (ps); 2-dr., $780* 

Ps). 

"55 Century conv., $290* (ps). 
CADILLAC—'58 (62) 2-dr, hardtop, $2,- 

h 880* (ps), $2,780* (ps). 

57 Eldorado conv., $2,385* (ps); (62) 
s 2-dr, hardtop, $1,840* (ps). 

'56 (62) 4-dr., $1,420* (ps). 

(55 (62) 4-dr., $990* (ps). 

54 (62) 4-dr., $700* (ps). 
CHEVROLET—’59 Impala (8) sport sedan, 

$1,950* (ps); Kingswood (8) 4-dr., 
$1,950* (ps), $1,780; Bel Air (6) 4- 
:. $1,505*; Biscayne (6) 2-dr., $1,- 
"58 Brookwood (8) 4-dr., $1,395*, $1,380* 
(ps); Brookwood (6) 4-dr., $1,375*, 


$1,315, $1,205*; Bel Air (8) 4-dr., $1,- 
325*, $1,290* (ps); Biscayne (6) 4-dr., 





$1,220, $1,210*, $1,200, $1,115, §$1,- 
110*, (taxi) $665*; Biscayne (8) 4-dr., 
$1,160*, $1,135*. 

"57 Two-ten (6) station wagon 4-dr., 
$930, $905; 4-dr., $875*, $835*; 2-dr., 
$865*; Two-ten (8) 2-dr., $905*, $790*, 
$765*. 

’56 Bel Air (8) sport coupe, $880*; Two- 
ten (6) 2-dr., $635; station wagon 4- 

, $535* (ps); Two-ten (8) 4-dr., 
$625. 

’55 Two-ten (6) station 
$525; 2-dr., $375. 

’54 Two-ten 2-dr., $225. 

’53 Bel Air conv., $280; 4-dr., $105*. 


wagon 4-dr., 


CHRYSLER—’58 NY 4-dr., $1,655* (ps); 
Windsor 4-dr, hardtop, $1,340* (ps). 
‘57 Windsor 4-dr., $885*. 
55 Windsor 4-dr., $560* (ps); NY 2-dr. 


hardtop, $500* (ps). 
DeSOTO—’'58 Firedome 4-dr., $1,340* (ps). 


’57 Fireflite 4-dr., $1,110* (ps), 
56 Firedome 4-dr., $700* (ps). 
’55 Fireflite conv., $605* (ps); Firedome 


2-dr, hardtop, $500*. 
DODGE—’58 Custom Royal (8) 4-dr., $1,- 


280* (ps); Coronet (8) 4-dr, hardtop, 
$1,175". 

’57 Suburban (8) 2-dr., $1,045; Coronet 
(8) 4-dr., $840* (ps). 

’56 Coronet (8) 4-dr., $600*, $590*. 

’55 Coronet (8) 2-dr. hardtop, $485*, 


*54 Coronet 4-dr., $240*. 
FORD—'59 Fairlane 500 (8) 4-dr., $1,680* 
(ps). 


’58 Fairlane 500 (8) conv., $1,505* (ps); 
2-dr. Victoria, $1,250* (ps); 4-dr., $1,- 
110*; Fairlane (8) 4-dr., $995*; Cus- 
tom 300 (8) 4-dr., $1,075*, $1,020*. 

57 Country Squire (8) 4-dr., $1,185* 
(ps); Country Sedan (8) 4-dr., $1,075* 
(ps); Fairlane (8) 2-dr, Victoria, $1,- 
000*, $990* (ps); Ranch Wagon (8) 
2-dr., $780*; Custom 300 (8) 2-dr., 
$720, $700*, $695*, $690*, $675* (ps), 
$630*; Custom (8) 2-dr., $715*; Cus- 
tom (6) 4-dr., $545, $500. 

’56 Country Sedan (8) 4-dr., $810, $705* 
(ps); Fairlane (8) 2-dr. Victoria, 
$695*, $680* (ps); 4-dr., $600* (ps), 
$560*; Main (8) 4-dr., $550; Main (6) 
2-dr., $260*, 


’55 Fairlane (8) 2-dr. Victoria, $670*; 
4-dr., $520* (ps); Country Sedan (8) 
4-dr., $520* (ps); Custom (8) 4-dr., 


$420*, $200*. 
’54 Crest (8) 2-dr. Victoria, $355, 
LINCOLN—’58 Capri 4-dr., $1,735* (ps). 
’56 Premiere 4-dr., $1,035* (ps), $1,000* 


(ps); Capri 2-dr. hardtop, $980* (ps), 
$760* (ps). 
MERCURY—’'58 Montclair 4-dr. hardtop, 

$1,500* (ps). 

’57 Monterey 4-dr., $925*; Montclair 4- 
dr., $920* (ps). 

’56 Montclair 4-dr. hardtop, $690*; 2-dr. 
hardtop, $510*; Medalist 4-dr., $555*. 


’55 Monterey 4-dr., $640* (ps); Montclair 
2-dr. hardtop, $470* (ps). 

OLDSMOBILE—’59 (88) Fiesta 4-dr., $2,- 

415* (ps); 4-dr. Holiday, $2,165* (ps). 


’5S (98) 4-dr. Holiday, $1,830* (ps); 2- 
dr. Holiday, $1,810* (ps); (88) 4-dr., 
$1,520* (ps). 

’57 (88) 4-dr. Holiday, $1,250* (ps). 

'56 (98) 4-dr. Holiday, $880* (ps); (88) 
2-dr. Holiday, $550*. 

’55 (88) 2-dr. Holiday, $680*; 4-dr., 
$505*. 

’54 (88) Super 4-dr., $200*. 

PLYMOUTH—’'59 Fury (8) 4-dr., $1,710*. 





"58 Savoy (8) 4-dr., $1,190* 
115*, $1,075*, $850* (ps), 

’57 Suburban (8) 4-dr, (9 pass.), $810; 
Savoy (8) 4-dr., $775*, $480; 2-dr., 
$625*; Plaza (8) 4-dr., $570, $530*, 
$480. 

’56 Savoy (8) 4-dr., $475*; Plaza (8) 4- 
dr., $430; Plaza (6) 4-dr., $335; Bel- 


(ps), $1,- 
$825. 


vedere (8) 4-dr, hardtop, $410* (ps); 
Suburban (8) 4-dr., $400. 

55 Savoy (8) 4-dr., $450*. 

’54 Plaza (8) 4-dr., $210. 

'53 Cambridge 4-dr., $295; Cranbrook 
4-dr., $100. 

PONTIAC—’58 Star Chief 4-dr., $1,510* 

(ps); Chieftain conv., $1,400* (ps); 
4-dr, Catalina, $1,200* (ps). 


'55 Star Chief conv., $600* (ps); Chief- 
tain 4-dr., $400*. 
’52 Chieftain 2-dr. Catalina, $105". 
RAMBLER—’57 Super (8) Cross Country 
4-dr., $1,030*; 4-dr., $775*. 
’54 Custom 4-dr., $155*. 
VALIANT—’60 Valiant station wagon, $2,- 
160. 
MISCELLANEOUS—'55 Dodge 
$650. 


(8) 2-ton, 


ARMONK, N. Y. 


Banksville Auto Auction, Inc. Sale every 
Tuesday, Prices are for sale of Feb. 23. 
Weather: Cool and clear. Market off gen- 
erally but clean cars continued to bring 
top money. Many dealers reported retail to 
be slow, definitely a buyers’ market at yes- 
terday’s sale, Sold 57 percent of consign- 
ment. 

BUICK—’56 RM 2-dr, Riviera, $730* (ps). 

’55 Special 2-dr. Riviera, $625*. 
CADILLAC—’59 (62) 4-dr. hardtop, §$3,- 

885* (ps). 

’41 4-dr., $150*. 

CHEVROLET—’58 Impala (8) 2-dr. hard- 
top, $1,365, $1,350. 

'57 Bel Air (8) 2-dr. hardtop, $1,000*; 
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Two-ten (6) 4-dr., $825; 2-dr., $820; 
Two-ten (8) 4-dr., $660*. 

"56 Bel Air (8) 2-dr. hardtop, $840*; 
Two-ten (8) 4-dr., $525°. 

55 Bel Air (8) 2-dr. hardtop, $590*; 
Two-ten (6) 2-dr., $400. 

’54 Bel Air conv., $390* (ps). 
CHRYSLER—’55 NY 2-dr. hardtop, $560* 
(ps); Windsor 2-dr. hardtop, $425*. 

DODGE—’54 Meadowbrook 4-dr., $150. 
FORD—’59 Thunderbird (8) 2-dr. hardtop, 
$2,960* (ps). 

’58 Fairlane 500 (8) skyliner, $1,200*; 
Fairlane (8) 2-dr. (police), $425; Cus- 
tom 300 (8) 2-dr., $850*; 4-dr., $760*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $1,- 
100* (ps), $1,000* (ps); Custom (6) 
4-dr., $725*. 

’56 Fairlane (8) 4-dr., $750; Ranch Wag- 
on (8) 2-dr., $600; Custom (8) 2-dr., 
$475*. 

’55 Fairlane (8) conv., $460*; 2-dr. Vic- 
toria, $435*; Custom (8) 2-dr., $375*. 

’53 Crest (8) 2-dr. Victoria, $100*. 

LINCOLN—’56 Premiere 4-dr., $700* (ps). 

53 Capri 2-dr. hardtop, $160* (ps). 

MERCURY—'58 Commuter 4-dr., $1,475*. 

’57 Montclair 2-dr. hardtop, $1,000* (ps); 
Monterey 2-dr. hardtop, $875* (ps). 

56 Custom station wagon 4-dr., $650* 
(ps); Montclair conv., $620* (ps); Mon- 
terey 4-dr., $400* (ps). 

54 Monterey 2-dr. hardtop, $325*. 

53 Monterey 2-dr. hardtop, $165. 

OLDSMOBILE—’57 (88) Super 2-dr. Holi- 
day, $925* (ps). 
PLYMOUTH—’58 Savoy (8) 4-dr., $850*. 

’57 Plaza (8) 4-dr., $660*. 

56 Belvedere (8) 4-dr. hardtop, $535*. 

’55 Plaza (8) Suburban 4-dr., $600*; Bel- 
vedere (8) conv., $450; 2-dr. hardtop, 
$375*. 

PONTIAC — ’'55 Star Chief conv., $475* 
(ps); 2-dr, Catalina, $425°*. 


(Continued on Page 60, Col, 5) 


PPT RCCL DU UCC) AS CD 
Cuts Cargo Damage, Adjusts to Any Load 








SECOND DECKING IS 
EASY with socket fittings 
that fit into slots, accept 
wood 2 x 4’s for sturdy 
multiple decking. 


size cargo. 


e~eroquip 


GENERAL LOGISTICS DIVISION 


2929 FLOYD STREET, BURBANK, CALIFORNIA 
Aeroquip Products are Fully Protected by Patents in U.S.A.. Canada and Abroad 


QUICK STRAP CONNEC- 
TION with steel end fittings 
on tough web straps per- 
mit easy tie-down of any 
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that assures quick, 


This sign of 
safe handling 
can be seen on 
modern vans, 
everywhere 


Aeroquip’s new ‘E’ Series Vertical Track 





SAFE-T-LOADED 


CARGO CONTROL SYSTEM 





Cargo Control System combines easy 
cargo tie-down with unlimited versatility 
in cargo arrangement. Over a thousand 
tie-off slots accept either quick attach- 
ing web straps or sturdy steel socket 
fittings. You get full use of cube space 
in the van for maximum payload carry- 
ing capacity. Get full details on this new 
Vertical Track Cargo Control System 


efficient, damage 


free cargo handling. Mail the coupon 


below for full information. 
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SAFE-T-LOADED is an Aeroquip Trademark 


General Logistics Division, Aeroquip Corporation 
2929 Floyd Street, Burbank, California 


Please send full details on Aeroquip Cargo Control Systems for truck fleets. 
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Dealer of the Year... 





Hy Eprror’s Note: During 1960, 
i dealer associations in many areas 
it will tie in efforts to elevate the 
He auto dealer’s public stature with 
j nominations for the Franklin 
1g Quality Dealer Award. The story 
if below gives an insight into that 

By Charles Cates 

Staff Correspondent 
if Y NOW there are few in the 
i auto business who do not know 
that W. O. Bankston, Dallas Olds- 
| mobile dealer, has been selected for 
i the Saturday Evening Post’s first 
i Franklin Quality Automobile Deal- 
i er Award. 
ie What many do not know is 
ie why he was so honored, His se- 
Hf lection was based on two foun- 
if dations—his work as an auto 
dealer and his role as a humani- 
Hh tarian. 
i In many ways, Bankston fits into 
the concept of an earlier-day Amer- 
F ican hero. He quit school in the 
iF seventh grade to help support his 

family and he arrived in Dallas on 
| the rods of a freight train at 19 
ne with little but ambition. 

; * * * 

Bu what about his philosophy 
if as an automobile dealer? What 
if made him a candidate for honor? 
This, perhaps, can best be summed 
up in the way his customers see 
him—as a man who has kept faith 
with them. 

How does he conduct his busi- 
ness? Adding up the information 
from all sources, it seems to be like 
if this: ; 
f 1. The customer must be satisfied. 
2. All service must be first rate. 
H, 3. Loyalty to company person- 
c nel is demonstrated in fair deal- 
i ing—and this is reciprocated by 
the employes. 

F 4. Profit-sharing systems are util- 
‘qi ized in various forms, based on 
merit and productivity. 

5. The dealer keeps close to the 
operation and maintains close per- 
ga sonal contact with the employes. 
i 6. The dealer makes as many per- 
Sonal contacts with customers as 
possible. 

o* + * 


ANKSTON believes this sort of 

operational policy has cumula- 
tive results that keep the business 
in sound position for growth, ex- 
pansion and the addition of facil- 
ities and services of the latest and 
most efficient type. 

i In his advertising and promotion 
: he finds it unnecessary to resort to 
i any misleading statements. There 

are no “gimmicks.” There is no 

“high ball,” or “low ball” practice 

in selling. 

Bankston has laid down a rule 
for the back shop men: “Send 
the disgruntled service customer 
to my office. The customer will be 
right there.” Any failure to prop- 
erly serve him in the shop or any 
indifference to his feelings is not 
tolerated. 


Se. Fe Ci Pn Oe 
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Three days after the service job 
leaves the shop, a call is made to 
determine if the repairs are hold- 
ing up. Later, a follow-up letter is 
sent the customer to check further. 
One woman does nothing else but 


EI RATS LY RE Kia FOE 


Every service salesman must 
road-check the service job. (The 
shop men must follow the rules 
pretty well, for there are still 12 of 
the original 28 who began with the 
first deal in 1941.) 

The modern dealership, built at 
a cost of around half a million 
dollars, has a total of 35 stalis 
in the shop, There are 18 lifts. 

One man ig responsible for body 
and fender tightening, and one 
person, only, makes estimates, Spe- 
cial attention is given to body work 
through services of best available 
workers. 

Bankston reports service absorp- 
tion at 92 percent. Customer labor 
} dollar volume is in the top bracket 
: for Dallas operations, comparative 
+ figures show. 
yy ” * + 


E GFRCTAL emphasis is placed on 
x car make-ready. The car must 
go to the customer in the best 
shape possible. Bankston spends $55 
on make-ready, which is described 
as $20 above the “national average 
for the line.” 

“I am more interested in selling 
and servicing cars than in looking 
eagerly at insurance or financing 
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volume,” Bankston says. No special 
pressure is exerted for handling of 
insurance or financing, he explain- 
ed. He finds the customer is willing 
enough to let the dealership handle 
an entirely adequate amount of it. 
Bankston stresses that there is no 
abuse of this privilege. 

Salesmen operate on a com- 
mission, The top salesman last 
year made over $23,000, Six made 
above $12,000, Only two were 
under the latter figure. 

The sales manager, office man- 


ager, used car manager and other 


key executives have either a fixed 
salary or a guarantee—plus a profit 
sharing benefit. 

Every Tuesday morning the deal- 
er breakfasts with the department 
heads at 6:30 for roundtable “shop 
talk,” airing of any problems or 
for just conversation. 

A sales meeting, at which Banks- 
ton presides, follows these Tuesday 
breakfasts. At 9, the “boss” confers 
with any department head who has 
a problem. 

At least one morning each week 
the owner of the firm goes to the 
shop to personally meet service 
customers. 

* ik ok 

EAeaeTUN, of course, is a good 

salesman. He had to be, for on 
that day when he arrived in Dallas 
on a freight train, the police were 
not welcoming likely candidates 
for the relief rolls. Bankston had to 
convince the police that he had ar- 
rived to work. A deputy sheriff 
helped him get his first job in the 
city—an $8 a week job, with sleep- 
ing accommodations, in a truck 
body plant. 

Now he is selling more Oldsmo- 
biles than any other Dallas Coun- 
ty dealer, But he started as an 
underdog, and he retains his con- 
cern for the underdog, 

Endorsing Bankston’s nomination 
for the Post award, Dallas Mayor 
R. L. Thornton observed “he has no 
peers in his particular field of hu- 
manitarian endeavor.” 

He has been widely commended 
for his work in rehabilitating al- 
coholics through Alcoholics An- 
nonymous, and in helping ex-con- 
victs get a fresh start. Four former 
convicts work in his shop. 

No civic cause is too small; 
Bankston lends a helping hand to 
all. It has been estimated that he 
has aided thousands of people 
who came to him with their trou- 
bles. 

Bankston long has been active in 
youth work. He was associated with 
U. S. Senator Lyndon B. Johnson, 
Texas Democrat and Senate ma- 
jority leader, in the Youth Move- 
ment in.1937 and is a member of 
the Dallas Big Brothers. 

For years he has loaned the Big 
Brothers a pickup truck for use at 
a boys’ camp. He helped establish 
a home for unwed mothers and 
young girls in trouble, He was a 
member of the home’s board for 
years. 

* * * 
ANKSTON has helped at least 
150 men and women obtain 





Dealer Wins Antique Car— 


Mel Collier (Cadillac), Casper, Wyo., 
went home from the NADA convention in 
Washington with a 1911 Premier touring 
sedan. He won the car in the “Vote for 
Tyrex" survey conducted among car deal- 
ers at their annual meeting. William Dal- 
ton, president, Tyrex, Inc., is. shown pre- 
senting the car keys to Mr. and Mrs. Col-: 
lier. 

































| Why Bankston Was Chosen 


prison paroles and pardons and, 
he says, only two have betrayed his 


trust. 


One of the convicts he helped was 
Floyd Hamilton, a Public Enemy 
’30s. Hamilton now 
works nights in the Bankston shop 
and talks frequently with church 
groups, luncheon clubs and young 
people about the futility of crime. 


No. 1 in the 


The pastor of Bankston’s 
church credits him with a big as- 
sist in helping the congregation 
to grow from 40 members to 
4,500 over a 14-year period. 


In his letter to the Post in sup- 


port of Bankston’s nomination, 
Senator Johnson said: 

“No amount of money could ever 
buy the kind of respect and good- 


will for the automobile business 
that has been generated by W. O. 
Bankston’s unselfish example of 


good citizenship and intelligent con- 


cern for the welfare of his fellow 


men.” 


Other letters of commendation 


came from Tex. Gov. Price Daniel, 
Attorney General Will Wilson, J. N. 
Whitehurst, general manager of the 
Authorized New Car Dealers of 


Dallas, and Dallas County Sheriff 


Bill Decker, the deputy who helped 
Bankston get his start in Dallas. 
& * * 

ANKSTON entered the auto 

business as a used-car salesman 
on Jan. 1, 1934. His first boss re- 
called that although Bankston was 
new in the business, he was the 
lot’s top salesman within a month. 

He joined a Ford dealer in 1936 
as sales manager, but returned to 
the used-car business a year later 
with his first employer as a partner. 
Eleven months later, Bankston 
said, he had paid off $5,000 he had 
borrowed to start the business and 
had bought out his partner. 

He recalled that he always was 
the first man on the lot each day 
—fixing flats, recharging batter- 
ies and dusting off the cars be- 
fore the rest of his workers re- 
ported. 

Bankston acquired his first new- 
car dealership, a Ford outlet, in 
1941. His associate was G. E. 
(Blondy) Hall, a wealthy oilman 
who acted as a silent partner. 

He gave the used-car business to 
his father and a younger brother, 
and devoted all of his time to build- 
ing the Ford dealership into one of 
the city’s largest. 

ok * 


ya auto production was in- 
terrupted during World War 
II, Bankston kept his business 
going by bringing in cars bought 
in New York and Florida. 

Bankston-Hall Motors, Inc., built 
a $500,000 plant after the war, and 

he was on his way again, During 
the next nine years, the firm won 
Ford Motor Co’s Four Letter 
Award five times. 

In 1954 Bankston-Hall gave up 
the Ford franchise to become a 
Packard distributor for Texas 
and parts of Arkansas, Oklahoma 
and New Mexico. This association 
lasted 13 months, during which 
he expanded the Packard dealer 
body in Texas from 13 to 131 out- 
lets. 

The firm acquired its Oldsmobile 
franchise in 1955 and two years 
later he bought out Hall. 

od * ok 


ANKSTON’S contributions to the 

industry were lauded by White- 
hurst in his letter to the Post. 

“Besides establishing himself in- 
dividually as an outstandingly suc- 
cessful dealer, he has been a good 
association man and worked for the 
good of all the dealers,” the 
ANCDD general manager said. 

He especially commended 
Bankston, 1959 president of the 
association, for persuading Dal- 
las dealers to close their show- 
rooms on Sunday on a voluntary 
basis. 

Bankston was a leader in unsuc- 
cessful efforts to get the legislature 
to pass a bill calling for compulsory 
Sunday closing, Whitehurst said. 

“During a floor fight on a bill at 
Austin, which affected the retail 
automobile business, Mr. Bankston 
got together a group of dealers, 
chartered a plane and brought the 
group to Austin to do what he could 
in»the dealers’ interest, all at his 
own expense,” Whitehurst said. 
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Designed for Mass Production— 


Dr. William Bertelsen, Neponset, Ill., who invented the air-cushion ‘Aeromobile” to 
cope with bad rural roads and snow-blocked highways, has released this artists's sketch 
of what his machine could look like if mass produced. He maintains it could be sold for 
less than automobiles and has established the Bertelsen Mfg. Co. to develop the in. 
vention. The firm's first model has been sold to Ringling Bros. and Barnum & Bailey 


Circus for $10,000. 


Used Import Car Prices 





ARMONK, N., Y. 
Hiliman—’52 station wagon 2-dr., 
Morris—’58 Minor conv., $500. 
Volkswagen—’58 2-dr., $830. 


BORDENTOWN, N. J. 
Austin—’59 station wagon 2-dr., $910. 
Ford (English)—’59 Consul 4-dr., $1,250. 
Hiliman—’57 2-dr., $685. 

Jaguar—’59 conv., $2,535. 
Peugeot—’' 59 403, $1,025. 
Renault—’58 Dauphine 4-dr., $637. 

’57 Dauphine 4-dr., $580. 
Simea—’58 4-dr., $575. 


$415. 


Volkswagen—’60 2-dr., $1,600, $1,560, $1,- 


500. 

"59 2-dr., $1,390, $1,240. 

*58 2-dr., $1,050. 

57 2-dr., $735. 
Volvo—' 57 2-dr., $730. > 

CALDWELL, N. J. 
Flat—’59 1100 4-dr., $925. 
MG—’57 MGA 2-dr., $1,150. ss 
Escort 


CHICAGO 


Ford (English)—'59 2-dr., $925; 
station wagon, $880. 
Renault—’59 Dauphine 4-dr., $1,010. 


’58 Dauphine 4-dr., $740. 

Volkswagen—’56 2-dr., $785. 
DAYTONA BEACH, FLA. 
Mercedes-Benz—’57 4-dr., $2,025. 
Opel—’60 2-dr., $1,655. 
Renault—’57 Dauphine, $560. 
Simea—’59, $850. 
DETROIT 


Fiat—’58 1100 4-dr., $735. 
Renault—’58 4-dr., $700. 


FLINT 


Goggomobil—’58 2-dr., $225. 
Volkswagen—’60 4-dr., $1,525. 

LOS ANGELES 
Borgward—’58 Isabella 2-dr., $1,735. 
Ford (English)—’5S8 Anglia 2-dr., $675. 
Jaguar—’54 XK120 roadster, $600. 
MG—’59 MGA roadster, $1,690. 

’55 roadster, $1,450. 
Metropolitan—’'57 2-dr., $725. 
Renault—’58 Dauphine 4-dr., 

’57 Dauphine 4-dr., $715. 
Volkswagen—’ 57 2-dr., $850. 

’55 2-dr., $690, 

Volvo—’58 2-dr., $995. 
’56 station wagon, $585. 


MANHEIM, 


$835, $740. 


PA. 


Fiat—’59 4-dr., $1,050; 2-dr., $710. 
Ford (English)—’60, $1,250. 

’59 Anglia 4-dr., $670; 4-dr., $630. 
Hillman—’59 station wagon 2-dr., 
’58 station wagon 2-dr., $775. 

Lancia—’59 Appia, 2 at $1,390. 


$740. 





Wolf Leads FDAA— 


James B. Wolf, left, Albany (Calif.) Ford 
dealer, has been elected to a one-year 
term as chairman of the Northern Califor- 
nia Ford Dealers Advertising Assn. John 
H. Eagal jr., center, Stockton, is the re- 
tiring chairman. Walter J. Cooper, right, 
Ford Western regional sales manager, was 
present at the election. The association, 
which is composed of 10 directors, repre- 
sents 170 Ford dealers throughout North- 
ern California, Western Nevada and 
Southern Oregon. 








Peugeot—'59 sunroof 4-dr., $1,280. 
Renault—’58 Dauphine 4-dr., $720, $670. 

'57 CV4 4-dr., $530, 

"56 4-dr., $305. 
Simea——'59 Custom 4-dr., $1,075. 
Sunbeam—’'59 2-dr. hardtop, $1,375. 
Taunus—’60 station wagon 2-dr., $1,450. 
Tempo—’58 Matador station wagon 4-dr,, 

$510. 

Triumph—'59 4-dr., $730. 
Vauxhall—’'58 Super 4-dr., $725. 
Volkswagen—’'60, $1,560. 

'56 2-dr., $550. 
Volvo—’ 60 2-dr., $1,840, $1,200. 


MASON CITY, IA, 
Renault—’59 Dauphine 4-dr., $1,050. 

PORTLAND, ORE. 
Volkswagen—’'58 2-dr., $1,080. 


SALT LAKE CITY 
Simca—’59 2-dr. hardtop, $970. 
Volkswagen—'58 2-dr., $1,225, $1,025. 

'57 2-dr., $995. 
"55 2-dr., $680. 


WAREHOUSE POINT, CONN. 
Volkswagen—'56 Microbus, $770, $725. 


WEST PALM BEACH, FLA. 
Austin-Healey—'55 roadster, $700. 
Ford (English)—'60 2-dr., $1,210. 

’59 2-dr., $940. 
Goggomobil—’'59 2-dr., $680. 
MG—’57 conv., $1,175, $950. 
Renault—’56 4-dr., $330. 
Simea—’59 Ariane 4-dr., $950. 
Triumph—’58 2-dr., $1,100. 
Volkswagen—'59 4-dr., $1,350. 

"58 Kombi, $1,040. 


Used-Car Auctions 


(Continued from Page 59) 





RAMBLER—’54 Custom conv., $215. 
STUDEBAKER — '53 Commander 2-dr., 
$135. 
MISCELLANEOUS—’56 Chevrolet (6) 3100 
Carryall, $205. 
t * * 


— Auctions in Brief — 
CHICAGO 


Arena Auto Auction. Sale every 
day (Feb. 23). Sold 398 cars from 


consignments. 
* * * 


BORDENTOWN, N. J. 
National Auto Dealers Exchange, Sa® 
every Wednesday (Feb. 24). Prices wer 
firm across the board on all clean shalp 
cars. Sold 79 percent of 528 consignments 
* * * 


DANVILLE, VA. 

Danville Auto Auction, Sale evey 
Wednesday (Feb. 24). Prices strong @ 
good cars, Good ones seemed scarce, 
town dealers buying heavier than city deal 
ers. 


Tues 
603 


* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Prt 
day (Feb. 26), Weather: Clear, sold ® 
percent of 645 consignments, 

* * * 
MASON CITY, IA. 

Central States Auto Auction, Sale every 
Wednesday (Feb. 24), Bad weather 
down consignments, A batch of rea! sharp 
cars found buyers willing and eager. 

© * > 
NASHVILLE, TENN. 

Nashville Auto Auction, Sale every 
Wednesday (Feb, 24). Prices contin#® 
downward a few dollars on all makes and 
models. This was especially true of the 
late models. Sold 139 cars from 235 com 
signments. 


VW Deal Changes Hands 

CHEYENNE, Wyo.— Robert 
Brunner and C. D. Reisner have 
purchased Vern Hagestad’s deale!- 
ship and will operate it as 
Brunner Motors (Volkswage® 
Porsche). Hagestad has opened ® 
Volkswagen dealership in Denver 
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How a Prospect Sees It... 
Cree mamma eseaasaaaaaaaaasasaasasaacacaacsceasaccaaaaaaaaad 


Search for Knowledge in Showroom 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Friend of mine 
went Valiant shopping one Friday. 
Good day, too! Nice weather! Took 
his wife. 

This is his almost verbatim re- 
port of what happened! 

“We walked into the Chrysler 
dealership nearest our home, be- 
cause we had seen the Valiant in 
his showroom, We wanted to see 
a station wagon, so the salesman 
asked us to take a look at one 
they had in the service station. 

“He escorted us out to the car, 
and then disappeared for a little 
while. He made no attempt to sell 
us the automobile, apparently 
content that we had ever asked 
to see it. 

“Of course, moving from our 
Windsor to a Valiant is something 
we didn’t just decide to do, and 
part of our motive in visiting the 
dealer was to assure ourselves that 
the car would be as serviceable, at 
the same time that it would be as 
safe as our bigger car. 

“But we never determined that 
from anything the salesman told 


“He finally wandered back to us 
when he noticed that I was taking 
notes on prices from the sticker. 
I asked him the prices of some 
other accessories not listed, and 
he shrugged his shoulders. 

“I gathered he didn’t know, 
which turned out to be the truth. 
However, he invited us into one 
of the closing rooms and rum- 
maged around through the desk 
until he came on a list of prices. 
I asked for the prices of the pad- 


Fleet Convention ; 
Slates Leasing, 
Safety Seminars 


DETROIT.—A seminar calling for 
“a new approach to accident pre- 
vention,” which is the theme of the 
convention of the National Assn. of 
Fleet Administrators in the Shera- 
ton-Cadillac Hotel here March 21- 
25, will be under the chairmanship 
of Walter H. Langseder, fleet man- 
ager of Thomas Lipton, Inc. 

Langseder also is a vice-president 
of the association, a member of the 
National Safety Council and a rec- 
ognized authority on Highway 
Safety. 

The NAFA program also wil] in- 
clude a seminar on leasing, the 
lease equipment trustee plan and 


company ownership. The leasing) 


picture will be discussed by P. 
James Deasy, president of Automo- 
a Rentals, Inc., Merchantsville, 


Arthur W. Stewart, vice-president 
of Columbia Gas System Corp., New 
York, will cover the Trustee Plan 
and J. B. Clancy, secretary of the 
Royal Globe Insurance Group of 
New York, will talk on company 
ownership. 





Pinning the Visitors— 


The Dodge dealers’ display was one of 
the big hits of the recent Baltimore Auto 
* as evidenced by this photo. Two 
of the reasons for the Dodge popularity 
were “Miss Dodge” and “Miss Dodge 
Dart,” center, whose chief duties were to 
pin “Go Get A Dodge" buttons on visitors 
Passing the Dodge display. The buttons 
ame so popular that hurried reorders 
had to be placed to replenish stocks. 








ding for under the hood, and 
was informed that I'd have to 
buy undercoating, as well, to get 
it. 

“When we suggested that we 
didn’t want undercoating, the sales- 
man became adamant and advised 





Dealer in Fracas 
Now Bankrupt 


PEORIA, Ill—A nearby Macomb 
used-car dealer, fined last year for 
slugging an Internal Revenue 
agent, filed voluntary petitions of | 
bankruptcy with his wife here. 
James L. Griffith and his wife Ruth 
filed both as firm owners and as 
individuals, 

Griffith was indicted by a Fed- 
eral grand jury on a charge of 
impeding an officer of the U, S. in 
the performance of his duty. Agent | 
Edwin J, Herring, who had served 
Griffith with a notice of levy 
against an employe at the Macomb 
garage, was allegedly assaulted by | 
Griffith. Griffith was fined $500 and | 
court costs. 


4 


| 








we couldn’t have one without the 
other, because they were sold as 
Group A, or some such thing. 

“We had originally gone into the 
showroom in an effort to get an 
idea of the Valiant’s performance 
and suitability for ourselves and 
our teenage daughter, Also, because 
my wife is a short woman, we had 
some misgivings about her com- 
fort behind the wheel of the car. 

“Of course, because the salesman 
was so disinterested in our motive 
for stopping in, he never discovered 
these things. Nor did he ever offer 
us a test drive. We'd still like to 
know what one of those cars is like 
on the road. 


“After looking at the total price | 


of the station wagon, plus the ae- 
cessories we wanted, or would have 
to take in order to get what we 


| wanted, I posed another question 


to the order taker in front of me. 


| ‘This is $3,000 total. What kind of 


a discount can I get?’ 

“*Two hundred dollars,’ came 
the immediate rejoinder. 

“‘Look’, I said to him, ‘I’m not 
the kind of a guy who bargains 


Teen-Agers Like Imports 


In N. Y.’s Triple Cities 


BINGHAMTON. — Bon Yonkin 
Motor Sales, Parsons Ford, Gault 
Chevrolet and S & B Motors all 
report an upsurge in imported-car 
interest among teen-agers, a dis- 
tinct change in the situation of a 
few months ago. 

Time was, dealers say, when no 
teen-ager would be caught dead 
in an import. But times change, 
and the youngsters change with 
them. 

A survey of 23 new and used-car 
dealers in the Triple Cities (Bing- 
hamton, Johnson City and Endi- 
cott) reveals that teen-agers are 
going for imports in a big way. 

They like the economy, the ease 
of parking and the privacy of tak- 
ing the girl friend on a date with- 
out a crowd tagging along. 

Dealers say the youngsters prefer 
MG, Morris, Austin and Volkswagen 
in just about that order. Simca, Fiat 
and Renault also are popular. They 
reportedly have little trouble selling 
parents on their choice of an im- 
port. 

Used-car dealers say they’re get- 
ting a better supply of used imports 
and that the cars are moving much 
faster. 

They also report that adults 
who own imports are sticking 
with the foreign makes when they 
trade, instead of returning to the 
larger-car field. 

The Triple Cities area is highly 
industrialized with the Endicott- 
Johnson Shoe factories, a General 


Lancia Building 
Assembly Plant 








Near Turin, Italy 


TURIN, Italy.—Lancia is building 


jan assembly plant on a 1,120,000- 


square-meter site in nearby Chi- 
vasso. The Turin plant will continue 
to produce parts for the car. 

In addition to assembly opera- 


. tions, the new factory also will han- 


dle sheet-steel crimping and var- 
nishing. There also will be a test 
track with various types of sur- 


| faces. 


The plant, which is expected to 
be completed by the end of this 
year, is set up for a daily production 


| of about 200 cars, a spokesman for 
| the firm said. 


He added that machinery for the 


factory has been ordered from firms 


in Italy, Germany, Italy and the 
U. S. Automation will make possible 
a faster and more profitable opera- 
tion, he added. 

The firm was founded by Vin- 
cenzo Lancia in 1908 on a tiny lot 
in Turin. Three years later Lancia 
moved to a much larger site and 
the firm has continued to grow. The 
payroll has jumped from 30 to 7,000 
persons, the spokesman said. 


Electric plant and an International 
Business Machines facility. 

Factory workers are buying im- 
ports to catch up with the crowd 
and beat traffic and parking prob- 
lems in the overcrowded factory 
parking lots. 

Dealers expect an increase in im- 
ported-car sales at both the teen- 
age and adult levels in the next six 
months. With summer approaching, 





many youngsters are beginning to 
talk of imported convertibles, a 
fairly scarce commodity in this area 


for a price, Is that the rock bottom 
price?’ 

“*Yes, Mister,’ he said, “that’s 
it. They’re pretty hard to get you 
know.’ 

“I didn’t know until then that 
anything but a demonstration or 
product information was hard to 
get, And, since you’re in the auto- 
mobile business, maybe you can tell 
me why, if the Valiant is hard to 
get, he’d give me a $200 discount 
without even trying to sell me his 
full price? I don’t believe they’re 
hard to get! 

“Then another thing began to 
bother me and I looked to our 
fountain of information for another 
answer, 

“Since this car is $3,000, why 
should I buy it instead of a Plym- 
outh?’ 

“¥T don’t know Mister, The 
Plymouth is a better buy for 
the same money.’ 

“* Well, I don’t understand. Why, 
if what you just said is true, would 
anyone buy a Valiant?’ 

“Well, Mister, it all depends 
upon whether you want to be in 
the swim or not.’ 

“In the swim?’ 

“*Yeah! We're selling these 
things to all kinds of rich people, 
and to the people who think its 
smart to buy a smaller car. But 
the Plymouth is still a better buy.’ 

“ Needless to say, we didn’t get 
too far with our salesman, He 
never once asked for our name, 
telephone number, or address. He 
didn’t even bother to ask if we 
had a car to trade. 

“It was quite obvious that he 
wasn’t too interested in selling an 
automobile that afternoon.” 

My friend still doesn’t own a 
new car, He wants one, but he 
just doesn’t want to sell it to him- 
self. He’s anxious to buy a Valiant, 
but he would like someone to dem- 
onstrate one to him. 

After all, he’s read the ads which 
indicate that the best place to buy 
a Valiant is from the seat of his 
pants, But he’d like the chance to 
prove it to himself. 

He’s a sitting duck for a good 
salesman, but a silly goose can’t 
pull the trigger. 





The Bendix Corp. 
Newly Named to 


Show Diversity 


SOUTH BEND.—Stockholders of 
Bendix Aviation Corp. have voted 
to adopt a new name—“The Bendix 
Corp.” It is planned that the name 
change will be put into effect about 
June 1 so as to permit adequate 
preparation for the change. 

Malcolm P, Ferguson, president 
of Bendix, said: “The corporation ig 
engaged in the manufacture and 
sale of not only aviation products 
but of a great number of automo- 
tive, electronic, nuclear, missile and 
space, marine, machine tool and in- 
dustrial products. 

“The diversity of these products 
is continually expanding, so it has 
become increasingly important for 
our corporation not to convey the 
impression that its products and 
skills are limited to the field of 
aviation.” 


Dice to Manage 


Allison Division 


DETROIT.—Appointment of Har- 
old H. Dice as general manager of 
the Allison division of General Mo- 
tors was announced by GM Presi- 
dent John F. Gor- 
don. 

Dice, :a veteran 
of more than 30 
years service with 
General Motors, 
succeeds E, B. 
Newill, 65, who is 
retired effec- 
tive March 1, 
Newill has been 
with General Mo- 

: ° tors since 1929, 

H. H. Dice Assistant gen- 
eral manager of Allison division 
since January, 1953, Dice’s primary 
responsibility has been in direction 
of its aircraft engine activities. 
During this period, Allison for the 
first time entered the commercial 
aviation business as builder of the 
prop-jet engines and propellers for 
the Lockheed Electra airliner, now 
in use or on order by 17 airlines. 








This is 


BORGWARD DEALER 


Nice work if you can get it, you say? You probably can. A number of choice territories are still open. 
Borgward dealers have it easy, for this great West German import practically sells itself... at a full 
markup that is the highest in the industry. Discover for yoyrself the tremendous prestige and profit 
that goes with being a Borgward dealer. Phone, write or wire today! 


FERGUS IMPORTED CARS, INC., 1717 Broadway, New York 19 «+ 


COlumbus 5-6494 
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Dealer Says Customers Want the Best. . . 


Quality Trend Noted 


By David J. Atchison 
Staff Correspondent 

CHICAGO.—A trend toward cus- 
tomers passing up the “corner serv- 
ice station” to go to the new-car 
dealer for service has been noted 
by Nels Hendrickson, proprietor of 
Hendrickson Pontiac, Inc., 5151 W. 
Madison St. 


Hendrickson told Automotive 
News his dealership now has a 
service absorption of 80 percent 
and that 1959 was up 25 percent 
over the previous year in this re- 
spect. 

“The owner wants to rely on us 
to render proper service more than 
ever before,” he said, “and we're 
now getting much of the type of 
business that has been going to the 
corner filling station for years. 

“One sign of the times is that 
we've sold 100 percent more anti- 
freeze than ever before. People want 
to be sure that radiator hoses are 
tight and in good shape, and that 
the whole cooling system is func- 
tioning properly.” 

Hendrickson said that he has 
noted a new “quality-mindedness” 
in his customers, and that they have 
a greater pride in ownership and a 
“pride of maintenance.” 

Has General Motors’ advertising 
helped? Definitely, he feels. 

“Advertising in consumer pub- 
lications has helped people to 
know about proper maintenance, 
and the public is being educated 
along these lines,” he said. “This 
also points up what some people 
term ‘brand loyalty’—we have a 
sizable number of owners who 
have bought their 10th, 12th or 
even 18th Pontiac from us. 

“And you might call it dealer loy- 
alty when an old customer knows 
he might work a better deal some- 
where else, but he returns to us 
knowing his car will be properly 
cared for.” 

While most new-car dealers have 
upgraded their service departments 
during the last few years, Hendrick- 
son feels that is still not highly 
profitable. 

Today’s dealer with a good serv- 
ice department might make a gross 


profit on a “deal” but, Hendrickson |; 


notes, the dealer needs 200 hours to 
gross $500 on shop labor. 


willingness to set up service op- 
erations, and who has experienced 
service personnel, will be the big 
dealer of tomorrow, Hendrickson 
said. In his own shop, an average 
60 cars a day are serviced. 

Hendrickson’s service staff of 40 
reports for the most part at 7 a.m. 
and the shop is open until 6 p.m. 
For body and special paint work, 
orders are written up separately. 
Upholstery and glass jobs are sub- 
let (“We do just as well!”). 

Once the customer’s car has been 
fixed, he is not forgotten. Hendrick- 
son explained, “We have a system 
maintained by an outside service 
wherein the customer gets a ‘Thank 
You’ postal card each time he has 
been in. Customers who haven’t 
been in for 30, 60 or 90 days receive 
cards reminding them of possible 
maintenance needs. We rarely get 
a criticism on this, but if we do, I 
follow it up personally.” 

The salesman from whom the 
owner bought the car is often the 
first contact. New-car buyers are 
introduced to the service manager, 
both on spot deliveries and on or- 
ders for special cars. The customer 
is then given a complete explana- 
tion of all details of his new pur- 
chase. 

“If we get him started right, he’ll 
be back!” is the Hendrickson phil- 
osophy. 

Spot deliveries are big on week- 
ends at Hendrickson Pontiac, and 
toward the end of 1959 weekend 
sales included 10 to 20 percent on- 
the-spot deals; this included time- 


been 


Hendrickson is certain, however,| |) 


that service is an excellent means 
of keeping customers close to the 
dealer. His dealership has done very 
little outside advertising of its serv- 
ice department—“just word-of- 
mouth advertising from our satis- 


fied owners; this has helped us to| jing track. Two gates bring the many parts of the 


achieve the largest new service vol- 
ume in our 42 years of business,” he 
says. 

Time is catching up with the fac- 
tories who have put in “stimulator 
dealers,” who operated in price- 
package periods, Hendrickson feels, 
for such operations have had little 
or no service departments. 

“Now, with the labeling laws, the 
industry is returning to the quality 
merchandising system,” he says. 
“The old fashioned dealer with ade- 
quate service and who believes in 
service is coming to the front. It’s 
not easy to hoodwink a new or 
used-car buyer since we have the 
labeling statute.” 

The dealer with the means and 





Young Dealer Cited— 


Donald J. Barrett, right, 33, president, 
Rollie Barrett, Inc., one of the youngest 
Chrysiler-Imperial dealers in the nation, re- 
ceives the Chrysler Quality Dealer Award 
for outstanding dealer performance from 
John T. Condon, Chrysler-Imperial dealer 
relations director. Barrett is the first Chrys- 
ler dealer in the greater Detroit area to 
receive the award. 


in Service 


payment customers. All new-car 
sales were averaging 100 units a 
month. 

Direct advertising mailings are 
kept to only two a year, in spring 
and fall, when the respective sea- 
sonal tuneups are advised. 

“You bombard peopie with too 
much literature and it gets so it 
doesn’t mean anything to them,” 
Hendrickson says. 

No new customer is turned away 
from the dealer’s service depart- 
ment. Hendrickson “takes them as 
they come,” with special attention 
given to his own customers, who are 
identified by the Hendrickson decal 
on the trunk. 

“The fact that we service many 
cars we don’t sell is because some 
other dealers cut dollars, but their 
customers come to us for service,” 
Hendrickson says. “This indicates 
that we’ll be in business for quite 
a while.” 

The dealership has two acres of 
ground and is working to increase 
its paint and sheet metal depart- 
ments, with an eye to having all 
facilities to repair and recondition 
used cars to “make them sharp.” 

Where such facilities are limited, 
Hendrickson feels, “many of us are 
doing new and used-car get-ready 
on overtime or night shift basis. A 





“Whaddya’ mean it’s not much 
of a@ motor—go back and look at 
ssa 





CCC Chief Sees 
Compacts Boosting 


Finance Volume 


CHICAGO.—New American com- 
pact cars should produce a sub. 
stantial increase in automobile 
financing volume, in the opinion of 
Charles C. Greene, president of 
Commercial Credit Co. 

The compacts are expected to 
bring “a lot of buyers” into the 
new-car market, he feels, becauge 
the monthly payments will be lower 
and they are more economical to 
operate and maintain. 

“Many buyers can’t afford month- 
ly payments of $100 to $125,” Greene 
said: “But they can pay $65 to $80 
a month for a lower-priced auto- 
mobile. This will result in increased 
volume, which will offset the lower 
contract amount.” 





Tire ‘Fatigue’ Not Caused 
By Mileage, Testers Say 


NEW YORK.—A research pro- 
gram has cast considerable doubt on 
the theory that tire fatigue failure 
in nylon or viscose tires is caused 
by a gradual loss of cord strength 


round-the-clock service shouldn’t| proportional to tire mileage, accord- 


appeal to the normal person. We've 
found that many people manage to 
bring in their cars anyway. Unless 
you’re dealing with commercial ve- 
hicles and trucks, dua] shifts should 
not be a necessity.” 





Valiant's Gate-Line Final Assembly— 


The entire Valiant from end to end and from top to bottom is assembled on a mov- 


is shown above 


the gate in unison ready for welding. The left hand gate is swinging toward the track 
at the same time and is in the approximate position where the camera lens shot this 


picture. 





Dallas Dealers Favor Bid 
To Set Finance Rate by Law 


DALLAS. —A proposed constitu-| cent a year in the absence of legis- 
tional amendment giving the Legis-| lation setting maximum interest 
lature the power to set finance| rates. . 


charges has been commended by 
the Authorized New Car Dealers of 
Dallas. 


“A fair-minded Legislature ded- 
icated to preserving healthful 
business climate can be expected 
to set rates according to the dif- 
fering requirements of various 
segments of business,” the associ- 
— said in a bulletin to mem- 

rs. 


“Recent developments and activi- 
ties in the attorney general’s office 
generate some apprehension that 
the time may not be far away when 
any finance charge that exceeds 10 
percent per annum (simple inter- 
est) will be considered usurious. 
The status quo is definitely threat- 
ened. 

“It seems a better bet to depend 
on fair legislation from the Legisla- 
ture than broadmindedness from 
the attorney general,” the associa- 
tion said. 

The proposal will be submitted 
to the voters in the November 
general election. 


It gives the Legislature the au- 


thority to classify loans and lenders, | ve 


license and regulate lenders, define 


interest, set maximum interest and| Air Reserve Training. The vehicle, 
provide for a maximum of 10 per-| powered by a new aluminum V. 


ing to W. G. Klein and Drs. M. M. 
Platt and W. J. Hamburger, of 
Fabric Research Laboratories, Inc., 
Dedham, Mass. 

Klein reported their findings at 
a meeting of the Technical Assn. 
of the Pulp and Paper Industry. 

Fatigue failure, according to 
Klein, is characterized by circum- 
ferential cracks in the regions of 
maximum cord flexing. 

It has been assumed on the basis 
of a 1953 rayon study, he said, that 
this type of failure is caused by a 
gradual and linear weakening of 
the cord to a point where it becomes 
so weak that it ruptures. It also has 
been assumed that some types of 
cords weaken more quickly than 
others. 

Consequently, the original objec- 
tives of the FRL research project 
were to define the mechanisms of 
cord fatigue and then seek ways to 
improve resistance to fatigue. 

However, in studying the cords, 
Klein said, “it was discovered that 
what has been referred to as fatigue 
failure is almost certainly not 
caused by ‘fatigue’ of the cords or 
their components. In fact, fatigue, 
defined as a continuous loss in cord 
strength, was found not to exist in 


car together. The right hand gate| significant proportions.” 
mov.ng toward the floor pan with all the essential right side parts in . — 


The FRL researchers dissected 
and examined tires used on a 
New York City taxi fleet at rated 
pressures and loads up to 100,000 
miles of use. The tires were re- 
capped approximately every 20,000 
miles. All were tubeless, 7.50x14 
and made by the same manufac- 
turer. 

He said 500 tires were used in the 
test and those studied contained 
three types of cords: 1100/2 Tyrex 
viscose, 1650/2 Tyrex viscose and 
840/2 nylon. 

(Rated pressures were used, ac- 





Marines Receive First Mighty Mite— 


The first production vehicle of the new Mighty Mite quarter-ton lightweight military 


hicle produced by American Motors Corp. was presented by George Romney, left, 


AMC president, to Brig. Gen. Frederick Leek, right, commander U. S. Marine Corps 


designed for helicopter lift by the Marines, is 
~4 air-cooled engine developed by AMC. 


cording to Klein, “to avoid acceler- 
ated degradations which might not 
be correlative with normal wear.” 
FRL is engaged in a second phase 
of this research consisting of evalu- 
ating similar tires run under condi- 
tions of overload and underinflation, 
he said.) 

Tires of varying mileage—up to 
100,000 miles—w hich exhibited no 
signs of failure were examined as 
were all tires which failed and ex- 
hibited the characteristics of what 
is called fatigue failure. 

Innermost ply cords were exam- 
ined from the flex zone (approx- 
imately where the tread and side- 
wall meet), from the tread center 
and from the sidewall of the tires. 
The greatest loss in strength occur- 
red in the flex zone, Klein said. 

In the tires which had not fail- 
ed (only four failed—two nylon 
and two viscose) cord strength as 
related to mileage exhibited a 
similar pattern in both the nylon 
and viscose tires. 

A fairly rapid drop in strength of 
flex zone cords occurred in the first 
20,000 miles, a very gradual loss 
between 20,000 and 60,000 miles and 
a slightly less gradual loss from 60,- 
000 to 100,000 miles. 

It is important to note, according 
to Klein, that the loss in strength 
in both the viscose and nylon tires 
was not sufficient to cause failure 
in up to 100,000 miles of use. 

Studies also were made on the 
result of mileage on impact resist- 
ance of the viscose cord only. Again, 
there was a rather rapid drop in 
impact resistance during the first 
20,000 miles but essentially no fur- 
ther drop to 60,000 miles. (Studies 
were not made over 60,000 miles). 
Even after the initial drop the im- 
pact resistance could be considered 
satisfactory, Klein said. 

If so-called ‘fatigue’ failures are 
not caused by lowered cord strength, 
what does cause them? 

An answer awaits further re 
search, according to Klein. He 
noted, however, that a breakdown 
in adhesion of the cord to the rub- 
ber may be the villain as localized 
bond failure frequently is present 
in ‘fatigue’ failures. 

Once the adhesion gives way, 
he speculated, the cords are left 
to flex unrestrained and may fail 
very quickly whether they have 
been driven one mile or 100,000 
miles. 

In summary, Klein suggested that 
the significance of the FRL study is 
that from a fatigue point of view 
both nylon and viscose—and per- 
haps some other fiber types as well 
—are very acceptable materials for 
tire cord. Fatigue is still a problem, 
but it is almost certainly not 4 
problem of weakened cord, he said. 

Regarding relative impact 
strengths, Klein said his research, 
because of its defined objectives, of- 
fered no conclusions except that im- 
pact strength of viscose cords does 
not degrade severely with mileage 

The FRL research program was 
sponsored by American Viscos®é 
American Enka, Buckeye Cellulose, 
Courtaulds (Canada), Industrial 
Cellulose Research, Ltd.; Industrial 
Rayon, North American Rayon and 
Rayonier, all companies with & 
primary or secondary interest im 
viscose. 
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Colo. Dealers Pledge 
Tough Inspection 


DENVER.—Strict enforcement of 
State motor-vehicle inspection laws 
has been endorsed by the Colorado 
Automobile Dealers Assn., the Met- 
ropolitan Denver Automobile Deal- 
ers Assn., and the Independent Au- 
tomobile Dealers Assn, 

A joint resolution by the dealer 

groups pledged that during the 
Apr. 1-May 31 inspection period, 
their members would be urged “to 
provide every vehicle brought into 
their shops with the thorough 
inspection necessary to assure 
safe operation on the highways.” 

The resolution was presented at 
a meeting of representatives of the 
dealer groups with Robert Theo- 
bald, State revenue director. 


The three groups were represent- 


Ford Aide Sees 
Cars Bit Higher, 
‘Likes’ Rambler 


MILWAUKEE.—Frederick J. 
Hooven, head of advanced car en- 
gineering for Ford division, doesn’t 
gee cars getting any lower “because 





you can’t get the customer any 


smaller.” 
Speaking before the Engineers’ 
Society of Milwaukee, Hooven said 


the tide appears to be turning and 
there is reason to believe that cars 


will get a bit higher. 

Hooven mentioned Rambler as 
one of the higher cars. “I don’t like 
to give my competitors any bou- 


quets,” he said, “but I kind of like 
them (Ramblers). At my age, it’s 


hard to bend down.” 
Despite the current swing to uni- 


“ 


tized construction, Hooven sees “a 
long and honorable life” for the 
auto frame. The frame of the fu- 


ture, he said, might be a light struc- 


ture which will serve primarily as 
an assembly jig but remain a part 


of the car. 
Hooven considers electricity as a 
promising source of auto power in 


the future with gas turbines less 


promising. 

He said small turbine engines are 
not very efficient and make “a ter- 
tible racket.” 
weight advantages of the turbine 
gives it some promise as a truck en- 


gine. 


2 Charged in Sale 
Of Used Cars 
As New Autos 


LOS ANGELES. — Accused of 
selling used luxury cars as new, 
two men have been arraigned on a 
grand jury indictment charging 
conspiracy and grand theft. They 
are William L, Putnam, Studio 
City, and Gershon Berger, Encino. 

John Howard, deputy district at- 
torney, said they sold 178 cars, de- 
Scribing them as new and offering 
them at substantial discounts. 

The grand jury was told that the 
alleged operation involved the pur- 
chase of used cars which then were 
cCaravanned to Los Angeles and 
reconditioned to restore the inte- 
tiors and to give them a new-car 
look, feel and odor. 

The list of buyers included 
Mickey Cohen. Several of the vic- 
tims were called to the grand jury 
mauiry, but Cohen was not among 

em. : 


Rhode Island Sets 
00-Y ear Parley 


PROVIDENCE. — Fifty years of 
automotive retailing will be recalled 
by members of the Rhode Island 
Automobile Dealers Assn. March 30 
at their annual meeting in the 
Sheraton Biltmore Hotel here. 

The association’s golden anniver- 
Sary observance will be a day-long 
Program, topped off by the annual 
election of officers. 

Charles Criss heads the general 
committee. Serving on the nomi- 
nating committee are Charles Scott, 


rge Harrison and Marvin Web- 
r. 





















He added that the 
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ed by the Colorado Dealer Advisory 
Board, whose members are Roy 
Keck, Aurora, chairman; Charles | 
Gardner, Greeley; A. S, Lenzini, 
Walsenburg; Henry Wheeler, Den- 
ver, and Clydge Wilkinson, Brown- 
field Heights. 

In addition to Theobald, the State 
was represented by David Walker, 
director of the Colorado Dealers Li- 
cense Administration, and William 
Cassell, director of the Motor Ve- 
hicle Division. 

It was pointed out that each 
time a dealer takes a car in trade 
or purchases a car, he will be re- 
quired to remove the current in- 
spection sticker immediately, have 
the car reinspected and a new 
sticker issued, 

The Motor Vehicle Division re- 
ported it had a large number of 
complaints that dealers had been 
selling older cars that will not pass 
safety inspection. 


Nylon Prices Cut 


READING, Pa.—Price reductions 
up to 50 percent on nylon tubular 
bars are announced by Polymer 
Corp. The reductions—applicable to 
a specially formulated bearing com- 
position—bring the price of nylon 
tubular bars to as much as 15 per- 





Chrysler Unveils Imperial Limousine— 


Chrysler Corp. last week introduced its newest 1960 model—the Crown Imperial Lim- 
ousine. Styled and engineered by Chrysler, the coachwork, exterior and interior trim 
are hand-fashioned by Carrozzeria Ghia of Turin, Italy. Chrysler said only 25 of the 
luxury models will be built this year. The car's wheelbase is 149.5 inches, some 20 
inches longer than that of other Imperial models. Overall length is nearly 245 inches, 
and overall height 58.5 inches. It is powered by a 413-cubic-inch V-8 engine, and a 





cent below that of bronze bushings 
of similar size, Polymer said. 


60-ampere alternator replaces the conventional generator. 


FBI Agent Urges Caution 
In Buying Strangers’ Cars 


YAKIMA, Wash.— Auto dealers 
should exercise extreme caution 
when they buy cars from strangers, 
John Pope jr., assistant special 
agent in charge of the Federal 
Bureau of Investigation office in 
Seattle, advised at the semi-annual 
convention of the Washington State 
Independent Automobile Dealers 
Assn. 

One sign of a stolen car might 
be a lack of accessories and spare 





San Francisco Headquarters a 





Rover Opens on Coast 


SAN FRANCISCO.—Rover Motor |B. C., and other locations are plan- 


Co. of North America has com- 
pleted establishment of a _ head- 
quarters operation here that will 
serve dealers and owners in the 11 
Western states, according to H. 
Gordon Munro, president, 

He said the firm’s parts and 
service supply depot was located 
adjacent to the airport to facili- 
tate rapid handling of service 
and parts requirements. 

“We selected San Francisco as 
the site for our Western operations 
for two principal reasons,’ Munro 
said, 

“First, it is the obvious and logi- 
cal hub of the 11 West Coast states 
in terms of sales, service, engineer- 
ing and parts distribution for mo- 
tor car owners in the region. 

“Second, and most importantly, 
San Francisco typifies a city of the 
sort of people who have become 
Rover owners the world over,” 
Munro continued. 

Rover now is the only import- 
car maker with a factory branch 
in the San Francisco area, he 
said, 

Other factory branches estab- 
lished since 1958 are located in 


New York, Toronto and Vancouver, 
cd * * 





; centers drew 5,000 visitors. 





ned, Munro said. 

Munro, who has charge of Rover 
operations in the U. S. and Canada, 
met here with Tom Waters, a 
Rover dealer, to discuss sales, serv- 
ice and advertising plans for 1960. 


183 Sales Make 
Auto Week Drive 


Successful in Ind. 


TERRE HAUTE, Ind.—Members 
of the Terre Haute Auto Dealers 
Assn. termed their Auto Week and 
open house program success after 
they counted up 183 cars and trucks 
sold during the period. 

Auto Week programs included 
open houses at dealerships and car 
shows at two area shopping centers. 
The show at one of the shopping 


Other features of the week were 
a parade and TV show. 

Meanwhile, the dealer group here 
is preparing to serve as host for a 
meeting of dealers in this area. 
Speakers will be Stanley Pressler, 
president of the Indiana Automobile 
Dealers Assn. and Bloomington 
Oldsmobile dealer, and Herman 
Schaefer, executive vice-president 
of the state association. 


4 


Rover Officials at Olympic Games— 





Visiting Squaw Valley, Calif., site of the 1960 Winter Olympic Games are, left to 
right, Harold Taylor, service engineer for Rover Motor Co. of North America; George L. 
Glover, Western regional manager; George Pridmore, James F. Waters, Inc. (Rover); 
J. W. Christopher, public relations officer, and H. Gordon Munro, president. 


tire, he said, Thieves often will 
sell accessories and tires to get 
gasoline money, he added, 

Any discrepancies in ownership 
papers and titles should be regarded 
as suspicious, Pope continued. 

Bill Derango, Seattle, association 
president, said independent dealers 
in Washington do 2% times as 
much business as franchised deal- 
ers, 

“We are big business and are do- 
ing our best to eliminate illegal and 
questionable operators, and to give 
our customers fair and honest deal- 
ers,” he said. 

“The organization now has 358 
members. We also belong to the 
national association, and are the 
third state in the union in the 
number of memberships.” 

Douglas Eller, Spokane, was 
named as one of the three vice- 


presidents, and Pete Presta, Spo- 


kane, was elected secretary. 


Rudy Nelson was named North- 
east vice-president and Nat Marks 
and Chet Bothum, Spokane, were 
picked to serve on the board of di- 
rectors. 


G. L. Burd, Yakima, was elected 
president at the special dinner, 
which was addressed by Gov. Albert 
D. Rosellini. 


Seaton Heads Mich. Drive 


For Negro College Fund 


DETROIT, — Louis G., Seaton, 
vice-president in charge of the per- 
sonnel staff of Genera] Motors, has 
accepted an appointment as chair- 
man of the United 
Negro College 
Fund’s 17th an- 
nual appeal in 
Michigan. 

Announce- 
ment of Seaton’s 
acceptance was 
made by Bruce 
Barton, chairman 
of the national 
fund-raising ap- 
peal, John D. 
Rockefeller III is 





Louis G. Seaton 


1) chairman of the UNCF National 
| Council. 





Leap Year Sale Tops 
29 Quota by Dozen 


DURHAM, N. C.—A 24-hour 
Leap Year Day sale conducted by 
Alexander Motor Co., here Feb. 
29 saw 41 new Fords, Falcons and 
Thunderbirds sold within a 24- 
hour period, 12 more than the 
goal set before start of the sale. 


The company, in full-page ad- 
vertisements in the local newspa- 
pers, announced the sale, describ- 
ed as a “once in four year’s event,” 
pledged itself “to sell 29 cars and 
trucks on the 29th ... at some 
price.” 

. The sale, a new wrinkle of such 
proportions in this area, began 
at midnight Feb. 28 and continued 
until midnight the next day, with 
the firm remaining open continu 
ously during that time. . 








Net Dealer Loss 
Only One in 1959 


CHICAGO.—There was consider- 


"| able shuffling of franchises in 


Cook County (Chicago) in 1959, 
with a decrease of 20 during the 
12-month period, but the total num- 
ber of dealers was down by only 
one, according to the Chicago Au- 
tomobile Trade Assn. 

There were 513 dealer outlets 
on Jan. 1, 1959, compared with 
493 on Jan. 1, 1960, the survey 
showed. The number of dealers 
dropped from 411 to 410. 

During the year 86 franchises 
were either cancelled or resigned, 
CATA reported, while 66 new out- 
lets were appointed. 

Plymouth had 25 cancellations or 
resignations, most of them under 
the Chrysler Corp, splitup of 
Dodge-Plymouth duals, The de- 
mise of the Edsel resulted in a loss 
of 12 more franchises, 

Studebaker-Packard appoint- 
ments and resignations or cancella- 
tions balanced, with 13 of each dur- 
ing the year. 

Other resignations or cancella- 
tions were: Oldsmobile and Pon- 
tiac, one each; Chevrolet and 
Willys, two; Dodge and Rambler, 
three; Chrysler, four; DeSoto, 
Ford, Mercury, Lincoln, five. 
Valiant accounted for almost half 
of the new appointments, with 
franchises going to 30 dealers. 
Other appointments were: Chev- 
rolet, Chrysler, DeSoto, Lincoln and 
Pontiac, one each; Mercury, two; 
Dodge, three; Ford and Rambler, 
four, and Willys, five. 

Plymouth was No. 1 in the num- 
ber of lost outlets with 25, followed 
by Edsel, 12; DeSoto and Lincoln, 
four each; Chrysler and Mercury, 
three; Chevrolet, Ford and Olds- 
mobile, one each, 

The CATA reported the following 
number of total dealers on Jan, 1 
of the six preceding years: 1958, 
435; 1957, 529; 1956, 445; 1955, 450; 
1954, 466; 1953, 496. 


Snyder and Yando 
Shifted at Ford 


DEARBORN.—J. S. Snyder has 
been appointed Central regional 
sales manager for Ford division, 
and O. F. Yando has been named 
to succeed him as Southeastern re- 
gional manager. Snyder replaces 
R. F. Leonard, who has retired. 

Snyder joined Ford in 1934, Be- 
fore moving to the Southeastern 





J. S.Snyder 


regional post in 1956, he had been 
executive assistant tq the assistant 
general sales manager and truck 
marketing manager. Yando joined 
the company in 1936 and had been 
New York district manager since 
1958. 

The Central region is headquar- 
tered in Kansas City and has juris- 
diction over 1,000 Ford dealerships 
in 10. states. The Southeastern re- 
gional] office is in Philadelphia and 
has 1,100 dealerships in its 11-state 
area. 


S-P to Assemble 


In Australia 


SOUTH BEND. — Arrangements 
for assembly and manufacturing of 
Studebaker cars and trucks in Aus- 
tralia are announced by R. A. 
Hutchinson, Studebaker-Packard 
vice-president for overseas opera- 
tions. 

Shipment of basic components 
from South Bend will be started 
immediately, wtih an initia] annual 
target of 2,400 car assemblies in 
Australia, Hutchinson said. Increas- 
ing use of Australian-made com- 
ponents is projected, he added. 





0. F. Yando 
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Ohio Dealership Expands Program ws 
Pros and Cons of Women in Sales 


operation over the past three F 
months: ; 

“As sales personnel, the girls are * 
better groomed than men. They ac- 
cept supervision extremely well. 
They pay closer attention to sales 
advice and are more willing to § 
learn sales technique, They are 
more reliable when it comes to 3% 
meeting a customer at an appoint- 

ed time.” 

He also found that the girls 
are more at ease with a walk-in 
prospect, “Several such prospects 
on becoming buyers have said the 
attention and courtesy shown 
them during demonstration and 
presentation were major factors 
in the purchase of their new 
Plymouth or DeSoto,” Hodgson 
said. 

“The telephone is one of the best 
todls available to our sales person- 
nel,” he said. “The girls are very 
good with it. They make more effi- 
cient and persistent calls, then fol- 
low up with a visit to the prospect’s 
home,” 

Hodgson noted an important ad- 
vantage of the salesgirl in making 
daytime house calls: “A girl can 
call on a housewife during the day 
while the husband is at work. Often 
the prospect will go on with her 
ironing or washing or cleaning 
while they discuss the new car.” 

One thing was of prime concern 
when the operation began. Would 
there be any problem with the 
wives of prospects? This was most 
important, Hodgson said, because 
in most cases the wife was the 
deciding factor in making the sale. 

“Shortly after the girls appeared 
on television, our female shoppers 
increased noticeably,” he said. “On 
entering the showroom, they would 
in almost every instance go to one 
of our saleswomen. Married couples 
proved to be no problem at all. In 
fact, the wives were pleased to dis- 
cuss the car with our girls, In 





YOUNGSTOWN, O.—How about| planning that went into the proj- 
women in auto sales? Can they do| ect,” Hodgson said. “Our girls came 
the job? Is there dissension on a/up with eight sales in the first nine 
mixed sales force? How do they|days they worked, Not only were 
get along with customers’ wives? | they selling, but they got our sales- 

Some dealers have tried sales- |men to start moving around, It 
women and have given up the | developed into a race to reach the 
experiment, calling it an idea | customers, If we hadn’t stepped in, 
that just didn’t work out, Other |they would have moved out on the 
dealers insist that selling cars is | street to pull prospects out of their 
@ man’s job, They couldn’t be | cars!” 
persuaded to hire a woman. It was decided the girls should 

Bob Hodgson disagrees. He is} appear on Wagner’s Sunday tele- 
sales manager for Al Wagner Motor| vision program, and they per- 
Sales (DeSoto-Plymouth) here, and| formed with'such grace and poise 
he has had four or more women| that people came in for weeks 
on his staff since last fall. afterward just to meet them, 


He’s highly pleased with the pro-| Hodgson realized he would need 
gram and notes that the girls “are| help in working with the girls, so 
closing deals on a par with our/he chose Josephine Snyder, who 
average salesmen.” The program/had been manager of a ready-to- 
has worked out so well that Hodg-| wear department in a local store. 
son is expanding it. He began They developed a phone program 
training five more girls last week. |for the girls, handled credit appli- 

The Wagner experiment began | cations, recorded and set up quotas 
last September when Hodgson and/and handled prospects for the girls 
Al Wagner, dealership president,| when they were out on demonstra- 
placed an advertisement in the local/tions or with a prospect in the 
newspaper. It called for experienced | showroom. 
female sales help and mentioned; Not anticipated at the time of 
oan weekly earnings could reach/the project’s inception, was the 

° o*” * * 

The ad gave the address, the in- 
terview hours and a telephone 
number, Nothing else, 

For two days, the switchboard 
was busy, and more than 150 
women paraded through Hodg- 

son’s office. “I interviewed women 
for five solid hours the first day,” 
he said. “We were swamped with 
applicants.” : 

Before the ad was placed, it had 
been decided that six women would 
be chosen. This group would be 
small enough to train properly and 
would serve as a basis for the 
future if the plan were successful. 

Asked why the firm had decided 
to try women in sales, Hodgson 
said, “Our salesmen were becoming 

































































Sales Meeting at Al Wagner’s— 

Al Wagner Motor Sales (DeSoto-Plymouth), Youngstown, O., has several women 
on its sales staff, and the program is working out “exceedingly well,’ according to 
Bob Hodgson, sales manager. The experiment began last fall, and Hodgson recently 
began training five more girls. 


Chrysler-Michigan Debate 
On Taxes Brings ‘Studies’ 


competitive position” but went on 
to assure the city that Chrysler has 
“no present plans to move out of 
Michigan.” 

8. Chrysler aides and state offi- 
cials haggled over just what the 
state’s tax climate was. Chrysler 
said taxes here are “neither uni- 
form, equitable nor competitive.” 

9. Detroit and Chrysler officials 
agreed to look into the tax situa- 
tion. The company also agreed to 
join with State officials in another 
study. 

As an example of the “issues” 
aired during the debate, the ques- 
tion of unemployment compensation 













DETROIT.—Michigan’s Great De- 
bate of 1960 was consigned to com- 
mittees for “study” last week but it 
appeared destined to take on the 
proportions of an international in- 
cident for a while. 

It all started when Chrysler 
Corp.’s executive vice-president, 
W. C. Newberg, was called on to 
address a joint meeting of Rotary 
clubs from a number of Detroit 
suburbs. 

He devoted much of the speech to 
explaining how important Chrysler 
was to the Detroit area, where it 
is the biggest employer and a major 
taxpayer. He noted that the state 























re a — 7 















































































































































































lazy. They were losing their initia- many cases, it becomes a negotia- x 
tive, getting sloppy in their appear- tion between the girls, and the ae — said ne : one might be considered j 
: Selling the Boss— husb m to like it.” orable rysler. He said the are . | 
ance, They were just plain losing ‘ands see e it. had a number of points in its favor| Chrysler listed among the high f © 
their drive and, when replaced, the| Marilyn Hissen, a saleswoman for Al Credit applications made out by and called for tax reform to allow| costs of doing business in Michigan | # 
new men soon fell into the same| Wagner Motor Sales, Youngstown, O., tries} the saleswomen are much more Detroit and Michigan to hold their|the amounts it must pay to the L 

pattern. her sales presentation on Al Wagner, pres-| @Ccurate and complete than the own economically. state unemployment compensation 
“We knew the girls would add|ident of the DeSoto-Plymouth dealership.| Ones the salesmen turn in, he The speech was picked up by De-| fund. State officials re plied that % 
glamor to the job; but more im-| Mrs. Hissen sold used and imported cars| S@id, adding, “The finance com- ; ‘ ‘<.|heavy unemployment allowed | © 
rtant, we felt they would appre-| before joining Wagner. panies can tell by looking at the | troit newspapers, radio and televis- | (YY, kers t out | 9 
? - rod in this fi as report whether one of our girls | ion stations, Here are the highlights |©PTysler workers to draw more 01 a |p 
hela ine ‘oor for its tins harsh test it was soon to undergo.| °F, ™en made it out.” oF waes Seen on ean 
” ;| If a customer returns with a}| 1. The speech was interpreted as| ~ N 

¥, Th ls be i a ‘ s "4 

i eaeenets the interviews, four ——- the ae — “‘seneee complaint, the girls don’t = to|a threat that Chrysler would leave we said * a = 
married and two single girls were|three months old, and steel is by|®V°id him, Hodgson said. “They the Detroit area unless it got more- making progress in efforts to s' as 
ee usually handle it with ease and|or-less immediate tax relief. bilize its employment. al 

chosen to complete the training} far Youngstown’s biggest industry. id ; Thi ‘ 1 i duct of the debate was 
course to prepare them for their|The strike bit into every phase of|C°"Sideration. This action alone; 2, Detroit's mayor said the vPro _ of the de = ni 
new career. Youngstown business, Automobile |JUStifies the hiring of the girls. It) State was at fault for any tax |? ‘on = — - ye br 
Chrysler Corp, was interested in| dealerships were hard hit. is &, ioe aged of good bie trouble. - ta oe = oo wre m 

the experiment and gave its full) After the initial success the girls e girls take wonderful care) 3 Chrysler was accused of oppos-| ‘crs. “he Dubble b aoe om- 

; of their demonstrators,” Hodgson |. ; ; cinnati real estate observer ¢ y 
cooperation. Sales training meetings | enjoyed, the road became bumpy : a ing tax reform when it was discuss- . 4 h) | 
were conducted by factory repre-| By the fi k of N a *| continued. “They have less tendency ed in the 1959 session of the Michi- mented: “It (the Newberg speec as 
sentatives and local personnel, Fac- ? th oe ween e oe es to haggle with the appraiser over! —.. Legislature was a threat and it brought good J .. 
tory training films were shown and 2 : e girls ae 7 leave for finan-| the tradein allowance. They’re more | ® & os : publicity.” gl 

Set aidtestons held. Local peo- cial reasons. nder the original willing to take half a loaf to make| +4: The UAW jumped in the act to isciniecateancitaneraiaaeclnidiaatiin in 
P ons held. al p plan, the girls received no salary.|, geaj They work longer hours|#Sk why Chrysler had moved from = l C dit ; 
Ple covered the operational phase/They worked on a straight com-| ang complain less, They are loyal, |#vansville in Indiana, which is said Commercia re . 
of automobile ee dg. | mission based on the difference be-| tog.” , ’|to have a good tax climate, to Mis- ° tic 
son — with “th job tween the selling price of a car| Jn conclusion, Hodgson empha-|S°uri, which is listed on the bad Reports Earnings to 
Setar This saaiee toa. pone and the tradein allowance, with} .i7eq this point: “I want to make it | Climate side. a. 
stration techniques and order |207tonal cash for selling financing |cjear that we didn’t develop this| 5. Ohio Gov. Michael V. DiSalle Topped $27 Million 
writing with careful drill on and accessories. program to replace our salesmen,| sent Chrysler President L. L, Col- 
proper sales closing. The girls The situation grew worse each | but rather to supplement them. bert an invitation to relocate in BALTIMORE. — Commercial 
were introduced to the Ross Roy day. Finally, Wagner and Hodg- “We feel such a combination | Ohio. Credit Co.’s consolidated net income 
Sales Data Book which compares | °°” decided that perhaps in fair- | gives us a well-rounded sales force 6. When things were starting to |for 1959 amounted to $27,860,866 
Chrysler products with competi- | 22% to the girls they should be | capable of meeting any situation.| get out of hand, Chrysler officials | compared with $26,802,391 for 1958 
let out. Our sales potential is greatly in-| began meeting with Detroit and The company disclosed that the 
tive models and was helpful in “ pany 
giving them thorough product |. I told Mrs, Snyder of our deci-| creased, and that is what any com-| Michigan officials. earnings of the finance and insur 
kn . sion,” Hodgson said. “She and I|pany seeks to help it grow and| 7. Colbert told Detroit officials| ance subsidiaries amounted to $24° 
“With the extensive training pro-|*"¢W other local dealers had been| prosper.” that the area has an “undesirable | 434,010, an increase of $269,216 over 
gram behind us we were ready to watching the project and were call- 1958. The earnings of the manufac 
have the girls open their sales ing ee to check on it, and we turing subsidiaries amounted to $3- 
careers,” Hodgson said. “The first also knew that several of the girls 426,856, an increase of $789,259 over 
step was to let the public know had been told they could go to 1958. 
th we h W. on th work for one dealership in particu- |’ ‘ ji the 
ey were here. e contacted the lar should they } A Consolidated net income of 
ey y leave Al Wagner’s. ae ; 
Youngstown Vindicator a nd had “We felt this would soften the finance subsidiaries, after 
them write us an ad which included blow somewhat. and not leave them charges, was $14,670,375 for 1959 
@ photograph of each girl and a ae compared with $16,257,950 for 1958 
h f completely disheartened, so we : ; 
short summary o a her sales and called the giris in and told them it The major factor given for 
woe pasigrouns: wag their last day.” smaller net income was the rise i c 
e week following the advertise-| " 77,., did they take it? the cost of borrowing. en 
ment, showroom traffic increased} 4,. — i i Dee. T 
moticeably, The girls took full ad- Like nothing I’ve ever experi- Receivables outstanding on Dt 1 
: , enced in the business world,” Hodg- 31 amounted to $1,720,834,360, an In f lo 
vantage of the opportunity to meet . & 
tithe vy son said. “When you tell employes crease Of 28.6 percent over the pre § ger 
“Tt justified ai the work and they are through, they usually don’t vious year end. Retail receivables ing 
ven finish the day. These girls amounted to $1,187,018,287, ae a Prof 
“ worked all day then came back in crease of 27.4 percent over the P men 
Deal Folds; Strike Blamed | the evening and worked until 9 vious year end. tie « 
LEWISTON, Me.—Twin City Mo-|p.m. When we closed our doors These increases reflect the efforts Davi 
tors, Inc. (Dodge), 669 Main St., has/that night, the girls had rung up made to furnish financial] assistance ho 
to more consumers, the compaly ‘ 






four sales.” 

This effort by the girls saved the 
program. The four—Josephine Sny- 
der, Marilyn Hissen, Vivian Snyder 
and Rita Kay—are still with Wag- 
ner. 

Here is Hodgson’s analysis of the 













gone out of business because of 
conditions caused by the steel 
strike, the management announced. 
Advance Auto Sales, Inc., in nearby 
Auburn, is taking care of warranty 
work and checkups on cars sold by 
Twin City, the defunct firm said. 


said. For instance, the number 
new cars financed increased 441 
percent, compared to an increase if 
the number of registrations in the 
U. S. of 35.25 percent for the first 
11 months of 1959 over 1958. 
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"Big Top’ Operation— 

Four thousand 40-watt bulbs in a “big top" formation gives Jacobson-Young, Inc. 
(Dodge-Simca), one of the best lighted new and used-car lots in New Orleans. The 
business is operated by Mel Jacobson and Joseph C. Young. 
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Dealers Undaunted... 


By John E. Walsh 
Staff Writer 
42nd annual Kansas City 
auto show was all but snow- 
d on three of its first four days, 
and attenance was limited to 49,772, 
according to William V. Egelhoff, 
gecretary-manager of the sponsor- 
ing Motor Car Dealers Assn. of 
Greater Kansas City. 

The opening-day turnout to- 
talled only 7,600, but 18,322 show- 
ed up the next day (Sunday). The 
two-day total of 25,922 was 38 

nt under the turnout of 
42,602 on comparable days a year 


74 the third day of the show, 
largest ever held in the city, there 
were 11,550 visitors, The fourth-day 
total was 12,300. 

“We lost a lot of out-of-town 
business because of the heavy snow 
and poor road conditions,” said 
Egelhoff. ‘ 

“But dealers were enthusiatsic 
despite the weather setbacks,” he 
added. “A number of them told me 
that sales on the floor have been 
better this year than in the past.” 

* * & 
A SPECIAL show section in the 
Sunday (Feb. 28) edition of the 


Consent Judgment 
Entered in N. Y. 
Glass Price Case 


NEW YORK.—Attorney General 
William P. Rogers announces the 
entry in Federal District Court here 
of an antitrust consent judgment 
terminating restraints of trade in 
the sale and installation of auto 
replacement glass. 

Consenting to the entry of the 
judgment were the Auto Glass Deal- 
ers Assn., Inc., New York, and Irv- 
ing Schipiro, Morris S. Gorman and 
Lester J. Schindel, all of New York. 

The Government’s complaint, 
which was filed June 9, 1959, 
charged that the defendants con- 
spired to raise, fix and stabilize 
prices for the sale and installation 
of auto replacement glass in the 
New York metropolitan area. 

The final judgment requires the 
association to admit to membership 
any auto glass dealer who is tech- 
nically qualified to engage in the 
business of installation of replace- 
ment glass. 

The defendants are enjoined from 
various restrictive practices, such 
as fixing or policing prices for the 
sale or installation of replacement 
glass. The judgment also contains 
injunctive’ provisions designed to 
prevent restrictions on the sale of 
auto replacement glass and restric- 
tions on the free selection of cus- 
tomers and auto glass dealers. 








Featured at Ford Shows— 


The first experimental Levacar designed 
to use rails for guidance has as a passen- 
ger Dr. Andrew A. Kucher, Ford engineer- 
‘ng and research vice-president, who first 
Proposed the principle of ‘‘sliding on air" 
more than 30 years ago. Closing the plas- 
tic canopy is Levacar project manager 
David J. Jay. Future Levacars will slide on 
& thin film of air, exactly as this prototype 
does, at speeds of from 200 to 500 m.p.h. 
hey will be designed as single-unit ve- 
hicles of 40 or more Passenger capacity 
for fast, ground transportation in the in- 
termediate distance range of 100 to 1,000 
miles, guided by rails and electronically 
controlled, according to Dr. Kucher. 





Kansas City Show 
Snowbound 3 Days 


Kansas City Star carried a number 
of bigographical stories on dealers 
in the area. 

This year’s show has a tropical 
theme, and many of the salesmen 
at exhibits “got in on the act by 
wearing loud tropical sports 
shirts,” said Leon Morse, show 
committee chairman. 

Three new cars and three vaca- 
tion trips for two were among the 
prizes awarded to visitors during 
the eight-day show, which closed 
Saturday (March 6). 

* » * 
oa three-day show sponsored by 
the Albuquerque New Car and 


Comet Signs 61 
In Atlanta Area 


Franchises Listed 
By Lincoln-Mercury 


ATLANTA. — Franchises for the 
Comet have been granted to the fol- 
lowing 61 dealers in the Lincoln- 
Mercury division’s Atlanta region: 


Georgia: Daniels Lincoln-Mer- 
cury, Inc., Augusta; City Motors 
of Cartersville, Inc., Cartersville; 
Southland Motors, Inc., Colum- 
bus; Posten Motor Co., Dalton; 
Wagnon Motors, Inc., Decatur; 
Dublin Auto Sales, Dublin; Ed- 
wards Motor Co., Elberton; Bar- 
ney A. Smith, Macon; H & W 
Motors, Monroe; Farmers Imple- 
ment Co., Inc., Monticello; Gem 
City Motors, Inc., Marietta; Geor- 
gia Motors, Newman, 

Alabama: King-Chapman Motor 
Co., Inc., Anniston; Dothan Lincoln- 
Mercury Co., Ltd... Dothan; Tom 
Barnes Lincoln-Mercury Co., Mont- 
gomery; Pell City Motor Co., Pell 
City; C & S Motors, Troy; Tusca- 
loosa Lincoln-Mercury Co., Tusca- 
loosa; Carl Johnson Motor Co., Inc., 
Guntersville; Adams Lincoln-Mer- 
cury Co., Opelika; Dean Motor Co., 
Alexander City. 

Virginia: Cox Motors, Chilhowie. 

South Carolina: Whittel Brothers, 
Aiken; Ralph Hayes Motors, An- 
derson; Huggins & McLain Motor 
Co., Cheraw; Nelson Motors, Inc., 
Columbia; Carroll Motors, Conway; 
Cox-Fitz Motors, Inc., Florence; 
East End Motor Co., Orangeburg; 
Harvey Motors, Inc., Rock Hill; 
David Vaughn Co., Sumter. 

North Carolina: Sams Motor 
Sales, Inc., Asheville; Al Wheatley 
Motors, Inc., Fayetteville; Pied- 
mont Motors, Inc., Gastonia; 
Chairtown Motors, Inc., Thomas- 
ville; Waynesville Motor Sales, 
Inc., Waynesville; Brady Motors, 
Inc., Greensboro; Auten Motors, 
Inc., Albemarle;- Mid-State Mo- 
tors, Inc., Asheboro; Weeks Mo- 
tors, Inc., Durham; Wallace Motor 
Co,, Salisbury; Hancock Motors, 
Inc., Sanford; Young Motor Sales, 
Shelby; Jack Davis, Inc., Wins- 
ton-Salem, 

Tennessee: Lawrence - Doster 
Motor Co., Inc., Chattanooga; Cleve- 
land Lincoln-Mercury Co., Cleve- 
land; Spring City Motor Co., Spring 
City; Tarkington Implement Co., 
Centerville; Modern Equipment Co., 
Gallatin; Scarlett L-M Sales, John- 
son City; Tom Yancey, Inc., Kings- 
port; Radgett-Gill Motor Co., Le- 
banon; Morristown L-M, Inc., 
Morristown; Johnson Motor Co., 





Pulaski; Woods Mercury Sales, 
Sweetwater; J. B. Buchanan Motor 
Co., Winchester. 

Kentucky: Riley Motor Sales, 
Benton; Hoover’s Lincoln-Mercury, 
Elizabethtown; Denton & Cox, Inc., 
La Grange; Madisonville Motors, 
Inc., Madisonville; Monarch Auto 
Co., Inc., Louisville. 

. * 


Five in Baltimore Area 
Get Comet Franchises 


BALTIMORE.—Five Baltimore- 
area dealers have been awarded 
Comet franchises. They are: 

Martin J. Barry Co.; Thompson 
Motor Sales and Moyer Motor Co., 
all of Baltimore; Edwards Motors, 
Inc., Bel Air, and Hinder Motors, 
Inc., Aberdeen. 


Truck Dealers Assn. drew an at- 
tendance of more than 15,000, ac- 
cording to a spokesman for the 
association. 

The Peoria (Ill.) Automobile 
Dealers Assn. has announced it 
will hold an outdoor auto show 
May 19-21 in the downtown busi- 
ness section. 

After a stormy battle, the City 
Council voted to close off three 
downtown blocks during the event. 
The Council wanted the dealers to 
use a downtown city parking lot, 
but they rejected it as being too 
small. 

* * * 

N BIRMINGHAM, ALA., dealers 

already are making plans for 
their 1961 show Jan. 26-29 in the 
Municipal Auditorium, All proceeds 
again will go to the March of Dimes, 
according to a spokesman for the 
Birmingham Automobile Dealers 
Assn. 

In Cleveland, 14 foreign-car 
dealers and three retailers of 
American-built cars announced 
they will have exhibits at the 23rd 
annual American & Canadian 
Sportsmen’s Show March 18-27 at 
Public Hall. There has been no 
dealer show in the city in the past 
several years. 

Displays will include Simca, Eng- 
lish Ford, Triumph, Jaguar, Austin, 
Moretti, Citroen, Volvo, Hillman, 
Saab, Jeep, Humber, Sunbeam, Tau- 
nus, Volkswagen, MG, Morris, Borg- 
ward, Morgan, Datsun, Opel, DKW, 
Mercedes-Benz, Vespa, Rambler, 
Falcon, Valiant, Chrysler and Plym- 
outh. 











SAFETY. CHECKED 


STAY IM THE “CIRCLE OF SAFETY” 
Check Your Car... Check Your Driving 


Check Accidents! 
IIDO™ ~~ 





“~ 









Windshield Sticker— 


Dealers and community check-lane at- 
tendants will place this windshield sticker 
on vehicles they find in safe driving con- 
dition during the annual National Vehicle 
Safety-Check program. The blue-and-white 
sticker is three inches in diameter. 


U.C. Dealer Sells 
Big-Car Merits 
In Compact Battle 


ATLANTA. — Used-Car Dealer 
Henry Davis says he has not lost 
a customer to the new compacts 
when he has taken time to explain 
the merits of the larger used car. 

Some of the points he makes in 
favor of the used car are comfort, 
less maintenance and ability safely 
to maintain high rates of speeds on 
highways. 

Davis believes new and used-car 
business could be improved if deal- 
ers would “quit horse trading” and 
would put their firms back on a 
sound, businesslike basis. 

He says, “A man trading a two- 
year-old model on a new car should 
get a good price for it instead of 
taking a 50 percent loss.” 

Dealers should give NADA and 
Redbook Guide a true picture of 
what cars are being traded for, 
Davis says. 





Handbill— 


This handbill will be used by dealers 
and community organizers to publicize and 
describe the 10-point inspection check 
during the annual National Vehicle Safety- 
Check program. 





Safety Blueprint Drawn Up 
For 34-State Campaign 


(Continued from Page 3) 
ing condition, and to provide the 
opportunity for free inspections.” 


He suggested that the checks 
be conducted in cooperating deal- 
erships, garages and service sta- 
tions, at community-sponsored 
lanes, at industrial plants and 
schools and on military installa- 
tions. 


Darlington said the dealer can 


prizes for community contests or 
drawings. 

Offering supplemental inspections 
at the dealership, and being the 
“Safety Center’ for rejected ve- 
hicles. 


Canadians Buy 
Over 420,000 Cars; 


aay: | AU Provinces Up 


Contacting public officials, key 


TORONTO.—Auto sales in Ca- 


civic leaders or others and oOffer| naga climbed to 421,232 last year 


to help organize a communitywide 
Vehicle Safety-Check, 


from 376,723 in 1958, according to 
the Canadian Automobile Chamber 


Identifying his place of business | of Commerce. 


with the program by displaying 
promotional materials. 

Helping the community obtain 
materials needed for use at check 
lanes. 


Loaning mechanics or other per- 


Truck sales also increased, the 
trade group said, Commercial-ve- 
hicle sales reached 77,544 in 1959, 
compared with 68,046 the previous 
year. 

Nearly two-thirds of Canada’s 


sonnel to work at community check| new cars were registered in the 


lanes. 


populous provinces of Ontario and 


Using the “Circle of Safety” | Quebec last year. Ontario accounted 
theme in the dealership’s regular| for 181,152; Quebec for 90,778. 


advertising, and meeting with local 


Each of the country’s 10 prov- 


businessmen to plan cooperative | inces showed increases in auto sales 


Safety-Check advertising. 


in 1959. The ’59 figures for other 


Offering merchandise or service! provinces were: 


Cole Says Public Expects 


Too Much of Compacts 


CHICAGO.—E, N. Cole, general 
manager of Chevrolet, said here 
last week that many motorists ex- 
pected more mileage than they are 
getting from other compact makes 
as well as Corvair, He said Corvair 
should deliver 18 to 22 m.p.g. in 
city driving and 25 or 26 on the 
highway at 50 to 55 m.p.h. 

The Chevrolet compact now is 
accounting for 13 percent of the 
division’s sales, he said and added 
that he will be satisfied if it gets 
18 to 20 percent for the year. 


He emphasized that Corvair 
sales are not being made at the 
expense of the standard-sized 
Chevrolet. 


In the overall compact picture, 
Cole feels that manufacturers will 
lean toward the more functional 
aspects in their ’61 models. 


“Every car is a compromise,” he 
said. “You have to sacrifice some- 
thing in every one. Some people 
have found that the compact car 
hasn’t suited their needs as well 
as they thought.” 

While he declined to reveal Chev- 
rolet’s plans, he said ’61 models 
probably would be easier to get 
in and out of and would provide 
improved seating. 

Cole was in Chicago to attend 
a dealer meeting. At another 
dealer conclave in Salt Lake City, 
Emmett P. Feely, Chevrolet ex- 
ecutive assistant general sales 
manager, predicted that the next 
10 years would be the greatest in 
automotive history. 

The U. S. population is expected 
to increase by more than 30 million 


with the greatest rise being in the 
30-60 age group, he said. 

“We will have 12 million more 
households,” he said, “and that 
means more and more cars. With 
suburbia continuing to expand, it 
can mean households with three 
cars.” 

* 


Milwaukee Is Disputed 


On Chevrolet Brakes 

MILWAUKEE.—Chevrolets have 
“darned satisfactory brakes” de- 
spite the complaints of the Milwau- 
kee Police Department, Edward N. 
Cole, Chevrolet general manager, 
said here. | 

Local police have complained 
about brake failures on Chevrolets | 
in the past, and the City Purchas-| 
ing Board decided not to accept} 
Chevrolet bids this year. Sixteen 
Ford. station wagons and 56 Larks 
were bought for police use. 

In defending the car’s brake per- 
formance, Cole said Chevrolets are 


used widely by other police depart- | 


ments without a single complaint. 

“We have had a very good reac- 
tion to our product everywhere but 
right here,” he said, 

Cole said Chevrolet met brake 
standards set up by the Milwaukee 
police, but then they were changed. 
Any brake can be made to fail if 
the driver is determined to give it 
enough punishment, he added. 

Speaking about the Corvair, Cole 
indicated that the early “bugs” have 
been eliminated. He added that 
“when properly tuned, the Corvair 
will do as well on fuel economy as 
any competitor, and a darried sight 
better than one.” 


British Columbia, 38,462; Alberta, 
34,718; Manitoba, 24,211; Saskatche- 
wan, 20,167; Nova Scotia, 14,817; 
New Brunswick, 9,949; Newfound- 
land, 5,022, and Prince Edward Is- 
land, 1,956, 

Newfoundland was the only prov- 
ince to register fewer commercial 
vehicles in 1959 than in 1958, Truck 
sales by provinces in 1959 were: 

Ontario, 26,473; Quebec, 16,144; 
Alberta, 10,783; British Columbia, 
6,909; Saskatchewan, 5,618; Mani- 
toba, 4,528; Nova 2,743; 
New Brunswick, 2,428; Newfound- 
land, 1,292, and Prince Edward 
Island, 626, : 

Car-truck sales in Canada to- 
talled 498,776 last year, compared 
with 444,769 in 1958, The auto cham- 
ber of commerce said the dollar 
value of these sales was $1,531,588,- 
000 in 1959 and $1,365,466,000 in 1958. 


Renault Signs 


Chicago’s Moran 


CHICAGO.—Jim Moran, if not the 
“world’s largest automobile dealer,” 
| possibly the most publicized and ad- 
| vertised, has entered into an agree- 
|}ment with the loca] distributor, 
| Lake States Imports, Inc., to handle 
Renault. 
| Harvey J. Rumsfield, executive 
| vice-president and general manager 
of Courtesy Motor Sales, predicted 
that the firm will become “the top 
Renault dealer in the U. S.” 

The biggest single shipment to 
|} any Midwest dealer—182 Renaults— 
was scheduled to be delivered to 
| Moran in time for the March 5 
| weekend sales start. 


McCurry Shop Burns 


HEBER SPRINGS, Ark.—The 
shop at McCurry Chevrolet Co. here 
was destroyed by fire, Owner An- 
drew N. McCurry said the loss 
would approximate $30,000, 
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Lansing Edsel Dealer Now Handling Imports 
LANSING.—Malcolm Milks, Inc., Malcolm Milks jr. said service, of- 
former Edsel outlet here, has moved | fice and shop equipment not needed 
from 1408 E. Michigan Ave. to 1431 in the import and used-car business 


, has been sold at auction and that 
E. Michigan, where it will handle| the former Edsel center will be 
Fiat, Triumph and used cars. 
















Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WOLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsy]- 
vania . . . Tri-Ex refined three important extra 
steps for extra life... extra toughness . . .’scienti- 
fically fortified for complete, all round protection. 
WoLF’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 
... and to you. 


Keep customers coming back again and again... 
with WOLF’s HEAD . commanding distinctive 
customer loyalty. 


MOTOR oF 
ano .vecs 





WOLF'S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 


The Broadest and Most Profitable Consumer Credit 


insurance Market Ever Developed 


Coverages Available 
Automobile Physical Damage Insurance 


Comprehensive. Fire Theft and Collision) 


Credit Life Insurance 
Credit Accidentand Health Insurance 


RESOLUTE INSURANCE COMPANY 


Established 1926 


Resolute Credit Life Insurance Company 


SPECIALISTS IN CONSUMER CREDIT INSURANTE 


83 Chapel Street, Hartford 2, Connecticut 
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. : fewer than seven of each 100 Buick 
Synthetic Rubber en “. ome - 3 = buyers have selected black models, In 
. * ;4mong buic otors White continues to be the m 
‘Ost 
‘Hits Output High FLINT.—Black has dropped from! popular color, with chalet blue, a 
NEW YORK. — Consumption of |S€¢on d most popular automobile/ light azure shade, taking over gee. 
new rubber in the U. S, for January color to fourth choice among 1960| ond spot, and metallic silver migt 
amounted to 142,538 long tons, in-| Buick buyers, a survey by Buick|the No. 3 position. Close behing 
creasing 7.98 percent over the Dé-| styling analysts has disclosed. A} black, with indications of passi tex 
| , passing it 
cember figure of 132,002 long tons./ year ago, only white was ahead of| in popularity, are Titian red, Tahitj - 
A new monthly high for produc-| black in color preference. This year,| beige and pearl fawn. m 
jtion of synthetic rubber was es- pr 
tablished with 130,684 long tons for | 
January, as compared with the pre- | . 
vious peak of 128,532 long tons re- | F 
corded in October, 1959. eed a 
2 - w 
Obituaries i in 
a . y DUALMATI< A 
William R. Bird | y OnaenOnet, COM: / J 
HOMESTEAD, Fla.—William R. Bird, 64, | Y fo / 
owner of Bird Chevrolet and longtime Dade — the 
County school trustee, died Feb. 23. He also | Ju 
served on the Homestead City Council for| len 
nine years and was past president of the 
local Chamber of Commerce. tre 
* * the 
Vernon E. Alexander Jr. ~ 
DALLAS.—vVernon E. Alexander jr., 39, tic 
an auto dealer, died Feb. 23. At one time lav 
he operated a Mercury dealership, but for FOR ALL 4 WHEEL DR VE T 
the last two years had handled used cars. | - J 
* * & | 
‘isiliee , teulan | WITH DUALMATIC HUBS 4 
CLEVELAND.—J R. Ewing, 
yisepreatent ter Gabon Go, aeeowat _ SELECTIVE DRIVE- FREE WHEELING =|! 
e joined Gabriel in 1957 after th / | 
as sales manager for Mechanical Tandine| ives 4-wheel drive trucks the pep. speed, performance ‘ 
ystems, etroit. Pri to that, he headed | 
Za Soe aoe, oe Oe, Re Remeee and ease of handling of a 2-wheel drive * Simple to install fid 
Products, both of Detroit. | fav less than 30 minutes) * Simple to (one | }2 
+ * + a 
minute without tools to change for drive conditions) + Easy 
» er 
ac aan cee an” +3 ed) | tic demonstrator given with first order that 
oo. =. ae sales manager of Stand- | will sell it you) in 
ar otor Products, Inc., died Feb. 15. H 
= — member of the Aumemetive DEALERS COST: Any 3 sets $37.50 for Willys 4 $42.50 for ‘I 
ales ouncil d duri forld W II | 
ae th Ghanee of the autemnetive matnes-| Chevrolet, Ford, G.M.C., 1.H.C. or Dodge to 7/4 tons 4 Si 
a oe Oe es oe Warehoused in 60 principal cities Order from your fa- pe 
n Brooklyn. | 
See | vorite Automotive r or truck equipment distri r . 
alii 8 Manufacturer of World's largest, most complete line + 40 = 
RRES , Ark.—Dr. J. O. Rush, | 
on Gs. Deanets Gaamta’s Gon. Deed Geales| different models to 5 ton * Write for free catalogue and ” 
ad 1 owner of a Ford car here, died price list. des 
eb. . 
of * * cat 
Hubert P. Moog DUALMATIC propvucts co. 
ST. LOUIS.—Hubert P. Moog, 72, board ONGMONT, COLORADO 
chairman and eo-founder oe Heng mnéue- “ Pa 
tries, Inc., manufacturer of auto parts, and VISIT OUR DISPLAYS AT THESE SHOWS q 
‘su 
well known throughout the industry, died | A.S.A.1, Show Booth No. 5042. © Pacific Automotive Show, Denver, Colorado tor 
Feb. 19 from a heart ailment while on vaca- | Southwest Automotive Show, Dallas, Texas : 
tion at Las Vegas. Vo 
* * * vin 
Ivar E. Sims r 
PINE BLUFF, Ark.—Ivar E. Sims, 70, | 
retired auto dealer, died . 20. 
om * 
| Robert W. Renwick 
| COVINGTON, Ky.—Robert W. Renwick, | Samwas se SERIES 37 
37, engineer for Lincoln-Mercury, died Feb. | single gear, forward and reverse, 
'24 of injuries suffered in an auto acci-| medium duty heavy duty 
| dent here. A resident of Allen Park, Mich., | 
| he was testing an experimental car when 
‘the accident occurred. 
* * 
| Alson W. Coss 
| BUFFALO. — Alson W. Coss, 56, vice- 
president of the former Twin City Auto Co. | 
(Buick), died Feb, 21. SERIES 24 SERIES 38 


* * * 


| Lewis L. Hill 
PITTSBURGH.—Lewis L. Hill, 63, sales 





| 


high speed, two 
gear, heavy duty 3 


forward and reverse, 
plus extra shaft 





engineer for Hyatt bearings division of Gen- | 
eral Motors, died unexpectedly at his home 
here Feb. 11. A graduate of the Massachu-| 
setts Institute of Technology, Mr. Hill had| 
been handling steel mill, machine and motor | 








building accounts from Hyatt’s Pittsburgh 
sales office since 1925. 
* * 





| 


| * 


Leo S. Sullivan 


| NEW YORK.—Leo 8. Sullivan, sales vice- | 


| president of Russell Mfg. Co., Middletown, 
Conn., died here Feb. 11. At the time of 
jhis death Mr. Sullivan was attending the 
| International Automotive Service Industries 
| Show. He had been associated with Russell 
for 37 years. 
+ * 


Clifford P. Shaw 
| SALT LAKE CITY.—Clifford P. 


| Feb. 19 at his home here after a heart at- 
tack. He was an Official of Chevrolet from 
| 1933 to 1949. In 1949, he opened Shaw 
} Chevrolet Co., Prineville, later 
| Joined American Motors. 
* * * 


Harry D. MacDonald 


Ore. and 


COLORADO SPRINGS, Colo.—Harry D. | 
the | 


| MacDonald, 77, principal owner of 
| Strang garage and Buick dealership here, 
| died Feb, 21 after a three-month illness. 

* * * 


Robert S. Austin 

CENTERVILLE, Mass.-—Robert S. Aus- 

tin, 56, auto dealer in nearby Hyannis, died 
at his home here Feb. 18. 
* * - 





William A. Snyder 
CLEVELAND.—William A. Snyder, 
partner in the former Snyder-Grieder Buick, 


57, 


Inc., died of a heart attack Feb. 25, He 
founded a dealership in Evansville about a 
year ago after selling his interest in the 
Cleveland firm to E. C. Grieder 
* * * 
Frederick P. Kurtz 

BUFFALO.~—Frederick P. Kurtz, 72, for 

mer auto dealer here, died Feb. 26. He 


opened one of the first Chevrolet dealer- 
ships in Buffalo in 1923 with William Pat- 
ton. The firm, known as Kurtz-Patton, was 


dissolved in 1936 after which Mr. Kurtz en- 


tered the advertising business 
* * 4 


George A, Stewart 


SAN ANDREAS, Calif. — George A. 
Stewart, 89, a Ford dealer in San Andreas, 
since 1913, died here recently. 

* * ” 


M. C. McDonald 


SANTA ROSA, Calif.—M. C. McDonald, 


58, Chevrolet dealer here for more than 20) 


years, died Feb, 28. 


Shaw, | 
| 60, former automotive sales executive, died | 


' 












SERIES 25 
high speed, 
two gear with 
hydraulic pump 


SERIES 39 
two speeds forward, 
one reverse, 
heavy duty 





SERIES 26 
medium speed, two 
gear, heavy duty 


SERIES 41 
two speeds forward, 
one reverse, 
heavy duty 





SERIES 28 
low speed, two 
gear, heavy duty 


SERIES 50 

two speeds forward, 
one reverse, 

extra heavy duty 








SERIES 32 
full torque for 
transfer cases 


Complete line 
of QUALITY 


power take-offs 





Also PTO universal joints, shafting, power dividers and trans- . 
missions. For complete information write for Bulletin SB PTO-60. 


TULSA WINCH 


DIVISION OF VICKERS INCORPORATE “) 
TULSA. OKLAHOMA 
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AUTO-TURNTABLE 
Assembled in 30 Minutes 
for indoor ~ outdoor dieptey G 


AMER-STAGE 
805 East 134 St. 
fronx 54, N. Y. 
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In Ex-Dealer’s Suit... 
—————————————— 


VW Territories Get Court OK 


(Continued from Page 1) 
text in which they are found,” Judge 
Forman declared in denying Vw 
motions to narrow the scope of the 
rice-fixing complaint. 
On the other hand, the judge 
nted VW motions to dismiss 
from the individual ex-de ale r’s 
suit three similar allegations. Six 
counts in the dealer litigation 
were upheld by Judge Forman, 
including one based on the 1956 
Automobile Dealer Franchise Act. 
A Volkswagen statement called 
the judge’s decision a blow at the 
Justice Department’s position chal- 
lenging the legality of territory con- 
trols per se. VW has maintained 
that no legal precedent exists for 
regarding exclusive-territory prac- 
tices as violations of the antitrust 
laws. 


+ * * 

DGE FORMAN, said VW, has 

“established a precedent reject- 
ing the theory of the Government in 
all cases in which no public harm 
is pleaded and proved.” 
“Volkswagen of America is con- 
fident that its distribution methods 
have been beneficial, rather than 
harmful, to the public,” the import- 
er declared. 

Judge Forman also dismissed 
in the dealer action claims for 
damages on the ground that the 
plaintiff, Reliable Volkswagen 
Sales and Service Co., of Bridge- 
port, allegedly was compelled to 
buy VW cars from the distribu- 
tor to the exclusion of other 
makes. 

The judged ruled that while the 
dealer may have suffered injury be- 
cause of this requirement, competi- 
tors did not and it was they the 
antitrust law was protecting. 

“Here again,” VW commented, 
“subject to proof that no competi- 
tors were harmed, the position of 
Volkswagen of America has been 
vindicated. 

“The statistics show beyond any 
doubt that, far from being damaged, 
Volkswagen’s competitors were ben- 


FARBER’S 
GENUINE 
oF i ee 


By the Makers of Famous 
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Easiest te Sell because \.L. 
it has the custom-fit, 
the fabric, the colors 
of original equipment 


© Fine curl loop weave 

© 7 manufacturers colors 

© One-piece construction 

© For front and rear compartments 
Write for swatched Display and Size Chart 


FARBER BROS.,INC. 


821-41 Linden Ave., Memphis, Tenn. . 
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efitted by the new trend in the 
American automobile market which 
Volkswagen had been instrumental 
in starting.” 

oa * a 

OLKSWAGEN indicated that it 

will seek to develop at a trial 

the arguments it used in answering 
the Justice Department price-fixing 
complaint. 

If upheld in the price case by 
the trial judge and higher courts, 
the VW stand could mean that 
territorial protection and bonus 
arrangements may be adopted by 
all auto producers without an en- 
abling law of the type now being 
considered in Congress, 

Two recent test cases involving 
exclusive-dealership issues were 
cited by Judge Forman in both the 
VW opinions. They were the Web- 
ster-Packard and Schwing-Hudson 
fights, in both of which the Supreme 
Court ruled, in effect, that factories 
acted legally in practicing exclusive- 
dealer arrangements. 

* * + 


UDGE FORMAN said the 

Schwing and Webster decisions 
were inapplicable in the Govern- 
ment suit because they did not in- 
volve price-fixing. 

But he accepted their precedents 
in those counts of the Reliable liti- 
gation which he dismissed and 
voiced agreement with the Schwing 
trial judge’s conclusion “that not all 
exclusive agency agreements are il- 
legal per se.” 

To prove a Sherman antitrust 
law violation on territorial and 
exclusivity counts, “allegation of 
public injury is necessary,” Judge 
Forman ruled. 

There is available to Reliable 
Volkswagen no relief under the 

antitrust laws merely “for refusal 
to deal,” he added. 

* * * 

ELIABLE VOLKSWAGEN, a 

VW dealer from 1954 to 1957, 

won Judge Forman’s agreement to 

consider the following allegations 
in its suit: 

1. Breach of contract, under which 
VW was to sell Reliable a minimum 
of 30 VW vehicles a month provided 
the dealer improved its premises. 

2. Charles J. Dillon and Arthur 
Stanton, VW distributors, misrep- 
resented monthly delivery prom- 
ises so as “to induce the plaintiff 
to rely thereon, which it did.” 

3. Volkswagen violated the Auto- 


|mobile Dealer Franchise Act in 
| performing “without good faith and 


in an unfair manner.” 


Judge Forman denied VW’s mo-}| 


tion for dismissal of this count with- 
out reaching a decision on the im- 
porter’s claim that the Act is 
unconstitutional and inapplicable to 
the Reliable case. 
a * + 
WORLD-WIDE Automobile 
* Corp., the distributor, favored 
two defendant dealerships of which 
Stanton and Dillon are officers. The 
two dealerships—Fifth Avenue Mo- 
tors and Queensboro Motors in New 
York—allegedly were able to obtain 
more Volkswagens, at lower prices, 


7 Faleon Wagons 
Span Country 


In Economy Trial 


DETROIT.—A fleet of Ford Fal- 
con station wagons has completed 
a weeklong cross-country rally to 
determine fuel economy under nor- 
mal driving conditions. 

Ford dealers across the nation 
will introduce the Falcon wagons 
on March 10. 

The seven wagons, piloted by a 
driver and relief driver, passed 
through each of Ford’s field sales 
headquarter cities from Boston to 
Los Angeles and from Seattle to 
Jacksonville, Fla, 

The vehicles, fueled with regular 
grade gasoline, were driven at nor- 
mal highway speeds, Ford said, On 
this trip, reminiscent of Ford’s 
“Experience Run, U. S, A.” last 
fall, drivers kept complete fuel and 
distance records. 

The wagon test was conducted 
under all types of weather, terrain, 
and traffic conditions, the company 
said, thus simulating the type of 
driving encountered daily by Amer- 
ican motorists. 





than Reliable in the 1954-57 period. 

5. Fifth Avenue Motors and 
Queensboro Motors, as did the dis- 
tributor, allegedly violated the Rob- 
inson-Patman Act in purchasing 
VW products “at discriminatory 
prices.” 

6. The defendants conspired to 
create a retail-sale monopoly in 
Connecticut, New Jersey and New 
York, pursuant to which Reliable 
was “eliminated” as a dealer in 
violation of the Sherman Act. 


Judge Forman declared that the 
Schwing and Webster precedents 
were inapplicable to the sixth 
counts because the “asserted mo- 
nopolistic tendency and alleged 
financial interest” as between 
World-Wide and the two defendant 
dealers were factors not present in 
the Hudson and Packard cases. 

Volkswagen had maintained that 
the Schwing and Webster decisions 
were controlling in the monopoly 
count, declaring that “any monopoly 
enjoyed by World-Wide and its ex- 
clusive franchise dealers is the na- 
tural monopoly gained in handling 











Dealership Roof Folds 


Under Weight of Snow 


AUBURN, N. Y.—The roof and 
walls of a portion of the service 
department of Henderson & Lath- 
rop Ford collapsed under the 
weight of snow. Damage to tools 
and 25 vehicles was estimated at 
$100,000. 

But it was business as usual in 
other parts of the building. A 
few days later, the firm advertis- 
ed: “The snow brought our serv- 
ice department roof down, but 
we’re not out. Our showroom is 
open, and we're ready to deal. 
Sixty new Fords must be sold 
since we have no storage room.” 





the product of a particular manu- 
facturer in a given area.” 

Judge Forman continued in the 
Volkswagen case as trial judge, al- 
though he was promoted from dis- 
trict judge to circuit judge last year. 

* * od 


Chrysler Defends Right 


To Drop Wis. Dealer 
MILWAUKEE.—A dealer termi- 
nation for below-quota sales was 
defended by Chrysler Corp. in Fed- 
eral District Court here during a 


hearing involving Wisconsin’s 
tough franchise law. 

A Chrysler regional business 
manager, George V. O’Neal, testi- 
fied that failure of AFL Motors, 
Inc. (DeSoto-Plymouth) here to sell 
its “minimum” of 290 new cars last 
year deprived the corporation of 
$409,950 in potential business. The 
dealership sold 104 new cars and 
was terminated Oct, 13. 

Subsequent to the termination, 
AFL Motors obtained a state Cir- 
cuit Court injunction preventing 
Chrysler from terminating its 
franchise. The injunction was 
granted Jan. 9 by Judge Harvey 
L, Neelen under the state law 
preventing dealer cancellations 
without just provocation. 


The case was transferred to Fed- 
eral Court and Judge Kenneth P. 
Grubb on petition from Chrysler. 

Replying to the Chrysler testi- 
mony, AFL General Manager Wil- 
liam Cash said Chrysler refused 
to send him new-model cars unless 
previous-model leftovers were sold 
out. He also said Chrysler did not 
reduce costs to him, although the 
older cars had to be discounted, 

Judge Grubb asked for briefs 
from opposing attorneys and con- 
tinued the case. 





Feature care-free beauty 
of stainless trim 





Beauty without bother. That’s the feature car 
owners like most about stainless steel trim. 
They can forget extra precautions, special 
cleaners, and surface protection because Armco 
Stainless Steel is.a solid, lustrous metal that stays 


bright with minimum care. 


It’s “steel-tough,” too— resists denting, gouging 
and scratching. Stainless holds its shape under 
conditions that easily damage softer metals. 
There’s no plating to chip or wear away. 


Cancels corrosion 

Armco Stainless also shrugs off corrosive effects 
of rain, snow, and ‘street chemicals. Even the 
strongest detergents used at home or in wash 
stations won’t affect it. 


When trim is stainless, it pays to let car buyers 


know because no other metal can equal -all these 
care-free advantages of Armco Stainless Steel. 
Armco Steel Corporation, 1380 Curtis Street, 
Middletown, Ohio. 


ARMCO STEEL 





Armco Division * Sheffield Division * The National Supply Company + Armco Drainage & 
Metal Products, Inc. * The Armco International Corporation * Union Wire Rope Corporation 
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Parts Order Center 
Opened by Ford 


ST. LOUIS.—A new Ford service 
parts order center said to be the 
first of its kind in the auto indus- 
try—has been opened by Ford divi- 
sion here. Bruno L. Pagnucco, a vet- 
eran of 10 years with Ford, has 
been named manager of the center, 
located at 4999 Fyler Ave. 

The operation will serve approx- 





DOOR-TO-DOOR MAT PROTECTORS 


WEL 


r Higenocons. DESIGNED FOR COMPACT CARS 


complete 


CLEAN LINES! QUALITY! 
Sell these richest looking, 
“most for your money" mats. 
Made of quality "live" rub- 
ber, in five colors. 


At Better Jobbers Everywhere 
= - : ——_ oe 


ACE RUBBER PRODUCTS, INC. 
100 Beech St. 
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imately 80 Ford dealers within a = : 
Hartford Assn.’s Record Cited... 


50-mile radius of St. Louis and will 
provide them with overnight service 
of the parts and accessories most 
frequently ordered, Ford said. 

Parts and accessories orders re- 
ceived at the Center will be tele- 
typed to Ford’s Cincinnati parts 
depot, which will process the re- 
quests immediately for overnight 
delivery to St. Louis. Dealers using 
the new service will be able to pick 
up their orders directly at the 
center. 


52 Years of Service 


ber dealer in the HADA is proud 
of and is constantly trying to im- 
prove. During the years ahead 
we will keep trying to improve 
the scope and quality of our (23) 
dealerships because we know by 
improving our business we are 
also improving the economy of 
- the entire (10-community) area. 


HARTFORD, Conn.—Since its be- 
ginning 52 years ago, the Hartford 
Automobile Dealers Assn, “always 
has tried to be of service to the 
many worthy causes that benefit 
the people of the Greater Hartford 
area,” President Vincent Johnson 
said during HADA’s successful two- 
day Washington’s Birthday Open 
House sales campaign for new and “As members of an association 
used cars. which represents an industry which 

Johnson, who heads Vincent Mo-| has a vital and important effect on 
tors, Inc, (Checker-Superba), had/| nearly every resident of the Great- 
these highlights on the subject: er Hartford area, we have always 


tried to be of service” in all pos- 
“It is a record that eo mem- | sible beneficial ways. 


“In recent years the HADA has 
GM’s Monaghan 


gladly given of its time to aid many 
Gets Cronin Duties 


such worthy causes such as the Red 
Cross, Community Chest and the 

DETROIT.—The duties of Vice- 
President Philip J. Monaghan have 


March of Dimes. 
been expanded by General Motors. 


“The HADA is especially proud 
of its program to transport (free of 

In addition to heading the process 

development staff, 


charge) patients to the Hartford 
Rehabilitation Center (for the el- 
| derly and handicapped), and of its 
he will be in ggg with the annual orphans’ out- 
ng. 
_. <s . nore “Actually, the local dealers have 
ing staff been participating in civic affairs 
Monaghan here also since the beginning of 
45, succeeds John the HADA in 1908, when we start- 
J. Cronin as man- ed out with a membership of 
ufacturing viee about 10 dealers. During the first 
president, Cronin World War members of the as- 
retired March 1. sociation contributed their cars to 
Monaghan, 
who was GMC , 
Truck & Coach P. J. Monaghan 


aid the Liberty Bond drives. 
“Other HADA programs, more 
closely tied in with the business of 
general manager before becoming | S¢!/ing automobiles, have also been 
process Greckapeneet vnounaaiak of aid to the community, we feel. 
last December, joined GM with 
Fisher Body in 1936, He was with 
Oldsmobile from 1940 until 1951, 


“One of the most successful pro- 
grams to date has been the free 
when he joined GMC as manufac- 
turing manager. 
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Brilliant Gold Medallions 
will not scuff or rub off. 
Olympian mats, for front 
and rear, are matchless in 
Elegance, Quality, Service. 








Akron 8, Ohio 


Iacocca to Direct 
Vehicle Marketing 


For Ford Division 


L. A. Iacocca as vehicle marketing 
manager, a newly created position 
in the Ford division sales office, 
has been announced by M. S&S. 
McLaughlin, gen- 
eral sales man- 
ager. 

In his new po- 
sition, Iacocca 
will assume some 
of the responsibil- 
ities handled by 
McLaughlin. He 
will direct divi- 

. sional] activities 
A * in car and truck 

. marketing, fleet 

L. A. Iacocca sales, leasing, and 
displays and exhibits. 

Iacocca, who has served as car 
marketing manager for the past 
two years, has had wide experience 
in Ford sales since joining the com- 
pany in 1946. 

During his first five years with 
the company, Iacocca held a suc- 
cession of positions in fleet and 
truck sales. From 1951 to 1953 he 
was engaged in merchandising and 
training activities in the general 
office. 

Iacocca served three years assist- 
ant district manager in Philadel- 
phia before being appointed Wash- 
ington district sales manager in 
1956. He was named truck market- 
ing manager later that same year. 


READY for 
you NOW! 
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Want to know WHO bought WHAT KIND 
of New Car during 1959 in a retail market 
LARGER than any one of 35 entire States? 





WRITE, WIRE OR PHONE FOR YOUR COPY OF 
Buyers Warned 





DEARBORN, — Appointment of | 
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safety inspection. Under this sys. 
tem the HADA members will jp. 
spect your car for you as a pre 
liminary for getting your State 
(Motor Vehicles Department) safe. 
ty inspection sticker. We are algo 
proud of our dealers’ code of ethics 
and of the mechanics course for 
women, which the HADA has spon- 
sored for several] years.” 

After the Washington's Birthday 
promotion, Johnson announced a 52 
percent volume increase in new and 
used-car sales over the 1959 pro. 
gram. 


Modern Care 
For MODERN CAR INTERIORS 


... Of plastic or leather 





ag" 
LEATHER CLEANER 


Not a saddle soap or a 
detergent, but a bland 
compound that cleans and 
preserves plastics, imita- 
tion and genuine leathers. 
Equally efficient on lug. 
gage, leather-covered furniture, leather 
sporting equipment, etc. Eight-ounce 
aerosol can or gallon can. If jobber 
can't supply, order direct. 


The LAS-STIK Mfg. Co., 


HAMILTON, OHIO 
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SUPER-PENETRANT 
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7am) Nuts, screws, frozen’ part 


“The mechanic's friend 
. works in seconds” 


YOUR JOBBER HAS IT! 
RADIATOR SPECIALTY CO, 


CHARLOTTE, N.C. 













“"EVERY TIME I LIFT 
THE RECEIVER OFF THE 
HOOK I EARN. $5.60" 


— Says JACK SCH- 
WARTZ, of Los Arm 
geles, who has sold 
nearly ten million dol- 
lars worth of insur- 
ance — all by “cold” 
telephone-made ap- 
pointments. 


Mr. Schwartz is the author 
of the book, "HOW TO GET 
MORE BUSINESS BY TELE- 
PHONE," just out—filled to 
the brim with detailed ex- 
perience and guidance for 
greater business success via 
the telephone—for automo- 
bile dealers, department 
store, grocer, real estate, 
insurance, bonds, appliances, 
household goods, industrial 
goods — THE MOST COMPLETE AND AU- 
THORITATIVE COMPILATION OF MONEY- 
BRINGING TELEPHONE SELLING METHOD 
EVER MADE. 

A BOOK which you—everybody from top 
executive of a big corporation, down to priv- 
ate secretary, steno, office manager, automo 
bile salesman, grocer, butcher, real estate 








seller, insurance man, banker, radio or TV 
repair, laundry ordering, service store mar 
ager, dentist can profit by, IMMEDIATELY. 


TODAY IS A DAY OF TELEPHONE SALES 
MANSHIP. 


This book has been long and carefully in 
the making—a compilation of actual practice, 
actual experience—a down-to-earth, illustrat 
ed, fact and figure book, which those who 
know admit is far and away the best, if not 
the ONLY book providing such useabie, tes 
oe poane. Satisfaction guaranteed, or ' 
und. 





1959 New Car Sales 
in CLEVELAND 


On Vt. Sales Tax 


MONTPELIER, Vt.—Rep. Joseph 
Moore, who sponsored the new Ver- 
mont law calling for a purchase 
and use tax on the sale of autos, 


cee 
se eee 


This detailed study tells you how Cleveland families 
bought new cars by MAKE, by MODEL, by CENSUS 
TRACT and Economic Areas. It will show you how 
to get your share of automobile sales in Greater 
Cleveland and you can apply many of the findings to 
other important metropolitan areas. Your copy is 
available now — to help you make the most of 1960 sales. 


The Cleveland Plain Dealer 


Represented by Cresmer & Woodward, Inc., New York, 
Chicago. Detroit, Atlanta, San Francisco, Los Angeles 


has warned that some people will 
be “embarrassed” if they attempt to 
avoid paying the levy, effective 
March 1. 

The legislator said these people 
reportedly planned to try to dodge 
the tax by ordering cars in Febru- 
ary for delivery later. However, he 
pointed out that statutes stipulate 
that a purchase contract is con- 
summated only when the goods are 
delivered. 

The Motor Vehicle Department 
reportedly was swamped with calls 
seeking a clarification of the new 
law in this respect, and the depart- 
ment asked the attorney general 
for a legal opinion, 


Order it at once and PUT IT TO WORK— 
it will give you real dividends at once. 
Only $5.00 which includes mailing cos! 
10% discount for 3 or more. 


Jack Schwartz, America's greatest tele 
phone salesman is available for national 


conventions, regional meetings, sa! es 
rallies and company meetings. WRITE 
or PHONE for further information. 


ae SCHWARTZ TELEPHONE SALES CLINIC 
. O. Box 24491, Village Station AN-3-7-0 
co Angeles 24, California @ Olive 3-6220 
Gentlemen: 
Please rush _______ copies of "How to 6@ 
More Business by Telephone” at once. 
price is $5 which includes mailing cost. 














C) Enclosed is my check. C Send C.0.D. 
Name 

Company 

Address _ 
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two Buick-Oldsmobile-Pontiac field 


Car, Truck Output Estimates 
By Automotive News 














PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan. 1 > 1 
Ended Same Ended Total To 
March 5, Week, Feb. 27, March 7, March 5, 
1960 1959* 1960* February 1959* 1960 
AMERICAN MOTORS 
Rambler .............cc0ee00e 11,000 8,504 10,765 43,136 73,090 93,089 
ER MOTORS. 200 135 201 793 1,312 1,033 
CHRYSLER CORP. ...... 26,150 21,850 23,700 108,592 99,091 237,097 
QUA YVRNOE once. cscsereccscrcceeee 2,500 1,871 2,317 10,405 12,135 22,218 
DeSoto ....eepecceecceeseeeeeeneee 1,250 1,653 1,183 5,293 9,768 12,021 
BEI x00 ccscsrccecsececcsswconeee 9,000 5,183 7,650 35,331 23,897 76,853 
Imperial ..............000 400 ie 1,534 4,298 4,767 
Plymouth Total 13,000 12,550 12,550 56,029  48,993- 121,238 
coessoosvectecceos 6,900 12,550 6452 31,612 48,993 74,148 
Valiant  .............. GED cascccsess 6,008 24,417 _e.......... 47,090 
FORD MOTOR ** .......... 39,545 36,396 38,184 175,704 346,526 407,573 
Ford Division .............. 32,215 31,039 32,920 154,606 293,245 354,268 
BANOO | sacececceccececeesscoees 9,140 __.......... 8,293 40,545 __.......... 93,104 
Ford (Standard) 21,320 29,655 23,202 107,874 279,735 246,255 
Thunderbird. ............ 1,755 1,384 1,425 6,187 13,510 14,909 
L-M Division ................ 7,330 4,472 5,264 21,098 42,747 53,305 
Comet .n...eeecesecsernees BE wwenssvies 1,348 Weee —chssnseans 4,754 
— sitiisenbononinsioeieed 420 620 348 2,266 6,728 6,029 
pacpninioanapovesescs 4,100 3,852 3,568 16,592 36,019 42,522 
(eNERAL MOTORS . , a 62,503 77,658 318,978 602,820 707,617 
SII ssenspriscswovonesisesentets 6,350 7,194 7,053 31,071 70,643 69,282 
IAT... 01scecsccecssscessseee 3,780 3,384 3,799 16,816 34,615 36,423 
Chevrolet Division 48,100 34,077 48,001 188,189 325,490 422,815 
TENE cxssesesescesesssesere Tyee taseeeses 8,054 32,178 _.......... 71,152 
Chevrolet (Stand.).. 40,800 34,077 39,947 156,011 325,490 351,663 
Oldsmobile .................... 7,450 9,197 9,351 41,192 86,134 88,022 
ee 9,750 8,651 9,454 41,710 85,938 91,075 
§P CORP. 
Studebaker .................. 2,560 4,316 3,174 12,893 36,401 27,812 
Total Cars, U. S.**....154,885 133,704 153,682 660,096 1,159,240 1,474,221 
*Revised. 


*Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 











Week Week dan. 1 dan. 1 
Same Ended Potal To To 
Week, Feb. 27, Output, March 7, March 5, 
1959* 1960* February 1959* 1960 
6,682 12,235 47,437 74,006 99,357 
141 59 275 1,312 607 
47 88 296 551 7166 
1,401 2,010 7,960 16,789 17,234 
6,161 7,546 32,194 59,419 74,662 
1,750 2,976 11,500 17,135 22,831 
3,508 2,920 12,479 21,644 26,463 
314 388 1,488 3,238 3,039 
424 360 973 3,266 1,994 
381 429 1,709 3,269 3,679 
2,528 2,615 11,122 20,917 22,841 
88 91 413 676 883 
Total Trucks, U. S. .... 30,519 23,425 31,717 127,846 222,222 274,356 
Total Cars, — 
SIL "harsn saci obdcpedeljenentooey 185,404 157,129 185,399 787,942 1,381,462 1,748,577 
“Total Cars, Trucks, 
i 8,542 9,475 9,293 37,888 82,316 86,126 
Grand Total, 


Cars and Trucks, 
U. S. and Canada .... 


*Revised. 


193,946 166,604 194,692 825,830 1,463,778 1,834,703 





Unions Given New Power 


By Supreme Court Ruling 


(Continued from Page 8A) 


cess rate in representation elections 
continues to decline. 

In 1959, employes chose a union 
to represent them in slightly 
More than 59 percent of the 
NLRB elections, a new yearly 
low. The union victory rate fell to 
57 percent in the fourth quarter. 

In the early days of Government- 
conducted elections, unions used to 
win about 75 percent of the time. 
The percentage has eased off grad- 
ually. 


The average-size unit sought by 
the unions now contains only 72 
employes, NLRB figures show that 
units that chose a union had 262,013 
employes. The groups rejecting the 
union had 173,786 employes. 

The NLRB figures include not 
only the elections held on petitions 
for representation rights, but also 
the attempts to decertify a union 
that held representation rights. 

Also in the NLRB report for the 
fourth quarter, there was recorded 
& continuance of sharp rises in the 
humber of unfair labor practice 
charges issued by its general coun- 
sel. The total of 369 for the quarter 
Was the highest for any quarter in 

B history. The comparable fig- 
ure for 1958 was 249. 


oe + x 
LRB Role Clarified 
HE NLRB has added a new 
yardstick to determine if a retail 
firm comes under its jurisdiction in 
labor disputes. 
Several million workers, includ- 


ing thousands at dealerships, 
could be affected by the latest 
board ruling. 

The NLRB ruled that evidence 
must be presented that such firms 
participate in interstate commerce 
before it will intervene. In the past, 
the main qualification was that a 
retailer had to do an annual busi- 
ness of at least $500,000. 

In its advisory opinion, the board 
said, “It is not enough to show that 
the employer’s gross annual volume 
of business satisfies the board’s 
standards for asserting jurisdiction 
over retail establishments.” 

The action came under the labor 
reform bill passed last year. It was 
the fifth ruling aimed at clarifying 
so-called “no man’s land” cases 
where neither the Federal or state 
governments would intervene. 

The board action, which was 
unanimous, cleared the way for 
state agencies to deal with such 


cases, 
+ *® 


ok 
Pact Averts Strike 
THE factory front, a strike 
at Fisher Body’s Willow Run 
(Mich.) plant was averted last week 
when agreement was reached on a 
contract covering 2,600 workers. 
The contract deals with senior- 
ity, wages, shift preferences and 
other local plant problems, ac- 
cording to a company spokesman. 
The plant, which has been in op- 
eration since last year, produces 
bodies for Corvair. 





Buick, Lark, Olds Trim... 





Compact-Car Output 
Nears Rate of 40,000 


(Continued from Page 1) 


149,751 assemblies a month earlier, 


and captured 23.5 percent of the 
660,096 cars turned out by the entire 


industry during the month. Both the 
percentage and volume were month- 
ly highs for the compacts. 

Over the first two months of 
this year, compact output totalled 
305,160 cars, or 22.6 percent of the 
1,349,087 units turned out by the 
industry in January and Febru- 
ary. 

Rambler turned out a record- 
breaking 43,136 cars in February to 
top all compacts in assemblies last 
month, but Falcon led the pack over 
the first two months of the year. 


ALCON ‘Genntehint 85,583 cars 

during January and February to 
lead Rambler’s 83,972 units; Cor- 
vair had 65,367; Valiant, 42,093; 
Lark, 25,905, and Comet, which 
didn’t get into production until mid- 
February, 2,240. 

Lark, which cut production last 
week to adjust inventories, is be- 
hind the first two months of a 
year ago, when it made 32,139 
units. Rambler, the only other 
compact that was in production a 
year ago, rose from 64,690 to 
83,972 units, 

On a month-by-month breakdown 
of the compacts, Rambler was up 
from 40,836 assemblies in January 
to 43,136 in February; Falcon was 
off from 45,038 to 40,545; Corvair de- 
clined from 33,189 to 32,178 units; 
Valiant showed the biggest increase, 
jumping from 17,676 to 24,417 assem- 
blies, and Lark was off from 13,012 
to 12,893. 

Overall, compact output for the 
first two months of this year to- 
talled 305,160 units, compared with 
only 96,829 units during January 
and February last year. 

* * * 


AMONG the other price classes, 
the low-price group, which in- 
cludes Ford, Chevrolet, Plymouth 
and Checker has suffered the most 
since the introduction of the com- 
pacts. 

The Ford-Chevrolet-Plymouth- 
Checker group upped its volume 
production 6.5 percent from 579,- 
191 to 616,654 assemblies during 
the first two months a year ago, 
but its percent-of-total-industry 
output fell from 56.5 to 45.7. 

The medium-price group was up 
from 324,853 to 400,333 in volume 
output, but its percent-of-industry 
take was off from 31.7 to 29.6 per- 
cent. 

The highest-price group took 2.1 
percent on 26,940 assemblies during 
the first two months of this year, 
compared with 2.4 percent on 24,578 
assemblies during January and Feb- 
ruary last year. 


EADJUSTMENTS. in schedules 

also cut heavily into low and 
medium-price group operations last 
week with only the standard Chev- 
rolet in the low-price group and 
Pontiac and Dodge in the medium- 
price group holding to high-volume 
output. 

Chevrolet, with four of its 
plants working six days upped its 
output from 39,947 standard-size 
cars a week earlier to an estimat- 
ed 40,800 units last week. 

Ford’s standard car was off from 
23,202 to 21,320 assemblies as its 
Dearborn assembly unit and two 
other smaller plants closed Friday. 
Plymouth rose from 6,452 to 6,900 
assemblies, but worked its Detroit 
assembly plant only three days. 

Checker Motors turned out 200 
cars last week, compared with 201 
units a week earlier. 

Altogether, the low price group 

* * ad 





Compact 


A i 
ssemblies 
(Two Months) 

Feb. Make Jan. 
1— 43,136 Rambler 40,836—2 
2— 40,545 Falcon 45,038—1 
3— 32,178 Corvair 33,189—3 
4— 24,417 Valiant 17,676—4 
5— 12,3893 Lark 13,012—5 
6— 2,240 Comet _.......... 

155,409 Total 149,751— 




















captured 44.6 percent of total indus- 

try production on 69,220 assemblies 

last week, compared with 45.4 per- 

cent on 69,802 units a week earlier. 
+* * = 

N THE medium-price field, Dodge 

turned out an estimated 9,000 

cars last week to reach its highest 
level since the week ended Dec. 20, 
1952, when 9,736 cars were built. 
Last week’s output also compared 
with the 7,650 units turned out a 
week earlier, when the Newark 
(Del.) plant was down two-dayg in 
preparation for adding Valiant to 
the lines. 

Only other medium-price mak- 
ers to show gains over the previ- 
ous week were Chrysler, up from 
2,317 to 2,500; DeSoto, from 1,183 
to 1,250; Mercury, from 3,568 to 
4,100; Pontiac, from 9,454 to 9,750, 
and Thunderbird, from 1,425 to 
1,755 units. 

Off from the previous week were 
Oldsmobile, working only four days|§ 
in Lansing to adjust output sched- 
ules with field inventories, from 
9,351 to 7,450 units, and Buick, from 
7,053 to 6,350. 

Altogether, the medium-price 
group captured 27.3 percent of total 
industry output on 42,250 assemblies 
last week, compared with the same 
percentage on 42,001 assemblies a 
week earlier. 


* * * 
Hyorzs for any pickup in output 
among the medium-price group 
were dimmed by announcement that 
* * * 


Compact Output 


(1960 vs. 1959) 





1960 Make 1959 
1— 85,583 Falcon __........... _— 
2— 83,972 Rambler 64,690—1 
3— 65,367 Corvair .......... —_ 
4— 42,093 Valiant _.......... _— 
5— 25,905 Lark 32,139—2 
6— 2,240 Comet a 

305,160 Total 96,829— 





plants—Linden, N. J., and Kansas 
City, Kans.—will work on four days 
this week. 

Buick also announced earlier that 
its home plant at Flint will work 
short workweeks this month. 

The return of Imperial to pro- 
duction on an adjusted cuhetahe 

together with an upswing in out- 
put at Lincoln, helped the highest- 

price makes capture 3 percent of 
total industry output on 4,600 as- 
semblies last week. A week ear- 
lier, the Cadillac-Imperial-Lincoln 
group took 2.7 percent on 4,147 as- 
semblies. 

A breakdown of the high-price 
makes showed Imperial with 400 
assemblies last week, compared 
with none a week earlier; Lincoln, 
up from 348 to 420, and Cadillac, off 
slightly from 3,799 to 3,780. 

+ * * 


ee ee output de- 
clined from 31,717 units a week 
earlier to an estimated 30,519 trucks 
last week as al] but two makers ad- 
justed their schedules downward 
from the previous week. 

Last week’s truck output also 
compares with the 23,425 units 
turned out during the week ended 
March 7 last year. 

Truck output in February to- 
talled 127,846 units to top January’s 
122,462 and marked the first time 

since May, 1955, that commercial- 
car assemblies have reached that 
level. 

In Canada, Ford closed down its 
assembly lines two days and the 
result was a decline from 9,293 as- 
semblies a week earlier to an esti- 
mated 8,542 assemblies last week. 

A breakdown of Canadian opera- 
tions showed the makers producing 
7,060 cars and 1,482 trucks last week, 
compared with 7,694 cars and 1,599 


trucks a week earlier. 
x + * 


Chevy Works 2,500 More 


In 4 Buffalo Plants 


BUFFALO.—The work force in 
Chevrolet's four Buffalo area plants 
has shot up to the highest level in 
many years as the factories con- 
tinue to bulge at the seams from 
near-record production levels. 

The four plants have added more 
than 450 workers since the first of 
the year and now have total em- 
ployment of more than 10,700. That’s 
some 2,500 more than these plants 
employed a year ago. 





| Dealer Forum _ 5 robert m. Fintay 


(Continued from Page 3) 


in the world.” For this reason you 
probably printed my article “How 
Factories Can Win Salesmen” in 
Dealer Forum on Feb. 22 and, for 
this reason, I wrote it. 

Sending you the article has 
proven to be the greatest mistake 
of my life. 

First, reading it just about broke 
my father’s heart. He is Mr, N. L. 
Watlington, the finest man alive 
and nationally known as one of the 
best used-car sales managers in the 
business. He nor anyone else ex- 
cept my wife knew the article had 
been written until it was in print. 
Nothing in the article refers di- 
rectly or indirectly to him. 

Second, I hurt my dealership in 
the eyes of the factory and made 
insinuations that did its manage- 
ment no good. For this I apologize. 
I have known most of the owners 
and managers in the dealership the 
greatest part of my life and they, 
to my recollection, have never said 
one unkind word to me, nor I to 
them. 

In 1956 I took a leave of absence 
and spent six months collecting in- 
formation on the problems of sales- 
men and selling. Since then I have 
talked with many men in many 
dealerships. My personal records of 
the past three years can prove that 
the dealer examples in the article 
could have come from many other 
sources. 

No other factory is better than 
the one I sell for, If I didn’t 
think so I wouldn’t have sold 
their cars 13 years. I could have 
been selling any brand for any 
factory and the article could have 
sounded the same, What I wrote 
was not intended to be taken as 
a local situation, a factory situa- 
tion . . . it’s national and was 
written to be read and digested 
by every factory, every dealer | 





and every sales manager in the 
business. 

The following is a letter I just 
received from a general sales man- 


| ager in another section of the coun- 


try: 
“Your letter published in the 
Dealer Forum column of AvuToMo- 
TIve News was an excellent review 
of the salesman’s position within 
the automobile industry. 

“We believe that steps as out- 
lined by you would be beneficial to 
everyone connected with our mu- 
tual business. Congratulations on 
your forward thinking, and we hope 
that one of our industry’s more 
enlightened vice-presidents has read 
your letter and is giving the whole 
field of salesman relations some 
serious thought.” 

My personal comments and 
what was written about myself 
was done to paint a picture of a 
“don’t-care-selfish” attitude com- 
mon among salesmen and the 
suggestions that followed were to 
help correct that attitude. My per- 
sonal life was exposed to prove a 
point, and I guess I should apol- 
ogize to myself, for the good that 
seems to have been done. 

For telling the truth, it seems as 
though I will have to leave the au- 
tomobile business, What I said in 
“How Factories Can Win Salesmen” 
was meant to help everybody and 
hurt nobody. To the ones I have un- 
intentionally hurt, my father, my 
dealership, my factory, I am sorry. 
If any suggestions in the article 
ever come to pass, I will be proud.— 
W. L. (Will) Watlington. 


Ferman Is Festival King 
TAMPA, Fla.—J. L. Ferman, 
| president of the Florida Automobile 
Dealers Assn., was chosen “King of 
the Gasparilla Festival” and is 
reigning for a year. 
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66 
Accident Causes 


To Be Profiled 


In Connecticut 


HARTFORD. — Connecticut will 
become the testing ground this 
month for a survey to determine 
how much the physical and mental 
conditions of drivers contribute to 
accidents and motor vehicle viola- 
tions. 

The state has been selected by the 
U. S. Public Health Service for this 
pilot program, principally because 
of the great interest Gov. Abe Ribi- 
coff has shown in promoting high- 
way safety. Motorists will be tested 
on a voluntary basis, in a special 
trailer loaned to the state by the 
PHS. 

The testing will run for a year or 
longer, to provide enough data to 
enable conclusions to be drawn. The 
trailer will be moved around the 
state during this period. 

Numerous types of tests will be 
used. First, there will be a record of 
the driver’s age, physical measure- 
ments and physical handicaps, if 
any. Hearing will be examined, and 
special attention will be given the 
condition of the eyes, especially eye 
pressure, since excessive pressure 
could cause glaucoma. Specimens 
also will be checked for signs of di- 
abetes or other illnesses. 


Attention will also be given to the 
mental-psychological makeup of the 
motorists. Many officials contend 
motorists’ mental state has a basic 
bearing on accidents and violations. 

While the general pattern has 
been worked out, testing may be 
changed during this experimental 
program, depending on the findings. 

Only Connecticut has been chosen 
so far for this program. The state 
health and vehicle departments and 
medical society will cooperate. 





HELP WANTED 


EXPERIENCED, EDUCATED, ambitious 
automobile men who will work for op- 
portunity and future security. We need 
“Indians’’ and ‘‘Chiefs’’ in all depart- 
ments of our automobile businesses and 
our daily rental and lease business. Earl 
Hayes Enterprises, Inc., P. O. Box 23005, 
Dallas 3, Texas. 


EXPERIENCED AUTOMOBILE FIELD 
REPRESENTATIVE, preferably 25 to 
40 years old, to represent Renault dis- 
tributor in Virginia, West Virginia and 
the Carolinas. Excellent future for ag- 
gressive man, Liberal salary, Send res- 
ume to Box 1131, c/o Automotive News, 
Detroit 7. 


SALES MANAGER WANTED for Rambler 
dealer established twenty-five years. 
Only requirements are ability to super- 
vise new car salesmen and increase new 
ear sales. No detail or administrative 
work. Salary plus per car bonus and 
percentage of profits. All inquiries con- 
fidential. Write or phone: A. R. Ralph, 
Ralph Rambler, Inc., 626 W. Main Street, 
Rochester, New York. Phone BEverley 
5-3635. 


AUTOMOBILE DIRECT MAIL CONCERN: 
Owner follow-up plan, sales representa- 
tives—$7,000 plus to start. Several open- 
ings, exclusive territory. Excellent future. 
= 1217, c/o Automotive News, Detroit 











SERVICE MANAGER—Assume full re- 
sponsibility in dealership established for 
36 years, selling five hundred fifty new 
and nine hundred fifty used cars per year. 
Three General Motors’ lines, located in 
the finest town in southern Minnesota. 
Top salary, commission, hospitalization, 
life insurance and use of new automo- 
bile available to the man who can pro- 
duce. Present service manager, a twenty 
year employe, is ready to retire. Box 
1219, c/o Automotive News, Detroit 7. 


SALESMEN—Exclusive illustrated Mailing 
Card Advertising; automotive and other 
lines. Our 76th year. Commission basis, 
immediate earnings. Permanent. Amer- 
fean Publishing & Engraving Co., 79 
Madison Ave., New York City 16. 


DISTRICT MANAGER, leading imported 
distributor. Reasonable salary, company 
benefits. Must headquarter Cincinnati. 
Send brief resume with picture. Interviews 
in Cincinnati. Replies confidential. Box 
1257, c/o Automotive News, Detroit 7. 


SALES PROMOTION MANAGER OPPOR- 
TUNITY — Renault distributor requires 
sales promotion manager. Must be aggres- 
sive and willing to relocate. Background 
must include experience and proven record 
of ability in directing and motivating sales 
at wholesale-retail levels and personnel 
supervision. Excellent opportunity for one 
able to pass rigid investigation. Attractive 
salary, expenses, car furnished. Primary 
consideration will be given to applicants 
with proven past performance records. 
Only experienced men should apply. Send 
resume and recent photograph to Box 
1244, c/o Automotive News, Detroit 7. 











MANUFACTURER OF AUTOMOTIVE 


PARTS requires field representative for 
California and Arizona. Prefer age 28 to 
40, Experience in truck field very desir- 
able, also understanding of distribution 
of truck parts. Salary and expenses. Box 
1245, c/o Automotive News, Detroit 7. 
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AUTOMOTIVE 
SALES 


Well established manufacturer 
of automobiles and trucks has 
immediate openings available 
for men experienced as: 


District Sales Managers 


Sales Promotion 
Representatives 
Used Car Specialists 
Truck Representatives 


Send complete resume to: 


Studebaker-Packard Corp. 
Salaried Personne! Dept. 
635 So. Main Street 
South Bend 27, Indiana 


Qualified applicants will be contacted. 








Si Mes i S Jitnes 


SALES MANAGER (Ford) —If you are 
qualified, or think you are qualified and 
just need a chance to prove yourself, this 
could be your opportunity. In a fast 
growing Kansas boom town that will sell 
350 units or more this year, only require- 
ments are that you hire, train and super- 
vise a sales force to sell cars and trucks 
at a volume, but with a profit. Salary 
plus new car and truck bonus plus per- 
centage of selling gross. Please mail com- 
plete resume the first letter, All replies 
held strictly confidential. Box 1246, c/o 
Automotive News, Detroit 7 


$30 DAY AVERAGE EARNINGS—taking 
orders only. Newest automobile necessity. 
Simple, easy, no investment, full or part 
time. Box 185, Cambridge, Ohio. 


SALESMAN—Need aggressive young man 
willing to work hard. We will offer top 
earnings to qualified man, Lockhart 
Buick-Pontiac, Ellensburg, Washington. 





AMERICAN AUTOMOTIVE ENGINEER 
with extensive experience and executive 
ability, familiar with U. S. and European 
cars and trucks sales, service and parts 


in South America and Middle East. Six 
languages, member SAE and AOA, fin- 
ishing tour overseas with U. S. manu- 
facturer. Available May, interested in 
challenging position U. 8. A. or abroad. 
Excellent references. Box 1242, c/o Au- 
tomotive News, Detroit 7. 


VICE-PRESIDENT and general manager, 
fully qualified automobile executive now 
operating a large Chevrolet metropolitan 
dealership. If you keep only one set of 
books and you can use a $25,000 or bet- 
ter a year manager who is bondable for 
any amount—also if you want your gross 
profit increased and overhead reduced by 
organizing an efficient hard-hitting deal- 
ership that has no room for nonproduc- 
tive employes or hangers-on, my operation 
is based on making money, not being a 
factory hero. My ability and reputation 
will pass the acid test, and one of my 
best recommendations will be from my 
present employer. Also will consider deal- 
ership with option to purchase in five 
years. Box 1231, c/o Automotive News, 
Detroit 7. 


SALES OR GENERAL MANAGER—West- 
ern half of country only. Hire, train and 
supervise an aggressive operation using 
sound business methods. Control variable 
expenses. Experience includes oftice, sales, 
management, with last ten years volume 
GM dealership. Family man, age 45. 
oo 1222, c/o Automotive News, Detroit 


ASSISTANT TO CHEVROLET DEALER. 


Presently employed. Thoroughly experi- 
enced in all departments. Desires change 
to southeast. Best of references at your 
request. Box 1261, c/o Automotive News, 
Detroit 7. 


MANAGER — 16 years’ auto experience, 2 
years mechanic, 2 years parts, 3 years 
used cars, 9 years new car sales, apprais- 
ing and management. Considered expert 
closer. With present large southwest 
Dodge dealer 12 years, relation prevents 
further advancement, Age 37, married, 
3 children. Excellent references both char- 
acter and ability to manage. Box 1248, 
c/o Automotive News, Detroit 7. 








POSITION WANTED 


AUTO FINANCE and loan man desires op- 
portunity in Florida as sales representa- 
tive or in management position with 
finance company, bank or dealership. 
Twenty years’ successful sales and man- 
agerial experience including the planning, 
organizing and directing of a small com- 
pany in Indiana which was recently sold. 
Married, college graduate and in good 
health. Immediately available for inter- 
view. Box 1247, c/o Automotive News, 
Detroit 7. 


EXPERIENCED GENERAL MANAGER 
desires to locate in Florida. Able to train, 
supervise and direct sales force profitably, 
familiar with new and used car operation. 
Presently employed in such a capacity, 
can furnish references and stand investi- 
gation as to ability. Box 1250, c/o Auto- 
motive News, Detroit 7. 


“AUTOMOTIVE ACCOUNTANT- OFFICE 


MANAGER. Exceptional large volume 
General Motors experience. Shirt sleeve 
worker and tactful supervisor. Best refer- 
ences. Florida resident—Miami area only. 
Box 1251, c/o Automotive News, Detroit 7. 


OFFICE-BUSINESS MANAGER—Thorough 
working knowledge of the Ford authorized 
accounting system. Experience with gen- 
eral ledger and all journals. Served in 
management capacity and _ personnel, 
seven years with one of midwest’s larg- 
est dealerships, Can furnish reference 
from Detroit. Box 1249, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER. Want the best? 
Satisfied with quality, volume? Broad 
experience all cars. Your security inter- 
ests protected, my control. Top mechani- 
cal knowledge, background. Aggressive, 
promotional. Relocate. 815 So. 20th Ave., 
Vero Beach, Florida. 


IMPORT WHOLESALE DIVISION MAN- 
AGER, Solid, successful record on-the- 
scene in Florida’s booming import mar- 
ket. Import line represented rose to 
fourth in industry in two years, Have ex- 
tensive domestic wholesale and retail 
background. Married, age 39. Please call 
or write me at my home: R, S. Smith, 
MOhawk 1-1372, 9701 S, W. 60th Court, 
Miami 56, Florida. 


DEALERSHIPS AVAILABLE 


SINGLE POINT DEALERSHIP handling 
Oldsmobile in central Indiana city of 
40,000 with zone of influence 100,000. 
Many industries including big new GM 
plant. Handling 150-200 new cars per 
year. Always a money maker, will sell or 
lease buildings—no blue sky. Write Box 
1233, c/o Automotive News, Detroit 7. 


DEALERSHIP—FLORIDA EAST COAST— 
One of the top import groups. Complete 
service, tools, equipment and parts $15,- 
000. Reasonable lease. Box 1252, c/o 
Automotive News, Detroit 7. 


WELL ESTABLISHED DEALERSHIP in 
north Arkansas handling Ford and Mer- 
cury. Potential 180 units. Buildings by 
lease or purchase. Will sell at inventory. 
Good trade area in a growing town. Write 
Box 1253, c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING DART, DeSoto, 
Dodge, truck-—located within 100 miles of 
Detroit. Includes lease operation, top used 
car operation. Town of 20,000, rapidly 
expanding with new industry, Will sell on 
contract. Box 1254, c/o Automotive News, 
Detroit 7. 


ESTABLISHED DEALERSHIP handling 
Pontiac and Rambler, midwest city 10,- 
000, Excellent farm area. Finest sales and 
service building in city. Terms. Write: 
Broker, Box 1255, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING MERCURY— 
Location New Jersey. Will have Comet. 
100-125 potential. Inventory approximate- 
ly $14,000 plus $8,800 for equipment and 
leasehold improvements. Low rent. Box 
1243, c/o Automotive News, Detroit 7. 


WELL ESTABLISHED DEALERSHIP han- 
dling Lincoln-Mercury et al. Chicago top 
dealer established 30 years. 1959 volume— 
5 million, handling approximately 2,300 
cars annually. Owner would like to re- 
tire. All buildings and lots owned, Lucra- 
tive and profitable business. Will lease or 
sell—principals only, Honest opportunity 
for sincere group. Box 1211, c/o Automo- 
tive News, Detroit 7. 


CHICAGOLAND AREA — Dealer handling 


Rambler within 40 miles of Chicago— 
Large industrial area, over $1,000,000 
sales in 1959. Complete service shop, 
showrooms, used car lot. $25,000 will 
handie. Long term lease of premises, 
$1,500 per month. H. L. Passman, Attor- 
or 77 W. Washington, Chicago 2, Illi- 
nois. 


EXCELLENT ESTABLISHED DEALER- 


SHIP handling Chevrolet—since 1923 un- 
der present ownership -——-in Jamestown, 
New York. Largest furniture manufac- 
turing city in the east. Dealer-owned real 
estate, fire-proof building consisting of 
more than 43,000 square feet of floor 
space, modern, up-to-date 100 unit black 
topped used car lot. Planning potential 
760 units. Real estate may be purchased 
or leased, parts and equipment at mar- 
ket. No reasonable cffer refused. Imme- 
diate possession. Contact: A. E. Putney, 
Jamestown, New York. 


LONG ESTABLISHED DEALERSHIP han- 


dling Pontiac-Rambler in midwest town 
of 5,500, 176 new units sold in 1959, very 
profitable dealership, Low overhead, long 
lease, $860,000.00 volume last year, Mod- 
ern showroom and first class used car 
lot. This place is known as the best deal- 
ership in town, Purchase price of $25,000 
includes all parts, accessories, equipment, 
signs, tools, tires, ete. Write Box 1260, 
c/o Automotive News, Detroit 7, 


DEALERSHIPS AVAILABLE 


There are a few 
choice areas 
still open for 


ITROEN 


Dealer 


Franchises 


in the 
following states 


NEW YORK 
NEW JERSEY 
PENNSYLVANIA 
MARYLAND 
DELAWARE 


For Complete Information, 
Contact 


Mr. Andre Dumont 


Dealer Development Division 
Citroen Cars Corporation 


300 Park Ave., New York, N. Y. 
MUrray Hill 8-1160 





TEXAS — HANDLING CHEVROLET, 150 
unit dealership, approximately $40,000— 
Handling Ford, 150 unit dealership, ap- 
proximately $30,000 — Handling Buick, 
100 unit dealership—Handling Olds dual, 
150 unit dealership—others—Excellent 
opportunities for factory approvable op- 
erators. Prices are based on inventory. 
Confidential personal interviews only. 
Village Hotel, Suite 210, Eastland, Texas. 


AGENCY HANDLING FORD in town of 
5,000—Mercury-Comet available. 200 car 
potential. $21,000 buys parts, accessories, 
equipment and fixtures—lease building. 
Will pay for itself in one year, Owner 
has other interests. Patrick Ford Sales, 
Caro, Michigan. 


DEALERS NOW 
BEING APPOINTED 


for the Borgward's group econ- 
omy LLOYD and the fabulous new 
ARABELLA in the states of: 


NORTH CAROLINA 
SOUTH CAROLINA 
GEORGIA 


Distributor appointments 
considered. 


J. C. LEWIS 
IMPORTING CORP. 


LLOYD—Importers—ARABELLA 
Savannah, Georgia Phone: AD 4-4421 








DEALERSHIP WANTED 


CHEVROLET, GM DUAL or Ford in 
Michigan city. Mail complete de 
Confidential. Box 1226, c/o Automotiyg 
News. Detroit 7. 

Sa ee ee 

WANTED: GM DEALERSHIP 15() to 259 
units in Micnigan, Indiana, Ohio or Thi. 
nois. Confidential. Box 1238, c/o Auto. 
motive News, Detroit 7. 








ARE YOU UNHAPPY with your presem 
operation? Are you saddled with real ¢. 
tate and can’t get out? Would you 
to retire and play golf or go fishing? ¢ 
the description fits or if you want to get 
out for any other reason, drop me a note 
and your problems will be over. I’}j 
you out. P. S. It must be a Chevroig, 
deal in the Philadelphia area. Pox 125g 
c/o Automotive News, Detroit 7. 

—_—<—_ ———$—$—$—$——— 

QUALIFIED FOR GM or Ford franchise. 
Northern New Jersey, 400 or more ney 
cars yearly only, Unlimited cash. Edwarg 
Burns, 990 Broad Street, Newark, Ne» 
Jersey. 


DEALER SERVICES 








Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per 
sonnel . . . because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or rm 
finance, anywhere in the world, at low, 
money-saving rates, for officers and nom 
commissioned officers of pay gee 5 
and above . . . on a simplified, nom 
recourse basis. 


MILITARY ACCEPTANCE Corp. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 5-675 
“Worldwide Financing for Military Personnel” 
(USAA Insurance available 
to qualified officers) 








1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 19 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
‘60 edition today for only $10—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 








HAVE CREW, WILL TRAVEL! 


The Service That Counts 


ALLIED INVENTORY CO., INC. 
7508 So. Cornell Ave. Chicago 49, Illinois 
TEL.—NOrmal 7-0065 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
wi er 3-6445 


AUCTION SCHOOLS 


LEARN AUCTIONEERING. Nationally 
recognized diploma. Free catalog! Mis- 
souri Auction School, Box 9252P3, Kam 
sas City, Missouri. 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev 
rolet Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers, Complete 
national list, March, 1960 checked, On 
addressed labels, 35M, $14 per M, Box 
1259, c/o Automotive News, Detroit 7. 

OFFICE EQUIPMENT FOR SALE 

BURROUGHS SENSIMATIC, Model F500— 
19 totals, Perfect condition, three brain 
panels. $2,900. Can finance. Flint North- 
ern Corp., 5412 N. Saginaw St., Flint 
Michigan. SUnset 9-6261. 





DEALERSHIPS AVAILABLE 


DEALERS NOW BEING APPOINTED 


By Foreign Cars Corporation, America's oldest importers for the German Borg- 
ward group economy LLOYD and the new 4-cylinder ARABELLA in the states of: 


FLORIDA 
MISSISSIPPI 


ALABAMA 
LOUISIANA 


For three years we have served as National Parts Depot for LLOYD, carrying 
$150,000 stock of genuine Lloyd parts, serving the entire nation. This insures 


adequate parts supply at all times. 


FOREIGN CARS 


CORPORATION 


LLOYD — Importers — ARABELLA 
1812 SO. ANDREWS AVE. — JA 2-9942 — FORT LAUDERDALE, FLA. 
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CARS FOR SALE 


| 1960 
VOLKSWAGENS 


immediate Delivery 
America's Largest 


TOD-0-CAR, INC. 


ALL AMERICANIZED 
* 


IDEAS 


—_— 





he deciers who have used my columnist 
ads for a year have renewed for an- 
gher year. Can there be any stronger evi- 
of their value? Everything you can 
in advertising has been said over and | 
wer again, but these columns are different. 
they enjoy volume of readership reached 
aly by feature writers, yet do forceful, 
abtie selling job for all your departments. 
inexpensive but very valuable. Exclusive 
may be available to you. Ask for de- | 
without obligation. Edward Fiske Co., | 


i Depot Plaza, White Plains, N. Y. On Hand at Two Locations: 


| 1415 HAINES STREET, PHILADELPHIA 26, PA. 
| PHONE: WAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 


——BUSINESS OPPORTUNITIES 


—— j 


Small Jobber Opportunity 


We are Looking For Small 
Aggressive Jobbers Who 
Are Only Merchandising 
Three or Four Product Lines. 
The companies that will 
probably be interested have 
two to four salesmen who 
regularly contact new car 
dealers and body shops with 
a close and intimate rela- 
tionship with service per- 
sonnel. 

We offer nationally accepted prod- 
ucts that are approved by the Auto- 
mobile Manufacturers, with a really 
worthwhile discount that is much 


above average. 


Box 1256, </o Automotive News, 
Detroit 7. 



















We import and distribute direct. 






No middleman. 
ALL MODELS 1955 — 1960 


Cars are serviced and cleaned, ready 
Supply on hand. 






for resale. 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 

Box 508, Montgomery, New York 

| Telephone Newburgh JOhn 1-2248 

Cable GLOIMP 













Volkswagens 
1960 Models 


Immediate Delivery — Fully 
Americanized. ASI wind- 
shields, leatherette u pho I- 
stery, double bumpers, di- 





CARS FOR SALE 





| 1958-’59-"60 
VOLKSWAGENS 


NEW — USED 
from 


$900 to $1,375 


Delivered by the Oldest 
Exporters of European Cars 


Also MERCEDES - OPELS 
MGS - BENTLEYS - ROLLS- 
ROYCE - CLASSIC CARS 


/RUDI ARONS International 
Agencies GmbH. 

Neue Rabenstr. 32 
HAMBURG, GERMANY 
Phone 44 15 21 
Cable addr.: RARONS 


rectional signals, all models. 


Wholesale To The Trade 


Call or write: 


LAINE MOTORS 
711 Springfield Ave. 
Newark, N. J. 
ESsex 2-9698 





AVIS OF TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Cars—Lowest Prices 


DON HOUSEWRIGHT 
Dallas 











SALE! SALE! 


NOW READY FOR 
IMMEDIATE DELIVERY 


1958 TAXICABS 


For Sale! Over 150 
FORDS, $375 Ea. 
(Standerd shift, 6-cy!.) 

STUDEBAKERS, $225 Ea. 
(Standard shift, 6-cyl.) 

(Automatics, $295.00 each) 


F.O.B. NEW YORK 


These cars from 11 to 13 months old 
(taken in trade on new S$ ers) 
sold on first come, first served basis. 
Good tires . . . good mechanically. 


Write—Wire—Call 
Taxicab Corp. 






AVIS OF TEXAS 
Cadillac Limousines 


+ Clean—Fully Equipped—Low Mileage 
Don Housewright 







RI 8-7011 


1960 SIMCA P60 ELYSEES 


Priced to Sell, Fully Equipped, All Colors 
Lowest Wholesale Prices 


Call Harold Steinberg 
120 East 56th St.,.N. Y., N. Y. 





b 


, 













Dept. S 
E ; 787 11TH AVE., NEW YORK 19, N. Y. 
Ldorado 5-2480 Phone: Plaza 7-2400 Ext. 28 
or JUdson 2-7799 
SEE PAGE 54 ARRANGEMENTS CAN BE MADE FOR: 






*A responsible cy will bond a 
good driver to deliver your car to you 
at a cost of $50 plus gas receipts. 





for the nation's 
TOP AUTO AUCTIONS 









CARS FOR SALE 


VOLKSWAGENS 


| SEDANS AND SUNROOFS—LATEST MODELS 
Only $1,365 


c.i.f. U. S. East Coast and Gulf Ports—immediate delivery. 


All other VW Models and Types suppliable—Also other German cars 
such as Mercedes, Opel, Taunus, etc.—And all spare parts. 


It will pay you to write to: 


FISCHER & HUTTER K.G. 
2 Glockengiesserwall 
HAMBURG 1, GERMANY 
Cables: HUFI Hamburg Bank and trade references available. 



















“MERCEDES-BENZ | 


RI 87011]. 








CARS FOR SALE 





Buy Your 


MERCEDES 


in New York 


All Models from 1955 
to 1959 in Stock! 


Let us put you on our mailing list 


FOREIGN AUTO 
WHOLESALERS, INC. 


1501 Jerome Ave. Bronx, N. Y. 
LU 7-4036 


WE ALSO SHIP CARS DIRECTLY FROM 
GERMANY AT GREATLY REDUCED PRICES! 








BUY THE 
USED CAR 
YOU NEED 
WHEN YOU 

NEED IT 

FROM 


HERTZ 












Late- model 
cars are available 
to used car deal- 


ers now. A Hertz office 
near you may have the . 
car you’ve been looking 
for! 


Hertz has Chevrolets, 
Pontiacs, Fords, Olds- 
mobiles, Plymouths, 
Buicks, Cadillacs — se- 
dans, hard-tops, wag- 
ons, convertibles — all 
featuring automatic 
transmissions, power 
steering, radios and 
heaters . . . many with 
power brakes. 


Clean, low mileage 1959 
models are now avail- 
able at Hertz offices 
across the country. 






For more information 


call your local Hertz 
office or contact: 
Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash, 
Chicago 4, II. 









TRUCKS FOR SALE 





WRECKER FOR SALE — 10-ton Holmes 
wrecker in excellent condition on 2-ton 
Chevrolet. Bought new by present owner. 
Ray Hamlin Chevrolet Co., Blackwell, 
Oklahoma. 





TRUCKS WANTED 


TRUCKS—Need half-ton Ford and Chevro- 
lets, 1953 through 1959. Bob White Mo- 
tors, 3510 Avenue E. Ensley, Birmingham 
8, Alabama. 


SHOP EQUIPMENT FOR SALE 


DeVILBISS SPRAY BOOTH — dismantled 
spray booth with Infra-Red bake oven 
complete, 14’ wide—28’ deep—9’ high. 
New unit cost $5,800—priced to sell. Box 
1239, c/o Automotive News, Detroit 7. 
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ANTIQUE, CLASSIC CARS FOR SALE | 
1937 CORD 812 Convertible. One owner, just 
traded, perfect. Drive anywhere. 1948 
Continental 2-door hardtop, original in- 
cluding engine. Very clean. $1,250. V & D 
Motors, Inc., 619 E, Green Bay St., Sha- 
wano, Wisconsin, Phone LAkeside 6-4510. 


PARTS FOR SALE 


AUTOMOTIVE BULB #1034, price $14.00 | 
per hundred; 67 bulb $7.00 per hundred; 
57 bulb $5.50 per hundred—packed 10 
to box. Postage prepaid. Acme Sales Co., 
Box 949, Camden 5, New Jersey. 
RITISH FORD PARTS—closing out! 

$2,700 stock. Best offer over $700, 90% 

interchange with models through ’59. 

Must sell. Waco Motors, 1301 West Flag- | 

ler St., Miami 35, Florida. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—complete stock, Prompt | 
shipment. Greene County Motors, Cat-| 
skill, New York, Phone: 2000. 

| gare PARTS—Discounts to dealers and 


garages, Pioneer Distributors, 2323 South 
Jefferson, St. Louis, Missouri. 


PORSCHE PARTS—$18,000 in fresh stocks | 
offered substantially below dealer cost, | 
or will job lot $500 minimum orders at | 
40% off. We have scarce body panels | 
for late conv. ‘‘D’’ and good quantity of 
sheet metal. Must sell, need room. Waco 
Motors, 1301 West Flagler St., Miami 35, 
Florida. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, | 
Florida. Attention: Jim Hope. 


IN A “‘BIND”’ for a slow moving Chevrolet 
part? Try Fuller-White Chevrolet, Tulsa. 
$250,000 inventory perpetually controlled. 

MISCELLANEOUS 
1000 EMBOSSED BUSINESS CARDS — 


$3.49. Free delivery, free samples, L-D 
Press, 534 State, Hammond, Indiana. 











The “ORIGINAL BRAKE BAR" 


Automatic BraKinG 


Only Bar Manufactured Today 


WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" 51 


Incldg. BRAKE HOOK-UP 
Assures Full Floating Tow 
No Strain on Bumpers or Car 


TowKinG 7.22’, $4590 
$3750 


YOUR 
CHOICE 


TRAIL 3 Point 
KING Hook-up 


STEEL (Tow Bar) CARRYING 


CASE with Wheels & Handles 

BROWNIE CARRY-ALL Only 

BAG Mounted ON 

Rubber-Tired WHEELS $13.95 

SAFETY CHAINS, set of 2, only. 
CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS | 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
We pay charges 
Call Collect 13 Reco sans 
40 So. Clinton St., Chicago 6, Ili. 
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MISCELLANEOUS 


The NEW ond] 


SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price 
Dealers’ Special Discount 25%. 17. 





Dealers’ Net with 4 Standard 


lus 2 Large Adapter Clamps. $52.35 
" Federal eels fox Included 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 
Four Clamp Hook-Up 


Dealers’ List Price 
Dealers’ Special Discount 25%. 14.95 


Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $44.85 
Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 
Eastern: Western: 
Five Wheels Ltd. Five Wheels 
599 Y St. (Western) Ltd. 
jo 525 Main = 


TUCKER AUTOMOBILE FACTORY LIT- 
ERATURE, pictures, etc. Collectors 
items. $1.00 bill postpaid. Moore’s Hobby, 
16 W. Fulton, Grand Rapids, Michigan. 


CAR RECORD BOOKS, forms for work- 
sheets, bills of sale, powers of attorney, 
affidavits, installment notes, automobile 
purchase orders, statements of motor 
vehicle sales, metal rimmed key tags. 
Suckert Loose Leaf Cover Co., 11911 
Grand River, Detroit 4, Michigan, 


CARS FOR SALE 


— 


1960 VOLKSWAGENS 


IMMEDIATE DELIVERY 


NEW YORK AND 


NEW ORLEANS 


EXCISE TAXES PAID 


FOR BEST PRICES 


Wire, write, phone 


U. N. COMMERCIAL CORP. 


277 Clinton Ave. 


Newark, New Jersey 


In North Careline call: E, M, Stafford Auto Auction, 2615 Wilkinson Ave., 


harlotte, N. C., EX 9-092! 


U. S., Canada and 
One Year $9 [] or 
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New Subscription Order: 


Send Automotive News to Address Below 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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— Ask for Jimmy Allison 

| 
| 
| 


U. S. Possessions 
Two Years $16 [] 
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He’s the Zone Manager, giving a dealer’s salesmen a 
“refresher course” in the sales advantages they have 
over competition, model-for-model and component- 
for-component. 


He’s the District Service Supervisor, schooling a 
dealer’s mechanics on the use of new engine testing 
equipment for faster diagnosis of service problems. 


He’s the Assistant District Manager, helping a 
dealer close a sale by translating a buyer’s need into 
accurate truck “‘specs.”’ 


‘Best deal in the truck business. . 


“Mr. INTERNATIONAL’ 


is a teacher—“sales” is his favorite subject 


INTERNATIONAL TRUCKS ha 















“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy andj 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of as 
sistance. If you’re interested in working with am 
organization like this, selling the world’s most com= 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Moto 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 














